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T\f\1JliW  JT    OD/^IT/'T'  Maplewood  Mills  Absorbent  Cottons  are  the 
MJXJUIJM^M:*    rM\J^r£  a     easiest  sellers  and  the  BEST  profit  yeilders 

OJV  M3SORSEN7    BECA  use  .—Each  of  the  four  grades  they  manu- 

sZ^mJ  facture  is  the  best  obtainable  ai  the  price  and  puts  you 

COTTOAf  ^^  ^^^  credit  side  of  your  customer's  good-will  account     It  costs  you 

less  than  similar  qualities  offered  by  others,  because  the  Maplewood 

Mills  complete  manufacturing  facilites  make    JUt  A'Of  ptI)ChChT\   jytll  I  T 
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it  possible  to  produce  cotton  at  minimum 
cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit.   FJiLL  RiVER,  MJkSS. 
PROOF  FOR  A  POST  CARD. i 
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Absolute  Purity 

POI^LrANTIN 

in  HAY  FEVER 


Quality  Standard 

FovBdad  1S3* 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


Save  the  Freight  on  12  Case  Lots  of  Listerine 

Those  druggists  whose  demand  for  the  standard  antiseptic  preparation 
justifies  the  purchase  of  one  gross  large  size  Listerine  or  its  equivalent, 
should  correspond  with  the  manufacturers  : 

LAMBERT  PHARMAGAL  COMPANY,  Locust  and  21st  Sts.,  St.  Louis,  Mo. 


Eckman's  Alterative 

's^sTAfJTJLZ'  FOR  THROAT  AND  LUNGS  %1iLf'J,i:''"'''.Z 

CcRman  Manufacturing  Company,  PKiiadeipKia,  Pa. 
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SPRING    DATING    IS    ALLOWED    BY    US 

AND  BY  MOST  OF  THE  LEADING  MANUFACTURERS 

BUT 

THE  SEALED  SODA  FOUNTAIN  IS  EXCLUSIVELY  A  PUFFER  PRODUCTION 

(PATENTS  APPLIED  FOR) 

The  advantages  of  the  SEJkLED  Fountain  are  so  practical  that  you  cannot  afford  to  buy  any  other 

You  save  about  50%  of  your  ice  bill. 

You  have  a  Soda  Fountain  so  sanitary  as  to  pass  with  favor  and  approval  any  board  of  inspection. 

Your  entire  apparatus  is  a  perfect  refrigerator,  excluding  dirt,  insects  and  all  other  detriment. 


ShiOD^H  ftK  Khntnn     '^^  Sealed  is  rolled  into  place,  and  is 
anipp^a  us  Snumn,  ^^  ^  ^^^^^  ^^^^  ^^  working  condition. 

U/>e  ''  safe:  sanitary  tumbler  WASHER''  Has  no  equfstl 

Made  of  solid  German  silver,  matches  workboard,  has  a  clear  bowl  easily  cleansed,  and  no  working  parts  to  cause  trouble. 
This  "  SS '"  Washer  is  rapidly  taking  the  place  of  the  old  styles  made  of  copper,  plated,  and  with  troublesome  inside  frames. 
Specify  the  "  SS  "  Washer  in  your  soda  fountain  contract ;  we  supply  all  the  manufacturers. 

CARBONATOR,S 

All  automatic  and  great  soda  water  makers,  SEVEN  sizes,  arranged  for  power  as  required.  Send  for  Catalogs. 

U/>e  Puffer  Manufacturing'  Co..    s^ilZl^:';::::*: 

Factory,  'WinGb«8t«r,  Mass.  Boston»  MaSS. 
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Y  &  S  STICK  UGORICE 

PACKED  IN  INDIVIDUAL  5c.  CARTONS 


LOZENGES  "NEST 

^D  POWDERED 

«r..  .  r^^c  EXTRACTS 

PELLETS  

IN  DECORATED  UCORICE 
GLASS-FRONT  TINS  ROOT 


WAFERS  AMMON. 

„^  GLYCYRRHIZI 

Sc  MUSLIN  BAGS 

All 

Etc.,  Etc.  Druggists 

National  Licorice  Company 

BROOKLYN,  N.  Y. 


Massachusetts  College  of  Pharmacy 

72  St.  Botolph  SU  Comer  of  Garrison,  Boston,  Nassachusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

Tli«  Demand  for  Graduates  of  this  School  is  in  Ezcoss  of  the  Supply. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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Cheer  Up. 

A  month  or  two  ago  there 
was  a  good  reason  to  believe 
the  worst  was  yet  to  come. 
The  dangers  most  feared  at 
that  time  —  a  financial  panic 
and  a  cessation  of  practically 
all  ocean  commerce  —  have  not  materialized 
and  there  is  now  no  expectation  that  they  will. 
There  is  at  present  no  reason  whatever  why 
business  in  the  United  States  should  not  have 
an  immediate  and  steady  recovery.  In  fact  we 
believe  the  process  has  already  begun.  Those 
manufacturers,  wholesalers  and  retailers  who 
still  have  cold  feet  should  begin  to  warm  them 
at  once,  else  they  may  have  reason  to  regret 
the  delay. 


A  Successful  Window. 

What  is  the  test  of  a  successful  window  dis- 
play ?  If  the  trim  is  so  novel,  artistic  or  strik- 
ing that  the  passerby  is  forced  to  stop  and  look, 
and  then  walks. off  with  a  clear  mental  picture, 
a  lasting  impression  of  what  he  has  seen,  and 
where,  even  though  he  may  not  become  an 
immediate  purchaser,  we  believe  the  trimmer 
may  justly  feel  that  he  has  hit  the  bull's  eye. 

Two  Ways. 

**  If  you  want  to  achieve  success,  either  do 
something  new  or  else  do  sometning  old  in  a 
new  way,"  was,  according  t(\  the  New  York 
Sun,  the  advice  given  by  a  rich  man  to  a  young 
man  who  sought  his  opinion  in  regard  to  win- 
ning a  fortune.  Inventors,  geniuses  and  pio- 
neers in  all  great  undertakings  have  blazed  new 
trails  and  thus  reached  the  goal.  Few  of  us 
can  hope  to  emulate  them,  however  much  we 
may  wish.  But  there  are  endless  variations  and 
possibilities  of  doing  the  old  things  in  better, 
easier,  more  economical,  ajt]:active  and  effec- 
tive ways.  :  :  :*;*: 

Progressiveness  Pays.  *  • 

The  broad  man,  the  man  who  can  see  good 
points  in  his  competitor's  business,  the  man 
who  is  liberal  with  his  clerks,  the  man  who 
mingles  with  other  people,  the  man  who  is 
well  informed  in  the  general  news  of  his  trade 
has  a  better  equipment  for  conducting  a  suc- 
cessful business  than  the  narrow  man.  New 
ideas,  progressive  business  methods,  a  better 
knowledge  of  human  nature,  and  the  approba- 
tion of  the  public  can  be  obtained  by  the  right 
sort  of  expansion  and  incidentally,  but  not  the 
least  important,  business  grows  by  such  tac- 
tics. Demonstrate  this  to  your  own  satisfac- 
tion ;  it  sounds  feasible ;  it  requires  nothing 
but  a  pleasant  face  and  a  receptive  mind  to 
put  it  in  practice. 
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Four  Hssentials. 

The  value  of  modern  ideals  in  successful 
salesmanship  as  an  aid  to  character  building 
-has  so  impressed  the  heads  of  a  Sunday  school 
in  Maine  that  a  course  of  lessons  on  the  subject 
will  be  given  throughout  the  winter.  Service  is 
emphasized  as  the  keynote  of  successful  sales- 
manship. The  theory  was  put  forth  that  the 
whole  business  structure  depends  on  service. 
If  anyone  fails  to  make  a  business  success  he 
has  failed  in  service,  he  does  not  successfully 
meet  the  demand  his  business  calls  for.  The 
first  lesson  dealt  with  a  discussion  of  the  power 
to  make  permanent  and  profitable  patrons. 
There  are  four  things  to  know :  Yourself,  your 
business,  the  other  fellow  and  how  to  use  your 
knowledge. 

Be  "  a  Leading  Citizen."  ^ 

Pharmacists  should  take  an  interest  in  the 
affairs  of  the  town  in  which  they  happen  to 
be.  It  is  surprising,  however,  to  see  how  few 
do  so.  Sometimes  we  think  this  arises  from  an 
over-cautiousness,  the  fear  being  on  the  part 
of  the  druggist  that  if  he  takes  sides  on  any 
question  of  public  interest  he  will  make  for 
himself  and  his  store  enemies.  This,  as  a  rule, 
is  groundless.  The  benefits  to  be  derived  from 
the  advertising  that  will  come  to  him  if  he 
mingles  as  much  as  possible  with  his  fellow- 
townsmen  will  much  more  than  offset  any  detri- 
ment that  mlyk3t)tfie  to.  his  business  through 
any  stand  on  pii)lifc  affairs  he  may  take. 

The  Suburbanite. 

There  are  many  advantages  that  the  subur- 
ban druggist  has  that  his  brother  in  the  city 
has  to  struggle  along  without.  Not  the  least 
of  these  is  the  fact  that  he  has  his  constituency 
all  in  a  lump,  and  where  he  can  get  at  it  thor- 
oughly without  any  difficulty.  Advertising  in 
his  local  papers,  if  properly  conducted,  carries 
the  news  of  his  store  into  practically  every 
household,  and  in  every  household  he  has,  or 
hopes  to  have,  one  or  two  customers.  It  is 
also  possible  to  reach  his  entire  constituency 
through  the  post  office,  at  but  a  limited  ex- 
pense, with  booklets  and  folders.  This  cannot 
be  done  by  the  city  druggist  without  a  great 
deal  of  waste  of  ammunition. 


Prepare  Early. 

Through  a  low-power  telescoj^e  we  may  now 
glimpse  at  the  on-coming  holiday  season.  It's 
none  too  early  to  mobilize  forces,  train  some 
raw  ideas,  erect  a  few  siege  guns  and  other- 
wise prepare  to  storm  the  fort.  Call  a  meeting 
of  the  strategy  board  and  go  carefully  over  the 
ground  ot  former  Christmas  campaigns.  Note 
all  the  strong  and  weak  spots  —  the  kind  of 
goods  that  did  not  make  a  hit,  and  why  —  the 
sort  of  advertisement  that  pulled  be§t  —  the 
stamp  of  clerks  who  helped  and  those  who  hin- 
dered business  —  the  new  lines  that  you  were 
afraid  to  stock,  but  which  rained  gold  dollars 
into  the  other  fellow's  till  —  certain  lines  on 
which  the  craze  seems  to  be  dying  out,  and 
others  that  promise  to  take  theif  places.  Pre- 
paredness is  half  the  battle.  You  can't  begin 
too  early. 

Selling  Not  All. 

Some  men  have  a  talent  for  buying  well,  and 
some  for  selling  well.  One  may  buy  closely 
and  fail  to  make  the  most  out  of  the  goods  he 
has  bought,  and  another  may  pay  more  for 
what  he  buys  but  get  more  out  of  his  stock. 
"  Goods  well  bought  are  half  sold,**  will  do  for 
a  truism,  but  it  may  be  noted  that  it  truly  says 
**  half  sold.**  Selling  and  using  stock  calls  for 
as  much  skill  and  thought  as  buying.  This  is 
particularly  true  in  pharmacy,  where  the  pos- 
sibilities of  saving  in  the  care  of  stock  and  in 
manufacturing  are  so  great.  Fortunes  are 
made  in  these  days  by  the  utilizing  of  seem- 
ingly worthless  material,  and  a  comfortable 
living,  at  least,  might  be  made  out  of  what 
many  drug  stores  allow  to  go  unimproved  and 
unsold. 

A  Pertinent  Question. 

A  question  that  every  druggist  should  face 
squarely  is :  "  In  what  shape  are  my  business 
affairs  if  I  should  be  suddenly  called  to  leave 
this  world  ?  *'  Some  men  show  an  unaccount- 
able reluctance  to  making  a  will.  Others  have 
such  antiquated  and  slipshod  business  methods, 
such  a  lack  of  anything  approaching  system 
in  bookkeeping,  that  an  executor  would  have 
a  most  unhappy  time  in  trying  to  unravel  the 
tangle.  Yet  others  make  the  mistake  of  being 
too  secretive  about  their  affairs.     Some  mem- 
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ber  of  the  family  should  be  entrusted  with 
a  good  general  idea  of  the  business  and  the 
whereabouts  of  valuable  and  necessary  papers. 
Put  your  house  in  order.  It  won't  shorten  your 
days,  and  may  save  those  dependent  upon  you 
endless  trouble  and  loss. 

.  The  Loafer  Problem. 

Almost  every  merchant  in  the  smaller  towns 
has  this  problem  to  face  —  that  of  the  loafers 
who  drape  themselves  over  the  counters,  oc- 
cupy the  chairs  intended  for  customers,  take 
up  the  proprietor's  time  and  try  his  temper  by 
discussions  that  interest  nobody  but  them- 
selves, and,  worst  of  all,  drive  away  lady  cus- 
tomers, who  almost  invariably  find  their  pres- 
ence offensive.  One  merchant  quite  cleverly 
eliminated  the  nuisance  in  this  way.  He  cov- 
ered their  favorite  leaning  places  with  displays, 
so  that  there  was  no  longer  space  for  them  to 
lounge  over  counters  and  showcases.  Then 
he  began  gradually  to  take  the  chairs  away, 
keeping  them  behind  the  counter  so  that  he 
could  offer  one  to  a  customer  when  necessary. 
In  this  way  he  gradually  succeeded  in  getting 
rid  of  them  without  offending  them. 

Pegging  Away. 

Times  are  a  bit  dull  —  it's  just  as  well  to 
look  facts  in  the  face.  We  all  hope  and  be- 
lieve it  is  a  temporary  condition,  and  the  harder 
each  individual  pushes  the  quicker  the  change 
will  come.  The  penny-wise  man  will  begin  now 
to  retrench  in  his  advertising  efforts  and  ex- 
penditure, and  his  pound-foolish  policy  will 
show  in  ever  lessening  receipts.  Any  com- 
petitor who  can  see  through  a  ladder  realizes 
that  thi^  is  the  very  worst  time  in  the  world 
to  relax  in  his  publicity  campaign.  He  knows 
that  in  order  to  separate  a  customer  from  his 
dollar  he  must  employ  the  best,  the  most  novel, 
varied  and  enticing  forms  of  advertising  devis- 
able. Placards,  window  cards,  window  strips,- 
package  slips,  mailing  cards,  flyers,  newspaper 
space  —  all  have  their  place  and  their  peculiar 
effectiveness.  Economize  in  other  ways,  but 
it's  business  suicide  to  cut  out  advertising  al- 
together. Read  the  trade  journals  —  they  are 
full  of  workable  hints.  Invest  a  few  dollars  in 
some  good  books  on  business  efficiency  and 
up-to-date  advertising  ideas.    Local  conditions 


must  determine  which  is  the  best  form  of  pub- 
licity to  employ,  then  it's  a  case  of  where  the 
best  ad  wins.    Peg  away  ! 

The  Way  to  Prosperity. 

The  psychology  of  advertising  is  iridescent. 
It  is  almost  impossible  to  get  a  contract  for 
advertising  —  unless  it  be  for  advertising  um- 
brellas —  signed  on  a  rainy  or  a  stormy  day, 
although  the  announcement  is  not  to  make  its 
first  appearance  until  a  week  or  a  month  later. 
The  daily,  weekly,  monthly  and  trade  journals 
are  all  at  present  suffering  from  this  peculiar 
phase  of  mind  possessed  by  advertisers,  both 
great  and  small,  throughout  the  country.  Of 
course,  if  every  business  house  closes  itself  up 
like  a  clam  there  is  bound  to  be  stagnation  and 
depression.  There  is  no  reason  why  every  in- 
dustry in  America,  excepting  only  those  few 
whose  supplies  have  actually  been  cut  off, 
should  not  open  its  shell  and  resume  its  nor- 
mal life.  The  fact  that  it  does  not  do  so  is 
the  only  obstacle  in  the  way  of  prosperity. 


Enclosed  sinews  of  war  to  extent  of  $2, 

Robert  A.  Newton. 
Southbaro^  Mass.^  Oct.  10^  191  4' 


AN   EARLY  START. 
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Drastic  l|*|(tiliktioas* 

The  Bureau  of  Chemistnr  of  Washington  has  re- 
ceived many  inquiries  relative  to  the  proper  labeling 
of  medicinal  preparations  in  compliance  with  the  re- 
quirements of  the  Food  and  Drugs  Act,  as  amended 
by  the  Act  of  August  23,  191 2,  commonly  known  as 
the  Sherley  amendment.  The  following  suggestions 
are  offered  by  the  Bureau  to  manufacturers  or  pro- 
prietors of  such  preparations  to  serve  as  a  guide  in 
the  preparation  of  labels : 

1.  Claims  of  Therapeutic  Ejects,^  A  preparation 
cannot  be  properly  designated  as  a  specific,  cure? 
remedy,  or  recommended  as  infallible,  sure,  certain, 
reliable  or  invaluable,  or  bear  other  promises  of  bene- 
fit, unless  the  product  can  as  a  matter  of  fact  be  de- 
pended upon  to  produce  the  results  claimed  for  it. 
Before  making  any  such  claim,  the  responsible  party 
should  carefully  consider  whether  the  proposed  repre- 
sentations are  strictly  in  harmony  with  the  facts ;  in 
other  words,  whether  the  medicine,  in  the  light  of  its 
composition,  is  actually  capable  of  fulfilling  the  prom^ 
ises  made  for  it.  For  instance,  if  the  broad  represen- 
tation that  the  product  is  a  remedy  for  certain  diseases 
is  made,  as,  for  example,  by  the  use  of  the  word 
*'  remedy ''  in  the  name  of  tde  preparation,  the  article 
should  actually  be  a  remedy  for  the  affections  named 
upon  the  label  under  all  conditiotis,  irrespective  of 
kind  and  cause. 

2.  Indirect  Statements,  — Not  only  are  direct  state- 
ments and  representations  of  a  misleading  character 
objectionable,  but  any  suggestion,  hint  or  insinuation, 
direct  or  indirect,  or  design  or  device  that  may  tend 
to  convey  a  misleading  impression,  should  be  avoided. 
This  api^ies,  for  example,  to  such  statesments  as  "  has 
been  widely  recommended  for,"  followed  by  unwar- 
ranted therapeutic  claims. 

3.  Indefinite  and  Sweeping  Terms.  —  Representa- 
tions that  are  unwarranted  on  account  of  indefinite- 
ness  of  a  general  sweeping  character  should  be  avoid- 
ed. For  example,  the  statement  that  a  preparation  is 
"  for  kidney  troubles  "  conveys  the  impression  that  the 
product  is  useful  in  the  treatment  of  kidney  affections 
generally.  Such  a  representation  is  misleading  and 
deceptive  unless  the  medicine  in  question  is  actually 
useful  in  all  of  these  affections.  For  this  reason  it  is 
usually  best  to  avoid  terms  covering  a  number  of  ail- 
ments, such  as  "  skin  diseases,  kidney,  liver  and  blad- 
der affections,"  etc.  Rheumatism,  dyspepsia,  eczema 
and  the  names  of  many  other  affections  are  more  or 
less  comprehensive,  and  their  use  under  some  circum- 
stances would  be  objectionable.  For  example,  a  medi- 
cine should  not  be  recommended  for  rheumatism 
unless  it  is  capable  of  fulfilling  the  claims  and  repre- 
sentations made  for  it  in  all  kinds  of  rheumatism.  To 
represent  that  a  medicine  is  useful  for  rheumatism, 
when  as  a  matter  of  fact  it  is  useful  in  only  one  form 
of  rheumatism,  would  be  misleading ;  such  statements 
as  "  for  some  diseases  of  the  kidney  and  liver,"  "  for 
many  forms  of  rheumatism,"  are  objectionable,  on 
account  of  indefiniteness. 


Names  like  "  heart  remedy,"  "  kidney  pills,"  "  blood 
purifier,"  "  nerve  tonic,"  "  bone  liniment,"  "  lung  balm  " 
and  other  terms  involving  the  names  of  parts  of  the 
body  are  objectionable  for  similar  reasons. 

4.  Testimonials.  —  Testimonials,  aside  from  the 
personal  aspect  given  them  by  their  letter  form,  hold 
out  a  general  representation  to  the  public  for  which 
the  party  doing  the  labeling  is  held  to  be  responsible. 
The  fact  that  a  testimonial  is  genuine  and  honestly 
represents  the  opinion  of  the  person  writing  it  does 
not  justify  its  use  if  it  creates  a  misleading  impression 
with  regard  to  the  results  which  the  medicine  will 
produce. 

No  statement  relative  to  the  therapeutic  effects  of 
medicinal  products  should  be  made  in  the  form  of  a 
"  testimonial "  which  would  be  regarded  as  unwar- 
ranted if  made  as  a  direct  statement  of  the  manufac- 
turer. 

5.  Refund  Guarantee.  —  Statements  on  the  labels 
of  drugs  guaranteeing  them  to  cure  certain  diseases  or 
money  refunded  may  be  so  worded  as  to  be  false  and 
fraudulent  and  to  constitute  misbranding.  Misrepre- 
sentations of  this  kind  are  not  justified  by  the  fact 
that  the  purchase  price  of  the  article  is  actually  re- 
funded as  promised. 


"Wliat  Oa«  Dru^Ut  TliiAlCs. 

Editor  of  The  Spatula,:  Since  the  Government  is 
going  to  levy  a  tax  to  secure  revenue  to  run  the  Gov- 
ernment, caused  by  shortage  in  imports,  the  patent 
medicine  men  are  appealing  to  the  dear  druggist  to 
have  their  Congressmen  fight  the  stamp  act  relative 
to  patent  medicines,  saying  if  they  do  they  will  make 
the  druggist  pay  for  it  They  have  no  more  patriot- 
ism than  an  anarchist.  When  I  was  a  young  man 
they  begged  the  druggist  to  handle  their  "  receipts  " 
on  commission.  Later  on  they  began  to  sell  them 
direct  at  ^.50  to  $7.50  per  dozen.  Later  on,  when  the 
Government  put  on  a  tax  of  50  cents  a  dozen,  these 
liberal  patriots  advanced  their  prices  to  cover  the 
tax,  "  paid  by  the  pharmacist  and  not  the  consumer." 
Now  they  hold  a  club  over  us  to  compel  us  to  fight 
the  Government  or  get  punished.  Any  druggist  of 
experience  knows  the  profit  on  their  junk  is  enormous, 
barring  advertising.  What  I  have  to  say  is,  if  the 
Government  puts  a  tax  on  patent  medicines,  compel 
the  patent  man  to  sell  his  goods  at  the  same  ^  per 
dozen  trust  price  (combination).  I  believe  there  would 
be  very  few  retailers  but  would  stand  the  tax,  but  in 
many  cases  where  a  man's  wealth  grows  to  an  enor- 
mous size  he  becomes  a  universal  hog.  Live  and  let 
live!  O.  N.  Sprague. 

Pawnee^  III.^  Oct.  -?,  1914. 

Tl&«  G«At»lA«  Artlcl#« 

A  broken  heart,  caused  by  violent  beating  due  to 
sudden  emotion,  was  said  by  a  doctor  to  be  respon- 
sible for  the  death  of  Alexander  Burness,  a  master 
tailor,  at  a  London  inquest.  Mr.  Burness  fell  and  died 
during  an  altercation  with  a  foreman  cutter. 
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A   MODEL   DRUG  STORE. 
( From  photo  contributed  to  the  Spatula,  by  C.  G.  Straub,  Troy,  N.  Y.  who  is  pictured  on  the  left.    Mr.  Stnub  writes : 
ever  I  feel  discouraged  or  am  troubled  about  the  outcome  of  some  matter,  I  remember  this  quotation  found  in  my  reading, 
too  will  pass'.") 


"When- 
And  this 


Training  for  an  Efficient  Manager, 

The  ninth  in  a  series  of  articles  on  Commercial  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "Commercial  Pharmacy." 


IE  have  now  arrived  at  the  point  in 
your  training  where  you  should  be- 
come familiar  with  the  qualities  and 
problems  of  an  efficient  manager, 
which  you  learned  in  article  2  of  this 
series  was  to  be  your  ultimate  goal. 
All  the  preceding  articles  of  this  se- 
ries and  all  the  articles  to  follow 
beardirectly  or  indirectly  on  this  subject  of  efficient 

management. 

The  Demand. 

There  is  a  scarcity  of  efficient  managers  in  every 
line  of  business.  The  growth  of  the  chain  5  and  10 
cent  stores,  the  chain  buUer  stores,  the  chain  lunch 
rooms,  the  chain  grocery  stores,  the  chain  cigar  stores, 
the  chain  theatres,  the  chain  drug  stores  is  curbed  by 
the  lack  of  efficient  managers. 

In  an  interview  published  in  the  July  9  issue  of 
Printers'  Ink,  Mr.  H.  S.  Collins,  vice-president  of  the 
Riker^Iegeman  corporation,  says  that  the  corpora- 
tion can  grow  only  so  fast  as  it  can  produce  men  to 
grow  with.  The  main  problem  is  the  problem  of  se- 
curing or  training  efficient  store  managers. 
•Copyright,  IQ14.  by  D.  Chas.  O'Connor. 


Another  proof  of  the  demand  for  efficient  managers 
is  the  establishment  of  the  Harvard  Graduate  School 
of  Business  Administration. 

Then  again  we  have  the  successful  experiments  con- 
ducted by  Mr.  Frederick  Winslow  Taylor,  who  found 
a  waste  of  labor  and  material  of  60%  to  80%  in  a  steel 
mill;  and  the  statement  of  Mr.  Lewis  D.  Brandeis, 
the  noted  Boston  attorney,  that  if  the  railroads  would 
adopt  scientific  management  they  would  save  a  million 
dollars  a  day  that  is  now  wasted. 

A  still  further  proof  is  the  emphatic  declaration  of 
the  leading  commercial  writers  that  the  annual  waste 
due  to  poor  management  is  enormous,  that  an  efficient 
manager  is  the  main  thing  in  industry,  that  the  suc- 
cess or  failure  of  a  business  depends  upon  its  man- 
ager, and  that  the  greatest  problem  is  solved  when  an 
efficient  manager  is  secured. 

With  all  these  proofs  of  the  demand  for  efficient 
managers  you  ought  to  feel  satisfied  that  you  are  on 
the  right  track  in  choosing  an  efficient  manager's  po- 
sition for  your  goal. 

The  success  of  your  own  drug  store  or  the  store  you 
are  to  manage  will  depend  upon  your  ability  to  apply 
certain  recognized  business  principles. 
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This  truisna  naturally  suggeste  the  question  "  What 
abilit3r  is  required  of  an  efficient  manager?  What 
special  qualities  must  he  possess?  What  problems 
must  he  solve? 

Qualities  of  an  Efficient  Manager. 

One  of  the  first  qualities  a  drug  store  manager  must 
have  is  the  ability  to  select  and  to  train  his  clerks. 
To  select  the  right  clerks  for  the  ri^ht  places  is  quite 
a  big  job.  A  manager  must  know  how  to  do  the  dif- 
ferent duties  of  his  store  but  he  shouldn't  do  them 
himself ;  he  must  select  others  to  do  them  and  do  them 
well.  A  manager  cannot  spend  all  his  time  merely 
running  the  business,  he  must  build  it.  When  he  se- 
lects the  right  kind  of  help  and  trains  them  to  do 
things  right,  the  business  will  run  along  all  right  and 
he  can  then  devote  a  big  share  of  his  time  to  building 
the.  business.  It  is  easier  to  run  a  business  than  to 
build  it. 

Many  managers  are  unsuccessful  because  they  do 
not  trust  others,  or  do  not  train  them  to  do  the  little 
details  cf  their  plans.  They  try  to  do  the  little  things 
and  the  big  things  in  carrying  out  their  plans.  It  is  a 
mistake  for  a  manager  to  do  the  work  that  he  hires 
others  to  do.  He  will  never  accomplish  any  big 
achievements  when  he  wastes  his  valuable  time  doing 
little  things  that  he  could  train  others  to  do  for  him. 
His  strength  depends  a  great  deal  upon  his  ability  to 
multiply  himself  through  his  help  and  to  profit  by 
their  work.  Many  druggists  fall  down  right  here  be- 
cause they  say,  "  Oh,  I  would  rather  do  a  thing  my- 
self than  ask  my  clerks  to  do  it.  When  I  do  it  my- 
self, I  know  it  is  done  right,  but  when  I  ask  them  to 
do  it  the  chances  are  I  will  have  to  do  it  over  after 
them ;  so  I  might  as  well  do  it  myself  in  the  first  place.*' 

A  good  manager  knows  what  little  details  are  nec- 
essary and  he  also  knows  how  to  train  his  help  to 
carry  out  the  details  exactly  as  he  wants  them.  He 
knows  human  nature  and  he  has  acquired  the  ability 
to  read  people,  to  see  through  them,  to  weigh  them,  to 
estimate  their  va^ue  and  their  possibilities  to  him. 
He  knows  just  what  he  can  use  them  for  and  how 
far  he  can  depend  upon  them. 

If  you  haven't  the  knack  of  reading  people  it  would 
be  a  mighty  good  thing  for  you  to  practise ;  for  upon 
your  ability  to  choose  your  help,  to  place  them  where 
they  will  do  the  most  good,  and  to  train  them,  will  de- 
pend your  uHSmate  success^. 

Audrey  Carnegie  says,  *^A  successful  merchant 
must  possess  one  of  the  rarest  of  qualities  —  be  an 
excellent  judge  of  men  —  to  know  how  to  bring  the 
best  out  of  various  characters."  * 

George  Horace  Lorimer  says,  "  Setting  a  good  ex- 
ample is  just  a  small  part  of  a  manager's  duties.  You 
must  have  every  man  under  you  hitched  up  right  and 
well  in  hand.  You  can't  work  individuals  by  general 
rules.  Every  man  is  a  special  case  and  needs  a  spe- 
cial pill.  Petty  details  take  up  just  as  much  room  in 
a  manager's  head  as  big  ideas.  The  more  of  the  first 
that  can  be  removed  from  him  the  more  room  he'll 

*  The  Empire  of  Business,  by  Andrew  Carnegie,  Donbleday, 
Page  &  Co.,  New  York. 


have  for  the  second.  Be  slow  to  hire  and  quick  to 
fire.  When  you  find  that  you've  hired  the  wrong  man, 
you  can't  get  rid  of  him  too  quick.  Pay  him  an  extra 
month  but  don't  let  him  stay  another  day."  t 

I  have  found  in  my  experience  that  selecting  and 
training  help  is  a  hard  proposition.  Some  clerks,  who 
I  couldn't  do  anything  with  have  made  good  in  other 
stores,  and  some  clerks  who  couldn't  be  tolerated  in 
other  stores  have  made  good  at  mine.  Sometimes  it 
is  friction  with  the  other  clerks  which  causes  them  to 
lose  interest  in  their  work.  I  think  most  of  that  can 
be  avoided  by  the  proprietor  if  he  understands  how  to 
lay  out  the  work  for  his  clerks.  I  never  had  any 
trouble  with  my  clerks  after  I  got  out  assignment 
blanks  and  assigned  their  work. 

Practice  all  you  can  in  trying  to  read  people.  Watch 
the  career  of  drug  clerks.  See  how  they  come  out. 
Remember  that  when  you  get  to  be  a  manager  this 
quality  of  reading  people  aud  placing  them  to  the 
best  advantage  will  be  a  big  factor  in  your  success. 

Another  necessary  quality  of  an  efficient  manager 
is  Power.    Power  of  intellect  to  think  ;  power  to  do, 
and  to  do  what  is  right ;  power  of  appreciation  and 
^  endurance.    Power  is  derived  from  education  and  ex- 
perience. 

That  is  why  I  think  you  should  not  be  in  too  much 
of  a  hurry  to  go  in  business  for  yourself  or  hire  out  at 
an  efficient  manager  after  receiving  your  certificate  of 
registration.  If  you  get  registered  in  four  years  you 
ought  to  have  two  or  three  years'  experience  as  a  reg- 
istered clerk  before  going  higher.  Another  thing, 
don't  sto^study  the  minute  you  get  your  certificate, 
like  boys  do  the  minute  they  get  their  high  school 
diploma. 

You  want  to  plug  hard  on  your  studies  after  getting 
your  certificate  and  especially  on  Commercial  Phar- 
macy subjects.  To  get  the  power  you  will  need  as  an 
efficient  manager  you  will  have  to  study  hard  for,  say 
three  years,  after  you  get  your  certificate;  and  you 
will  find  that  in  those  three  years  of  concentrated 
study  and  close  application  to  your  work,  you  will 
have  accomplished  somuch  that  you  will  surprise  your- 
self. The  experience  gained  in  that  three  years  will 
show  you  how  to  avoid  a  great  many  mistakes  that  you 
probably  would  have  made  if  you  had  hired  out  as  an 
efficient  manager  just  after  getting  your  certificate  of 
registration. 

Actual  experience  is  far  more  a  requisite  for  suc- 

^cess  in  business  than  in  the  so-called  professions. 

This  experience  of  three  years  after  becoming  a  reg< 

istered  clerk  will  give  you  an  all-round  development. 

It  will  make  you  more  steady. 

In  his  essay  on  Experience,  Emerson  says,  *' The 

great  gifts  are  not  got  by  analysis.    Everything  good 

is  on  the  highway.    Human  life  is  made  up  of  the  two 

elements  power  and  form,  and  the  proportion  iftust  be 

invariably  kept  if  we  would  have  it  sweet  and  sound. 

Each  of  these  elements  in  excess  makes  a  mischief  as 

hurtful  as  its  defect." 

t  Letters  of  a  Self-Made  Merchant  to  His  Son,  by  George  Hor- 
ace Lorimer,  Small.  Maynard  &  Co.,  Boston. 
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Remember,  then,  that  power  is  a  result  of  education 
|ind  experience,  so  you  want  to  get  all  you  can  of  both 
to  be  a  power-producing  manager. 

Creative  ability  is  the  third  quality  of  an  efficient 
manager.  The  kind  of  a  man  everybody  wants  is 
the  man  who  can  create  something,  who  can  turn 
everything  he  does  to  some  usefulness.  The  man 
with  fresh  and  original  ideas  and  productive  methods. 
The  man  who  can  produce  the  goods.  The  man  who 
can  do  things  differently  and  better  than  they  were 
done  before. 

Courage  is  the  fourth  quality.  The  kind  of  courage 
which  piompts  a  man  to  go  ahead  no  matter  what  the 
circumstances  when  he  knows  he  is  right;  which 
prompts  him  to  dare,  to  take  •chance,  to  do  things  on 
his  own  initiative ;  which  gives  him  the  power  to  domi- 
nate the  wills  of  others  and  make  them  see  things  in 
the  same  light  as  hinaself ;  which  give  him  that  self- 
confidence  which  commands  attention  and  makes 
people  follow  him.  Such  courage  makes  a  manager 
positive  in  everything  he  does.  Everything  he  under- 
takes is  carried  out  in  a  superior  way. 

If  you  can  only  convince  yourself  that  you  are  per- 
fectly able  to  do  all  the  work  expected  of  you  as  an 
efficient  manager  your  mind  will  be  at  ease  and  you 
can  accomplish  great  achievements.  Everybody  will 
take  you  at  your  own  estimation  of  yourself.  If  you 
weaken  and  talk  in  negative  language  you  won't  get 
much  of  an  audience  am  where,  neither  will  you  ac- 
quire any  great  following. 

Organiftation  is  the  fifth  quality  and  a  rare  one  it  is. 
A  good  manager  should  know  how  to  organize  suc- 
cesful  combinations.  He  should  be  able  to  organize 
his  forces  just  like  a  general  in  the  army  does.  Gen- 
eral McClellan  was  noted  for  his  organizing  ability. 
Jefferson  Davis,  when  United  States  Secretary  of 
War,  considered  McClellan  the  ablest  officer  in  the 
army,  and  after  the  Civil  War  Mr.  Davis  said  that 
McClellan  had  organized  the  Army  of  the  Potomac 
admirably.  Some  managers  have  a  talent  for  organi- 
zation similar  to  that  possessed  by  McClellan.  It  is 
something  you  ought  to  try  and  cultivate  while  gath- 
ering your  experience. 

To  the  five  qualities,  ability  to  select  and  train 
clerks,  power,  creative  ability,  courage  and  organiza- 
tion, should  be  added  the  qualities  of  tact,  persistence, 
shrewdness,  energy,  judgment,  executive  ability,  etc. 

A  drug  store  manager  must  grasp  things  and  decide 
them  quickly.  He  must  have  that  bull  dog  tenacity  to 
persist  in  carrying  out  his  purpose.  His  intellect 
must  be  trained.  His  judgment  must  be  sound.  He 
must  have  a  mind  of  his  own  and  know  it  well.  He 
must  decide  once  for  all.    He  must  be  positive. 

You  will  realize  that  a  drug  store  manager  will  need 
all  these  qualities  when  you  come  to  take  into  accouut 
all  the  problems  he  has  to  pass  upon.  We  will  now 
take  up  some  of  these  problems. 

Problems  of  an  Efficient  Manager. 

Suppose  that  a  group  of  men  should  decide  to  open 
a  new  drug  store  and  should  say  to  you  *'  We  want 


you  to  manage  this  store  for  us,  to  take  hold  of  it,  to 
build  it  up,  and  to  make  a  go  of  it."  As  soon  as  you 
got  the  store  ready  to  open  the  problems  would  begin 
to  loom  up  pretty  big. 

Perhaps  the  first  problem  you  would  have  to  face 
would  be  to  use  the  customer  right.  You  would  say, 
'*  A  store  depends  upon  its  customers  for  its  success, 
now  how  can  I  give  the  customer  a  square  deal  ?  Will 
I  deliver  goods  free  of  charge?  Will  I  exchange 
everything  for  him  ?  Will  I  give  him  his  money  back 
on  unsatisfactory  purchases  ?  What  position  will  I 
take  on  exchanging  rubber  goods?  What  kind  of 
goods  is  it  safe  to  guarantee  ?  Will  I  send  for  and  de- 
liver prescriptions  free  of  charge?  Will  I  allow  cus- 
tomers to  use  the  telephone  without  charge?  Wil!  I 
take  back  goods  bought  through  the  customer's  own 
fault? 

You  will  have  to  decide  all  these  points  so  as  to  in- 
struct your  clerks  just  how  far  to  go  in  dealing  with 
the  customer.  First  of  all  they  must  be  told  to  tell 
the  truth  about  the  goods  and  not  to  exaggerate.  In 
general  it  is  better  to  exchange  goods  and  to  give  the 
customer  his  money  back  even  when  he  is  at  fault 
himself.  This  is  a  too  liberal  policy  for  some  drug- 
gists, but  I  belive  it  pays  in  the  end.  The  rubber 
goods  problem  is  a  tough  one.  If  you  buy  your  goods 
fresh  and  often,  and  from  reliable  manufacturers  you 
are  safe  in  guaranteeing  them  for  a  cer>ain  length  of 
time.  You  can  build  up  a  big  business  on  rubber 
goods  if  you  guarantee  them,  because  there  are  so 
many  druggists  who  won't  do  it ;  but  before  you  do  it, 
be  sure  that  you  know  what,  where  and  when  to  buy 
them  and  just  how  far  to  go  in  guaranteeing  them. 
Whatever  policy  you  choose  stick  to  it,  and  if  it  is  the 
money-back  policy  be  sure  to  tell  your  clerks  to  refund 
the  money  with  a  smile  rather  than  a  grouch.    No 


GOOD  MORNING. 


Digitized  by 


Google 


10 


THE  SPATULA 


customer  will  put  up  with  discourtesy  nowadays ;  they 
will  sometimes  stand  high  prices  where /they  won't 
stand  bad  manners,  they  may  forget  the  former,  but 
they  wonU  forget  the  latter. 

The  square  deal  to  the  customer  is  one  of  the  fun- 
damental principles  of  successsful  retailing. 

The  next  problem  to  loom  up  will  be  that  of  cutting 
Prices  to  meet  your  competitors.  You  will  have  to  de- 
cide on  this  because  you  woa*t  care  to  have  your 
clerks  hold  up  a  customer  while  they  hunt  you  up  to 
see  if  you  will  cut  the  price  5  cents  on  a  jar  of  beef 
extract  to  meet  the  price  of  the  other  druggist  as 
quoted  by  the  4:ustomer.  Then  too,  perhaps  you  will 
be  at  dinner,  so  the  clerk  will  have  to  cut  the  price  or 
lose  the  sale.  No  rule  can  be  given  for  cutting  prices. 
It  depends  upon  the  custom  of  the  trade  in  your  loca- 
tion. 

Speaking  generally  it  is  better  to  meet  competitors' 
prices,  especially  on  leaders  and  staple  articles.  When 
you  cut  prices  on  articles  for  the  sake  of  advertising, 
mark  the  articles  just  below  cost  or  just  above  it  and 
not  at  actual  cost.  Another  thing  in  connection  with 
prices  which  I  want  to  caution  you  about  is  not  to  tie 
yourself  up  too  tightly  by  signing  price  agreements 
with  the  other  druggists  of  your  town.  Your  location 
might  be  such  that  it  it  necessary  for  your  success  to 
have  considerable  leeway  in  fixing  your  own  pricesr. 

Your  third  problem  would  be  substitution.  This  is 
a  delicate  one.  The  safer  course  is  not  to  substi- 
tute. Don't  substitute  Jn  prescriptions  without  get- 
ting the  physician's  permission.  You  will  have  to 
watch  your  clerks  closely  about  pawning  off  some 
preparation  other  than  the  one  called  for.  This 
should  not  be  permitted  unless  the  customer  consents 
and  then  of  course  it  is  not  substitution. 

Changing  a  customer's  mind  from  the  article  called 
for  to  your  own  preparation  is  a  shaky  proceding  and 
it  is  better  not  to  let  your  clerks  do  it  until  they  have 
learned  how  to  do  it  right.  Many  customers  are  lost 
in  attempting  it. 

Your  fourth  problem  would  h^ profits.  The  gross 
profits  in  the  average  drug  store  is  33yi7o'  The  ex- 
penses average  about  25%  leaving  the  net  profits  Syi%. 
Youf  own  salary  of  course  is  included  in  the  95%  ex- 
penses even  when  you  are  managing  your  own  store. 
The  salary  charged  up  as  expense  by  most  druggists 
is  $1000  or  I1200  a  year. 

You  must  figure  your  profits  on  the  selling  price,  not 
on  the  cost  price.  For  instance,  if  you  buy  an  article 
for  50  cents  and  mark  it  at  33^^%  above  cost  you  will 
sell  it  for  67  cents.  If  your  expenses  are  25%  of  the 
selling  price  they  must  be  X  of  67  cents,  or  16^  cents, 
so  you  would  make  only  X  of  a  cent  profit.  If  you 
mark  the  article  75  cents  your  gross  profit  would  be 
25  cents.  Your  expenses,  X  of  75  cents  or  18X  cents, 
deducted  from  25  cents  would  give  you  a  net  profit  of 
6Vi  cents  which  is  8^%^of  25  cents,  the  selling  price. 

From  this  example  you  will  see  that  to  make  a  gross 
profit  of  33M%  you  will  have  to  mark  your  goods  $0% 
above  cost  instead  oi^zyi'/c 


^i  It  is  better  to  figure  }«ur  percentage  expense  and 
percentage  profit  from  the  selling  price  and  have  a 
leeway  of  8^%  between.  If  you  can  keep  your  ex- 
{  penses  down  to  23>^%  so  as  to  keep  a  10%  leeway,  all 
the  better.  If  you  do  this,  then  on  a  $12,000  yearly 
business  you  make  $1,200  net  profit  besides  the  1 1,000 
you  charged  up  as  salary  in  the  25%  expense. 
I  Your  fifth  problem  would  be  store  system  and  store 
service.  This  would  include  organizing  and  training 
your  clerks,  planning  their  work,  assigning  to  them 
many  details  which  should  relieve  you ;  keeping  up 
and  taking  care  of  stock ;  watching  the  want  book ; 
looking  out  for  leaks;  arranging  the  goods  in  the 
store  in  due  regard  to  their  importance ;  introduc- 
ing every  facility  for  improving  the  store  service. 
The  fifth  problem  would  be  a  good  test  for  your  or- 
ganizing ability  and  your  equipment  for  knowing  how 
to  systematize  things. 

Your  sixth  problem,  and  to  my  mind  the  most  im- 
portant, is  to  always  know  where  you  stand.  To 
know  this  you  must  make  an  annual  inventory  which 
should  be  based  upon  what  you  would  pay  for  the 
goods  at  the  time  of  inventory.  Things  that  are  dead 
stock  should  not  be  counted  at  all  and  fixtures  should 
be  charged  off  at  the  rate  of  5%  or  10%  per  year. 
Don't  deceive  youcself  with  your  inventory  figures  be- 
cause it  will  put  you  in  wrong  right  along  and  when 
you  do  find  your  mistake  it  may  be  too  late. 

There  are  a  good  many  druggists  to-day  who  have 
a  wrong  idea  of  the  amount  of  money  they  are  mak- 
ing because  they  value  their  stock  and  fixtures  at  too 
high  a  figure  and  feel  satisfied  that  they  are  making 
money  because  their  stock  is  increasing. 

When  goods  go  slow  get  rid  of  them  at  some  price. 
Don't  be  afraid  to  sacrifice  a  profit  on  slow  sellers. 
Compare  your  figures  week  by  week,  month  by  month, 
year  by  year,  and  even  day  by  day. 

Keep  close  tabs  on  your  sales.  If  they  are  shrink- 
ing something  is  wrong,  look  it  up  .  Be  able  to  know 
every  day  just  where  you  stand.  Nothing  in  your 
whole  career  as  a  manager  is  so  important  as  this. 

In  addition  to  these  six  problems,  square  deal  to 
the  customer,  meeting  competitors'  prices,  substitution, 
profits,  store  system  and  service,  and  always  know 
where  you  stand,  there  are  the  problems  of  credit,  sys- 
tem of  accounting,  treatment  of  traveling  men,  buying, 
selling,  advertising,  special  sales,  and  side  lines,  win- 
dow displays,  filing  and  taking  care  of  correspondence, 
discounting  bills,  overcharges,  breakage,  claims,  etc. 

You  will  find  that  the  problems  that  go  with  a  drug 
store  manager's  job  are  about  all  that  one  head  and 
one  pair  of  shoulders  can  carry,  and  your  head  and 
shoidders  will  have  to  be  a  little  better  than  the  ordi- 
nary at  that. 

All  the  problems  of  a  drug  store  manager  can  be 
solved  by  having  a  thorough  knowledge  of  the  busi- 
ness. That  is  why  you  should  study  so  hard  during 
your  clerking  days  and  get  the  experience  necessary 
to  become  well  posted  on  your  business. 

To  accept  a  position  as  a  drug  store  manager  before 
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you  have  the  necessary  equipment  only  makes  the 
problems  all  the  harder  and  your  work  is  not  as 
agreeable  as  if  you  had  waited  until  you  had  a  thor- 
ough knowledge  of  the  business  before  having  ac- 
cepted the  position  as  manager. 

To  sum  up  —  there  is  a  big  demand  for  efBcient 
managers  as  proved  by  the  scarcity  of  good  drug 
store  managers ;  by  the  formulating  of  the  new  science 
of  Scientific  Management  by  Mr.  Taylor ;  the  estab- 
lishment of  the  new  Graduate  Course  in  Business  Ad- 
ministration at  Harvard ;  the  expression  in  favor  made 
by  the  leading  business  and  professional  men. 

The  qualities  of  an  efficient  manager  are  ability 
to  select  and  train  his  help ;  power  to  think  and  do, 
which  is  derived  from  education  and  experience ;  crea- 
tive ability ;  courage  to  go  ahead,  to  dare,  to  take  a 
chance ;  organization  to  make  successful  combina- 
tions, to  organize  his  forces  like  a  general  does  an 
army. 

The  problems  of  an  eflicient  manager  are  a  square 
deal  to  the  customer,  meeting  Competitor's  prices, 
substitution,  profits,  store  system  and  store  service, 
and  always  knowing  where  you  stand. 

In  last  analysis,  an  efficient  manager  must  have  a 
thorough  knowledge  of  his  business;  so  your  duty 
ought  to  be  clear  to  get  all  the  education  and  expe- 
perience  you  can  during  your  clerking  days,  and  the 
more  you  get  the  more  easily  you  will  solve  the  prob- 
lems of  management. 


RoclC«f«ll«r*s  Rt»l«  of  Wiyrm, 

Perhaps  Mr.  Rockefeller  is  not  to  be  held  directly 
responsible  for  the  utterances  of  the  Rockefeller  min- 
ister in  the  Rockefeller  church,  yet  is  there  reason  to 
assume  that  the  Rockefeller  minister  is  careful  to  say 
only  that  which  the  great  man  himself  will  approve  ? 
Therefore,  when  we  revert  to  that  bit  of  advice,  so 
unctuously  given  to  the  young  men  of  the  pastor's 
Bible  class  at  Mr.  Rockefeller's  Fifth  Avenue  church, 
we  are  apt  to  believe  that  every  syllable  of  it  meets 
with  the  Rockefeller  commendation. 

Most  briefly  put,  that  advice  was  to  live  by  the  rule 
of  five.  Young  men  of  the  Bible  class  were  advised 
to  divide  their  income  into  fifths,  and  to  expend  one- 
fifth  for  shelter,  one-fifth  for  food,  one-fifth  for  cloth- 
ing, recreation,  self-improvement  and  other  miscellany 
which  would  come  under  the  head  of  *'good  of  the 
order,"  one-fifth  to  drugs  and  doctors,  the  remaining 
fifth  to  be  profitably  invested. 

Many  people  will  say  that  there  is  nothing  the  mat- 
ter with  that  advice,  and  perhaps  there  isn't.  No 
doubt  it  was  calculated  to  induce  the  methodical  habit ; 
to  point  out  the  way  by  which  thrift  and  prudence, 
subject  to  the  rule  of  uniformity,  would  bring  about 
competency.  But  it  is  the  sort  of  cut-and-dried  teach- 
ing about  money,  and  the  way  to  save  and  spend  it, 
with  which  that  phase  of  the  Rockefeller  philosophy 
propounded  in  the  temple  is  replete.  It  sounds  nicely 
enough,  but  it  lacks  the  leaven  of  genuine  good  sense. 

Suppose  we  analyze  a  little.    Let  us  assume  as  a 


starter  that  the  young  men  of  the  Rockefeller  Bible 
class  enjoy  an  average  income  of  Ixoo  to  $300  a  month. 
The  $100  man  would  spend  $20  for  room  rent,  $20  for 
what  he  eats,  $20  for  his  clothes  and  fun  and  self -en- 
lightenment, |2o  more  to  the  doctor  and  the  druggist, 
while  the  last  ^20  would  be  deposited  as  a  nest  egg, 
with  the  chances  more  than  even  that  eventually  it 
would  incubate  in  a  Rockefeller  bank. 

Repeat  this  analysis  in  the  case  of  the  I200,  and 
again  in  the  case  of  the  I300  man,  and  consider  how 
the  landlady  and  the  druggist  and  doctor  would  profit ! 
In  the  last  analysis  the  landlady  would  get  |6o  every 
thirty  days  or  thereabout,  and  the  druggist  and  doctor 
could  divide  a  similar  sum  between  them. 

We  hardly  think  that  John  D.  observed  any  such 
rule  of  five  in  the  earlier  days  of  his  acquisitiveness. 
Even  in  the  later  days  of  his  very  dyspeptic  career, 
we  are  much  in  doubt  if  he  would  willingly  have  sur- 
rendered one-fifth,  one-tenth,  or  even  one-thousandth 
of  his  income  to  the  medico  and  the  pill  mixer. 

These  may  be  flippant  and  irrelevant  cogitations 
upon  the  subject,  but  they  are  hardly  less  so  than  the 
advisory  remarks  of  the  Rockefeller  Fifth  Avenue 
preacher,  as  prescribing  a  hard  and  fast  rule  to  govern 
the  private  economies  of  private  individuals.  —  Port- 
land Telegram. 

F«ar  Not. 

The  independent  retail  dealer  who  is  wide-awake, 
resourceful  and  tactful  has  nothing  to  fear  from  the 
trust  chain  stores.  These  stores  are  run  by  hired  men 
who  cannot  take  the  deep  personal  interest  in  their 
work  that  the  energetic,  progressive  proprietor  does 
in  the  success  of  his  own  store.  A  drugf2:ist  of  this 
kind  enjoys  the  confidence  of  the  comnuinity,  and 
patrons  go  to  him  for  advice  in  the  purchase  of  medi- 
cines and  other  merchandise.  On  the  other  hand, 
they  are  shy  of  the  hired  man  running  the  chain  store, 
and  place  small  value  on  his  statements  regarding  his 
wares.  The  independent  druggist  who  has  a  large 
family  trade  is  in  little  danger  of  losing  it  to  any  chain 
store  that  has  been  or  shall  be  established  in  his  neigh- 
borhood. —  The  Voice. 


New  York  has  prohibited  the  use  of  electric  signs 
projecting  more  than  six  feet  from  the  building  line. 
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Tlk«  Lray  of  TH#  Spattila. 


Spatula  in  hand, 
Apothecary  standeth ; 
With  imperious  command 
Customer  demandeth 
Powders  and  pills, 
Syrups  and  squills, 
Deleterious  drugs, 
Poisons  for  bugs, 
Cosmetics  for  faces, 
And  old  age  traces. 
Sparkling  soda 
From  Chinese  pagoda, 
Compounding  prescriptions 
Of  horrid  descriptions. 
So  its  distill  and  wrestle 
With  mortar  and  pestle. 
From  morning  till  night. 
From  dark  to  daylight 

Here  comes  a  boy, 
Some  mother's  joy, 
With  paper  all  crumpled, 
And  envelope  rumpled, 
rd  give  my  life  for  it 
How  to  decipher  it. 
Still,  they  expect  it 
Will  come  as  directed. 
Here  comes  another, 
This  time  the  mother, 
"  The  baby  is  crying. 
With  toothache  is  sighing." 
Now  comes  the  father. 
For  soap  to  make  lather. 
So  its  hustle  and  bustle, 
Bad  penmanship  tussle. 
From  morning  till  night, 
From  dark  to  daylight. 

Spatula  in  mind, 
Apothecary  readeth. 
Delighted  to  find 
Hints  that  he  needeth. 
Valuable  suggestions. 
Answers  to  questions, 
Tasty  devices, 


Goods  at  all  prices, 

The  fountain's  cool  draught, 

All  sorts  of  drug-craft, 

Apothecary  smileth, 

All  care  beguileth. 

So  'tis  spatula  and  Spatula, 

Nobis  congratula^ 

From  morning  till  night, 

From  dark  till  daylight. 

—  W.  D.  Woodward. 


SapodlUa  Gtam. 

The  Aztecs  of  Mexico  are  said  to  have  been  the 
first  gum  chewers  known.  The  followers  of  Cortez 
reported  that  the  Indians  chewed  a  gum  to  quench 
thirst  and  relieve  exhaustion.  They  obtained  it  from 
the  sapote  tree  by  tapping,  and  to-day  the  manner  of 
gathering  the  sap  is  in  close  analogy  to  the  process  of 
gathering  maple  sugar  in  New  England. 

The  tree  is  indigenous  to  the  northern  countries  of 
South  America,  Central  America  and  especially  in 
Mexico,  the  last  named  furnishing  about  six-sevenths 
of  the  entire  supply  consumed  annually  in  the  United 
States.  The  sapote  tree  is  usually  found  in  groups, 
frequently  grows  to  a  height  of  40  to  50  feet,  is  gener- 
ally very  straight,  and  has  a  long,  clear  length  which 
makes  it  most  desirable  for  timber.  The  wood  is  of 
a  reddish  mahogany  color,  is  quite  hard,  heavy,  com- 
pact in  texture  and  fine  grained.  Door  sills  and  frames 
of  this  remarkable  wood  have  been  unearthed  in  the 
prehistoric  ruins  of  Uxmal  and  found  to  be  in  an  ex- 
cellent state  of  preservation.  The  wood  is  in  demand 
to-day  by  cabinet-makers,  who  employ  it  in  the  manu- 
facture of  high-grade  furniture  and  household  fittings. 

The  fruit,  the  sapodilla  pear,  was  once  very  popular' 
in  Latin-American  markets,  but  the  constant  demand 
for  the  gum  and  the  consequent  tapping  so  reduced 
the  size  and  quantity  of  the  fruit  that  it  has  become 
almost  a  negligible  product.  Throughout  the  rainy 
season,  while  the  sap  is  up,  the  tapping  is  done  by  the 
"chicleros,"  whose  only  implements  are  a  machete  and 
a  piece  of  rope. 

The  rope  is  fastened  about  the  waist  and  slipped 
around  a  tree,  leaving  the  chiclero's  hands  free  to  make 
the  V-shaped  incisions  spirally  all  round  the  tree.  The 
sap  runs  along  the  incisions  and  is  collected  in  cups  at 
the  base.  It  looks  like  milk  at  first,  but  soon  turns  to 
a  yellowish  color  and  thickens  to  the  consistency  of 
treacle.  It  is  collected  and  boiled  in  a  rather  primitive 
manner  in  large  kettles,  and  when  it  has  reached  the 
pfoper  constituency  it  is  kneaded  and  the  surplus 
moisture  expressed.  It  is  then  moulded  into  large 
loaves  and  is  ready  for  shipment. —  Argonaut. 


Allii^ator  P«ars. 

The  alligator  pear  is  the  fruit  of  a  tropical  tree.  It 
is  found  in  the  West  Indies,  and  also  in  the  Philip- 
pines. It  resembles  a  large  pear,  and  weighs  usually 
from  one  to  two  pounds.  The  pulp  of  the  fruit  is  yel- 
low, and  when  perfectly  ripe  is  considered  delicious. 
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ABOUT  NOW. 


Chemical  Color  Tricks. 


HE  ancients  all  believed  that  the  world 
consisted  of  four  elements  —  earth,  air, 
fire  and  water.  We  know  now,  however, 
that  each  of  these  is  actually  composed 
of  a  number  of  different  elements.  The 
earth  contains  over  60.  Water  and  air  also  contain 
a  large  number  —  three  in  practically  constant  pro- 
portions, and  a  number  of  others  varying  in  quantity 
according  to  circumstances ;  while  fire  is  merely  the 
outward  and  visible  sign  of  certain  chemical  action. 
The  actual  number  of  known  elements  is  about  76 
and  nature  has  made  each  one  different  in  color. 
Some  resemble  each  other  very  closely,  but  there  is  a 
difference  apparent  on  examination,  which  becomes 
more  strongly  marked  when  seen^through  the  spectro- 
scope, or  when  each  is  brought  into  chemical  combi- 
nation with  other  elements. 

A  paper  soaked  in  a  solution  of  saltpetre  and  stron- 
tia  and  burned,  imparts  a  rich  crimson  tint  tp  the 
flame;  one  soaked  in  saltpetre  alone  gives  a  violet 
tint.  In  the  first  case,  the  violet  of  the  saltpetre  is 
obscured  by  the  crimson  of  the  strontia,  but  the  spec- 
troscope separates  both  colors  and  enable  them  to  be 
distinguished.  The  colored  fires  sometimes  used  in 
theatrical  performances,  etc.,  are  instances  of  flames 
colored  by  different  chemicals.  Green  is  produced 
by,  and  is  evidence  of  the  presence  of  nitrate  of  barium 
or  some  other  salt  of  that  metal. 

If  spirits  of  wine,  nitrate  of  copper,  strontia  and  ba- 
rium, and  chloride  of  copper  are  boiled  together  and 
the  steam  ignited,  four  colors  are  seen  — green,  red, 
yellow  and  blue  ~  due  to  the  presence  of  th^  four 
chemicals  mentioned.  Sulphur  when  buVned  in  the 
air  gives  a  scarcely  visible  flame,  but  when  burned  in 
oxygen  it  yields  a  flame  of  a  bright  blue  color.  Oxy- 
gen gives  brilliancy  to  burning  sulphur  and  the  effect 
of  burning  phosphorus  in  the  gas  is  quite  dazzling. 
The  reason  is  that  oxygen  has  a  powerful  affinity  for 
other  elements,  and  the  process  of  chemical  combina- 
tion is  frequently  a  violent  one,  causing  both  light  and 
heat. 

If  hydrochloric  acid  (commonly  known  as  "  spirits 
of  salts")  is  poured  on  oxide  of  manganese  and  gently 
heated,  chlorine  gas  is  liberated.    This  gas  has  a 


strong  affinity  for  and  will  remove  hydrogen  from 
anything  containing  it  with  which  the  chlorine  is 
brought  in  4:ontact,  changing  the  colors  at  the  same 
time,  even  as  hydrochloric  acid  will  change  the  color 
of  black  cloth  to  red.  The  gas  is  very  poisonous, 
but  is  easily  mixed  with  water  when  its  properties 
may  be  sti^died  with  safety. 

If  this  chlorine  water  is  placed  in  a  plate  and  cov- 
ered with  a  bell-glass,  a  colored  flower  placed  under 
the  cover  will  shortly  begin  to  lose  its  color,  and  will, 
after  a  while  become  quite  bleached.  A  quicker  way 
of  showing  its  actions  is  to  put  some  into  wine  and 
ink.  The  color  is  speedily  discharged.  Put  in  one 
glass  a  little  hydrochloric  acid  and  in  the  other  some 
ammonia.  Each  gives  off  a  visible  gas,  but  when  the 
two  glasses  are  brought  together  they  are  filled  with  a 
thick  smoke,  the  invisible  chlorine  and  ammonia  com- 
bining to  form  chloride  of  ammonium.  It  has  been 
ascertained  that  Italian  air  contains  more  chloride  of 
ammonium  than  that  of  any  other  country,  and  Italy 
is  said  to  owe  its  large  percentage  of  singers  to  the 
effect  of  this  chemical  on  the  voice  ;  an  apparatus  is, 
in  fact,  sold  for  inhaling  it.  A  neat  little  bit  of  par- 
lor-magic may  be  done  with  glasses  charged  in  this 
way.  Hold  them  apart,  blow  the  smoke  of  a  cigar 
between  the  two,  bring  the  glasses  together,  pretend- 
ing to  catch  the  smoke,  cover  them  with  a  handker- 
chief, and  command  the  smoke  to  multiply,  which  it 
will  do  in  true  conjurer  fashion. 

Here  is  an  interesting  experiment.  Red  iodide  of 
mercury  is  rubbed  on  a  piece  of  paper  with  a  cork 
and  the  paper  is  then  held  over  a  lamp  until  the  red 
color  disappears.  A  word  may  then  be  written  on 
the  apparently  blank  paper  in  blood-red  characters 
with  a  piece  of  wood  or  anything  else  handy.  The 
explanation  is  that  heating  the  chemical  melts  and 
flattens  the  crystals,  and  when  their  shape  is  altered 
their  color  is  altered  also  —  a  good  illustration  of  the 
fact  that  the  color  of  any  article  is  not  one  of  its  In- 
herent qualities,  but  is  dependent  entirely  on  its  ability 
to  absorb  certain  rays  of  light,  and  to  reflect  others. 
When  the  crystals  are  touched  they  are  restored  to 
their  original  shape  and  color.  The  effect  of  heat  on 
color  is  made  use  of  in  magic  inks.    If  a  paper  is 
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written  on  with  weak  sulpuric  acid,  the  writing  is  in- 
visible ;  but  on  holding  it  over  the  lamp,  the  charac- 
ters appear  in  black.  The  paper  is  charred,  the  cor- 
rosive action  of  the  acid  being  developed  by  the  heat. 
A  more  effective  ink  for  invisible  correspondence  is  a 
solution  of  chloride  of  cobalt.  The  writing  done  with 
this  fluid  is  also  invisible  until  heat  is  applied,  when 
it  appears  in  blue,  to  disappear  again,  however,  if  it 
is  simply  breathed  on.  An  application  of  the  color- 
changing  property  of  cobalt  is  to  be  found  in  window- 
panes  painted  with  a  solution  of  the  chemical,  or 
fabrics  dyed  with  it.  In  dry  weather  the  material  is 
of  a  blue  tint,  but  when  the  atmosphei%  becomes 
damp  it  acquires  a  pink  color,  a  very  neat  barometer 
being  thus  formed. 

One  may  produce  some  startling  effects  by  sketch- 
ing a  winter  landscape  with  a  solution  of  bromide  of 
copper.  On  heating  it,  it  is  miraculously  transformed 
into  a  picture  of  spring,  because  the  trees  and  grass 
were  afterward  painted  over  with  muriate  of  cobalt, 
which  turns  green  when  heated,  and  the  sky  and 
water  with  acetate  of  cobalt,  which  turns  blue.  A 
conjuring  trick  introduced  by  the  great  Heller,  and  is 
somewhat  similar  in  principle.  The  chemicals  he 
used  were  different,  but  phenol  and  ammonia  might 
have  been  used  with  equal  success.  On  cards  he  had 
a  number  of  ladies'  names ;  one  of  the  adience  se- 
lected one  and  retained  it.  Someone  stepped  on  the 
platform,  and  he  reproduced  on  his  arm,  without 
touching  it,  the  name  on  the  card.  Of  course,  a  few 
passes  were  made  in  front  of  it,  and  the  aid  of  a  few 
magic  words  invoked.  The  name  then  appeared  on 
the  arm,  and  it  was  seen  to  be  the  same  as  the  one  on 
the  card.  The  explanation  is  simple.  The  cards  all 
had  the  same  name  written  on  them.  That  name  was 
painted  on  the  arm  beforehand  with  tincture  of  iron, 
which  became  invisible  on  drying.  In  his  hand  he 
held  a  little  india-rubber  ball  containing  a  solution  of 
sulphocyanide  of  potassium,  which  he  sprayed  on  the 
iron,  producing  the  blood  red  writing  on  the  arm.  A 
trick  with  the  spray  may  be  performed  by  any  one  as 
follows :  sprinkle  over  a  dry  white  rose  some  hne  ani- 
line dye  (red  by  preference),  then  shake  off  the  bulk  of 
it.  What  is  left  will  not  be  noticeable.  Then  spray 
some  water  on  the  flower  and  it  will  be  transformed 
into  a  colored  9ne,  a  very  small  speck  of  the  dye  being 
sufficient  to  color  a  quantity  of  the  liquid. 

To  show  the  effects  of  color  in  analytical  work,  the 
following  experiment  may  be  performed.  Take  some 
solution  of  prusiate  of  potash,  a  little  poured  into  a 
solution  of  sulphate  of  iron,  turns  it  blue ;  poured  into 
solution  of  nitrate  of  bismuth,  the  latter  turns  yellow  ; 
while  solution  of  sulphate  of  copper  turns  brown. 
Again,  look  at  the  results  of  the  mixture  of  the  con- 
tents of  these  five  test  tubes.  The  first  one,  a  color- 
less solution  of  iodide  of  potash,  is  poured  into  a  so- 
lution of  bichloride  of  mercury,  also  colorless.  The 
result  is  the  production  of  a  scarlet  color,  owing  to  the 
formation  of  iodide  of  mercury.  The  third  tube  con- 
tains a  solution  of  iodide  of  potash,  which  possesses 
the  property  of  redissolving  the  iodide  of  mercury. 


When  this  clear  fluid  is  added  to  the  contents  of  the 
fourth  tube,  which  contains  oxalate  of  ammonium,  a 
white  chemical  is  formed,  which  is  turned  black  as  it 
comes  in  contact  with  the  sulphide  of  ammonium  in 
the  fifth  tube.  Now,  take  a  sheet  of  paper  and  write 
on  it  with  some  solution  of  sulphate  of  iron,  a  prac- 
tically colorless  solution,  representing  the  river-water 
impregnated  with  iron.  Now,  if  the  writing  is  sponged 
with  this  solution  of  tannin  it  turns  black  at  once,  real 
ink  being  formed.  This  combination  is  utilized  by 
conjurors.  Blue  ink  may  be  produced  in  the  same 
way,  with  jlwo  colorless  solutions.  On  a  paper  any 
suggested  word  is  written  with  the  solution  of  iron. 
After  drying  it,  a  little  solution  of  ferrocyanide  of  pot- 
ash is  sprayed  on  it.  The  result  is  to  produce  visible 
letters  from  invisible  ones,  a  new  chemical  being 
formed  by  the  combination  of  the  other  two,  which  is 
distinguished  by  a  blue  precipitate,  as  the  tannate  of 
iron  is  by  a  black. 

Here  is  a  conjuror's  trick.  We  have  two  bottles 
filled  respectively  with  ink  and  water,  and  desire  to 
make  them  change  places.  They  must  be  covered 
with  a  handkerchief  and  the  conjuror's  wand  brought 
into  play.  We  put  in  the  corks,  so  that  nothing  can 
possibly  be  introduced  into  the  bottles.  The  magic 
having  worked  sufficiently,  we  lift  the  handkerchief 
covering  the  ink,  and  we  see  that  the  ink  is  changed 
to  water,  with  fish  swimming  in  it  to  show  that  it  is 
the  genuine  article.  On  lifting  the  other  handkerchief' 
we  find  that  the  opposite  change  has  taken  place  — 
the  water  being  changed  to  ink.  The  ink  is  produced, 
as  you  may  guess, by  having  a  little  bottle  of  iron  con- 
cealed in' the  cork  and  emptying  it  into  the  water,  in 
which  some  tannin  had  been  previously  dissolved. 
Real  ink  might  have  been  used  for  the  other  bottle 
and  made  colorless  with  oxalic  acid  or  another  chem- 
ical, but  we  could  not  then  have  displayed  the  fish ; 
the  bottle,  therefore,  was  lined  with  black  silk,  which 
was  withdrawn  with  the  handkerchief. 

Every  one  is  familiar  with  the  use  that  is  made  of 
blue  in  the  laundry,  but  not  every  one  stops  to  think 
of  the  reason  why  it  is  used.  A  bottle  containing  in- 
digo is  dissolved  in  dilute  sulphuric  acid  and  mixed 
with  some  carbonate  of  potash.  The  white  cloth  be- 
comes blue,  the  red  changes  to  violet  and  the  yellow 
to  green.  The  blue  indigo  dissolved  in  the  manner  in- 
dicated acts  on  the  colors  of  the  fabrics,  one  color 
blending  with  another  to  produce  a  third. 

Another  trick  sometimes  performed  by  conjurors, 
is  based  also  on  chemical  color  changes.  It  is  the 
pouring  of  a  number  of  different  fluids  from  one  bot- 
tle. We  will  fill  a  bottle  up  with  pure  rain  water. 
Then  we  will  fill  up  the  glasses,  putting  something 
different  into  each.  The  first  is  port  wine,  then  comes 
sherry)  ^^^"  claret,  now  we  have  milk,  now  champagne, 
%nci  i^^'  ^°^^  ^^^  ^^^  glass  we  pour  water,  to  show 
th  ^  is  ^®  deception  about  this  magic  bottle.  The 
^^.  ^as  performed  by  a  little  iron  previously  put 
•  ^^^  1^0 tile  and  by  small  quantities  of  different  chem- 
.^  t}j^  ^  in  the  glasses,  the  iron  acting  on  these  devel- 
*^j^  f  .^  various  colors. 
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NOTE— It  is  the  desire  of  the  editor  of  this  de 
Partment  to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  fiharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article ^  let  us  hear 
from  you.  Do  not  exPect  however^  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 

Silv«riA|(  Mirrors. 

J.  A.  L.,  Wendling,  Ore. 

No.  I.— Reducing  Solution. 
In  12  ounces  of  distilled  water  dissolve  12  grains  of 
Rochelle  salt  and  boil.    Add  while  boiling  16  grains 
of  silver  nitrate  dissolved  in  i  ounce  of  distilled  water 
and  continue  boiling  for   19  minutes,  and  then  add 
enough  distilled  water  to  make  1 2  ounces. 
No.  2.—  Silvering  Solution. 
Dissolve  I  ounce  of  silver  nitrate  in  10  ounces  of 
distilled  water  then  add  ammonia  water  until  the  brown 
precipitate  is  nearly,  but  not  all  dissolved.    Then  add 
I  ounce  of  pure  grain  alcohol  and  sufficient  water  to 
make  it  measure  12  ounces. 

To  Silver. 
Take  equal  parts  of  Nos.  i  and  2  and  mix  thoroughly. 
Lay  the  glass  face  down,  on  the  top  of  the  mixture, 
while  wet,  after  it  has  been  thoroughly  cleaned  with 
soda  and  well  rinsed  with  clean  water. 

Distilled  water  should  be  used  at  all  times.    Two 
drams  of  each  will  silver  a  plate  2  inches  square.  The 
dish  in  which  the  silvering  is  done  should  be  only  a 
little  larger  than  the  plate.    The  solution  should  stand 
atid  settle  for  two  or  three  days  before  being  used,  and 
it  will  keep  for  a  good  long  time. 
Lricttild  AmaAdiA*. 
J.  M.  G.,  Pittsburgh,  Pa. 
Liquid  amandine  for  the  hands : 

Sweet  almond  oil 6  to  7  lbs. 

Simple  syrup 4  ozs. 

White  soft  soap i  oz. 

Perfume  to  suit. 

Add  the  perfume  oils  to  4  pounds  of  the  almond  oil. 
Rub  the  soap  with  the  syrup  till  thoroughly  incorpo- 


rated, then  in  a  capacious  mortar  slowly  add  the  per- 
fumed almond  oil  and  the  balance  of  the  almond  oil 
so  long  as  it  will  incorporate.  It  should  make  a  trans- 
lucent jelly-like  mass.  Avoid  adding  oil  in  excess  of 
oil  than  may  be  needed  to  attain  this  condition.  The 
perfume  should  be  almond,  but  modified  by  some 
pleasant  mixture. 

Silir^rlAtf  Brass.  ^ 

J.  W.  L,DAle,  Ind. 
To  silver  brass  clean  the  article  thoroughly  with  ni- 
tric acid,  dilute  and  wash  with  water  and  then  with 
dilute  ammonia  water  and  dry  with  sawdust.  Take 
I  ounce  of  silver  chloride  and  3  ounces  of  pearl  ash,  i 
ounce  of  whiting  and  \%  ounces  of  common  salt.  An. 
other  good  mixture  is  i  ounce  of  silver  chloride  and  10 
ounces  of  cream  of  tartar  and  rub  the  brass  with  a  cork 
moistened  dipped  in  the  powder.  This  treatment  will 
coat  the  brass  surface  with  a  silver  plate.  Wash,  dry 
in  sawdust,  and  lacquer  with  a  varnish  to  preserve  the 
silver  surface. 

Aromatic  Y«rba  Santa* 

T.  S.  P  ,  Co.,  Chicago,  111. 

The  formula  for  the  aromatic  glycerite  of  yerba 

santa  is  as  follows : 

Fl.  ext.  yerba  santa 2     fl.  ozs. 

Fl.  ext.  cardamom  comp M  fl.  oz. 

Oil  cassia 20     dps. 

Oil  cloTe 20     dps 

Oil  orange 40     dps. 

Alcohol 2     fl  ozs. 

Water 3     fl.  ozs 

Solution  of  potassa iH  fl.  ozi. 

Purifled  talcum q.  s. 

An  aromatic  syrup  may  be  made  by  adding  to  the 

above  simple  syrup  in  the  proportion  of  i  to  3  (one  to 

three). 

For  Worms  Ia  Hors«s« 

Veterinarian,  Macon,  Ga. 

The  following  remedy  comes  from  good  authority : 

Pulv.  areca  nut 2  ozs. 

Pulv.  gentiana; 2  ozs. 

Pulv.  terri  ezsicc 1  oz 

M.  et  tiat  chts.  No.  xii.  After  the  last  dose  is  given, 
give  the  following  to  clean  out  the  bowels  and  kill  the 
largest  worn\s  should  any  remain. 

01.  terebinthina; 2  fl.  ozs. 

01.  lini 20  fl.  ozs. 

Liquoris  saponis,  q.  s.  ut  ft.  emuliio. 
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M.  Give  as  one  dose.  Drench  carefully;  drophorse^s 
head  if  he  coughs,  and  after  the  coughing  spell  stops 
give  the  remainder. 

Porotas  Piasters. 

S.  L.  D.,  Greenfield,  Mass. 
Xhe  adhesive  mass  used  on  the  face  of  porous  plas- 
ters varies  in  composition,  though  the  following  may 
be  taken  as  representing  the  general  formula  followed 
in  the  better  class  of  plasters : 

Rubber 2  parts 

Burgundy  pitch x  part 

Gum  olibanum i  part 

This  mass  is  varied  somewhat  for  different  kinds  of 
plasters  and  there  is  no  doubt  that  cheaper  substitutes 
for  the  olibanum  are  used.  Powdered  orris  root  also 
is  frequently  present  in  the  mass  as  a  diluent.  To 
tvork  this  mass  successfully,  heavy  and  expensive  ma- 
chinery is  required,  and  considerable  skill  is  necessary 
to  produce  plasters  which  remain* permanently  flexible 
and  adhesive.  For  these  reasons  the  manufacture  of 
porous  plasters  has  practically  passed  out  of  the  hands 
of  the  retail  druggists  into  the  hands  of  those  who 
make  them  on  a  large  scale. 

R«m«dy  for  QtaiAsy. 

The  following  formula  is  recommended  by  some 

physicians  for  this  disease: 

Ichthyol 3  drs. 

Ungt.  belladonnx 2  drs. 

01.  citronells 3  m. 

Adipis.  lanse  hydros! 3  drs. 

^       M.  S.    Apply  freely  externally.' 
Pr«s«rviAi(  Witlkotat  Statfar. 

A.  T.  W.,  Hartford,  Conn. 
The  following  method  taken  from  a  foreign  source 
we  believe  will  give  satisfactory  results:  Warm  the 
bottles  on  the  fireplace,  and  then  fill  them  with  fruit- 
Boil  some  water,  let  it  stand  until  it  is  just  off  the  boil, 
pour  it  over  the  fruit  in  the  bottles,  covering  it  com- 
pletely, then  pour  melted  mutton  suet  (melted  hard 
paraffin  might  be  better)  on  to  the.surface  of  the  water, 
making  a  layer  about  an  inch  thick. 

Ctf<arv«sc«nt  BatH  Tablets. 

A.  P.  L.,  Washington,  D.  C. 
A  common  formula  for  these  bath  tablets  is  the  fol- 
lowing: I 

Tartaric  acid 40  parts 

Sodium  bicarbonate 36  parts 

Rice  flour 24  parts 

A  few  spoonfuls  of  this  when  stirred  into  a  bathtub- 
tul  of  water  cause  a  copious  liberation  of  carbon  di- 
oxide, which  is  thought  by  some  to  be  "  refreshing." 
This  mixture  can  be  made  into  tablets  by  compression, 
moistening  if  necessary  wi  th  alcohol.  Water,  of  course, 
cannot  be  used  in  making  them  as  its  presence  causes 
decomposition.  Perfume  may  be  readily  added  to  this 
powder,  essential  oils  being  a  good  form.  Oil  of  laven- 
der would  be  a  suitable  addition  in  the  proportion  of 
a  dram  or  more  to  the  pound  of  powder.  A  better  but 
more  expensive  perfume  may  be  obtained  by  mixing 
I  part  of  oil  of  rose  geranium  with  6  parts  of  oil  of 
lavender. 


Slaomr  Card  IaK. 

G.  Q.  S.,  Manchester,  N.  H. 

Many  excellent  formulas  for  show  card  ink  are  pub- 
lished in  "  How  to  Make  Show  Cards."  Water  glass 
is  used  by  many  professionals  as  a  base  for  inks  of 
this  kind,  and  for  white  ink,  kaolin,  zinc  oxide  or  other 
suitable  white  could  be  incorporated  to  the  required 
consistence.  For  a  red  ink  use:  Carmine,  16  grains ; 
gum  acacia,  24  grains;  solution  of  ammonia,  2  fluid 
drachms,  or  q.  s. ;  distilled  water,  sufficient  to  proclpce 
4  fluid  ounces.  Dissolve  the  gum  in  some  of  the 
water,  and  the  carmine  in  the  solution  of  ammonia ; 
mix  the  two  solutions  and  make  up  to  the  required 
volume.  The  carmine  may  be  increased  as  desired. 
The  sodium  silicate  also  may  be  used  for  the  colortd 
inks.  The  following  is  sometimes  used :  Shellac,  2 
ounces;  borax,  2  ounces;  water,  25  ounces;  gum 
arable,  2  ounces.  Boil  the  borax  and  shellac  in  some 
of  the  water  until  dissolved,  then  add  the  gum  arable. 
When  cold,  make  up  the  25  ounces  with  water.  To 
this  any  suitable  aniline  dye  may  be  added. 

Black  lAk  for  Glass. 

G.  Q.  S.,  Machester,  N.  H. 

Shellac,  20;  alcohol,  150;  borax,  35;  water,  250; 
aniline  black,  a  sufficient  quantity.  Dissolve  the  shel- 
lac in  the. alcohol,  the  borax  in  the  water,  and  pour  the 
shellac  solution  slowly  into  that  of  the  borax.  Then 
add  the  aniline  black,  previously  dissolved  in  a  little 
water. .  Another  formula  is  the  following,  which,  of 
course,  etches  at  the  same  time :  Dissolve  35  of  so- 
dium fluoride  and  7  of  sodium  sulphate  in  500  of  water. 
In  another  vessel  dissolve  in  the  same  amount  of 
water  14  of  zinc  chloride,  and  to  the  solution  add  56 
of  concentrated  hydrochloric  acid.  For  use  mix  equal 
volumes  of  the  two  solutions  and  add  a  little  Indian 
ink,  or  rub  up  a  sufficient  quantity  of  drop  black  with 
it.  The  ink  should  be  kept  in  paraffin  coated  glass 
vessels  or  gulta  percha  bottles.  A  quill  pen  is  prefer- 
able for  writing,  but  clean,  i^ew  metallic  pens  may  be 
used. 

BooKbind«r'0  Glt»«. 

L.  W.  T.,  Memphis,  Tenn. 

Soak  I  pound  of  gelatine  in  water;  pour  off  the 
superfluous  water  and  melt  in  a  pot.  When  boiling 
hot,  put  in  >^  ounce  of  stronger  ammonia  water.  Sepa- 
rately soak  }^  pound  of  glue  in  water  for  a  few  hours, 
then  melt  in  a  pot,  and  while  hot  add  i  ounce  of  glycer- 
ine. Mix  this  with  the  first  mixture  and  continue  heat- 
ing and  stirring  for  15  minutes,  then  pour  into  moulds. 

Colorini^  Billiard  Balls* 

F.  C.  W.,Troy,  N.  Y. 

First  clean  the  balls  with  soap  and  water.  Dry  by 
shaking  them  in  perfectly  new  and  clean  sawdust,  and 
with  a  pair  of  forceps  transfer  them  to  a  vessel  con- 
taining benzine.  Allow  to  soak  for  a  few  minutes,  re- 
move with  forceps  and  rinse  with  fresh  benzine,  re- 
move again  with  forceps  and  allow  to  dry ;  plunge  into 
distilled  water  containing  i  per  cent  of  tin  protochloride 
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in  solution  for  five  minutes ;  without  drying,  soak  in 
methylated  spirit  solution  of  the  desired  shade  of  ani- 
line red  —  f uchsin,  for  example.  Another  method  con- 
sists in  immersing  the  pieces,  cleaned  as  above,  in 
weak  nitric  acid  for  a  few  minutes,  and  then  in  a  strong 
decoction  of  cochineal  in  ammonia  water.  The  great 
secret  in  getting  a  uniform  color  is  in  removing  all 
traces  of  grease  from  the  surface.  Logwood  may  be 
used  as  a  coloring  material. 


AcBTOFORM  is  aluminium  hexamethylene-tetramine 
acetocitrate.  It  is  a  white  powder,  soluble  in  water ; 
a  0.5  to  2.0  per  cent  solution  is  used  as  a  substitute 
for  aluminium  acetate. 

JuBOL  is  a  laxative  said  to  be  composed  of  agar- 
agar,  biliary  extracts  and  extracts  from  the  intestinal 
glands. 

Lacalut  is  described  as  a  solid  form  of  aluminium 
lactatt.  Solutions  are  used  as  mouth  wash  (0.5  to  2.» 
per  cent),  and  as  a  bladder  irrigant  (o.i  to  0.2  per  cent). 

Mercoid  is  a  sterile  suspension  of  calomel  and 
soluble  sodium-mercury  salicylsulphonate  in  liquid 
paraffin.  When  injected  for  syphilis  the  soluble  salt 
first  produces  its  efEects,  and  after  several  days  the 
calomel  begins  to  act.  A  continuous  mercurial  action 
is  thus  established. 

Mercuriocoleolo  is  mercury  and  cholesterin 
oleate,  and  is  used  as  an  injection  in  syphilis,  it  being 
said  to  have  a  special  action  on  the  nerve  cells. 

Perrhrumal  is  described  as  an  ointment  contain- 
ing 10  per  cent  of  salicylate  and  acetyl-salicylate  of 
tertiary  trichlorbutyl  alcohol  (chlore-tone).  It  is  used 
for  rheumatic  affections. 

Pyralgin  is  a  solution  of  mdubrin  (a  synthetic 
antipyretic)  which  is  supplied  in  ampoules  for  injec- 
tion.   It  is  recommended  for  rheumatoid  arthritis. 

Rhodaform  is  hexamethylene-tetramine  methyl- 
rhodanide  (methyl-sulphocyanate),  a  white  powder, 
soluble  in  water  i  to  20.  It  is  used  in  diseases  of  the 
mouth  and  pharynx. 

SCHEPTI  is  an  Abyssinian  tapeworm  remedy  made 
from  the  fruit  of  PhytolMci  Abyssinica, 

Thigan  is  a  combination  of  thigenol  (an  ichthyol 
compound)  and  silver.    It  is  used  in  gonorrhoea. 

ToxoDESMiN  is  a  mixture  of  animal  diarcoal  (5), 
sodium  sulphate  (2>^),  and  magnesium  sulphate  (2>^). 
It  is  used  as  an  antidote  for  poisons  (except  acids  and 
alkalies),  being  given  in  doses  of  5  gm.  (75  grains). 

Trivalin  is  a  combination  of  caffeine  valerianate, 
cocaine  valerianate  and  morphine  valerianate.  It  is 
recommended  as  a  substitute  for  morphine. 

Urodonal  is  a  granular  effervescent  preparation 
*  containing  methyl-glyoxalidine  (lysidine),  diethylene- 
diamine  quinate '  (sidonal),  and  hexamethylene-tetra- 
mine.   It  is  given  as  a  uric  acid  solvent. 

Virolax  is  a  combination  of  "  virol  *'  with  liquid 
paraffin.  — The  Prescriber. 


Tobacco  Sn^oKo. 

It  has  often  been  confidently  stated  that  tobacco 
smoke  is  a  powerful  germicide,  but  so  far  this  prop- 
erty has  not  been  assigned  to  any  one  particular  con- 
stituent of  the  smoke.  The  composition  of  tobacco 
smoke  is,  of  course,  complex,  bi^t  everybody  knows 
that  tarry  oils  are  a  principal  constituent,  and  certainly 
many  oils  are  powerfully  antiseptic.  Nicotine,  again, 
is  a  strong  disinfectant,  but  the  quantity  of  this  poison 
in  tobacco  smoke  is  minute,  if,  indeed,  it  is  present  at 
all.  At  least,  in  a  number  of  chemical  analyses  of  to- 
bacco smoke  at  different  times  it  was  difficult  to  de- 
clare with  absolute  certainty  that  nicotine  was  an  im- 
portant constituent. 

The  oily  matter  which  accumulates  in  a  tobacco 
pipe  is  decidedly  poisonous,  but  it  does  not  contain 
any  appreciable  quantity  of  nicotine,  the  chief  consti- 
tuent being  the  very  poisonous  oil  pyridine.  Tobacco 
smoke  contains  a  decided  quantity  of  the  very  poi- 
sonous gas  carbon  monoxide  which  has  been  used  for 
preserving  purposes,  and  which  therefore  must  pos- 
sess germicidal  properties.  Some  simple  experiments 
which  we  have  recently  made  would  seem  to  confirm 
the  observation  that  one  of  the  principal  constituents 
accounting  for  the  ge^icidal  properties  of  tobacco 
smoke  is  the  powerful  antiseptic  formaldehyde. 

The  amount  present  is  more  than  just  appreciable  for 
if  water  through  which  a  few  puffs  of  tobacco  smoke 
have  been  passed  is  tested  for  formaldehyde  the  re- 
sult is  strikingly  positive.'  The  quantity  of  formalde- 
hyde in  tobacco  smoke  would  appear  to  depend  on 
the  quality  and  kind  of  tobacco  smoked.  Thus  the 
cigar  appears  to  yield  more  fcMrmaldehyde  than  the 
pipe,  and  the  pipe  more  than  the  cigarette.  Possibly 
the  peculiarly  irritating  property  of  the  smoke  issuing 
from  the  glowing  end  of  a  cigarette  or  cigar  or  from 
the  bowl  of  a  pipe  is  due  to  formaldehyde. 

It  has  more  than  once  been  stated  that  tobacco 
smokers  enjoy  an  immunity  from  certain  diseases, 
and  the  frequent  presence  of  a  powerful  antiseptic  in 
the  mouth,  nasal  passages,  and  sometimes  the  lungs 
(as  in  the  case  of  those  who  foolishly  inhale  tobacco 
smoke),  would  to  some  extent  justify  the  statement. 
When  it  is  considered  that  in  the  nose  a  vast  number 
of  microbes  are  hourly  deposited,  \%  is  conceivable 
that  these  may  be  effectively  destroyed  by  the  fre- 
quent passage  of  tobacco  smoke  through  that  organ. 
In  the  same  way  the  organisms  exposed  to  tobacco 
smoke  in  the  mouth  would  succumb.  Formaldehyde 
is  one  of  the  most  powerful  disinfectants  we  possess, 
I  part  in  10,000  parts  of  water  serving  to  destroy  all 
microbes,  while  such  a  dilute  solution  has  practically 
no  poisonous  action  on  the  human  organism. 

All  the  same,  it  is  most  undesirable  that  this  fact 
should  stimulate  the  practice  of  smoking  tobacco  to 
absurd  excess,  for  tobacco  poisoning  is  a  greater  re- 
ality  than  many  persons  think,  and  to  employ  tobacco 
in  abusive  quantities  for  the  sake  of  destroying  mi- 
crobes might  amount  possibly  to  killing  the  seeds  of 
one  disease  only  to  contract  another.  —  Health. 
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WarAlAtf  to  Dr«i|(  PlaAt«r0. 

The  cessation  of  the  harvesting  and  shipping  of  many 
crude  drugs  because  of  hostilities  in  Europe  has  caused 
a  sharp  advance  in  their  market  price.  As  a  result 
many  individuals  and  firms  have  written  the  U.  S. 
Department  of  Agriculture  inquiring  about  the  possi- 
bilities of  the  American  farmer  growing  drug  plants 
profitably.  The  Department's  specialist  in  charge  of 
drug  plant  investigations  has  written  a  number  of  these 
correspondents  that,  although  it  is  probable  that  a  num- 
ber of  important  drug  plants  could  be  grown  profitably 
here  if  the  present  high  prices  continue,  nevertheless 
there  is  a  possibility  of  the  early  restoration  of  shipping 
facilities,  and  in  any  event  the  inexperienced  grower 
of  drug  plants  would  be  more  liable  to  meet  with  fail- 
ure than  with  success. 

Some  medicinal  plants,  says  the  Department's  spe- 
cialist, may  be  grown  as  easily  as  ordinary  garden 
crops ;  others,  however,  require  the  special  knowledge 
and  skill  of  a  practiced  gardener.  There  are  many 
varying  factors  in  the  commercial  production  of  drug 
plants.  The  constituents  of  many  of  them  vary  in 
quantity  according  to  the  time  of  gathering  and  method 
of  drying,  and  a  knowledge  of  proper  methods  of  har- 
vesting and  curing  is  absolutely  essential  for  the  pro- 
duction of  drugs  of  high  quality. 

Even  if  the  prospective  grower  possessed  some 
knowledge  of  drug  plants,  beginning  now,  he  could 
scarcely  hope  to  harvest  a  crop  before  the  late  summer 
of  191 5.  In  the  case  of  some  varieties  he  might  even 
have  to  wait  until  the  end  of  the  second  or  third  year 
after  planting.  Therefore,  the  farmer  who  began  at 
once  might  not  find  himself  with  a  supply  of  crude 
drugs  on  hand  until  after  prices  had  returned  to  their 
former  level. 

In  any  case,  the  quantity  of  crude  drugs  required  by 
the  market  is  relatively  small  as  compared  with  fruits, 
vegetables,  or  staple  crops.  Therefore,  numerous  or 
extensive  plantings  by  individuals  throughout  the  coun- 
try might  easily  result  in  overproduction,  which  would 
cause  a  decline  in  the  market  price  independent  of  the 
conditions  abroad. 

For  successful  production  of  drug  plants  on  a  com- 
mercial scale  there  must  be  an  available  market.  Its 
accessibility  must  be  considered  above  all  things  by 
the  successful  grower.  The  cost  of  production  must 
be  carefully  estimated  and  to  this  must  be  added  the 
cost  of  packing  and  shipping  to  this  market.  The 
packing  and  shipping  expenses  might  easily  make  the 
enterprise  unprofitable. 

Drug  plants  to  be  profitably  grown  should  yield  re- 
turns at  least  equal  to  those  from  other  crops  which 
may  be  grown  on  the  same  land.  The  farmer  must 
determine  that  this  is  the  case.  The  fact  that  much 
hand  work  is  necessary  in  the  production  of  most  drugs 
is  liable  to  make  the  cost  of  labor  high. 

Among  the  inquiries  regarding  drug  plants  addressed 
to  the  department  have  been  requests  regarding  plants 
which  cannot  be  produced  in  this  country  at  all.  Others 
that  might  be  grown  here  are  also  produced  in  South 


America  and  other  localities  not  involved  in  the  war, 
where  they  can  still  be  produced  more  cheaply  than 
here. 

There  are,  nevertheless,  certain  drug  plants  now  pro- 
duced chiefly  in  Europe  which  under  certain  conditions 
may  be  grown  in  ^arts  of  the  United  States.  Among 
these  are  the  following :  Althea,  anise,  belladonna,  bur- 
dock, calamus,  caraway,  conium,  coriander,  dsyidelion, 
digitalis,  elecampane,  fennel,  henbane,  horehound,  mar- 
joram, sage,  thyme,  valerian.  Seeds  of  many  of  these 
plants  may  be  obtained  from  the  large  seed  houses. 
Even  the  above-mentioned,  however,  need  peculiar  con- 
ditions in  order  to  thrive,  for  drug  plants  vary  widely 
in  their  relations  to  soil  and  climate.  Satisfactory  yields 
can  only  be  expected  when  the  requirements  of  these 
plants  are  understood  and  met. 

Of  course,  well-established  companies  already  en- 
gaged in  a  similar  work,  and  with  gardeners  possessing 
training  and  experience,  could  undoubtedly  meet  with 
more  success  in  growing  drug  plants  than  the  inexperi- 
enced individual.  These  companies  would  understand 
at  the  beginning  many  essential  details  regarding  soil, 
climate  and  desirable  varieties.  They  would,  however, 
have  to  prepare  for  unexpected  changes  in  market 
values,  and  remember  that  the  principal  reason  certain 
plants  have  not  been  previously  raised  here  is  that 
under  normal  conditions  they  can  be  more  cheaply 
grown  in  Europe. 

The  mean  annual  temperature  of  the  globe  is  50 
degrees  F. 


MASTER  RUSSELL. 
( From  photo  of  her  three  ytart  old  ton  contributed  to  the  Spat. 
ULA,  by  Mri.  H.  S.  Smith,  Meadville,  Penn.) 


Digitized  by 


Google 


THE  SPATULA 


19 


m^^^mmmmmmmi 


^ 


TRADE  TIPS  AND  TOPICS 

^    A  DcpaOKX  of  UVE  BUSINESS  IDEAS  ml  PROFIT  POINTERS  In  VMaUn 


Novel  MilR  DrinRs. 

A  couple  of  women  conduct  a  milk  store  in  an  Ohio 
city,  according  to  the  New  York  Sun,  and  employ 
some  original  ideas  which  might  be  useful  to  the  soda 
dispenser.  Unlike  the  milk  stations  of  the  large  cities, 
where  milk  for  babies  ir  sold,  this  store  is  conducted 
solely  in  the  interest  of  adults,  and  is  thronged  summer 
and  winter.  In  the  window  is  a  papier  mache  Holstein 
cow  knee  deep  in  grass,  attended  by  a  chic  little  milk 
maid.  The  scene  is  particularly  effective  at  night,  as 
the  overhead  lights  are  shaded  by  overhanging  ferns. 
Within  everything  is  spick  and  span,  the  tiled  floor 
shining  with  Dutch  neatness.  All  sorts  of  milk  drinks 
are  sold — creamed  buttermilk,  fermilac,  milk  shake 
and  various  rich  milk  and  egg  beverages.  A  lunch 
special  that  is  much  in  demand  in  hot  weather  is  a  glass 
of  ice  cold,  creamy,  foamy  milk  and  a  plate  of  old- 
fashioned  gingerbread.  This  latter  is  no  bakers*  cake, 
but  the  genuine,  sweet,  substantial,  filling  kind,  as  the 
proprietors  bake  it  themselves  after  a  time-honored 
family  recipe.  In  winter  hot  milk,  malted  milk  and 
egg  nog  take  the  place  of  the  iced  drinks  popular  in 
summer.  At  a  table  on  one  side  of  the  room  milk  cho- 
colates are  sold.  For  purity  and  healthfulness  the  line 
of  this  little  shop  is  unsurpassed. 

Soi&venir  Idea. 

Holloway  &  Fowler,  hardware  dealers,  Fremont, 
Neb.,' conducted  an  original  distribution  of  souvenirs 
at  a  mid-winter  fair  held  in  Fremont  says  the  Novelty 
News.  Instead  of  giving  the  souvenirs  away  at  the 
booth,  each  woman  calling  at  the  booth  was  given  an 
envelope  marked  "Souvenir  for  ladies  only.  Take 
this  home  with  you.  It  contains  something  of  value." 
When  opened  the  envelope  disclosed  a  number  of  cir- 


culars advertising  various  items  on  sale  in  the  store, 
and  a  card,  which  when  signed,  was  redeemed  by  the 
gift  of  one  of  a  number  of  difiEerent  souvenirs  which 
had  been  provided.  In  addition  there  was  a  post  card 
enclosed,  addressed  to  Holoway  &  Fowler,  on  which 
were  enumerated  many  of  the  items  carried  in  stock. 
Space  was  provided  on  which  the  recipient  could  check 
what  merchandise  it  was  planned  to  purchase  this 
spring.  In  this  way  a  comprehensive  mailing  list  of 
possible  customers  was  compiled.  Approximately  one 
out  of  every  three  of  the  envelopes  distributed  at  the 
booth  were  presented  at  the  store  for  redemption.  The 
plan  brought  into  the  store  several  hundred  women 
who  had  never  before  been  in  the  place.  In  this  way 
a  number  of  new  accounts  was  cultivated  at  a  very 
small  expense.  The  plan  served  to  keep  the  souvenirs 
out  of  the  hands  of  irresponsible  people,  as  might  be 
the  case  were  they  distributed  generally. 

A  Baby  Day. 

A  "  Baby  Day  "  is  an  annual  event  at  one  drug  store. 
In  preparation  for  this  event  a  window  is  devoted  to 
infants*  needs.  The  centre  of  attraction  is  King  Baby 
himself,  in  innumerable  forms  represented  by  photo- 
graphs borrowed  from  a  friendly  photographer,  from 
friends,  and  supplemented  by  pictures  cut  from  the 
magazines  and  mounted  on  card-board.  The  floor  is 
overlaid  with  crepe  paper  of  a  delicate  baby  blue,  and 
the  back  and  sides  are  covered  with  wall  paper  such 
as  is  used  for  nurseries,  representing  Mother  Goose 
characters.  The  goods  displayed  include  talcums, 
soaps,  nursing  bottles,  baby  foods,  brushes,  sponges, 
etc.  With  every  purchase  amounting  to  50  cents  or 
over,  a  choice  of  several  premiums,  such  as  a  toy  white 
rabbit,  a  rattle,  and  other  suitable  articles,  was  given. 


Digitized  by 


Google 


20 


THE  SPATULA 


A  VTorRable  Idea 

One  druggist  makes  the  magazines  he  sells  do  a  part 
of  his  advertising.  He  uses  a  distinctive  rubber  stamp, 
in  shape  like  a  winged  arrow,  and  reading,  **  Blank, 
the  Druggist,  sells  this."  Then  he  gkes  through  all 
the  magazines  and  when  he  finds  among  the  advertised 
articles  anything  that  he  keeps  in  stock,  he  stamps  it 
so  that  the  arrow  points  to  the  article.  There  are  in- 
fants* foods,  paints,  cameras  and  many  other  lines  ad- 
vertised in  the  leading  publications,  some  of  which  at 
least  are  carried  in  almost  every  pharmacy. 
Odd  and  dfectlve. 

The  unusual  sight  of  a  woman  demonstrating  the 
method  of  manipulating  a  safety  razor  in  one  window 
attracted  quite  a  crowd.  Hints  on  the  use  and  care  of 
the  instrument  were  written  on  a  blackboard,  these  be- 
ing varied  occasionally  by  humorous  sketches,  for  the 
demonstrator  was  a  lightning  sketch  artist  of  no  mean 
ability.  Most  of  these  sketches,  with  brief  text  under- 
neath, were  made  to  relate  in  some  way  to  the  subject 
in  hand.  An  element  of  mystery  was  added  by  the 
demonstrator  wearing  a  small  mask  of  black  silk,  and 
there  was  considerable  speculation  as  to  whether  it 
was  not  a  man  masquerading  in  woman's  togs.  This 
idea  might  be  adapted  to  other  lines  of  goods  than 
razors. 

An  Index  ringer. 

In  the  window  of  one  store  all  the  signs  were  in  the 
shape  of  a  hand  with  the  index  finger  extended.  Each 
bore  the  same  opening  phrase, "  We  point  with  pride  to 
— ''  and  then  followed  some  snappy  advertising  about 
each  article  in  the  window,  the  finger,  of  course,  in  each 
individual  case  pointing  to  the  article  mentioned. 
A  Bargain  Tree. 

An  idea,  odd  and  catchy,  was  noticed  in  one  win- 
dow recently.  In  the  centre  stood  a  spruce  tree,  its 
branches  trimmed  so  that  they  were  not  too  dense. 
The  branches  were  loaded  with  a  number  of  small 
articles,  mainly  toilet  goods,  on  which  special  prices 
were  shown.  On  one  side  hung,  in  a  frame  over  a  foot 
long,  the  simple  date  —  Monday,  Oct.  5  —  this  being 
changed  daily.  The  story  was  told  by  a  big  placard 
on  the  other  side,  reading :  '*  The  bargain  tree  never 
bore  better  fruit  than  it  does  to-day.*' 

Aeroplane  VTindomr. 

A  miniature  aeroplane,  suspended  from  the  ceiling 
by  fine  wires,  attracted  much  notice  in  a  shoe  window. 
Suspended  from  it  were  samples  of  various  styles  in 
shoes.    A  placard  bore  this  appropriate  text: 

WE  MUST  fly! 

Only  a  few  days  more  in  this  store,  which  is  to  be 
torn  down  to  make  way  for  our  new  building.  All  our 
magnificent  stock  of  shoes  must  be  sacrificed. 
Pointers. 

Goods  in  a  showcase  talk  to  a  man  urging:  ^im  to 
buy. 

If  you  want  to  do  business,  announce  your  vaJues 
in  window,  store  and  by  circular  and  keep  on  an^omic- 


ing  them.  When  you  get  tired,  your  business  takes  a 
rest  Can  you  afford  to  give  your  business  a  vacation  ? 
As  a  shining  example  of  timeliness,  we  give  this  ad 
by  John  D.  Smith,  druggist,  Springfield,  Mass.  There 
is  scarcely  a  man,  woman  or  child  in  his^  city  who  will 
not  need  some  one  of  these  articles  at  this  season,  if 
their  attention  is  properly  called  to  them : 

RBMBDIBS  THAT  WILL  GIVE  YOU  COMPORT 
IN  THIS  COLD  WEATHER. 

Derma  Mellis,  exceedingly  good  for  chapped  and 
roughened  skin,  25  cents. 

Rose  Cold  Cream,  a  very  attractive,  dainty  skin  food, 
S5  cents. 

Menthol  Inhalers,  wonderful  to  clear  the  head,  10 
cents. 

Ruby-lyptol  Lozenges,  for  throat  and  bronchial  irri- 
tation, 25  cents. 

Compound  Terebene  Cough  Syrup,  a  very  healing, 
soothing  pine-tree  balsam,  25  cents. 

Smith's  Emulsion  of  Cod  Liver  Oil,  a  highly  con- 
centrated food  tonic  for  chronic  coughs,  50  cents. 

Smith's  Compound  Syrup  of  Hypophosphites,  for 
chronic  colds  and  run-down  condition,  75  cents. 

Smith's  Cold  Killer  Pellets,  a  gentle,  immediate  re- 
lief, 25  cents.  ^ 

For  warm,  dry  feet  wear  our  "  Happy-foot"  hair  in- 
sole.   We  sell  thousands. 

Women  will  notice  a  good  display  of  toilet  articles 
about  as  readily  as  any  window  on  the  street  The 
essentials  of  such  a  display  are  quality,  daintiness  and 
timeliness. 

THe  Optimist's  Corner. 

**  To  me,  business  is  one  of  the  most  attractive  pos- 
sible games  in  the  world,"  said  Mr.  Gordon  Selfridge, 
in  the  course  of  a  lecture  in  London.  "  I  urge  as  much 
as  I  can,"  he  continued, "  that  the  work  of  the  day  shall 
be  made  a  game  rather  than  a  drudgery.  It  is  a  jolly, 
good,  lively  game.  It  beats  bridge  and  golf  and  polo." 
After  a  two  years'  retirement  from  business  in  America, 
Mr.  Selfridge  found  that  he  was  the  most  unhappy 
man  in  the  world.  So  he  went  to  London  in  order  to 
play  the  gamfe  again.  So  as  to  make  a  reasonable 
success  in  commerce,  certain  things  were  absolutely 
necessary.  The  foundation  of  a  successful  business, 
no  matter  what  the  business  was,  was  integrity.  Dis- 
honesty did  not  pay  in  the  long  run.  A  man  with 
determination  and  strength  of  purpose  could  go  a  long 
way  towards  success.  If  a  man  was  not  lazy  —  and 
laziness  was  a  frightful  failing— and  played  the  game 
of  business  for  the  love  of  it,  and  had  nerve,  courage 
and  imagination,  he  was  certain  to  forge  ahead. 

"  A  merry  heart  doeth  good  like  a  medicine,"  said 
Solomon- 

**A  rii*^»"  ^"^^^  ^^'  Johnson,  "should  spend  part 
°^  his  Vi^^  ^^'^  ^^^  laughers." 
c« .  to  virtue,"  declared  Agnes  Strickland,  "the 

^Uh  «  ^^  'd  '^^^^^  *■  ^^**  ^®  ^*°  *®***  spare." 

I>  ^^  t^^  b^T  ^t  is  possible  to  lose  the  knack  of  happi- 

n  ^  V    ^    c^  get  10  used  to  grumbling  and  doubting, 
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and  fearing  the  wont  that  when  good  fortune  does 
come  one*s  way  at  last,  it  is  impossible  to  enjoy  any- 
thing at  all.  Make  a  cult  of  happiness ;  plant  a  belief 
that  all  thing3  work  together  for  good  in  your  heart, 
and  then  nothing  will  daunt  you. 

A  Soda  I^Tmwt. 
Recently  the  Owl  Drug  Company  in  Los  Angeles 
offered  one  dollar  coupon  books,  containing  25-cent 
soda  checks  for  50  cents,  f oi*  one  day  only »  Over  1 2,000 
books  were  disposed  of  and  6,000  people  turned  away 
when  the  books  ran  out 

THe  SHo^nr  Card. 
"  I  am  a  connecting  link  between  the  goods  and  the 
customer. 

"  I  am  a  silent,  potent  salesman  of  a  most  economical 
and  effective  calibre. 

"  I  am  the  disseminator  of  terse  and  vivid  descrip- 
tion of  every  kind  of  merchandise. 

"I  am  a  guide  post  to  the  bargain  hunter  and  a 
valuable  auxiliary  in  lowering  the  high  cost  of  living. 
"I  am  in  evidence  everywhere,  in  city,  town  and 
country,  and  my  services  are  acknowledged  to  be  in- 
dispensable. 
"  I  am  a  universal  money  saver  to  the  public. 
"  I  am  a  tireless  worker,  my  duties  are  multifarious 
and  my  cost  is  almost  insignificant. 
"  I  am  the  price  ticket'^—  Dry  Goods  Review. 

Premiums  PusK  Goods. 
Many  druggists,  throughout  the  West  apparently  are 
trying  to  make  the  wheels  of  business  move  a  little 
faster  by  a  liberal  use  of  premiums. 

The  Guarantee  Drug  ^tore,  Superior,  Wis.,  accord- 
ing to  the  Novelty  News,  gives  a  coupon  free  with 
every  25-cent  purchase  of  merchandise.  Customers 
have  the  option  of  selecting  a  number  of  pieces  of 
Rogers  silverware  on  the  basis  enumerated  herewith : 
One  teaspoon  for  three  coupons  and  12  cents;  two 
teaspoons  for  six  coupons  and  24  cents ;  six  teaspoons 
for  fourteen  coupons  and  72  cents ;  one  dessert  spoon 
for  six  coupons  and  24  cents ;  two  dessert  spoons  for 
eight  coupons  and  48  cents ;  three  dessert  spoons  for 
fourteen  coupons  and  72  cents ;  one  tablespoon  for  six 
coupons  and  24  cents ;  two  tablespoons  for  eight  cou- 
pons and  48  cents;  three  tablespoons  for  fourteen 
coupons  and  72  cents ;  one  knife  for  six  coupons  and 
24  cents ;  two  knives  for  eight  coupons  and  48  cents ; 
three  knives  for  fourteen  coupons  and  72  cents ;  one 
fork  for  six  coupons  and  24  cents,  etc. 

The  Crystal  Drug  Store,  Oroville,  Cal.,  utilized  a 
premium  offer  to  stimulate  the  purchase  of  perfume. 
Every  customer  buying  perfume  worth  50  cents  or 
more  was  presented  with  an  atomizer  free. 

Converse's  Cash  Drug  Store,  Sandwich,  111.,  recently 
made  an  offer  of  a  hair  brush  free  with  every  purchase 
of  a  75-cent  bottle  of  Converse's  Dandruff  Cure.  Fifty 
brushes  were  provided  and  the  first  fifty  customers 
were  rewarded  in  this  manner. 

The  Newton  Drug  Co.,  of  the  same  town,  recently 
timulated  the  sale  of  candy  through  the  offer  of  a 


plated  silver  bon  bon  dish  free  with  every  pound  box 
of  chocolates  sold  at  a  special  price  of  39  cents. 

KinsePs  Drug  Store,  Detroit,  Mich.,  conducted  a 
special  sale  of  drugs  and  sundries.  The  purchasers 
of  50 cents  worth  of  cigirs  were  given  a  25cent  deck 
of  playing  cards  as  an  evidence  of  the  proprietor's 
appreciation  of  their  patronage. 

Felton's  Drug  Store,  York,  Neb.,  used  the  premium 
offer  to  stimulate  the  sale  of  toilet  articles.  A  plated 
silver  spoon  was  given  with  each  purchase  of  75  cents 
worth  of  goods  in  the  toilet  department. 

The  Heffner  Pharmacy,  Lock  Haven,  Pa.,  moved 
large  quantities  of  toilet  soap  through  the  gift  of  an 
art  calendar  free  with  every  purchase.  Many  well 
known  brands  were  represented  in  the  sale. 

Schramm- Johnson  Drug  Store,  Salt  Lake  City,  Utah, 
stimulated  the  sale  of  tooth  brushes  recently  through 
the  medium  of  a  premium  offer.  A  sanitary  glass  and 
nickel  tooth  brush  rack  was  given  with  each  purchase 
of  2$  cents  or  more  worth  of  goods. 

C.  £.  Harvey,  druggist,  Hastings,  Mich.,  interested 
boys  and  girls  in  his  store  and  also  stimulated  attend- 
ance at  the  county  fair  through  the  offer  of  a  prize 
worth  $$  to  the  youngster  who  drew  the  best  map  of 
Barry  County,  to  be  exhibited  at  the  fair. 

Otto's  Pharmacy,  Grand  Rapids,  Wis.,  recently  ad- 
vertised the  gift  of  a  toy  balloon  free  with  every 
purchase  of  a  5-cent  drink  at  the  soda  fountain. 

A  VTindow  Bulletin. 

Every  store  has  window  space  that  could  be  made 
more  valuable  by  the  use  of  bulletins  of  stock  specials. 
A  drug  store  might  make  special  offerings  of  season- 
able goods,  a  novelty  store  might  mention  leading 
specials,  a  hardware  dealer,  jeweler,  grocer,  any  store 
keeper,  in  fact,  could  give  life  and  value  to  his  window 
space  without  marring  the  window  effect  or  the  store 
appearance. —  The  Advertising  World. 


HAVE   BEAUTIFUL   HAIR. 
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Automatic  Shading  Pen  Lettering. 


By  W.  A.  Thompson. 


In  this  number  we  have  a  good  practical  alphabet 
for  the  automatic  shading  pen.  The  shading  pen  is 
made  so  as  to  produce  two  colors  or  shades  at  a  single 
stroke  from  one  color  of  ink.  The  letterer  simply 
manipulates  the  pen  as  he  would  an  ordinary  pen  or 
lead  pencil,  the  shading  of  each  stroke  being  produced 
wholly  by  the  pen.  To  combine  the  shade  or  flat  tint 
in  this  style  of  lettering,  careful  study  in  the  construc- 
tion or  make-up  of  each  letter  is  very  important,  as 
success  in  shading  pen  lettering  depends  almost  en' 
tirely  upon  a  definite  knowledge  of  how  and  when  each 
part* or  stroke  of  the  letter  is  made  and  connected. 

Practice  carefully  on  vertical  strokes  and  always  try 


to  keep  your  work  compact—  not  too  large  in  the  be 
ginning.  Be  sure  to  maintain  the  one  angle  of  pen 
point  from  base  line  of  lettering  as  shown  in  exercises 
of  accompanying  illustration,  This  will  aid  you  in 
forming  the  letters  true  and  well  balanced,  and  also 
the  shading  will  be  uniform. 

Hold  the  pen  in  a  natural  way,  similar  to  that  of 
a  lead  pencil.  For  practice  the  capital  letters  should 
be  about  one  inch  high,  the  small  or  lower  case  letters 
about  five-eighths  of  an  inch  high.  The  tall  lower 
case  letters  b,  h,  1,  etc.,  should  be  the  same  height  as 
the  capital  letters.  Note  the  construction  of  the  differ- 
ent letters.  The  small  figures  show  the  order  in  which 
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the  di£Eerent  strokes  are  made  in  forming  a  complete 
letter.  In  making  letter  S,  begin  with  stroke  at  base 
line,  then  add  second  stroke,  the  top  stroke  being  the 
last  made  as  indicated  in  alphabet  plate.  For  practice 
work  use  a  No.  4  or  No.  5  shading  pen.  Any  paper 
of  a  smooth  surface  will  answer  nicely  for  practice 
work. 

The  above  cards — Holiday  Goods,  Autumn  Sug- 
gestions—may be  made  4x7  inches  with  a  No.  4 
shading  pen,  or  7  x  1 1  inches  with  a  No.  5  pen.  Card 
New  Styles,  etc.,  11  x  14  inches,  lettering  New  Styles 
with  a  No.  8  shading  pen  in  black  or  dark  green  ink. 
Most  any  color  of  ink  will  show  well  on  white  card- 
board in  this  style  of  work.  The  scroll  below  New 
Styles  is  made  with  a  No.  5  shading  pen  in  red  ink. 
The  wheat  heads  are  made  with  a  No.  4  pen  in  light 
brown  ink.    In  making  wheat  head  designs,  first  re- 


verse the  pen  so  that  it  will  make  a  mark  opposite  to 
that  made  in  general  lettering  —  that  is,  the  heavy  line 
of  color  being  upward  —  then  place  the  pen  at  small 
circle  of  scroll,  run  pen  downward  and  finish  with  slight 
curve  to  the  right  Make  four  strokes  on  this  order, 
then  begin  above  the  scroll  and  run  pen  edgeways  and 
upward  and  complete  the  fine  lines  as  indicated.  In 
finishing  the  wheat  heads,  always  begin  at  extreme 
point  of  line  and  work  backward,  enlarging  a  trifle  at 
each  stroke. 

The  size  of  card  copies  in  last  illustration  may  be 
made  s}^  x  14  inches,  or  7X  11  inches.  The  size  of 
pens  used  or  desired  in  lettering  generally  determine 
the  size  of  the  card  to  be  used  in  order  to  have  the 
reading  clear  and  distinct.  DonH  make  your  letter- 
ing too  large.  Aim  to  have  everything  compact  and 
Uniform. 
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A  Fl«a  for  Fr^mttams. 

Premiums  will  win  the  trade  of  many  consumers 
who  cannot  be  reached  through  any  other  form  of  ad. 
vertising.  And  there  is  a  multitude  of  consumers  not 
reached  by  the  means  ordinarily  used  to  advertise  mer. 
chandise.  Even  though  the  United  States  has  ^  small 
proportion  of  illiterates,  yet  there  are  unnumbered 
thousands  to  whom  the  printed  word  means  nothing 
The  advertisement  might  as  well  be  couched  in  EgypI 
tian  hieroglyphics  as  far  as  ability  to  gain  their  interest 
or  trade  is  concerned.  Yet  these  illiterates  have  wants 
and  spend  money  for  the  necessities  of  life.  Their 
trade  is  worth  going  after.  And  they  live  —  not  only 
in  the  thinly  settled,  unschooled  districts  of  the  fron- 
tiers but  everywhere  —  in  cities  that  boast  of  their 
education  and  culture,  in  Boston  and  Philadelphia  as 
well  as  in  some  humble  settlement  where  advancement 
has  not  reached  the  stage  of  schools  and  learning. 

Then  there  is  that  large  group—  people  who  do  not 
believe  in  advertising ;  people  who  read,  yet  are  etern- 
ally vigilant  against  the  lure  of  fine  words.  May  be 
they  have  been  **  bunked  **  by  some  unscrupulous  ad- 
vertisers, or  may  be  they  were  cast  in  suspicious 
moulds.  Whatever  the  reason,  they  are  not  prospec- 
tive customers  for  the  advertiser  who  places  his  de- 
pendence on  mere  printed  words.  Ev^n  if  they  read, 
that  does  not  profit  the  advertiser  who  has  bought 
space  to  reach  them.  They  are  not  the  sort  who  want 
to  be  convinced. 

What  other  methods  are  open  to  the  advertiser  who 
appreciates  his  inability  to  reach  a  large  part  of  the 
population?  Must  he  devise  some  special  method  of 
appeal  to  gain  this  trade,  or  is  there  a  method  of 
advertising  which  will  reach  all  possible  consumers  ? 
Surely  there  is ! 

The  advertiser  who  centers  his  selling  p)an  about 
the  premium  appeal,  will  win  a  large  proportion  of  his 
possible  customers,  whether  they  have  faith  in  adver« 
tising,  whether  they  doubt  advertising,  or  whether  they 
have  neither  ability  to  read  nor  faith  to  believe.  The 
premium  convinces  all  alike.  Along  its  path  lies  the 
shortest  line  between  producer  and  consumer.  It  con- 
vinces men  of  means  and  laborers,  makes  customers 
of  men,  women  and  children.  It  is  the  most  powerful 
business  ally  of  producer,  distributer  and  retailer.  In 
its  best  form  — characterized  by  modern,  broad-guaged 
premium  methods —  it  encourages  confidence  on  the 
part  of  the  consumer.  It  gives  confidence  not  only  in 
the  goods  sold,  but  in  the  giver,  as  well. 

Giving  premiums  is  a  form  of  advertising  that  will, 
upon  occasion,  carry  the  giver  on  to  success  without 
exploitation  by  means  of  newspaper  advertising,  poster 
displays  or  store  exploitation.  Helped  by  these,  or 
any  of  them,  the  giving  of  premiums  accomplishes  its 
end  quicker  than  if  unaided.  But  success  is  certain 
whether  the  premium  plan  "  stands  on  its  own  bottom," 
or  is  helped  along  at  greater  speed  through  space  or 
display  advertising. 

How  will  the  illiterate  be  influenced  by  premiums  ? 
How  can  they  be  led  to  favor  the  goods  that  bestow 


them  ?  By  word  of  mouth !  A  word  from  the  retailer 
that  with  the  goods  are  packed  coupons  that  entitle 
holders  to  premiums,  and  the  prospect  becomes  a  cus- 
tomer instantly — a  persistent  buyer  of  those  goods. 
Not  only  does  the  initial  transaction  convince  the  cus- 
tomer, but  by  him  the  news  is  spread  among  neighbors 
and  friends,  all  of  whom  will  take  to  the  goods  because 
they,  too,  want  to  be  able  to  gain  the  premiums  that 
are  given.  The  retailer  knows  that  he  can  sell  goods 
quicker  when  the  producer  or  distributor  awards  gifts  to 
regular  customers,  than  though  sales  are  made  merely 
on  the  basis  of  display  advertising.  So  he  is  free  to 
take  care  of  other  trade — has  more  time  to  devote  to 
other  new  customers. 

Do  premium  ofiEers  appeal  to  the  educated  ?  A  glance 
at  the  morning  mail  of  a  representative  premium  house 
will  reveal  that  not  only  do  the  educated  but  the  well- 
to-<lo  also  save  premium  coupons  so  that  their  loyalty 
to  the  brand  may  bring  to  them  the  gifts  provided  so 
bounteously  under  the  premium  system.  All  sorts  of 
consumers  respond  to  the  premiums  lure. 

Position  and  wealth  do  not  make  a  man  immune  to 
the  attractions  that  the  premium  offers.  The  vast  ma- 
jority of  all  individuals  respond  to  the  offer  of  a  gift, 
merely  for  the  slight  consideration  that  they  shall  buy 
one  specific  brand.  Buy  they  will  do  it,  whether  it  be 
a  luxury  or  a  necessity.  The  premium  makes  certain 
trade.—  Novelty  News. 


One  of  the  most  remarkable  instances  of  nature  pro- 
viding for  the  wants  of  man  is  in  the  vegetable  sponges 
of  Ecuador.  The  vine  on  which  the  sponge  grows  is 
found  on  the  flat  wet  lands  of  this  republic,  appearing 
only  during  the  rainy  seasons.  It  is  an  annual  and 
grows  rapidly,  after  the  fashion  of  a  pumpkin  vine, 
with  long  smooth  fruit  resembling  a  summer  squash. 

Upon  ripening  the  fruit  is  gathered  and  dried,  when 
the  interior  is  seen  to  be  composed  of  a  tangled  net- 
work of  fine  fibres,  with  black  seeds  similar  to  those 
of  the  watermelon.  The  dried  skin  is  easily  removed, 
when  the  fibrous  network  or  sponge  is  ready  for  use, 
after  one  side  has  been  cut  open.  Washing  in  a  few 
waters  removes  all  extraneous  materials,  and  the  sponge 
may  be  used  as  any  other.  The  poor  people  use  them 
for  washing  dishes  and  when  bathing,  claiming  they 
are  superior  to  the  animal  sponge. 


Satisfactory  If  Trti«* 

A  former  cattleman,  in  the  Philadelphia  Ledger, 
sums  up  the  beef  situation  in  the  following  words: 
"  Beef  is  high  because  cattle  are  high ;  cattle  are  hjgh 
because  grazing  land  is  high,  and  grazing  land  is 
high  because  every  year  in  the  western  part  of  the 
United  States  more  and  more  of  it  is  plowed  up  and 
cultivated." 


A  Vl^mlcotnm  Arrival. 

Have  been  a  subscriber  for  a  good  number  of  years 
and  always  like  to  see  The  Spatula  arrive. 
CarOf  AftcA.,  Sept.  21^  igi^.  J.  H.  Bbckton. 
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Sea  Baths  at  Home 

To  brace  you  up,  improve  circulation, 
benefit  the  nerves,  there's  a  refreshing, 
invigorating  tonic  in  salt  sea  bathing. 

Enjoy  these  benefits  in  your  own 
home  no  need  to  take  a  trip  to  the  sea 
shore. 

Order  a  package  of  our  sea  salt,  sib. 
package  only  25  cents. 

A  pure  rock-crystal  salt,  which,  dis- 
solves easily  in  ordinary  water,  impart- 
ing to  it  the  real  properties  of  sea-water. 

Telephone  your  order. 


(  Finn  Name  Here ) 


which  seems  the  greater  length  A  to  B 
or  from  B  to  C  ? 

The  weather  is  really  an  optical  illusion 
unless  one  has  a  reliable  Thermometer  to 
know  how  cold  or  how  hot  it  is. 

Looking  out  the  window 
the  weather  may  look  to  be 
warm  but  getting  out  into 
the  weather  we  might  find  it 
cold. 

A  reliable  Thermometer 
for  inside  and  outside  the 
house  will  measure  the  tem- 
perature correctly  for  you. 

We  have  Thermometers 
for  Indoor,  Outdoor,  Bath, 
Fever,  Window,  in  fact  for 
every  purpose. 

Know  the  temperature. 
Get  a  Reliable  Thermometer  Today. 

( Firm  Name  Here. ) 


PACKAGE  SLIP  ADVERTISING. 


By  Chas.  L.  Archbold. 

Every  package  leaving  your  store  should  carry  an  ad  into  the  home  about  other  items  that  people  need 
that  can  be  had  at  your  place  of  business. 

Articles  like  Sea  Salt  and  Thermometers  are  not  staples  and  are  only  sold,  as  a  rule,  in  most  stores,  when 
people  come  in  and  ask  for  them.  Therefore  why  not  advertise  the  "  once-iii-a-while  "  items  and  create  a  de. 
mand  for  them.  It  can  be  done  e£Eectively  with  the  use  of  package  slips  and  the  copy  shown  above  is  merely 
suggestive  of  what  can  be  done  along  this  line. 

Bathing  scene  is  a  half-tone  cut  (No.  1278)  and  will  be  supplied  for  $1,  Optical  illusion  (No.  8218)  and 
Thermometer  (No.  2151)  are  line  cuts  and  will  be  supplied  at  fifty  cents  each  or  if  you  prefer  to  have  the  slips 
themselves  printed  on  good  paper  with  your  name  and  address  at  the  botton  we  will  send  IM  of  either  express 
paid  in  the  United  States  for  12.60,  IM  of  both  for  $4. 
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REVISED  N.  A.  R.  D. 

PRESCRIPTION  PRICING  SCHEDULE. 

( ALL  FIGURES  ARE  COMPOUNDING  FEES  ONL  Y) 
How  To  Fix  Prices.    This  Is  Important. 

The  price  of  the  Prescription  is  the  Compounding  Fee,  -r  the  cost  of  the  container  -i-  twice  the  cost  of  the 
material.  ( Exception:  When  the  cost  of  material  is  over  ll.OO,  multiply  cost  by  \%  instead  of  3 ;  and  further, 
if  the  cost  is  over  50c  and  under  |1.00,  adopt  the  following  sliding  scale:  Cost  60c,  add  11.10;  cost  70c,  add 
11.20 ;   cost  80c,  add  11.30 ;   cost  90c  add  %\  40.    These  prices  are  based  on  a  11.60  per  hour  scale ) 

Example — If  the  ingredients  of  a  four-ounce  mixture  cost  12c,  compute  price  as  follows :  Compounding 
fee,  35c,  f  container,  6c,  -\-  twice  cost  of  material,  26c  (12  X  2)— total,  66c. 

1.— Liquid  Prescriptions:  Minimum  total  charge,  25c.  All  simple  or  compound  mixtures,  internal  or  ex- 
ternal, dr^  or  liquids  and  veterinary  preparations  are  included  in  this  table.  Eye  remedies  should  be  charg- 
ed for  as  in  the  column, "  Dote  1-6  M.  '* 

Dose. 
Qaantity  1-6  M. 
>^oz    : 26 

loz 35 

2  oz 45 


3oz. 

4  oz. 

6oz. 

8oz. 

*  12  oz. 

16  oz. 

32  oz. 


Dose. 

Doss. 

Dose. 

Gargle  and 

10-26  M . 

5i»-3i 

3il-3i 

External  only 

.20 

.15 

.10 

.10 

.30 

.20 

.16 

.10 

.35 

.26 

.20 

.15 

.40 

.30 

.25 

.20 

.36 

.80 

.26 

.40 

.35 

.30 

.46 

.40 

.35 

.66 

.46 

.40 

.60 

.56 

.50 

.75 

.70 

.66 

2.— Proprietaries.  Original  package,  regular  retail  price ;  when  costing  over  ^,  ^  or  $8  per  dozen,  add  65 
per  cent  to  cost;  when  transferred  to  new  container,  add  16  per  cent  to  regular  retail  price.  When  part  of 
package  is  dispensed,  double  cost  of  amount  used,  add  charge  for  container  and  one-half  of  the  compound- 
ing fee  (see  below). 

3.~Dry  Mixtures  :    Minimum  total  charge,  16c.    These  figures  are  compounding  fees  only. 
Pills,  Powders,  Capsules^  Wafers,  Etc. 

Number  4         6         8        10        12        16        20       24        30       40       60 

Fee  (revised)  15c.     20c      26c     30c      36c      40c      46c     60c      60c      76c      90c 

Then  every  additional  25  up  to  one  hundred,  25c.    After  that  20c  for  every  additional  25. 
Where  powders  are  pi  .^scribed  by  the  ounce,  charge  as  follows  for  compounding  fee :    1  oz.,  25c ;  2  oz., 
36c ;  3  oz.,  40c ;  4  oz.,  45c ;  6  oz.,  50c  ;  8  oz.,  66c ;  12  oz.,  65c ;  16  oz.,  76c,  etc. 

Proprietaries  costing  20c  per  hundred  or  less,  10c  for  labeling  and  package,  and  15c  for  1  doz.,  25c  for 
2  doz.,  35c  for  3  doz.,  40c  for  4  doz.,  then  5c  for  each  additional  dozen.  Costing  over  20c  and  under  50c  per 
hundred,  10c  for  labeling;  and  package,  and  20c  for  1  doz.,  36c  for  2  doz.,  60c  for  3  doz  ,  60c  for  4  doz.,  then 
10c  for  each  additional  dozen.     When  the  wholesale  price  is  over  60c  per  hund.,  special  rates  may  be  made. 

4.— Fatty  Mixtures,  Etc. 

\  Ointments  and  Cerates. 

>ioz.   ..." 20  2oz 35  4oz 66  8  oz 76 

1  oz z'.   .25  3  oz 45  6  oz 66  16  oz 1.00 

Suppositories,  Bougies,  Etc. 

1    20  5    45  12 76  24    135 

2 30  6    50  15 90  30    160 

3 35  8    60  18  1.05  36    1.80 

4 40  10    65  21   1.20 

6.— Veterinary  :  Allow  a  discount  of  25%  from  the  regular  schedule  on  compounding  fee  only,  except  that 
for  bulk  powders  the  minimum  charge  be  25c  for  compounding. 

6.--7H0USEHOLD  Remedies,  Mixtures,  Etc.:    Add  regular  retail  price  of  ingredients  (  none  less  than  5c) 
*  and  charge  for  container.     If  any  compounding  is  necessary,  charge  at  rate  of  11.60  per  hour. 

7.— Containers  :  Pill  and  Powder  Boxes,  5c.  Ointment  Boxes,  5c.  Ointment  Jars,  1  oz.,  5c ;  2  4  oz.,  10c ;  8  oz  , 
15c.  Bottles,  8  oz.,  or  less,  5c  ;  10-16  oz  ,  10c ;  32  oz.,  15c ;  >^  gal.,  20c ;  1  gal.,  26c.  Glass  Stoppered  Bottles, 
three  times  the  price  of  plain  bottles. 

8.— Marking  Price  on  Prescriptions  :  If  a  prescription  or  copy  leaves  your  store,  mark  it  with  N.  A.  R. 
D.  price,  as  follows : 

PHARMOCIST 
1234     5     67890 

9.— Admissible  Changes  :  If  customer  is  poor,  add  a  star  (*)  to  price  mark,  showing  you  have  gone  below 
Schedule  price.    If  your  present  prices  are  lower  than  above,  raise  them  gradually  to  Schedule  Prices. 
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ATTRACTIVE  AND  INSTRUCTIVE   "WAR   TRIM"  OF  PAINTS. 
( Floor  of  window  is  covered  with  colors  in  jars,  brushes  and  other  products  imported  from  countries  at  war.    Ribbons  are  attached 
to  each,  the  reverse  ends  being  pinned  to  place  on  map  from  which  goods  are  imported.    By  courtesy  of  American  Paint  and  Oil  Deal- 
er, St.  Louis.) 


Sales  Boosting  Letters. 

By  Frank  Farrington. 
(Republished  by  Courtesy  of  Northwestern  Druggist.) 


Every  active  druggist  has  personal  acquaintances 
who  are  not  his  customers,  but  whose  trade  he  ought 
to  have  and  can  get  by  going  about  it  in  the  right  way. 
Most  of  us  have  more  or  less  acquaiotances,  people 
whom  we  perhaps  know  but  slightly,  who  do  not  know 
in  what  business  we  are  engaged.  This  is  particularly 
true  in  the  larger  towns  and  cities.  Such  people  could 
not  help  us  if  they  wanted  to.  We  meet  people  here 
and  there  who  would  take  pains  to  come  to  our  stores 
and  patronize  ua  if  they  knew  what  line  of  business 
we  were  in  and  where.  We  ought  to  be  making  our 
personal  influence  help  our  business  unless  we  already, 
have  business  enough. 

Of  course  there  are  plenty  of  people  who  are  not 
even  acquaintances  who  could  be  induced  to  try  our 
store  if  they  were  asked  in  the  right  way  and  asked 
often  enough.  It  is  asking  people  to  come  and  trade 
with  you,  and  continuing  to  ask  them,  that  gets  them 
to  come  in  the  end.  They  must  be  asked  continually, 
too.  in  order  to  keep  them  coming  after  they  once 
begin.  Advertising  is  practically  all  of  it  one  form  or 
another  of  this  asking  for  trade. 


Circular  letters  afford  the  druggist  a  means  of  get- 
ting to  the  people  whose  business  h6  wants  at  a  very 
moderate  cost.  Good  circular  letters  go  right  to  the 
spot.  There  is  no  waste  circulation  in  such  advertis- 
ing if  it  is  sent  to  the  right  kind  of  a  mailing  list.  The 
mailing  list  ought  to  be  corrected  before  every  mailing 
in  order  to  eliminate  the  dead  wood.  The  post  office 
people  are  always  ready  to  cross  off  any  names  to 
which  they  no  longer  deliver  mail,  though  they  are  not 
allowed  to  add  names. 

The  best  circular  letters  are  made^  up  in  a  careful 
imitation  of  typewriting  and  made  on  the  druggist's 
printed  letterhead,  though  it  is  not  necessary  to  use 
as  good  paper  as  he  uses  for  regular  correspondence. 

While  such  circular  letters  cannot  be  expected  to 
pass  ^s  personal  communications,  they  are  easy  to 
read,  and  they  will  convey  their  message  to  most  of 
the  people  getting  them  unless  very  badly  done. 

The  druggist  who  has  a  typewriter  can  make  the 
originals  for  such  lettei^s  easily,  and  reproduce  from 
300  to  500  from  a  single  original  stencil.  A  duplicat- 
ing machine  that  will' do  good  enough  work  can  be 
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bought  for  about  |i6.  Better  ones  cost  more  money, 
and  cheaper  ones  are  to  be  had  as  low  as  I5.  If  the 
druggist  has  no  t]rpewriter  of  his  own,  he  can  have 
hi»  stencil  made  by  an  acquaintance  or  by  a  public 
stenographer. 

It  adds  a  good  deal  to  a  form  letter  to  fill  in  at  the 
head  the  name  of  the  recipient,  and  if  this  is  done  to 
match  the  ink  in  the  body  of  the  letter,  and  if  the  let- 
ter is  signed,  many  people  will  consider  it  a  personal 
communication.  It  will  be  so  regarded  by  a  large 
percentage  of  farmers. 

A  live  druggist  who  is  willing  to  spend  his  spare 
time  working  at  it  can  write  individual  peWnal  letters 
to  friends  and  acquaintances  whose  trade  he  wants  to 
increase  and  secure  good  results.  These  are  almost 
like  making  personal  calls  soliciting  business. 

Here  is  a  good  form  of  letter  to  send  to  a  man  with 
whom  you  are  slightly  acquainted,  but  whose  trade 
you  do  not  get : 

Dear  ^flr/  — You  appreciate  the  value  of  a  good 
drug  store  in  your  vicinity  and  you  know  a  well-man- 
aged drug  store  when  you  see  one. 

You  want  to  be  sure  that  the  drug  store  you  pat- 
ronize is  conducted  on  a  plane  of  high  professional 
honesty,  that  no  advantage  will  be  taken  of  you  in 
matters  in  which  you  must  depend  on  the  druggist's 
honor. 

The  carelessly  conducted  drug  store  is  in  reality  a 
danger  to  its  customers.  There  are  too  many  chances 
for  dangerous  mistakes  in  the  business  for  one  to  take 
any  chances. 

We  want  to  assure  you  that  every  care  that  should 
be  taken  in  the  handling  of  drugs  is  taken  in  our  store. 
Our  first  care  is  to  do  everything  the  right  way.  We 
want  to  make  money  in  our  business,  but  whether  we 
make  money  or  not  we  must  be  correct  as  pharmacists. 

There  are  many  laws  governing  the  practice  of 
pharmacy  and  the  sale  of  drugs.  We  obey  them  all 
and  we  do  it  cheerfully,  even  when  it  works  a  hard- 
ship upon  us.  We  believe  the  public  is  entitled  to 
safety  first. 

When  you  have  a  commission  for  the  druggist  and 
desire  to  have  it  given  the  utmost  attention  we  hope 
you  will  come  to  us  and  feel  free  to  caution  us  to  be 
careful.  We  never  take  exception  to  a  customer  ask- 
ing us  to  be  sure  and  make  no  mistakes.  We  know 
too  well  what  mistakes  mean. 

When  you  want  the  best  of  drug  store  service  come 
to  us.  Yours  very  truly. 

Once  a  customer  gets  into  your  store  it  is  supposed 
to  be  up  to  salesmanship  to  make  that  customer  come 
back  again.  However,  it  is  a  good  plan  to  keep  stimu- 
lating the  interest  of  the  regular  customers  so  they 
will  appreciate  the  fact  that  their  trade  is  valued. 
Here  is  a  form  of  letter  that  will  show  appreciation 
and  tend  to  attract  attention  to  high  grade  goods: 

Dear  MeuUim: — You  have  certainly  been  a  good 
customer  of  ours  for  some  time  and  we  appreciate  the 
favor  of  your  patronoge. 


We  have  tried  to  give  you  good  service  in  the  past, 
and  we  hope  to  make  it  even  better  in  the  future.  If 
we  fail  in  any  way  to  treat  you  satisfactorily  will  you 
tell  us? 

There  are  times  when  one  wants  to  buy  the  very 
best  of  something,  when  a  fair  hot  water  bottle  or  a 
medium  grade  hair  brush  is  not  what  is  wanted.  This 
is  true  of  you  as  well  as  of  people  who  habitually  buy 
cheap  goods. 

Our  store  is  headquarters  for  high  grade  goods,  for 
goods  that  cost  more  and  are  worth  more.  We  meet 
anybody's  prices  when  it  comes  to  cheaper  grades  of 
stock,  but  we  excel  everybody's  quality  when  the  ques- 
tion becomes  one  of  how  good  rather  than  merely  how 
much. 

Whatever  you  have  occasion  to  buy  in  a  drug  store, 
let  us  show  you,  before  you  buy,  the  most  economical 
purchase  in  the  line.  It  is  not  our  policy  to  urge  our 
customers  to  buy  something  of  a  higher  price  when- 
ever they  ask  for  an  article,  but  it  is  our  policy  to 
show  our  customers  what  grade  will  prove  the  most 
economical  purchase. 

Yours  very  truly, 

One  of  the  most  difficult  departments  to  advertise 
is  the  prescription  department.  L.  K.  Liggett  said  not 
long  ago?  "There  are  not  to-day  ten  stores  in  the 
United  States  making  a  dollar  on  their  prescriptions." 
This  statement  is  somewhat  broad,  and  personally  I 
would  be  inclined  to  put  it  over  the  heading  that  used 
to  be  placed  over  questionable  reports  in  the  news- 
papers at  the  time  of  the  Civil  War,  **  Important  if 
True."  But,  at  all  events,  it  is  very  difficult  to  adver- 
tise the  prescription  part  of  the  drug  business  advan- 
tageously. Here  is  a  letter  that  might  be  kept  in 
readiness  to  send  to  families  where  sickness  occurs : 

Dear  Sir:  —  You  are  depending  on  the  doctor  be- 
cause you  have  faith  in  his  ability.  You  know  that 
he  has  spent  years  in  the  study  and  practice  of  medi- 
cine. 

Have  you  thought  that,  unless  the  doctor  is  second- 
ed by  a  reliable  and  responsible 'druggist,  his  efforts 
will  be  badly  handicapped  by  inefficient  medicines? 

While  we  have  many  departments  in  our  store  which 
financially  are  head  and  shoulders  in  importance  above 
our  prescription  department,  we  have  no  department 
which  receives  such  careful  attention  and  which  is 
operated  with  such  scrupulous  exactness. 

Mistakes  may  occur  in  other  lines  of  the  business 
and  cause  nothing  worse  than  financial  loss  or  incon- 
venience. Mistakes  in  the  prescription  department 
may  result  in  more  disastrous  efiFects.  There  must  be 
no  mistakes  in  our  compounding  of  medicine.  There 
will  be  none.  You  can  count  on  our  vigilance  and  in 
our  exercising  every  precaution. 

Send  the  prescription  to  us.  Ask  the  doctor  first  if 
you  like. 

With  all  our  care,  we  charge  no  more  than  other 
druggists  for  prescriptions.  Rather,  we  often  charge 
less,  since  we  make  the  price  for  each  prescription 
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what  that  prescription  is  worth,  instead  of  making  an 
arbitrary  price  based  on  the  size  of  the  bottle. 
Yours  very  truly, 

The  public  appreciates  new  things  in  store  fixtures 
and  equipment,  but  not  many  druggists  take  pains  to 
call  attention  in  their  advertising  to  the  installation  of 
anything  of  the  sort  When  you  make  an  improve- 
ment let  the  public  know  about  it,  and  about  what  it 
means  to  them  in  the  way  of  advantage.  The  foUow. 
ing  letter  might  be  suggestive  along  that  line : 

Dear  Madam  :-^.  Convenience  in  shopping  is  a  great 
advantage.  It  saves  time  and  strength  and  produces 
more  satisfactory  purchases. 

If  you  want  to  do  your  drug  store  buying  in  a  con- 
venient drug  store  come  into  ours.  Our  plan  is  to 
display  goods  so  as  to  make  it  easy  to  see  the  greatest 
variety  in  the  least  time. 

^  e  have  just  installed  a  new  show  case  which  is 
given  up  entirely  to  hair  brushes.  From  in  front  of 
the  case  you  can  examine  every  brush  in  it  and  see 
the  price.  Instead  of  a  miscellaneous  aggregation  of 
brushes  of  all  grades  and  styles  shown  so  that  the 
customer  could  get  no  idea  of  them  without  having 
the  goods  all  handed  out  by  a  salesman,  the  brushes 
are  classified, "  children's  brushes,"  "military  brushes," 
"wire  drawn  bristles,"  "solid  back  brushes,"  "air 
cushion  brushes,"  etc. 

It  is  almost  possible  for  the  customer  to  pick  out  a 
brush  without  any  help  from  the  clerks. 

We  have  other  goods  shown  similariy.  We  have 
convenient  seats  for  women  customers  and  for  those 
who  must  wait.  We  have  lately  installed  two  exten- 
sion telephones  for  use,  where  the  customer  may  be 
seated.    These  are  slot  *phones  like  the  rest. 

Make  our  drug  store  the  centre  of  your  shopping 
excursion.    We  will  help  you  to  shop  comfortably. 
Yours  very  truly, 

There  are  plenty  of  things  for  the  druggist  to  write 
about  to  his  patrons  and  to  those  he  wishes  to  become 
patrons.  It  is  work  getting  out  letters,  but  if  there  is 
any  good  way  of  securing  business  that  is  not  work  I 
have  yet  to  learn  of  it 

There  are  special  mimeograph  papers  made  for  use 
in  making  imitation  typewritten  letters.  These  papers 
are  more  absorbent  than  ordinary  typewriting  papers, 
and  unless  too  much  ink  is  used  the  letters  can  be 
piled  up  almost  as  fast  as  they  are  made,  without  hav- 
ing to  wait  for  them  to  dry  to  prevent  o£Esetting.  This 
is  a  considerable  convenience,  as  any  one  will  realize 
who  has  tried  to  make  imitation  typewritten  letters 
on  ordinary  paper  and  found  it  necessary  to  lay  them 
around  over  the  whole  room  and  give  them  half  a  day 
to  dry,  only  to  have  them  blot  then  when  folded. 

Of  course  the  postage  expense  is  the  big  expense  in 
sending  out  any  great  number  of  circular  letters.  This 
may  be  in  part  saved  by  having  many  of  them  deliv- 
ered by  a  boy  on  a  bicycle.  In  fact,  such  special  de- 
livery will  probably  cost  less*  around  town  than  mail- 


ing and  enable  the  sender  to  seal  the  communications, 
which  may  carry  a  greater  prestige  on  account  of  the 
special  delivery. 

The  sending  out  of  occasional  circular  letters  by 
mail  will  not  produce  more  than  occasional  results. 
It  is  better  for  the  druggist  who  wants  to  make  this 
kind  of  advertising  profitable  to  keep  at  it  regularly, 
using  letters  to  all  classes  of  people  and  following  up 
the  work  just  as  he  would  follow  up  any  other  form  of 
advertisitg. 

It  is  persistence  that  makes  any  kind  of  advertising 
effective. 


Pointers  for  Sttfa  IXTrit^rs. 

On  white  signs  gaudy  effects  are  always  bad  and 
should  be  avoided. 

You  can  high-light  gold  letters  with  Naples  yellow, 
or  with  chrome  yellow  and  white. 

Dark-colored  letters  look  better  in  gloss,  and  light- 
colored  letters  show  to  the  best  advantage  when  done 
in  a  flat  finish. 

When  shading  black  letters  on  a  white  ground,  use 
ivory  black  for  tinting  the  white. 

Never  paint  a  brick  wall  for  sign  work  in  damp 
weather.  Select  the  dryest  weather  possible,  also  the 
warmest  Dampness  causes  the  paint  to  peel  off  and 
the  cplors  to  turn  or  fade. 

Light  blues,  pinks,  greens  and  purples  are  not  suit- 
able for  ornamental  work  on  signs. 

Before  adding  japan  to  your  oil  paint,  add  a  little 
turps  to  the  japan  and  stir  it  well ;  you  will  find  that 
it  will  mix  better  with  the  paint,  also  dry  better. 

To  size  muslin  for  a  sign,  slake  a  little  fresh  lime  in 
hot  water  and  mix  with  skim  milk,  about  half  and  half ; 
stiain,  then  dip' the  muslin  in  the  size.  This  size  is 
unaffected  by  water  and  is  durable,  lasting  as  long  as 
you  want  the  sign  to  last 

To  clean  a  tarnished  zinc  sign  plate,  use  the  follow- 
ing :  To  one  part  of  muriatic  acid  add  twelve  parts  of 
water ;  rub  well  with  a  rag  and  wash  off  the  plate  with 
clear  water. 

If  you  varnish  over  Chinese  vermilion,  add  a  little 
pure  crimson  lake  with  the  varnish. 

Artificial  vermilions  are  always  best  when  used  by 
themselves,  and  not  mixed  with  other  pigments.  They 
quickly  discolor  in  the  presence  of  sulphur  gas  and 
should  be  protected  by  a  coat  of  varnish. 

To  harden  asphaltum  varnish,  add  a  little  shellac 
varnish  to  it 

Gold  looks  fine  on  a  blue  or  red  ground  work. 

Chinese  vermilion  is  especially  fine  on  a  white  ground, 
being  equalled  by  no  other  pigment  It  greatly  bright- 
ens up  any  job  that  it  may  be  used  on,  but  its  bright- 
ness is  dimmed  when  it  is  mixed  with  quick-drying 
materials.  Use  raw  linseed  oil  for  thinning,  and  quick- 
drying  varnish  as  a  drier.  —  The  Signs  of  the  Times. 


Paper  was  first  made  by  the  Chinese  B.C.  220. 
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Intimate  TrittaratloAS. 

Modern  medical  practice  avoids  giving  strong  medi- 
cines and  chemicals  except  when  these  are  well  diluted 
in  vehicles.  Calomel  triturates  have  replaced  the 
heavy  mercurous  purge,  attenuated  extracts  the  crude 
herb.  In  the  science  of  health  and  the  prolonging  of 
human  life  the  great  question  is  elimination  and  cell 
vitality.  For  some  years  the  many  beneficial  results 
obtained  by  all  schools  of  medicine  from  Schuessler^s 
intimate  third  triturations  of  the  principal  organic  tis- 
sue salts  have  attracted  much  attention.  These  are 
palatable,  potent  and  easily  assimilated,  with  great 
benefit  to  the  impaired  human  organism.  Below  is  a 
brief  outline  of  these  salts,  with  their  uses. 

Calcaita  phosphate  carries  albumen  to  all  parts  of 
thc^  body  and  forms  an  integral  part  of  bone  and  nerve 
tissue.  Indicated  in  inherited  dyscrasia,  defective 
nutrition,  anaemia,  rachitis,  chlorosis,  deficient  devel- 
opment of  children,  spinal  weakness  and  teething  dis- 
order. 

Calcarea  sulphate  is  used  to  clear  out  accumulations 
of  hetero plasm  in  the  interstices  of  tissue,  in  suppura- 
tion, swelling,  abscess,  boils,  carbuncles,  felons,  pim- 
ples, pustules  and  in  suppurative  gonorrhoea. 

Calcarea  fiouride  is  indicated  in  ailments  that  can 
be  traced  to  relaxed  conditions  of  the  elastic  fibres, 
including  dilation  of  the  blood  vessels,  piles,  enlarged 
and  varicose  veins,  indurated  glands,  and  all  diseases 
affecting  the  substance  forming  the  surface  bone  and 
enamel  of  the  teeth. 

Ferrum  phosphate  carries  oxygen  to  all  parts  of  the 
body,  and  is  an  important  agent  in  all  diseases  in 
which  the  blood  and  its  corpuscles  are  involved. 

Potassium  chloride  and  sodium  chloride  are  indi- 
cated in  all  chronic  catarrhal  conditions  and  in  hyper- 
secretions of  the  watery  elements  of  the  body,  with 
inactivity  of  the  mucous  membranes.  These  salts  conA 
join  with  albumen  and  aid  in  forming  fibrine. 

Potassium  phosphate  is  used  in  conditions  of  weak- 
ened nerve  power,  prostration,  over-exertion,  loss  of 
mental  and  sexual  vigor,  depression,  urticaria  and  in- 
continence. It  has  a  great  affinity  for  all  organic  sub- 
stances, and  combines  with  these  to  form  nerve  and 
brain  matter. 

Potassium  sulphate  carries  organic  matter  and  oxy- 
gen to  the  epithelium  cells,  has  an  affinity  for  oil 
and  is  a  constituent  of  scalp,  skin,  hair  and  nails ;  com- 
bined with  calcarea  phosphate  and  ferrum  phosphate, 
it  is  used  in  the  treatment  of  these. 

Magnesium  phosphate  uses  albumen  and  water  to 
sustain  the  delicate  white  fibres,  and  is  a  natural  anti- 
spasihodic. 

Sodium  phosphate  splits  lactic  acid  into  carbonic 
acid  and  water,  has  an  affinity  for  sugar,  and  assists 
to  eliminate  any  excess  fiuid  from  the  blood. 

Sodium  sulphate  eliminates  excess  water  from  the 
bk>od,  keeps  the  bile  in  normal  secretion  and  consist- 
ency, and  stands  in  close  relationship  to  sodium  phos- 
phate in  the  human  economy. 

Silicea  (inorganic)  is  a  remedy  for  deep-seated  sup- 


purations affecting  the  tendons,  periosteum  and  bones; 
indicated  where  there  is  hardness  and  induration  with 
suppuration,  in  imperfectly  nourished  constitutions 
due  to  deficient  assimilation,  in  cold  skin,  fetid  per- 
spiration, carbuncles,  boils,  ulcers,  sties,  syphilitic  in- 
durations, gouty  deposits,  parotitis,  hydrocele,  and  all 
slow  healing  wounds  discharging  pus.  This  salt  is  a 
triumph  of  reason  in  medicine ;  the  insoluble  mole- 
cules of  silicea  (common  quartz)  are  sharp-cornered, 
and,'  where  an  accumulation  of  organic  matter  occurs, 
are  used  to  cut  a  way  out.  It  does  not  accumulate  in 
the  body,  and  a  lack  of  it.retaids  the  natural  process 
of  suppuration  and  healing,  while  this  is  promoted  by 
a'proper  balance  of  silicea. 

Schuessler's  third  triturations  of  these  salts  come  in 
powder  form  and  in  one-grain  tablets,  and  are  given 
in  three  to  five  grain  doses  three  to  six  times  daily,  as 
indicated.  The  third  triturations  of  these  salts  are 
made  as  follows:  One  part  of  the  drug  is  triturated 
with  nine  parts  of  sugar  of  milk  for  from  five  to  seven 
hours;  one  part  of  this  lo  per  cent  powder  is  then 
triturated  with  nine  parts  sugar  of  milk  for  from  three 
to  four  hours ;  one  part  of  this,  mixed  with  nine  parts 
milk  sugar  and  triturated  for  from  two  to  three  hours, 
forms  the  third  trituration. — Albert  N.  Doerschuk, 
President  Kansas  City  Drug  Club. 


While  it  is  not  his  principal  business,  a  druggist  in 
jpper  Manhattan  has  added  much  to  his  trade  by  mak- 
ing it  known  that  he  delivers  soda  water  and  other  ice 
cream  beverages  free  of  charge  within  a  reasonable 
distance  from  his  place  of  business.  It  is  no  haphazard 
affair,  says  the  New  York  Sun,  but  one  of  his  regular 
lines  and  kept  up  to  the  standard  of  efficiency.  A  boy 
is  employed  especially  for  the  purpose,  and  when  an 
order  comes  in  by  messenger  or  telephone  the  cooling 
beverage  is  prepared,  placed  in  an  air-tight  container 
and  despatched  to  the  customer.  It  matters  not  whether 
a  single  glass  or  a  dozen  are  ordered,  all  orders  receive 
equal  attention.  The  novelty  of  having  one  of  the 
fancy  ice  cream  concoctions  delivered  at  your  door 
has  proved  very  popular. 


A  TabloidI  of  S«ns«. 

Stand  on  two  feet,  Mr.  Small  Dealer !  Throw  out 
your  chest.  Without  you  the  wheels  of  business  would 
cease  to  turn.  Close  your  eyes  and  ears  to  the  huUa- 
balloo  your  cut  price  competitor  on  Main  Street  is 
making.  His  sun  is  setting;  yours  has  yet  to  rise. 
Incorporate  method  into  your  business.  Show  your 
customer  real  service.  Get  after  new  trade.  This  is 
an  era  of  progress.  How. much  have  you  made?  The 
future  of  the  small  dealer  is  so  bright  it  is  dazzling. 
Will  he  take  advantage  of  the  many  opportunities  of- 
fered to  him  to  change  his  position  from  the  lower  to 
the  upper  level?  —  St.  Elmo  Lewis. 


Oa«  Man  Pleasedl. 

Please  put  my  name  on  your  list  for  another  year's 
subscription.  I  could  not  be  without  The  Spatula. 
Brooklyn^  N.  K,  Oc/.  /,  IQ14.  H.  Joyce. 
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A  day's   history   in   the  life  of   an  ENGLISH   CHEMIST. 
( Reproduced  through  the  courtsey  of  the  British  and  Colonial  Druggist. ) 


Winter  Fountain  Drinks. 

( From  the  forth  coming  Fourth  Edition  of  the  Spatula  Soda  Water  Guide.) 


Hot  CKocolate. 

This  is  the  most  popular  of  all  thchot  soda  fountain 
beverages.  Upon  your  reputation  as  a  dispenser  of 
hot  chocolate  to  a  large  degree  rests  your  reputation 
as  a  dispenser  of  hot  beverages  of  all  kinds.  For  this' 
reason,  if  no  other,  you  cannot  be  too  careful  in  your 
endeavor  to  have  your  hot  chocolate  just  right  — 
something  that  makes  the  public  come  again.  People 
don*t  know  so  much  about  other  hot  drinks;  they 
take  them  a  good  deal  on  faith,  but  not  so  in  the  case 
of  hot  chocolate.  Most  people  know  ^  good  from  a 
poor  hot  chocolate ;  anyway  they  know  that  there  is 
a  difiFerence  and  know  what  pleases  them.  It  is  the 
good  one  that  does,  even  if  they. don't  know  it. 

Buying  Cocoa  Po^nrder. 

Most  dispe^ers  to-day  make  their  hot  chocolate 
from  the  powdered  form,  commonly  known  as  cocoa, 
but  some  still  use  the  cake  chocolate.  So  far  as  my 
experience  goes,  I  favor  the  powdered  cocoa.  It  pays 
to  buy  a  good  quality  of  cocoa,  and  there  are  several 
good  brands  on  the  market.  There  is  nothing  to  be 
gained  by  the  purchase  of  inferior  goods.  One  had 
better  pay  a  little  more  and  have  the  goods  right.  In 
selecting  a  cocoa  one  must  use  his  personal  taste. 
Educate  your  tongue  to  recognize  the  rich  chocolate 
flavor,  and  do  not  select  a  cocoa  that  has  a  dry  taste. 

FinisKed  CKocolate. 

This  method  is  only  wisely  used  by  the  very  largest 
dispensers,  for,  while  it  makes  a  very  nice  cup  of  cho- 
colate, it  is  not  as  good  as  that  made  by  adding  hot 
milk  to  a  syrup.  Only  the  largest  users  serve  it  fast 
enough  to  make  speed  of  any  great  advantage.  To 
dispense  finished  chocolate  properly  you  must  have  a 
hot  chocolate  urn.  Uneven  service  is  the  worst  thing 
in  the  world ;  your  aim  should  be  to  have  all  drinks  as 
nearly  alike  as  it  is  possible  for  you  to  make  them. 

When  you  have  a  3-gallon  chocolate  compartment 
in  your  urn  the  following  formula  will  just  make  a  fill- 
ing. It  makes  about  2^  gallons  which  is  enough  to 
put  in  at  a  time. 


Put  6  pints  of  water  into  a  copper  kettle  and  add  i 
pound  of  cocoa  and  bring  to  a  boil  over  an  open  fire. 
If  you  don't  have  a  copper  kettle  secure  an  aluminum 
one  as  there  is  too  much  danger  of  burning  the  batch 
in  any  other  kind.  '  One  of  these  two  may  cost  a  little 
more  but  they  pay  in  the  long  run.  When  the  cocoa 
has  boiled  properly,  about  five  minutes  actual  boiling, 
add  3  pound^  of  sugar  and  stir  until  dissolved,  then  add 
3  quarts  of  milk  and  heat  to  the  point  desired  for  serv- 
ing, but  do  not  boil.  Then  transfer  it  to  the  urn  adding 
just  before  you  do  so  from  i  to  i>^  ounces  of  vanilla 
extract  to  suit  taste.  Be  sure  tdat  the  urn  is  hot  before 
you  put  a  batch  into  it. 

No.  2. 

Finished  chocolate  may  also  be  prepared  by  placing 
any  desired  amount  of  milk  to  heat  in  a  double  boiler 
and  when  hot  adding  a  sufficient  quantity  of  any  de- 
sired syrup  to  suit  the  taste,  2  quarts  of  syrup  No.  i 
being  required  for  3  quarts  of  milk. 

From  CKocolate. 

For  the  benefit  of  any  who  may  desire  to  make  a 
finished  chocolate  and  to  use  the  sweet  vanilla  choco 
late,  we  give  the  following  as  very  satisfactory : 

For  each  gallon  of  milk  used,  take  from  i  to  i>^ 
pounds  of  some  good  make  of  sweet  vanilla  chocolate, 
prate  the  chocolate  fine,  and  dissolve  in  a  water  bath 
and  add  a  small  quantity  of  the  milk  previously  heated. 
Place  the  milk,  or  if  the  batch  is  a  large  one,  a  part 
of  it  in  a  whipping  dish  and  slowly  add  the  dissolved 
chocolate,  whip  it  for  a  few  minutes,  then  place  in  a 
porcelain-lined  chocolate  urn,  add  the  balance  of  the 
hot  milk  and  it  is  ready  to  serve.  This  must  be  stirred 
frequently  to  prevent  the  chocolate  from  settling  just 
the  same  as  when  the  cocoa  is  used.  Serve  with 
whipped  cream. 
Hot  ClaoGolate  Sxrtap. 

The  following  is  an  open  fire  formula  which  gives 
excellent  results.  Put  6  quarts  of  water  into  a  copper 
kettle,  we  say  copper  kettle  because  this  is  the  most 
satisfactory  kettle  to  use  when  preparing  chocolate 
syrup  on  an  open  fire,  but  any  other  suitable  kettle 


Digitized  by 


Google 


32 


THE  SPATULA 


may  be  used  such  as  a  porcelain,  enamel  or  aluminum 
kettle.  The  best  stove  to  use  is  an  ordinary  confec 
tioner's  gas  stove  where  possible,  although  the  Ordinary 
gas  plate  can  be  used.  Add  2  pounds  of  cocoa  and 
stir  until  the  cocoa  is  thoroughly  moistened,  then  place 
the  kettle  on  the  fire  and  cook  until  it  has  boiled  thor- 
oughly. Remove  from  the  fire  and  add  6  {x>unds  of 
sugar  and  stir  until  dissolved.  This  may  be  used  plain 
or  flavored  with  from  i>^  to  2  ounces  of  vanilla  as  de- 
sired. Another  good  method  is  to  split  a  vanilla  bean 
and  cook  it  in  each  batch. 

No.  2. 

This  is  a  good  syrup  for  use  with  hot  water.  One 
pound  of  cocoa,  5  pounds  granulated  sugar,  6  pints  of 
milk,  I  pint  of  rich  cream,  and  from  i  to  2  ounces  of 
vanilla  extract.  Pour  the  milk  into  a  double  boiler 
and  add  the  cocoa,  then  cook  over  a  slow  fire  for  forty 
minutes  ^  then  add  the  cream  and  sugar  and  stir  until 
the  sugar  is  dissolved,  and  cook  briskly  for  fifteen 
minutes.  Remove  from  the  fire  and  when  cool,  strain 
and  add  the  vanilla.  To  serve,  use  from  i  to  i  ^^  ounces 
to  an  8-ounce  mug  and  fill  with  hot  water. 
Hot  Milk. 

The  secret  of  the  success  of  all  dispensers  of  finished 
chocolate  lies  in  the  fact  that  they  make  their  choco- 
late either  of  all  milk  or  nearly  so.  However,  finished 
chocolate  has  some  disadvantages,  the  greatest  is  that 
of  keeping  the  cocoi  in  suspension  so  that  every  drink 
is  evenly  flavored.  By  my  method  this  difficulty  is 
entirely  avoided.  My  method  consists  in  having  a  hot 
milk  urn  and  adding  the  hot  milk  to  hot  chocolate 
syrup.  There  are  several  advantages  in  this  method. 
First,  it  is  nearly  as  rapid  as  the  other.  Second,  it 
admits  of  catering  to  various  tastes  in  regard  to  sweet- 
ness. Third,  at  the  close  of  the  day  there  is  no  loss 
unless  it  may  be  a  little  milk.  One  is  often  tempted 
to  use  up  a  couple  of  gallons  of  finished  chocolate  left 
over  from  the  day  before,  even  when  its  fitness  may 
be  questioned,  who  would  not  be  tempted  to  use  a 
small  quantity  of  old  milk.  Again  in  the  preparation 
of  hot  chocolate  one  generally  makes  a  certain  quan 
tity,  while  at  the  close  of  the  day  milk  can  be  added 
in  any  quantity  necessary  to  finish  out*the  day.  The 
man  who  is  progressive  and  who  would  keep  abreast 
of  the  times  must  have  one  of  these  two  methods,  and 
for  the  majority  I  recommend  the  latter. 
Srrti»  ff>v  «is«  witK  Hot  Milk* 

In  the  years  of  experience  along  this  line,  I  have 
tried  a  good  many  formulas,  have  drunk  hot  chocolate 
made  after  a  vast  variety  of  formulas,  but  have  found 
none  that  have  given  better  satisfaction  than  the  fol- 
lowing one :  One  pound  of  the  best  English  cocoa,  3 
pounds  of  granulated  sugar,  6^  pints  of  water,  i  to  2 
ounces  of  the  best  vanilla  extract.  Place  half  your 
water  in  the  kettle  and  add  the  cocoa,  and  allow  to 
stand  a  few  minutes  to  moisten  the  cocoa,  then  stir 
thoroughly.  Add  the  balance  of  the  water,  cover  and 
cook  for  one  hour,  stirring  occasionally.  Then  add 
your  sugar  and  cook  for  another  hour.  Remove  from 
the  fire  and  when  cold  add^the  vanilla  extract.    Then 


strain  through  a  double  thickness  of  cheese  cloth  and 
you  have  a  rich,  smooth  syrup,  with  the  cocoa  as  nearly 
dissolved  as  possible.  The  amount  of  vanilla  used 
must  depend  upon  your  taste  and  its  strength.  I  have 
seen  vanilla  of  which  an  ounce  was  sufficient,  and 
again,  I  have  seen  vanilla  of  which  you  had  to  use  2 
or  3  ounces.  There  is  rarely  any  economy  in  pur- 
chasing cheap  vanilla  extracts. 

To  serve  this  properly  use  i  ounce  to  a  7 -ounce 
mug  and  fill  with  hot  milk.  If  you  do  this  you  will 
procure  the  finest  and  richest  cup  of  chocolate  you 
can  produce. 

No.  2. 

Some  still  like  to  use  the  cake  chocolate,  because 
of  the  large  amount  of  cocoa  butter  which  it  contains, 
thinking  that  it  adds  to  the  quality  of  the  drink.  The 
following  is  a  good  syrup:  Use  ^  pound  of  cake 
chocolate,  }i  pound  of  powdered  cocoa,  i  pound  gran- 
ulated sugar,  2  quarts  of  water,  and  4  drams  of  the 
best  vanilla  extract.  Place  the  cocoa  and  one-half 
the  water  in  your  double  kettle,  same  as  directed  in 
preparing  syrup  No.  i,  and  place  over  a  slow  fire. 
Then  place  your  cake  chocolate,  which  must  be  of  su- 
perior quality,  in  a  dish  set  over  boiling  water  to  dis- 
solve, adding  a  little  water  to  it.  Have  the  last  quart 
of  water  boiling  hot,  and  when  the  chocolate  is  dis- 
solved, slowly  add  the  water.  Then  pour  into  kettle 
containing  the  cocoa  and  cook  for  half  an  hour.  Then 
add  the  sugar  and  stir  until  dissolved,  cook  for  a  few 
minutes  more,  then  set  aside  to  cool.  When  cold  add 
the  vanilla  and  strain  as  directed  in  syrup  No.  i. 
More  vanilla  may  be  used  if  desired,  but  as  a  rule 
not  as  much  is  required  for  cake  as  for  powdered 
cocoa.  To  serve,  use  i  ounce  to  a  7-ounce  mug  and 
fill  with  hot  milk.  Water  and  cream  maybe  used,  but 
of  course,  the  milk  is  preferable. 
Hot  CKoGolate  Paste. 

Hot  chocolate  can  be  very  quickly  prepared  from  a 
paste,  though  to  our  mind,  not  quite  as  convenient  a 
method  as  the  syrup.  Use  i  pound  of  cocoa,  4  pounds 
of  sugar,  the  powdered  being  preferable,  2  ounces  of 
glycerine,  i  pint  of  rose  syrup,  }i  ounce  of  vanilla  ex- 
tract, I  pint  of  warm  water.  Mix  in  a  mortar,  add  the 
water,  slowly  rubbing  to  a  smooth  paste.  Next  add 
the  sugar,  then  the  syrup  and  lastly  the  vanilla  ex- 
tract. To  serve,  use  about  an  ounce  of  paste  and  fill 
with  hot  milk. 
Hot  CKoGolat«  from  Cocoa. ' 

While  the  method  of  making  hot  chocolate  from 
powdered  cocoa  is  almost  obsolete  in  these  days, 
still  there  are  some  large  dispensers  and  a  good  many 
small  ones  who  find  it  very  satisfactory  to  make  each 
cup  when  it  is  ordered.  For  the  benefit  of  those  who 
still  desire  to  use  this  method  we  give  the  following 
directions : 

Prepare  your  cocoa  by  mixing  it  with  an  equal  quan- 
tity of  powdered  sugar  and  mix  it  thoroughly  by  pass- 
ing it  two  or  three  times  through  a  flour  sieve.  This 
also  breaks  up  all  lumps  of  cocoa  and  furnishes  a  pow- 
der that  is  soluble  in  hot  water  Use  i  heaping  or  2 
rounding  teaspoonsful  to  an  ordinary  cup  or  mug.  Add 
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a  small  quantity  of  water  to  reduce  to  a  smooth  paste,^ 
then  fill  with  hot  water  and  add  sweet  cream.  If  you^jj 
have  hot  milk,  use  half  water  and  half  milk.  Never, 
use  cold  milk.  If  you  can*t  have  cream  use  u 
sweetened  condensed  milk  or  evaporated  cream. 

Hot  ColToo.  ^ 

In  spite  of  the  fact  that  hot  coffee  is  a  much  more 
popular  beverage  than  chocolate  or  cocoa,  for  some 
reason  the  soda  dispensers  of  America,  as  a  rule,  have  , 
failed  to  make  their  fountains  a  place  where  the  pub- 
lic could  secure  a  good  cup  of  coffee.  To  say  that  we 
think  that  they  have  made  a  mistake  is  putting  it 
mildly.  If  the  dispensers  of  "  hot  soda  "  had  served 
a  good  cup  of  coffee  from  the  start  it  would  not  have 
taken  as  long  as  it  has  to  convince  the  public  of  the 
value  of  the  hot  soda  fountains.  The  result  of  hav- 
ing made  such  a  poor  impression  upon  the  public  is 
that  you  have  to  prove  to  them  that  you  serve  a  good 
cup  of  coffee  before  you  can  do  much  business  in 
this  line.  This  fact  has  caused  many  to  neglect  coffee, 
but  it  is  a  great  mistake.  There  is  no  reason  why 
the  restaurant  should  have  the  majority  of  this  trade. 
This  is  especially  true  from  the  fact  that  the  coffee 
they  serve  is  of  an  inferior  quality,  as  a  rule. 
rtAisK«a  co«r««. 

This  being  the  best  and  only  way  of  serving  hot 
coffee  where  you  desire  to  build  up  a  good  trade  we 
will  give  it  our  first  consideration.  There  are  a  great 
many  people  who  can  be  said  to  have  the  coffee  habit, 
and  among  them  there  is  a  certain  class  who  may  be 
said  to  '*  know  coffee  "  and  who  know  a  good  cup 
when  they  drink  one. 

The  most  common  and  the  best  method  for  general 
use  is  what  is  known  as  the  French  drip  method. 
Place  from  6  to  lo  ounces  of  ground  coffee  in  the 
"  coffee  bag^'  and  place  it  in  the  top  of  your  hot  cof- 
fee urn,  as  you  have  a  special  urn  for  making  finished 
coffee. 

Then  there  are  two  methods  that  you  can  use ;  they 
are  known  as  the  cold  and  hot. 

The  hot  method  means  that  you  have  the  water 
boiling  when  you  pour  it  over  the  coffee  so  that  the 
steam  can  penetrate  to  every  portion  of  the  coffee 
and  extract  the  flavor.  Pour  through  the  coffee  two 
or  three  times.  This  is  the  most  common  method 
and  believed  by  many  to  be  the  best. 

The  cold  process  means  that  you  pour  the  water 
through  cold  and  then  let  it  come  to  a  boil  and  pour 
through  the  coffee  several  times ;  they  claim  for  this 
process,  though  a  little  slower  than  the  hot,  that  it 
prevents  the  coffeePfrom  having  the  bitter  taste  so 
often  noticed  in  restaurant  coffee.  When  you  have 
obtained  the  desired  strength  remove  the  bag  with 
the  grounds  and  the  coffee  is  ready  to  serve. 

To  serve,  alliyou  have  to  do  is  to  draw  into  a  cup 
and  serve.  Some  like  their  coffee  with  half  hot  milk 
or  one-fourth  hot  milk.  In  such  cases  draw  the  hot 
milk  first  and  the  coffee  last.  Nothing,  however, 
^ds  so  much  to  a  cup  of  good  coffee  as  a  little  sweet 
cream  and  we  should  say  that  it  would  be  best  to  give 
an  individual  jug  of  cream  with  each  cup. 


Should  your  finished  coffee  prove  to  be  too  strong 
{you  can  weaken  it  by  the  addition  of  hot  water.  If 
lyou  serve  coffee  with  cream  it  should  not  be  quite  as 
'strong  as  where  you  use  half  hot  milk  and  half  coffee. 
No  set  rule  can  be  given  in  this  matter ;  after  making 
and  testing  once  or  twice  you  will  know  just  how 
much  ground  coffee  to  use  to  a  gallon  of  water  to  give 
you  the  desired  results. 

No.c. 

A  slow  though  very  good  way  of  preparing  finished 
coffee  is  by  percolation.  Moisten  }i  pound  of  medium 
ground  coffee  with  cold  water.  Pack  in  percolator. 
Pour  2  quarts  of  boiling  water  over  this  and  let  the 
percolation  commence.  Pour  the  product  back  once 
or  twice  until  the  coffee  is  exhausted.  Be  sure  to  have 
at  least  4  quarts  of  finished  product.  Place  the  finished 
coffee  in  a  water-bath  urn  to  keep  hot. 
TKo  Colfee  Be^n. 

For  the  preparation  of  good  finished  coffee  it  is  ab- 
solutely necessary  that  you  have  good  coffee,  freshly 
roasted  and  ground.  It  pays  to  pay  a  fair  price  for  a 
good  article,  using  your  good  judgment  as  to  what 
brand  you  will  buy.  Don't  try  to  have  your  coffee  all 
profit,  for  if  you  do  it  will  mean  no  profit 
Serving  Hot  Colfoo  from  Extracts. 

Use  from  V^  to  i  ounce  of  extract,  depending  upon 
the  strength  of  the  extract  and  how  strong  a  cup  df 
coffee  you  desire.  Coffee  may  be  served  black  or  with 
half  hot  milk,  or  with  a  little  sweet  cream,  allowing 
the  customer  to  sweeten  to  taste. 

CoffS»«  KjTtract. 

Moisten  i  pound  of  fine-ground — but  not  powdered 
—  coffee  with  4  ounces  of  cold  water  and  pack  in  a 
percolator  with  a  piece  of  cotton  in  the  bottom.  Add 
I  pint  of  boiling  water,  cover  lightly  and  let  stand  for 
one  hour;  draw  the  cork  and  add  enough  boiling 
water  to  percolate  i  pint.  Heat  to  the  boiling  point 
and  pass  through  the  percolator  a  couple  of  times  to 
exhaust.  The  strength  of  the  coffee  by  this  process 
should  be  exhausted  and  you  should  have  a  pint  of 
good  coffee  extract. 

No.  2. 

Mocha  coffee,  i  pound;  Java  coffee,  i  pound; 
glycerine,  q.s. ;  water,  q.s.    Grind  the  two  coffees  fine 
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and  mix ;  then  moisten  with  a  mixture  of  i  part  of 
glycerine  and  3  parts  of  water  and  pack  in  a  glass 
percolator  and  percolate  slowly  until  30  ounces  of  the 
percolate  can  be  obtained.  It  is  a  more  complete  ex- 
traction if  the  menstruum  be  poured  on  in  the  condi- 
tion of  boiling  and  it  be  allowed  to  macerate  for 
twenty  minutes  before  percolation  commences.  Cof- 
fee extract  should  by  preference  be  made  in  a  glass 
percolator.  A  glycerine  menstruum  is  preferable  to 
one  of  dilute  alcohol,  giving  a  finer  product 
To  Servo  Hot  Colfoo  from  Sarrup. 

Use  from  i  to  2  ounces  of  syrup.    Fill  with  hot 
water  and  a  little  cream,  or  hot  milk  and  hot  water, 
half  of  each,  topping  it  with  whipped  cream. 
Hot  Cotfbe  Sjrmip. 

Use  2  pounds  of  any  good  blend  of  co£Fee  and  3;^ 
pounds  of  sugar,  and  water  enough  to  make  4  pints  of 
syrup.  Moisten  the  previously  ground  coffee  thor- 
oughly with  cold  water.  Let  stand  in  a  covered  ves' 
sel,  not  made  of  tin,  until  the  coffee  softens.  Then 
pack  in  a  glass  percolator.  Place  the  percolator  over 
a  dish  containing  the  sugar.  Pour  i  quart  of  boiling 
water  over  the  coffee  and  let  it  macerate  for  one 
hour  covered.  Then  percolate  and  add  boiling  water 
through  the  percolator  until  the  4  pints  of  syrup  are 
obtained.  Be  careful  to  see  that  all  the  sugar  is  dis. 
solved.  To  do  this  stir  carefully  after  about  one- half 
of  the  percolate  has  passed  through.  '  It  is  best  to 
place  the  sug^r  in  a  vessel  that  is  so  graduated  that 
you  can  tell  when  you  have  the  correct  amount  of 
finished  syrup. 

No.  2. 

Any  good  blend  of  coffee,  10  ounces ;  glycerine,  8 
punces ;  sugar,  4>i  pounds ;  water  sufficient.  Mix  the 
glycerine  with  2  quarts  of  water,  moisten  the  coffee 
with  this  mixture  and  allow  to  stand  for  one  hour. 
Then  pack  firmly  in  a  glass  percolator  and  pour  the 
remainder  of  the  liquid,  previously  heated  to  the  boiL 
ing  point,  and  when  this  liquid  has  disappeared  from 
the  surface  of  the  coffee  add  boiling  hot  water  enough 
to  obtain  8  fluid  ounces  of  the  percolate;  add  the 
sugar  and  dissolve  by  agitation. 

TKe  Bouillons. 

Among  the  more  important  things  in  connection 
with  the  hot  soda  department  are  the  bouillons,  and 
they  are  deserving  of  the  dispenser's  careful  attention. 

The  bouillons  may  be  divided  into  two  general 
classes :  First,  those  which  are  prepared  by  diluting 
a  concentrate  of  some  kind  with  hot  water  and  season- 
ing to  taste.  Second,  those  which  are  prepared  and 
seasoned  aU  ready  to  serve  and  kept  hot  in  a  steam  or 
water  bath  table.  This  latter  method  permits  the  dis- 
penser not  only  to  serve  better,  but  also  a  larger  va- 
riety of  bouillons,  mapy  of  which,  if  served  elsewhere 
than  at  a  soda  fountain,  would  go  under  the  more 
homely  name  of  soups. 

Valuo  of  FinisHed  Bouillons. 

Where  finished  bouillons  are  served  the  menu  can- 
not be  quite  as  extensive  as  where  the  different  ones 


are  prepared  by  mixing  various  concentrates  in  differ- 
ent proportions  and  then  diluting  them  with  hot  water. 
The  lack  of  variety,  however,  is  more  than  made  up 
by  the  fact  that  this  method  permits  the  dispenser  to 
serve  a  variety  of  specials  that  he  could  not  possibly 
serve  by  the  other  method,  and  when  it  comes  to  the 
quality— well,  there  is  really  no  comparison  if  the 
dispenser  knows  how  to  prepare  and  season  them 
properly. 

When  finished  bouillons  are  served  you  must  be 
sure  that  you  can  sell  a  reasonable  amount  every  day, 
'Otherwise  it  will  not  pay  you,  as  what  is  left  of  a  pot 
of  bouillon  that  has  been  kept  hot  all  day  would  hanlly 
be  fit  to  serve  the  next  day.  For  this  reason  it  is  well 
to  start  this  line  carefully  and  let  it  develop.  Some 
have  commenced  with  as  few  as  one  or  two  finished 
bouiUons,  at  the  same  time  keeping  the  regular  line  of 
concentrates  to  supply  any  demand  that  there  might 
be  -for  them,  but  pushing  the  specials.  When  this  is 
done  we  would  recommend  having  one  itgular  finished 
bouillon  that  you  always  have  on  hand ;  for  example, 
we  will  say  tomato  bouillon,  which  is  one  of  the  best 
sellers,  and  then  have  a  special  every  day,  providing 
your  trade  will  warrant  it  We  say  this  because  in 
some  communities  it  is  hard  to  get  the  public  to  try 
anything  new.  In  others  they  want  something  new 
and  seem  to  tire  of  having  the  same  thing  all  the  time. 
In  every  case  there  must  be  a  careful  study  of  local 
conditions,  then  use  good  iudgment  and  be  careful, 
and  there  is  not  much  danger  of  making  false  steps. 

TKe  Principal  Bouillons. 

The  principal  bouillons  served  at  the  soda  fountains 
are  beef,  tomato,  clam,  chicken  and  oyster.  These 
bouillons  are  offered  for  sale  by  the  leading  soda 
fountain  supply  houses  in  a  concentrated  form.  Be- 
sides these,  no^  and  then  some  novelty  is  offered,  but 
the  fountain  having  those  mentioned  above  is  as  well 
supplied  as  need  be  to  meet  the  demands  of  the  public. 
Besides  the  liquid  form  in  which  all  these  bouillons 
come,  both  the  beef  and  chicken  can  be  obtained  in 
the  form  of  cubes,  one  cube  making  an  excellent  cup 
of  savory  bouillon. 

Whatever  you  may  serve,  do  not  put  it  in  front  of 
the  customer  fiat  and  tasteless  and  surround  the  cus- 
tomer with  pepper,  salt,  etc.,  and  expect  him  to  season 
it  Have  it  delicately  seasoned,  so  that  the  impres- 
sion will  be  good,  then,  if  the  customer  wants  a  little 
more  salt,  all  right.  DonH  go  to  the  other  extreme 
and  over-season ;  one  is  as  bad  as  the  other. 


The  Spatula  is  very  interesting  and  contains  many 
suggestions  about  drug  store  advertising,  management, 
salesmanship,  etc.,  of  value.  The  great  problem  in 
these  days  of  strenuous  competition  is  advertising  — 
advertising  that  has  the  "  pul^l,**  the  compelling  punch 
that  reaches  the  buyer.  More  space  devoted  to  speci- 
men ads  would  be  appreciated,  I  believe. 
AfontevtdiOy  Minn.^  Oct.S^  1914.         K.  A.  Holman. 
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Two  or  three  applications  of  milk,  each  wiped  up 
with  a  dry  doth,  will  remove  India  ink  stains  from 
carpet. 

It  is  said  that  the  swan  lives  longer  than  any  other 
bird,  sometimes  attaining  the  age  of  a  hundred  years. 

A  horse  eats 'nine  times  its  weight  in  food  in  a  year, 
a  sheep  six  times. 

From  the  seeds  of  the  castor  oil  plant  a  German 
chemist  has  extracted  what  is  said  to  be  one  of  the 
most  powerful  poisons  known. 

A  new  electric  water  heater  heats  its  contents  in 
fifteen  seconds  and  boils  in  forty- five. 

A  ten-year-old  clove  tree  will  produce  about  twenty 
pounds  of  cloves  a  year. 

The  Japanese  covers  his  horse's  feet  with  sandals 
of  rice  straw,  the  Icelander  shoes  his  pony  with  sheep's 
horn. 


Stabstitffttes  for  L^adl. 

The  French  Government  prohibits  the  use  of  red 
lead  and  white  lead,  having  accorded  a  lapse  of  time, 
which  expired  on  July  31,  1914.  Zinc  white  will  now 
replace  white  lead,  and  it  is  thought  that  red  lead  can 
be  replaced  by  oxide  of  iron,  although  the  latter  is  not 
so  good.  But  it  appears  that  graphite  used  with  lin- 
seed oil  will  protect  iron  perfectly  from  rusting,  and  is 
much  less  expensive  than  lead  or  iron  paint.  Owing 
to  the  extensive  use  of  graphite  for  many  purposes, 
the  natural  product  no  longer  suffices,  but  fortunately 
the  new  electric  furnace  processes  come  in  to  make 
up  the  deficiency.  —  Scientific  Ameriqan. 


Tfkm  First  Tb^rmometer* 

One  hundred  and  ninety  years  ago' Fahrenheit  gave 
the  world  the  thermometer  which  bears  his  name,  and 
in  these  days  of  revolt  against  Prussianism  it  is  well 
to  remember  the  German  inventor's  little  recognized 
debt  to  Newton.  Nine  years  earlier  the  great  English 
scientist  read  a  paper  before  the  Royal  Society  de. 
scribing  an  instrument  he  had  made  forjhe  measure- 
ment of  temperatures  by  filling  a  tube  with  linseed  oil. 
Fahrenheit  seems  merely  to  have  substituted  mercury 
for  linseed  oil,  and  to  have  extended  Newton's  rather 
awkward  scale  of  measurements. 


DOG  OF   WAR. 


lf«w  Fria««a  Matter. 

Manufacturers  and  others  are  imiied  to  put  the  name  of 
The  spatula  on  their  mailing  list^  that  we  may  receive  their 
business  literature  as  issued.  Acknowledgment^  as  a  rule^  will 
be  made  in  this  column.  Such  information^  we  belin>e,  is  of 
much  interest  to  our  subscribers^  and  in  some  cases  its  Publica- 
Hon  may  result  in  advantage  to  those  accepting  our  invitation  ^ 
which  is  extended  as  freety  to  those  who  do  not  as  to  those  who 
do  advertise  with  us. 

Tub  Red  Cross  Messenger  for  October  published 
by  Johnson  &  Johnson,  New  Brunswick,  N.  J.,  is  a  double 
number  and  a  most  helpful  one  to  druggists  selling  the 
goods  manufactured  by  Johnson  &  Johnson.  Those  who 
do  not  will  wish  they  did  if  they  will  but  glance  through 
this  exquisite  publication  and  see  what  they  are  missing. 

"  The  War  snd  South  American  Trade  "  is  a  timely 
Bulletin  issued  by  the  National  Foreign  Trlide  Council, 
71  Broadway,  New  York,  N.  Y. 

**  Pharmacraft*'  is  **  something  different "  in  the  way 
of  a  house  organ.  It  Lb  published  by  Messrs  Kirk,  Geary 
&  Co.,  Sacramento,  Cal.  The  subscription  price  is  "  your 
name  and  address.'* 

The  October  number  of  the  Metropolitan  is  a  war 
number  so  far  as  the  artidei  are  concerned.  **  The  Last 
War  *'  by  H.  G.  Wells  comei  straight  from  England  and 
tells  us  just  how  Great  Britain  stands  in  this  biggest  of  all 
wars.  The  covers  of  this  magazine  continue  to  be  ex- 
amples of  probably  the  best  color  printing  in  America. 

The  W.  B.  McLean  Bifg.  Co.,  Pittsburgh,  manufacture 
store  fixture!  of  very  beautiful  and  useful  design.  They 
are  also  getting  a  good  deal  of  enjoyment  by  publishing 
gratuitously  once  a  month  a  handsome  little  periodical 
which  they  call  "  Store  Fixtures,*'  in  which  philosophy, 
humor  and  business  are  delightfully  mingled. 

From  Manila,  I.  F.,  comei  an  1 8-page  pamphlet  with 
four  full  page  half-tone  illustrations,  entitled  "  En  Con- 

MBlilORACION  DEL  X  ANIVBRSARIO   DEL  AtENEO   RiZAL, 

Fun  DADO  EN  1904."  In  it  is  found  an  interesting  sketch 
of  the  history  of  the  college  of  pharmacy  at  that  place.  It 
is  printed  in  both  Spanish  and  English. 

"Hygienic  Laboratory  —  Bulletin  No.  95,"  pub- 
lished by  the  United  States  Public  Health  Service,  Wash- 
ington, D.  C,  is  entitled  '*  Laboratory  Stndiei  on  Te- 
tanus"  by  Edward  Francis. 

A  manufacturer's  view  of  the  financial  environment  of 
the  trade  of  the  United  Statei  in  Argentina,  Brazil,  Chile, 
and  Peru,  given  in  a  bulletin  just  issued  by  the  Bureau  of 
Foreign  and  Domestic  Commerce,  is  of  special  interest 
at  the  present  time,  when  American  manufacturers  are 
looking  to  that  field  for  enlarged  business.  No  attempt 
is  made  in  the  bulletin  to  provide  a  technical  banking  re- 
port ;  the  facts  presented  concern  the  financial  conditions 
surrounding  American  trade,  the  disadvantage!  under 
which  our  exporters  labor,  and  the  experience  of  other 
nations  that  have  considered  over-sea  banking  operations 
essential  to  their  conquest  of  foreign  trade.  The  bulletin 
contains  lists  of  the  principal  foreign  and  native  banks  in 
these  countries,  a  brief  description  of  their  monetary  sys- 
tems, a  summary  of  their  foreign  trade,  a  brief  outline  of 
their  banking  laws,  and  a  discussion  of  banking  practice, 
credit-information,  and  exchange  methods.  A  chapter  is 
devoted  to  a  discussion  of  the  various  methods  suggested 
for  establishing  American  banks  in  these  countries  and 
their  field  of  operation.  Copies  of  the  bulletin  (Special 
Agents'  series  No.  90)  may  be  obtained  from  the  Superin- 
tendent of  Documents,  Government  Printing  Office, 
Washington,  D.  C,  for  10  cents  each. 
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WHAT'S  NEW. 


wo  3 


No. a 


Nog 


No.  I.  Patent  No.  1,111,973.  Device  for  Applying 
Bottle-Stoppers.  Patented  Sept.  29  by  Milo  T. 
Scholl  and  Robert  A.  Gillespie,  Pittsburgh,  Pa. 

No.  2.  Patent  No.  1,111,483.  Telltale  Bottle.  Pat- 
ented Sept.  22  by  Arthur  C.  Mathewson,  Lisle,  N.  Y. 

No.  3.  Patent  Na  1,111,136.  Hygienic  Dish  for 
Tooth  Powder  or  Paste.  Patented  Sept.  22  by 
Benjamin  F.  Copp,  Silver  City,  New  Mex. 

No.  4.  , Patent  No.  1,110,886.  Telltale  for  Bottles 
AND  the  Like.  Patented  Sept.  15  by  Charles  A. 
Canda,  Elizabeth,  N.  J. 

No.  5.  Patent  No.  1,111,294.  Bottle  Stopper.  Pat- 
ented Sept.  22  by  William  M.  Camp,  Pawtucket,  R.  I. 

No.  6.  Patent  No.  1,108,959.  Bottle-Cap.  Patented 
Sept.  I  by  George  A.  Williams,  Waterbury,  Conn. 

No.  7.  Patent  No.  1,109,291.  Siphon  for  Aerated 
Liquids.  Patented  Sept.  i  by  William  Trevena 
Williams  Idris  and  William  Oliver  Ross,  London, 
Eng. 


No.  8.  Patent  No.  1,110,265.  Cork-Extractor.  Pat- 
ented Sept.  8  by  Frank  Janouch,  Lincoln,  Neb. 

No.  9.  Patent  No.  1,111,643.  Brush.  Patented  Sept. 
29  by  Louis  William  BuUard,  Cumberland,  Md. 

No.  10.  Patent  No.  1,111,144.  Tooth-Brush.  Patented 
Sept.  22  by  Harris  Epstein  and  William  Ciler,  New 
York,  N.  Y. 

No.  II.  Patent  No.  1,108,996.  Bottle-Cap.  Patented 
Sept.  I  by  Frederick  G.  KoUenberg,  Owensboro,  Ky. 

No.  12.  Patent  No.  1.109,110.  Reinforced  Collap- 
sible Tube.  Patented  Sept.  i  by  Le  Vert  Clark, 
Detroit,  Mich. 

No.  13.  Patent  No.  1,111,228.  Bottle-Stopper.  Pat- 
ented Sept  22  by  Arthur  A.  Miller,  Kapowsin,  Wash. 

No.  14.  Parent  No.  1,108,961.  Inner-Sealed  Recep- 
tacle. Patented  Sept  i  by  Samuel  C.  Yeaton,  New 
York,  N.  Y. 

No.  15.  Patent  No.  r,i  10,406.  Tooth -Brush.  Patented 
Sept.   15  by  Edward  Schreck,  Columbus,  O. 


OUR  ROBERTSON 

fruit  tablets  flavors  soldom  found,  oxoopt  in 
tho  original  fruits,  oonsoquontly  aro  businoss 
buildors;  paokod  6  lb.  round  Jars;  4  lb.  and 
2  lb.  squaro  Jars.  Prioo  fair  —  showing 
doalors  handsomo  profit. 

ROBERTSON-BRADSHAW  CO., 
286  GrMwteb  Stmt,       Naw  York  City 


FORGET  YOUR  COMPETITOR 

and  use  the  energy  you  have  been  wasting  in  worrying  a- 
bout  his  progress,  for  the  advancement  of  your  own  Ixisi- 
ness.    A  good  place  to  start  is  with  your  window  displays. 

The  right  kind 
of  window  ad- 
vertising will  bring 
more  trade  to  your 
store,     than     you 
IJCTTT  ^'iji''^^  ^^^^^  have  any  idea  of. 

^^  ^^^^"^  Why  not  write  for 

our  catalog,  select 
a  few  appropriate  Display  Fixtures,  and  try  the  experi- 
ment out  AT  ONCE!  We  know  you  won't  be  disap- 
pointed. 

THE  BARI^01¥  COMPANY 
No.  79-G  Race  St.,  HOLYOKE,  MASS. 
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No.  i6.    Patent  No.  1,109,576.    Ice  Cream  Disuse. 

Patented  Sept.  i  by  Raymond  B.  Gilchrist,  Newark. 

N.J. 
No.  17.    PatentjNo.  1,109,496.    Sanitary  Carrier  for 

Liquid  Receptacles.     Patented  Sept.  i   by  Roy 

John  Woodbury,  Atlanta,  Ga. 
Na  18,    Patent  No.  1,112,390.    Ice  Cream  Cabinet. 

Patented  Sept.  29  by  James  J.  Snigo,  Pittsburgh,  Pa. 
No.   19.    Patent  No.   1,109,579.    Ice  Cream  ^Disher. 

Patented  Sept   i  by  Raymond  B.  Gilchrist,' Newark, 

N.J. 
No.  2a    Patent  No.  1,110,958.    Recepatcle- Actuated 

Cock.    Patented  Sept.  15  by  Philip  Mueller  and 

Anton  C.  Sch nermann,  Decatur,  IlL 


The  old-fashioned  spelling  school  may  have  been 
supecseded  by  newer  methods  of  education,  but  there 
is  still  need  of  a  schoolmaster.  A  druggist  who  keeps 
some  of  the  curious  orders  he  receives  has  these: 
"  Rowshell  powders,"  "  castmaline"  (cosmoline),  "tor- 
rose  of  supplement"  (corrosive  sublimate),  **scyrup 
rnbub,"  **  cappicack,"  "  dallymasian,"  "liquish"  and 
"  horhound."  A  desperate  struggle  was  made  by  the 
man  who  ordered  **  Full  iszerth  powder"  for  fuller's 
earth.  It  might  be  thought  says  the  Boston  Post,  that 
these  orders  came  from  recent  arrivals  in  the  country, 
from  persons  not  familiar  with  the  language,  but  such 
is  not  the  fact.  Some  of  the  orders  were  received  from 
those  who  to  every  appearance  have  had  the  oppor- 
tunity to  secure  a  good  New  England  education. 


Tra4«  Jofsrskals* 

The  mott  powerful  factor  in  industrial  and  commer- 
cial development  during  the  past  generation  or  more 
has  been  our  trade  journals.  They  have  rapidly  in- 
creased in  importance  in  every  field  of  endeavor,  and 
no  other  class  of  publications  is  read  as  thoroughly 
and  earnestly  as  our  trade  journals. 

It  may  be  said  that  trade  journals  are  a  defined  and 
finely  adjusted  implement  of  the  twentieth  century 
progress  that  automatically  selects  and  attracts  only 
the  interested  and  eliminates  all  others.  It  will  be 
noted,  like  other  economic  conveniences,  specialized 
publications  are  unappreciated  and  discredited  by 
some,  but  to  the  constituency  which  it. seeks  to  aid  it 
goes  modestly  and  noiselessly  along  and  greets  its 
readers  with  a  radiance  of  intelligence  because  it  is 
one  of  the  standards  of  education.  —  Woodworker. 


ROWE'S 

No-THump 

Tumbler  WasHer 


Of  course,  you  know  it.  Every  dispenser 
who  is  not  a  yearling  in  the  business  knows  it 
and  uses  it,  for  it  is  everjrwhere  recognized  as 
the  world's  hygienic  glass  washer— the  washer 
that  eliminated  the  two  greatest  perils  of  the 
public  drinking  glass — the  sink-dipped  glass 
and  the  brush-smeared  glass.  Considered  in 
the  light  of  its  service  and  economies,  it  costs 
less  than  any  other  fountain  sundry  you  can 
think  of.  $15.00  nickel  plated;  $18.00  silver 
plated.  Absolutely  guaranteed.  If  you  are  one 
of  the  inevitable  few  who  get "  stung  "  from  time 
to  time  with  •**  something  else  ",  you  owe  it  to 
yourself  to  write  to-day  for  "  Washer  Wisdom  " 
the  primer  of  the  tumbler  washer.  It  will  sure- 
ly interest  you. 

L  L.  ROWE 

MANUFACTURER 

74  Portland  St,        Boston,  Mass. 
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BUY  A  GR0^5  1:2?|^rp.',c.».. 


^55. 60  per  gross.     f2.80  per  doz. 

JOBBERS  SELL  IN   GROSS  LOTS,   6%  AND  2H  %  Orr. 

This  is  the  Genuine, 

Ho.  2320  enarairtnd  iniiliir  the  Food  and  Drits  Act,  Jom  30, '06. 

THE   KIND  YOU    HAVE   ALWAYS   HANDLED. 
IT    PAYS    TO     HANDLE    RELIABLE    GOODS. 

• .  •  Smnd  for  •  •  • 

Cards,  Cut  Outs  and  Counter  Wrappers. 

THE  CEMT^AUR  COMPAjqY, 


2SO  West  Broadway, 
New  York  City. 


Pr—ldmnt* 


BUY  A  GR055  ^^?f^Y^^ 

-^^m^'wyyvy     ^^^  2  1.2  per  cent. 

^WKo  c«n*t  sell  IS  dosen  per  annvm? 
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$100  REWARD 

To  anyone  giving  information  upon  which  any 
person  is  convicte^  of  substitution  as  a  result  of 
refilling  the  Original-Genuine 

HORLICK'S 

Malted  Milk  bottles  with  any  product  which  is 
not  the  Original-Genuine.  Use  of  information  and 
prosecution  optional  with  us. 

HORLICK'S  MALTED  MILK  COMPANY 


Tar  l¥ater« 

The  indorsement  of  a  nostrum  by  a  clergyman,  above 
all  by  a  bishop,  has  for  hundreds  of  years  been  all  that 
was  necessary  to  obtain  recognition  for  such  a  remedy 
from  a  believing  public.  Bishop  Berkeley  set  all  Bri- 
tain to  drinking  tar  water.  Supposedly  having  received 
benefit  from  the  use  of  tar  water  when  ill  of  the  colic, 
says  the  Detroit  Free  Press,  he  published  a  work  on 
"  The  Virtues  of  Tar  Water,"  on  which  he  said  he  had 
bestowed  more  pains  than  on  any  of  his  productions, 
and  a  few  months  before  his  death  he  published  his 
last  work, "  Further  Thoughts  on  Tar  Water."  That 
was' in  1753  That  tar  water  had  not  passed  out  of 
favor  in  rural  England  in  the  time  of  Charles  Dickens 
is  made  evident  in  a  laughable  incident  in  **  Great  Ex- 
pectations," where  Pip,  by  a  substitution  of  tar  water 
in  a  bottle  for  wine,  gives  Uncle  Pumblechook,  com 
chandler  and  seedsman,  opportunity  to  take  a  long 
swig  of  Bishop  Berkeley's  cure-all,  much  to  that  emi- 
nent seedman's  astonishment  and  disgust. 


SoiB«  Facts* 

Norway  prohibits  physicians  dispensing  medicine 
in  cities  or  towns  where  pharmacies  are  convenient, 
and  also  forbids  pharmacists  prescribing. 

Brass  may  be  given  a  color  resembling  pewter  by 
boiling  it  in  a  cream  of  tartar  solution  containing  a 
small  amount  of  chloride  of  tin. 

There  are  seventeen  mills  in  Germany  engaged  ex- 
clusively in  the  manufacture  of  tissue  paper.  Ger- 
many turns  out  more  tissue  paper  than  any  other 
country  in  the  world. 


I 


Scarf  Pins 

witK 

Moving^  Cyes 

TJust  the  thing  for  clerks  and 
bosses  in  drug  stores  as  they  re- 
_     present  the  emblem  of  poison  as 
used  in  pharmacies. 
This  particular  pin  was  designed  especially 
for  our  subscribers.    It  is  made  in  both  dark 
German  silver  finish  and  in  gold  plate. 

Take  your  choice.  They  are  so  made  that 
the  eyes  inside  the  ski^l  oscillate  with  every 
movement  and  show  the  fire  of  the  stones.  They 
are  wonderfully  interesting  and  fascinating  and 
are  sure  to  please  both  the  wearer  and  his  friends. 
The  price  for  one  is  &0c.  State  which  kind  you 
want. 

SPECIAL  OFF£R 

To  any  one  who  will  send  us  11.00  ( foreign 
5/6)  for  a  new  subscription  or  |1.00  (foreign  5/6) 
on  account  of  subscription  already  running 
and  will  ask  for  it ^  we  will  send  one  of  these 
pins  with  our  compliments. 

THE  SPATULA,  Boston,  Mass. 
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Recently  Aj^plied  for  Trade -Marks 


<nnr 


TRIPLE-A       ^^ 

^^  Ru»|i^ola  '^a^^ 


aay 


Ma^JlE 


•i^WH 


Mu^o-Lto 


Note. —  The  following  nambers  are  all  Class  6  **  serial 
number  *'  and  subscribers  writing  to  the  Commisisioner  of 
Patents,  Washington,  for  further  information  should  not 
faiUo  mention  this  fact.  The  final  date  in  each  paragraph 
is  the  date  from  which  use  is  claimed. 
79*590*     Mordecai  M.  Wtllson,  Des  Moines,  Iowa.     Skin 

lotions,  toilet  and  face  creams,  etc.     Jam^  i,  1913. 
78,114.    James  L.  Walsh,  Providence,  R.  I.    Local  anti- 
septic.    May  I.  1 91 4. 
69)915*     Johanna  Bloch,  New  York,  N.  Y.     Scalp  salves 

and  hair  restoring  applications.     Feb.  28,  1913. 
79,431.    Gwin  and  Mays  Dryg  Co.  Ada,  Okla.    Salve. 

Jan.  7.  1910. 
80,001.    Barzillai  L.  Cole,  St.  Louis,  Mo.    A  tablet  for 
the  relief  of  disorders  of  the  liver  and  for  constipa* 
tion.     June  6,  19 14. 


THE  STAMP  TAX. 

Should  the  pending  Stamp  Tax  be- 
come law,  there  will  be  No  INCREASE 
IN  THE  PRICE  OF 

CHI-CHES-TERS 

We  will  Stand  the  loss. 

YOUR  PROFITS  on  Cbi^hes-ters  WILL 
REMAIN  n2}i  %. 

Write  us  for  particulars,  mentioning  this  Pub- 
lication. 

CHICHESTER  CHEMICAL  CO^ 

Philadelphia,  Pa. 


Only  thin^  of  real  worth  can  long  endure.  The 
demand  for  any  article  increases  only  in  propor- 
tion as  it  renders  satisfactory  service  to  those  who 
use  it.  What  nlore  striking  testimonial  then  to 
the  merit  of  1 

Circle  A  Corks 

could  be  presented  than  the  fact  that  during  the  27 
years  they  have  been  on  the  market,  the  sales  have 
steadily  mounted  from  a  few  thousand  to  almost 
35  million  a  year.  Enough  corks — mark  you — 
to  furnish  a  sack  of  700  to  every  druggist  in  the 
United  States. 

Twenty-five  years  from  now,  your  sons  will  buy 
them  as  your  fathers  did  a  quarter  century  ago. 
And  they*ll  find  then,  as  always,  the  sam^/^uni- 
form  high  quality  and  the  same  careful  workman- 
ship that  have  made  Circle  A 

The  Standard  Preecriptioa  Ck>rk  of  Americt 
Sample  package  for  20c  in  stamps 

Ann^rong  Cork  Company 


1821   23d  Street 


Pittsburgh,  Pa. 
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71,346.  The  Succinolac  Company,  New  York,  N«  Y. 
A  cultare  of  bacillus  bulgaricus.    April  i.  191 3. 

79,650.  J.  W.  Surbrug,  New  York,  N.  Y.  Fruit  laxa- 
tives.   May  14,  19 14. 

79,649.  Harry  Paul  Senay,  Washington,  D.  C.  Medi- 
cine for  neuralgia,  headache,  and  fatigue.  July  i,  1913. 

80,154.  |E.  Lawrence  &  Co.,  Chicago,  III  A  remedy  for 
corns,  callouses,  warts,  etc     Feb.  23,  191 1. 

67,157.  H.  H.  McGeary  and  H.  R.  McGeary,  Apollo,  Pa. 
Salve.    JunH  i,  191 2. 

74,142.  Edward  A.  McGinnis,  Pittsburgh,  Pa.  Men- 
tholated egg  shampoo  cream.     Feb.  I,  191 1. 

78,186.  Alfred  G.  Belden.  New  York,  N.  Y.  Pure  Rus- 
sian  mineral  product  for  treatment  of  intestinal  dis- 
orders, etc    April  i,  1914. 

76,181.  Morris  M.  Goodenough,  Jr.,  Seattle,  Wash. 
Toilet  cream.    Ftb.  17,  19 13. 

80,288.  Joseph  B.  Boyle,  Westminster,  Md.  Footpow- 
der.    April  21,  191 4. 

80,372.  Newton  N.  Read,  Owosso,  Mich.  A  prepara- 
tion for  tuberculosis.     1879. 

76,159.  AlkaPine  Chemical  Co.,  Tacoma,  Wash.  Alka- 
line antiseptic  solutions.    Nov.  10,  19 13. 

69237.  Ramsdell  Drug  Company,  New  York,  N.  Y. 
Face  powder,  talcum  powder,  etc.    August,  1909. 

74.855.  Bel  Zora  Company,  Pierre,  S.  D.  Face  creams, 
complexion  powders,  etc.     July  i,  191 1. 

78,466.  Thomas  £.  Dockrell,  New  Yoik,  N.  Y.  A  phar- 
maceutical preparation  used  as  a  tonic  in  improving 
the  appetite,  etc.    Jan.  i,  1908. 

79,99f.  Regents  Mercantile  Corporation,  St.  Louis,  Mo. 
Pastes  and  powders  for  beautifying  and  preserving 
the  teeth  and  skin,  etc.    Oct.  i,  191 1. 

78*945*  Joseph  R.  Hite,  Pittsburgh,  Pa.  Emulsion  of 
cod-liver  and  hypophosphites,  etc.     July  25, 1892. 

80,197.  Edward  Bumbam,  Chicago,  111.  Perfomes,  rouge, 
toilet  water,  lotions,  etc.     May,  1908. 

80,380.  Lemuel  A.  Carter,  Bunnell,  Fla.  A  remedy  for 
colic,  cramps,  headache,  croup,  etc 

79,520.  McManis  &  Smith,  Seattle,  Wash.  Pharmaceu- 
tical preparation  for  use  as  a  curative  for  disorders  of 
the  blood.    June  15,  191 4. 

75,848.  Michinova  Chemicaj  Company,  Detroit,  Mich. 
Salves,  aromatic  castor  oil,  liniments,  etc  Jan.  5, 1914. 

79*34^'  John  A.  Weatherall,  San  Angtio,  Tex.  A  prep- 
aration for  the  treatment  of  dandruff.     Jan.  i,  1914. 

80,144.  Manuel  Ari^pe,  San  Antonio,  Tex.  A  prepara- 
tion for  the  treatment  of  tuberculosis  and  other  dis- 
eases of  the  lungs.     June  10,  1914. 

80,334.  J.  B.  Pickelsimer,  Atheville,  N.  C.  A  remedy 
for  headache.     June  22,  1914. 

78,760.  Witt  &  Witt,  Boons  Path,  Va.  A  preparation 
for  the  treatment  of  Cancers.     April  i,  1914. 


80,655.  Jaynes  Drug  Company,  Boston,  Rf  ass.  Prepara- 
tions for  throat  and  bronchial  troubles,  etc     1912. 

75,627.  O-Do-Cure  toilet  Company,  Chicago,  111.  A  toi- 
let water.     Jan.  2,  19 14. 

71,781.  Dave  Studebaker,  West  New  York,  N.  J.  A 
medicinal  salve. ^  April  i,  19 13. 

80,709.  The  Reese  Chemical  Company,  Cleveland,  O. 
Tablets  for  purifying  and  nourishing  the  blood,  etc. 
July  I,  1913. 

79,844.  Arthur  E.  Vinton,  Muncie,  Ind.  A  laxative 
tablet.     July  i,  1914. 


A  French  lady  has  been  awarded  ;^2o  damages 
against  a  Paris  hairdresser  who  treated  her  hair  with 
a  liquid  which,  instead  of  restoring  her  tresses  to 
their  pristine  beauty  made  them  a  vivid  green. 

Why 

Good  Goods 
Are  Advertised 


Advertised  goods,  whether  hooks  and  eyes  or 
confections,  are  invariably  quality  goods-provid- 
ing the  advertising  continues.  But  once  it  stops, 
you  can  bet  dollars  to  doughnuts  that  the  qua- 
lity standard  has  been  lowered.  For  over  12  years 

Necco  Wafers 

aiazed  Paper  Wrappers 

Hub  Wafers 

Transparent  Paper  Wrappers 

have  been  advertised — only  another  way  of  sa3ring 

that  their  quality  has  never  varied  during  all  this  time 

Give  these  famous  tidbits  a  trial  in  your  store. 

Your  jobber  most  likely  carries  Necco  and  Hub 

Wafers  and  many  of  the  other  600  varieties  of 

NECCO  SWEETS.    Order  a  supply  from  him 

today.     Let  these  famous  sweets  prove  to  you 

how  easy  it  is  to  sell  advertised  ^oods. 

and  how  their  consistent  sale  will  add 

dollars  to  your  week's   receipts.     If 

not  at  your  jobber's,  write  us. 

NEW  ENGLAND  CONFECTIONERY  CO. 
Boston,  Mis$. 
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**Cl&iropractiG." 

The  Health  Bulletin,  published  by  the  North  Caro- 
lina State  Board  of  Health,  has  rendered  admirable 
service  by  its  trenchant  articles  anent  various  forms  of 
medical  quackery.  Its  July  number  discusses  **  chiro- 
practic," which  is  described  as  "  a  freak  offshoot  from 
osteopathy."  **  Chiropractors"  assert  that  disease  is 
caused  by  pressure  on  the  spinal  nerves,  and  can  be 
eradicated  by  "adjusting"  the  vertebrae. 

It  appears  that  chiropractic  is  taught—at  least  in 
North  Carolina — on  the  mail  order  plan.  The  chiro- 
practic *'  college "  will  matriculate  anybody  who  can 
pay  the  fee,  regardless  of  previous  education  (or,  rather, 
lack  of  it),  and  turns  out  a  full-fledged  chiropractor  at 
the  end  of  a  few  weeks'  instruction  by  correspondence. 

Chiropractic,  whatever  its  shortcomings,  is  abreast 
of  the  times  in  its  methods  of  advertising.  The  Bulle- 
tin describes  a  photoplay  entitled  "  The  Pale  of  Preju- 
dice," now  going  the  rounds  of  various  moving  picture 
houses.  "It  shows  a  young  physician  with  a  most 
wonderfully  equipped  office,  piled  high  with  skeletons, 
chemical  retorts,  etc  ,  with  all  the  essentials  necessary 
not  only  for  studying  anatomy,  but  for  making  steel 
analyses.  He  is  called  suddenly  to  see  a  young  woman 
who  is  ill.  He  rolls  up  his  sleeves,  pours  half  the  con- 
tents of  an  8-ounce  bottle  down  the  young  woman,  who 
immediately  dies."  This  discouraging  experience  natu- 
rally leads  him  to  become  a  chiropractor,  whereupon 
the  State  Board  of  Health  takes  away  his  license  to 
practise  medicine,  and  his  engagement  to  the  Govern- 
or's daughter  is  broken  off.  The  next  scene  shows  the 
young  lady  ill,  and  the  whole  State  Board  in  consul ta- 


HENRY  TROEMNER 


STAlfOARO  OF  £XGXXI.X:]«€E 


1840 


1913 


New  Triumph  Prescription  Scale 

Built    like    the    Wise  Man's  House — upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    sensitive  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalogue  No.  1913. 

^91 1  Arch  Street,        PHILA.,  PA. 


A  Guaranty 

of  complete  satisfaction   or  money  re- 
funded goes  with  every  package  of 

PIINEX 


Behind  you,  when  you  make  this  guar- 
anty to  your  customer,  stands  our 

Old,  Strong  Company 

There  is  no  quibbling  nor  side-stepping 
when  a  customer  is  to  be  satisfied. 
We  refund  the  full  retail  price. 
No  lost  profits.  — 

The  Pinex  Company 

FORT  WAYNE.  IND. 


*|^  ount    WasKington 
Boxes 

For  Your  Olntm 

▲tsI4  chemical  rcactlAi 
11M  of  metal  cerer  or  coa 

Tbejr  are  superior  In  bea 
of  finish,  lightness    and 
strength,  }i  oz.  to  i6  ox. 

Black  Walnut  andSUv^r 
Poplar, 

SPtHfy  '*Mt.  Watkint-  t 
ten  "  in  crdsring'  ^fyaur  I 
•mhoUsaUr, 

Mt.  Washington  Box  Co.,  Boston,  Mass. 
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If  you   want  up-to-date 
copy  prepared  for 
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Write 

ARCHBOLD.,  AD-MAN 
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Don't  send  this  valuable  business  to  your  competitors. 

The  diphtheria  season  is  at  hand.  Prepare  for  it  by  ordering  a  conservative 
supply  of 

CONCENTRATED 

Antidiphtheric  Serum 

(GLOBUUN),  R  D.  &  CO. 

This  is  the  highest  type  of  antitoxin— antitoxin  that  has  been  tested  and  proved; 
antitoxin  that  you  can  dispense  with  confidence  and  satisfaction;  antitoxin  that  every 
physician  wants. 

SYRINGE  CONTAINERS. 

Bio.  15—  50(^andtozic  units.  Bio.  19—  4000  andtozic  unitt. 

Bio.  16 — 1000  antitoxic  units.  Bio.  20—  5000  antitoxic  units. 

Bio.  17—2000  antitoxic  units.  Bio.  21—  7500  antitoxic  units. 

Bio.  1 S— 3000  antitoxic  units.  Bio.  22—  1 0.000  antitoxic  units. 

Typhoid  Phylacogen. 

We  have  added  to  our  list  a  Phylacogen  for  the  treatment  of  typhoid  fever. 

Tjrphoid  nijrlacogen  is  being  widely  advertised  and  detailed  to  physicians.  Have 
it  ready;  and  let  your  medical  patrons  know  that  you  can  fill  their  orders  promptly. 

Supplied  in  bulbs  of  10  Cc. 

PARKE,  DAVIS  &  COMPANY. 

Laboratories:  Detroit,  Mich.,  U.S.A.;  Walkerville,  Got.;  Hounslow,  Eng. 

Branchet!   New  York,  Chicago,  Kantai  City,  St.  Louis,  Baltimore,  New  Orleans,  Minneapolis,  Seattle,  Boston,  Buffalo, 

Pittsburg,  Cincinnati,  U.  S.  A.;    Montreal,  Que.;  London,  Eng.;   Sydney,  N.  S.  W.;    Petrograd, 

Russia;  Bombay,  India;  Tokio,  Japan;  Buenos  Aires,  Argentina.  /"^^  T 
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tion  declaring  that  she  has  only  an  hour  to  live.  The 
patient  plucks  a  rose  from  her  kimono,  which  she  gives 
to  her  mother,  who  carries  it  to  the  ex-lover  and  ex- 
physician,  whose  chiropractic  consulting  room  is  now 
seen  to  be  innocent  of  skeletons  and  metallurgical  ap- 
paratus. The  young  man  rushes  to  his  sweetheart's 
bedside,  drives  the  medical  fogies  away  with  a  six- 
shooter,  and  cures  the  expiring  maiden  in  a  jifiPy,  by 
means  of  three  "adjustments*'  of  her  spine.  **The 
final  scene,**  says  the  Bulletin,  "shows  this  particular 
branch  of  quackery  licensed  by  the  Legislature,  the 
bill  signed  by  the  Governor.  On  the  back  of  the  pro- 
grams where  this  film  is  shown  is  the  name  of  every 
chiropractor  in  town.*' — Scientific  American. 


Tl&«  Fljr  Poison  P««*il* 

**  Consideripg  the  safe  up-to-date  methods  of  destroy- 
ing that  pest,  the  domestic  fly,' it  is  remarkable  that  people 
will  persist  in  using  the  poison  flj^  papers.  The  basic 
toxic  principle  of  all  these  papers  is  arsenic,  one  of  the 
deadliest  and  most  insidious  of  poisons.  The  danger  to 
children  is  creat,  and  the  danger  to  adults  is  by  no  means 
inconsiderable,  The  danger  in  general  is  proved  bv  va- 
rious items  in  our  exchanges.  We  present  herewith  a 
partial  list  of  accidents  from  poisonous  fly  papers  which 
speaks  for  itself.  The  Ibt  covers  only  the  period  between 
July  I,  1914,  to  Aug.  24,  inclusive,  and  covers  35  cases  of 
poisoning,  5  fatal  and  30  non  fatal  or  uncertain.*'  The 
foregoing  is  from  the  October  number  of  Child  Better- 
ment, published  in  Chicago,  and  forcibly  calls  -attention 
to  an  evil,  which  unless  checked  by  law,  will  constantly 
grow  worse.  The  data  gathered  are  authentic  and  may 
be  examined  by  anyone.  It  seems  strange  anyone  should 
want  to  use  such  dangerous  remedies  when  Tanglefoot, 
which  is  so  effective  and  entirely  harmless,  may  be  had  at 
so  low  a  price. 


PYORRHOGIDE 


Unhrersally  ttcogtuzcd  as  THE 
specific  in  the  treatment  and  pre- 
vention of  Pyorrhea  (Rizgs^*  Dis- 
ease)* Concedcdly  unequalled  as 
a  prophylactic  dentifrice. 

Write  To-day  for  AtbractiYe  Dis- 
play Stand,  Literature  for  distri- 
bution and  detaik  of  New  Sales 
Campaign,  free. 

THE  DENTINOL  AND  i 
PYORRHOGIDE  CO., 

Worlds  Tower  Building, 
1 10-1 12  W.  40th  St       New  York  Qty. 


WINTER  FIXTURES. 

TKe  Standard  of  Quality  i^nd  Style. 


No.  502  DUpli^y 
Case  is  one  of  ttee 
many  neMr  crea* 
tions  significant  of 
"l¥inter  Quality", 
selling  at  a  popular 
price 

VITrite  for  cataloff 
14.f  illustratini( 
shoMT  cases  or  cata« 
log  14-f  illustratini( 
Quality  Drug  Store 
Furniture. 

iL  ither  ivill  be  sent 
on   request. 


WINTER  COMPANY. 


SHEBOYGAN 


FOUNDED  1865. 


l¥ISCONSIN. 


&t«r0* 
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Since  "  War  is  Hell,"  to  HeU  with  War, 
And  keep  the  monster  in  his  place, 
Come,  think  of  Trade  and  Commerce  more, 
'  Think  less,  the  murdering  of  our  race ; 
Though  others  slay,  still  work  away 
And  make  a  dollar  while  we  may. 

Let  Briton,  Teuton,  Franc  and  Russ 
Fight  all  they  like,  but  none  for  us ; 
While  they  go  shooting  up  their  sons 
With  Maxims,  Krupps  and  Catling  guns, 
WeMl  tend  to  business  as  before  — 
Since  "  War  is  Hell,"  to  HeU  with  War. 

W.  H.  H.  MacKellar. 
Peekskill,  N,  K,  September^  igi4. 


Pii 


The  approach  of  winter  brings  as  usual,  a  stiff  demand 
for  Pinex.  This  excellent  cough  remedy  has  been  for 
some  years  one  of  the  standards  found  in  all  drug  stores 
and  in  the  medicine  chest  of  most  families.  It  is  sold 
under  a  wide  open  guaranty,  backed  by  one  of  the  strong- 
est concerns  in  the  proprietary  field.  Its  advertising  pol- 
icy has  always  been  a  very  liberal  one,  but  this  year  the 
'expenditure  laid  out  is  larger  than  ever,  giving  assurance 
of  a  continued  demand.  The  character  of  the  remedy  is 
even  better  this  year  than  heretofore.  Unlike  a  good 
many  proprietary  concerns  dependent  upon  foreign  chem- 
icals for  some  of  their  ingredients,  the  Pinex  Company 
<ttd  not  get  caught  by  the  outbreak  of  the  European  war. 
All  its  materials  for  a  two  vears*  supply  had  been  pur- 
chased and  shipped  before  the  war  cloud  appeared,  so  it 
is  in  position  to  supply  the  demand  without  interruption, 
from  '  Utributing  points  at  Fort  Wayne,  Ind.,  Toronto, 
Can  ILond'^    ,  Eng. 


NEARLY  EVERY  DRUGGIST 

has  need  at  times  to  recommend  a  reliable  VEN- 
EREAL PROPHYLACTIC,  a  preventative  more 
reliable  than  the  antiseptic  washes  usually  sold  for 
that  purpose. 

SANITUBES  , 


"The  Ounce  of  Prevention." 

are  the  venereal  prophylactic  used  in  the  U.  S. 
Navy  since  Sept.  lo,  191 2.    Thousands  of  protect- 
ed cases  since  then  testify  to  their  efficiency. 
NON-POISONOUS         NON-IRRITATING 
NONSTAINING  RUBBER  TIPPED 

CONVENIENT  TO  APPLY 
ALL  THREE  venereal  diseases  prevented  by 
ONE  application. 

Scientifically  prepared  after  the  Pasteur  Institute 
experiments. 

They  have  been  tested  and  proven  with  actual 
cases  of  infection. 

Physicians  are  prescribing  them. 
Sample  tube,  15c.  Literature  on  request. 

THE  SANFTUBE  COMPANY, 

NEWPORT.  R.  I. 


YO  U  will  garner  a 
HARVEST  OF  DOLLARS 

at  this  time  by  consistently  pushing 

PLUTO  WATER 


Prescribed  by  phy- 
sicans,  backed  by  an 
aggressive,  nation- 
wide publicity  cam- 
paign j  and;  vitally  tm- 
portant  to  you  ^ 

Always  Full  Priced    . 


Delightfully  interesting  literature  and  art- 
istic window  display  material  that  magnet- 
ically attracts  new  customers,  sent  promptly 
prepaid  by 

French  Lick  Springs  Hotel  Co. 

French  Lick*  Indiana. 

N.B.  — Write  Today.   Remember  the  ant  and  the  ipasshopper 


THE  NATIONAL  INSTITUTE 
OF  PHARMACY. 

Do  you  desire  to  Pxepare  for  a  Board  of 
Pharmacy  Examination,  or  for  other 
reasons  to  improve  your  knowledge  of 
Pharmacy? 

Have  you  a  cleric  or  aporentice  to  whom 
you  di»ire  to  recommend  a  profitable  and 
inexpensive  course  of  study? 

TiM  NithMl  listitate  of  PhariMf 

supplies  a  course  of  HOME  STUDY  at 
once  thorough,  practical  and  inexpen^ve. 
It  consists  of 

Prints  LeeturM  MalM  SMl-MMthif. 

o  students,  there  being  two  terms  of 
twelve  lectures  each,  the  full  course  oc- 
cupying therefore  a  period  of  one  year. 

Annauncemint  giving  full  Particulars^  msthod, 
courst,  Itcturts^  cost^  ttc^  maiUd  fru  nfon  ampli- 
cation^ 

National  Institute  of  Pbarmagr, 
3S8-362  Dearborn  St.,  Chica^fo. 
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Hot  Apparatus  Improv^m^Ats. 

Prospective  buyers  of  hot  soda  apparatus  will  do  well 
to  investigate  Rowe's  automatic  hot  soda  apparatus 
manufactured  by  l»  L.  Rowe  of  Boston.  The  distinctive 
features  of  this  apparatus  are  its  automatic  regulation  of 
both  fuel  and  water  supply.  The  temperature  is  gov- 
erned by  a  thermostat  that  is  as  accurate  and  uncharge- 
able,  after  it  is  once  adjusted  to  the  desired  temperature, 
as  the  hand  of  man  can  make  it.  The  heating  element 
employed  is  gas  which  is  admitted  through  a  centrifugal 
adjustable  burner  fitted  with  a  thumbscrew  by  which  the 
intensity  of  the  flame  may  readily  be  adjusted  by  the 
operator.  Means  of  access  to  the  burner  is  provided  by 
way  of  a  convenient  snap  door  in  the  roomy  base  of  the 
urn  which  is  constructed  with  a  double  bottom  to  pro- 
tect counters  and  slabs  from  discoloration  frcm  the  heat 
or  from  condensation  of  moisture. 
*  The  thermostatic  principle  of  construction  controls  the 
consumption  of  gas  by  the  action  of  the  temperature  on 
the  fuel  supply  so  that  only  sufficient  gas  is  burned  to 
maintain  the  desired  temperature,  resulting  in  noticeable 
economy  of  fuel  and  guaranteeing  absolute  uniformity  of 
temperature  in^the  beverage  dispensed.  This  apparatus 
possesses  a  number  of  other  new  and  valuable  features 
which  are  f  ullv  described  in  the  maker's  catalogue,  a  copy 
of  which  maybe  procured  by  any  reader  of  The  Spatula 
who  will  write  for  it  on  his  letter-head  addressing  the 
manufacturer  at  74  Portland  street,  Boston,  and  mention- 
ing this  journal. 

N«iv  Plaarmaciats* 

The  Massachusetts  Board  of  Registration  in  Pharmacy 
registered  in  September  after  examinations  these  pharma- 
cists: John  S.  Austin  of  Cambridge;  Charles  J.  Barker, 
Moses  Bearlant,  Joachim  S.  Girard  of  Boston ;  Herman  J. 
Epstein  of  Dorchester ;  Frank  L.  Manning  of  Fall  River. 
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DIAMOND  PRESCRIPTION  WARE 

Are  the  bottles  in  which  you  dispense  prescriptions,  a  credit 
to  your  store  ? 

You  know  it  is  a  fact  that  a  good  looking  package  is  always 
an  asset,  because  it  intimates  that  in  your  store  things  are  done 
right,  and  it  carries  that  "  come  again  "  message. 

A  shoddy  bottle  suggests  shoddy  practices. 

Do  you  use  lettered  ware  ?  Its  a  mighty  good  thing  to  do, 
and  if  you  will  drop  us  a  line  we  shall  be  glad  to  tell  you  about 
it  and  about  our  justly  famous  DIAMOND  PRESCRIPTION 
WARE,  in  general  and  in  particular. 

There  is  just  one  reason  why  you  should  not  be  interested. 
That  reason  is  that  you  are  already  using  Diamond  Ware  and 
therefor  know  its  quality  and  value. 

FOX.  FULTZ  &  CO.,  Inc., 

18  Blackstone  St.,  Boston. 

The  Druggists'  Sundry  House  of  New  England. 
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Command  al>l«* 

•  Messrs  Lloyd  Brothers,  Cincinnati,  Ohio,  have  sent  to 
"  all  their  known  customers  the  following  letter :  **  The  war 
/Condition  in  Europe  has  brought  to  physicians  who  use 
the  American  materia  medica  the  satisfaction  that  what- 
ever the  length  of  time  this  condition  may  exist  or  the 
final  result,  they  will  not  be  deprived  of  their  favorite 
remedies.  We  fed  that  to  you  is  due  special  informa- 
tion regarding  the  remedies  of  our  production  that. you 
are  prescribing.  The  prices  of  crude  drugs  have  unex- 
pectedly advanced ;  in  some  instances  eight  to  tenfold. 
With  the  exception  of  a  very  few,  the  list^of  specific 
medicines  are  of  the  American  materia  medica.  We  are 
80  fortunate  as  to  have  good  stocks  of  most  crude  items 
and  hope  they  will  last  until  prices  return  to  a  normal 
level. 

We  shall,  therefore,  maintain  our  present  prices  on  spe- 
cific medicines  that  are  made  of  drugs  that  now  cost 
more  than  formerly,  thus  protecting  the  interests  of  our 
patrons  by  giving  them  the  financial  advantage  instead 
of  taking  it  ourselves.  We  believe  that  our  course  will 
be  approved  by  all  our  patrons,  and  that  our  decision  to 
make  no  change  in  list  prices  at  the  present  will  be  ap- 
preciated. If  the  European  war  continues,  future  pur- 
chases of  crude  drugs  will  necessitate  price  Revision,  bat, 
even  then,  we  propose  to  do  our  utmost  to  protect  the  in- 
terests of  our  friends  and  shall  ourselves  bear  all  possib^e 
share  of  the  increased  cost." 


Ornc  Mtorat  (sn;«ps)  for  sale,  %l«o  positions,  in  all  states. 
Physician!!,  Dentists. Veterinarians,  Nursps, furnish*  d  and  located. 
F.  V.  Ktiiest,  R  P.  Omaha,  Nebraska     Established  1904. 

Consult  iteoore  on  all  AdT«rlUlug  questions.  Writing 
pi  inning,  illustratinj?,  pi  intlng  and  placinj|  of  advertising  carefully 
hwodlel  Booklet  free.  Wrfte  MOORE,  Adv.  Specialist,  New 
Egypt,  N.  J. 


f  EVERY  ISSUE  OF 

The  Advertising  World 

brings  to  your  store  new  and  practical  advertis- 
ing ideas.  Its  dictionary  of  headlines  and  catch 
phrases  saves  time  for  the  busy  druggist. 

Subscription  price  $\  00  a^year,  or  send  11.25 
and  receive  in  addition  a  copy  of  "3671  Ad- 
vertising Catch  Phrases.!! 
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THE  ADVERTISING  WOR.K.D, 

Columbus,  Ohio. 


I  Am  Stiiok  on  Goods 

-FHOM- 

Jiwei  Pliannacy 

THE  QUAUTY  STORE 

"WC  PUT  GAIN  IN  ■  AROAIN" 


2,000 

AD-STICKERS 

SI. 


Size  shown  above,  any  wording,  printed  in  2 
colors  and  sent  prepaid  upon  receipt  of  price.  ( no 
less  sold.) 

CHAS.  L.  ARCHBOLD, 

1562  E.  93rd.  St,  Cleveland,  Obio. 
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Sw'".!""     TUMBLER  WHSHER 
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PRICE 

$15.00 


THE  PUFFER  MANUFACTURING  OO., 

Office  and  Wareroomt,  5 1  Portland  St. ,  Boston.    Factory  at  Winchester. 


g^tmST  HANDS' ..  PREMIUMS!^ 

^  All  the  sources  of  supply  for  qual-  J* 
|l|Lity  merchandise  used  for  premium  ^jM 
^^  piuposes.      Likewise    advertising  ^B 


db  specialties  and  souvenirs.      Free 
IP^  "Buyers'  Information  Service"  to 

fsubscri>^ers.      The   Nove%ty 
News,   '^07  S.  Market  St.,   Chi- 
,  -J    cago;  120  big  pages;  illustrated; 
vk%2  a  year;  20c  a  copy,  mail  or  lIL 
Br  at  news-stands.    No  free  copies.  ^J| 
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To  H«lp  Yofft  MmUm  Mor«  90. 

We  fell  for  your  ad  in  The  Spatula  received  to- 
day. Why  donU  you  quit  your  Yankee  ingenuity  and 
let. a  fellow  save  a  little  of  his  money  he  works  so  hard 
for,  instead  of  writing  ads  that  pull  a  $  check  like  the 
enclosed  for  a  book  entitled  ''  Human  Nature  Ex- 
plained?" Hanford  &  Shaw  Drug  Co. 
Leesburg^  Fla,,  Sept  2g,  igi4 


At  Quito  the  only  city  in  the  world  on  the  line  of 
the  Equator,  the  sun  sets  and  rises  at  6  o'clock  the- 
year  round. 


Seidlitz  and  Headache 
Powder  Manufacturers! 

Ma|!ston's  Patented  Powder  Measurinsf 
Machine  is  the  only  accurate  meas- 
uring machine  on  the  market  \ 

This  is  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  5  to  200  grains 
at  the  rate  of  60  per  minute,  and  can 
be  run  by  steam  or  a  half  horse  power 
motor. 

Maniilkeiiar«d  onl^  b^ 

The  0.  H.  Utrston  Co.,  Stoneham,  Mass. 


GASH  FOR  OLD  ACCOUNTS 

comes  easily  and  direct  to  YOU,  if  you  use 
Archbo1d*s  Collection  System.    Only  one 
letter  to  mail.    Only  2  cent;  for  p  stage 
There  is  no  further  cost 


20 


COLLECTION  OUTFIT 
POSTPAID    -    -    -    . 


Oufit  includes  lett^'n,  envelope?,  record  cards,  and  full 
instructions,  '*  how  to  collect." 

Money  Back  if  Not  Satisfied 


CHAS.  L  ARGHBOLD, 


1562  E.  93  rd.  ST. 
CLEVELAND,  0. 


i  National  Institute 
I    of  Piiarmacy. 

2  A  System  of       m.,^ 
I  Home  Study      »">«•"• 

1  ENDORSED    BY  MEMBER3  OF 

A  EVERY  BOARD  OP  PHARMACY. 

?  Jknnounc9nfnt    giving    partlcultin^ 

I     frma,    mtc^    upon   application. 

• 

)  DEARBORN  and  HARRISON  STS^ 

f  CHICAGO.    II^I^ 


The 

Indentors'  Guido 


IF  you  wish  to  introduce  your  new  products  in 


INDIA 


or  to  increase  the  sale  of  your  Old  Products 
Advertise  in  «« THE  INDINTORS'  GUIDE." 

The  most  Go-ahead  Advertising  Medium  in  its 
Field. 

IT  BRINGS  RESULTS 

Its  Special  Feature  is  that  if  preferred  Advertisers' 
Goods  are  accepted  in  Contra,  placed  on  the  Mar- 
ket to  Advantage  and  Repeat  Orders  are  regularly 
sent. 

For  Snmfle  Cofy  and  Ad.  Ratc^,  <^PPh'  '• 

S.  p.  MASON,  Bangalore,  INDIA. 


WAIVTEIK-A gents  in  America  to  secure  Ads.  for  the 
"  Indentora'  Guide,"  on  Liberal  Commission.  Apply 
sharp. 
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'ALONG  CAMS  RUTH. 


Just  in  Jest. 


Jalap  has  put  in  a  hot  soda  apparatus  because  he 
says  it  is  sure  to  urn  its  way. 

A  semi-conscious  boob  slipped  up  to  Green's  new 
soda  fountain  in  Boston  and  whispered  for  a  glass  of 
*'  musty,"  but  was  told  they  could  do  nothing  for  what 
aled  him. 

••  The  professor  has  a  very  grave  look." 
*' Well,  can't  you  see  that  he's  buried  in  thought?'* 
—  Ex. 

The  dancing  craze  has  struck  the  drug  stores,  and 
they  now  have  hops  all  the  time. 

Every  little  bill  you  pay, 

Every  little  thing  you  buy, 
Hastens  on  a  better  day, 

A  prosperous  by-and-by. 

•*  A  Reader  "  writes :  "  This  the  sentence  to  be  punc- 
tuated :  *  That  that  that  is  that  that  that  is  not  is  not 
that  it  it  is.'" 

Premiums  that  pull  — corkscrews. 

"  Did  your  father  ever  lick  you  ? " 
"  Once,  but  I  got  good  and  even." 
"How?" 

"  Why,  when  the  circus  came  to  town  shordy  after- 
ward, I  said  I  didn't  care  to  go."  —  X 

"  What  is  your  husband's  income?  " 
"About  three  A.  M."  —  X 

Doctor  (examining  freshman)  —  Can  you  see  with 
one  eye  as  well  as  the  other? 
Freshman  —  Yes,  sir,  better.  —  Princeton  Tiger. 

"V.  Y.,"  Manchester,  N.  H.,  writes:  "I  get  the 
magazine  right  along  and  enjoy  it  very  much.  The 
new  feature,  *  Just  in  Jest,'  is  great.  Keep  it  up.  You 
might  publish  this  testimonial  of  satisfaction,  beading 
it  •  From  One  Who  Knows,'  or  '  Puck  Outrtvalled.' " 

Some  drug  clerks  object  because  on  Sundays  they 
have  to  follow  the  peel  of  the  lemon  instead  of  the 
peal  of  the  church  bell. 


Irate  customer  —  Look  here^  young  man,  I  bought 
this  hair  tonic  from  you,  and  it  is  absolutely  worthless. 

Shop  assistant  —  We  can't  help  that,  sir. 

Irate  customer— But  you  guaranteed  each  bottle. 

Shop  assistant  —  Exactly,  sir,  but  we  didn't  guaran- 
tee the  tonic.  —  Tid-Bits. 

"  I'd  like  to  sell  you  a  new  encyclopsedia,"  said  the 
agent. 

"Well,  young  feller,"  said  the  farmer,  "  I'd  like  to 
have  one,  but  I'm  afeerd  Tin  too  old  to  ride  the  thing." 

—  X 

Teacher — What  are  the  .five  senses  ? 
Little  Frances—  A  nickel.  —  X 

Mrs.  Proudman  — Our  Willie  got  meritorious  com- 
mendation at  school  last  week. 

Mrs.  O'BuU  —  Well,  well !  Ain't  it  awful,  the  num- 
ber of  strange  diseases  that's  ketched  by  school  chil- 
dren?— New  York  Sun. 

"  I  belave,"  declared  the  Irishman,  "  that  me  young- 
est son's  born  t'  be  a  surgeon." 

''  Phwat  leads  y'  to  say  thot?"  asked  his  friend. 

*'  Oi  caught  him  usin'  the  scissors  on  a  book  Oi'd 
lately  l)ought,  an'  before  Oi  c'd  stop  him  he  cut  out 
the  appendix."  —  X 

"Isn't  Deeds,  the  lawyer,  a  rather  extravagant 
man?" 

"  By  no  means.  I've  known  him  to  make  one  suit 
last  for  several  years." —  Boston  Traveler. 

Jalap  —  I  am  glad  to  see  that  at  least  something  is 
going  down  by  degrees. 
Buchu  — What's  that? 
Jalap  —  Thermometers. 

'*  I'm  not  eating  very  much  of  late." 

"  What's  the  matter,  old  man  ?  Lost  your  appetite?  '* 

"  No  my  credit."—  Boston  Transcript. 

"Are  you  having  your  flat  papered  this  year?" 

"  Good  gracious,  we  haven't  enough  room  as  it  is." 

—  X. 

Jack— "Yes,  poor  John  may  have  had  his  faults, 
but  his  heart  was  on  the  right  side." 
Waggs — "  Is  it  possible  ?  No  wonder  he  died."— X. 
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300 


Ready-toUse  Ads 
For  Druggists 


By 
CHARLES  L.  ARCH  BOLD 
And  other  Advertising  Experts 


BLOW  YOUR  OWN   HORN. 

Something  for  every  department  and  every  sea- 
son. Nearly  all  of  the  300  ads  have  each  an  appro- 
priate illustration  which  may  be  used  or  not  as 
desired.  The  ads  are  so  arranged  that  they  may  be 
cut  out  as  needed  and  sent  to  your  local  paper,  or 
to  your  printer  as  copy  for  counter  slips.  Electros 
of  cuts,  if  wanted,  cost  delivered  only  from  35c.  to 
50c.  each. 

A  complete  index,  covering  1 1 1  different  kinds 
of  articles  for  which  there  are  ads,  makes  it  possible 
to  turn  instantly  to  just  what  is  wanted.  For 
Coughs  and  Colds  there  are  1 5  different  ads ;  for 
Soda  Water  19,  for  Toilet  Goods  16,  such  subjects 
as  Parcels  Post,  Bird  Foods,  Valentines,  Dyes, 
Sea  Salt,  etc.,  are  well  covered. 

The  collection  is  the  most  economical  and  most 
practical  help  in  advertising  it  is  possible  for  you  to 
obtain.  Three  advertisements  calling  attention  to 
exactly  what  you  want  to  advertise,  each  written  by 
an  expert,  for  one  cent !  Can  you  beat  it  ? 

Price  post  paid  $1.  (foreign  4s  )  with  the  Spatula 
I  year  $1.50,  (foreign  8j. )  with  a'years /r/Vi/ JW^- 
scription  to  any  druggist  in  the  U.  S.  not  already 
subscribing  51.25. 

THE  SPATULA  PUBLISHING  CO. 
Boston,  Mass. 


S9=^a 


START    A    MAIL    ORDER 
PUBUSHING  BUSINESS! 

No  knowledge  of  printing  or  plant  needed.  I  furnish 
complete,  plans  for  publishing  books,  magazines,  novel- 
ties, or  specialties.  Fine,  dignified  business— good  money 
—large  demand.  Variety  of  publications  suggested  on 
which  you  may  own  copyrights  and  all  privileges.  Less 
chance  of  failure  than  in  any  other  line  of  mail  order  work. 
Profits  large.  Start  in  your  own  home.  Many  publishers 
have  made  enormous  wealth.  Capital  small.  Particulars 
free.    Write  me  at  once. 

Address  W.  CLlfilllElVT  MOORE, 

Publisl&lmg  SpeoialUt. 

NEW  EGYPT,  NEW  JBRSET* 


Sell  A  Genuine  ^^  p^ 

Self-Filling  Fountain    /Sf 
Pen  for   -   -   -    -  ^^vo 

1  Gross  (144)  FounUin  Pens,  retail  at  $36  00 

Cost  YOU  $18  00 

Your  Profit  $18  00 

Sample  Pen  sent  upon  receipt  of  25  cents  and  your  quar- 
ter will  be  cheerfully  refunded  if  you  do  not  think  i^t  the 
most  wonderful  pen  you  ever  saw. 

CHAS.  L.  ARCHBOLD, 

1 562  E.  93rd.  St..  CLEVELAND,  OHIO. 


Druggists  iSKould  Read 

the  Ion;  life  diet  booJc  entitled 

Scientific  Living^ 

telling  How  to  Cook  to  simplify  living  and  re- 
tain the  life  elements  in  food.  New  views  on 
the  diet  question,  showing  that  in  the  prepara- 
tion of  food  in  the  usual  manner  the  life  giving 
vitality  is  to  a  great  extent  destroyed,  and  how 
to  avoid  this. 

The  most  practical  and  interesting  work  on 
the  art  of  prolonging  life  ever  published. 

A  handsome  volume  in  large,  clear  type, 
bound  in  cloth,  price  ^1.00  ;  to  druggists  at  trade 
price  75c.    Send  check  or  postage  stamps. 

Address 

THE  HEALTH  CULTURE  CO^ 

408  D  St.  James  Bld^.,  HEW  TORX:. 
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An  Illustrated  MontKlr  Ptftblication  for  Dwiggkmtm. 
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Webb's  Alcohol, 

THE  ACKNOWLEDGED  STANDARD. 


50  &:  52  Stooe  StreeU  NEW  YORK. 

(Hanover  Square.) 


JAMES  A.  1¥EBB  Ok  SON, 
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DOUBLE  PROFIT 


Maplewood  Mills  Absorbent  Cottons  are  the 
iosiest  sellers  and  thi  BEST  profit  yeilders 
Q  ir  J^BSORBENT    ^^^^  ^^^  •*  —  ^^^h  of  the  four  grades  they  manu- 
_  ^  facture  is  the  best  obtainable  at  the  price  and  puts  you 

COTTO^  on  the  credit  side  of  your  customer's  good-will  account.     It  costs  you 
less  than  similar  qualities  offered  by  otheis,  because  the  Maplewood 
Mills  complete  manufacturing  faciliies  make      mm  /if%w  I7//I/1/1H     Mil  t  V 
it  possible  to  produce  cotton  at  minimum     J^^^rL,i:.%A/\J\JU   JWiiM^M^%3 
cost  and  sell  at  prices  that  allow  a  libentl  margin  of  profit.   FJiLL  RIVER,  MJkSS, 
PROOF  FOR  A  POST  CARD.  J 


FritzscHe  Brothers  -  New^  YorK 


ji 


Absolute  Purity 

POLLrANTIN 

in  HAY  FEVER 


Quality  Standard 

OII^  OF  CYPRESS 

in  WHOOPING  COUGH 


Save  the  Freight  on  t2  Case  Lots  of  Listerine 

Those  druggists  whose  demand  for  the  standard  antiseptic  preparation 
justifies  the  purchase  of  one  gross  large  size  Listerine  or  its  equivalent, 
should  correspond  with  the  manufacturers  : 

LAMBERT  PHARMAGAL  COMPANY,  Locust  and  21st  Sts.,  St.  Louis,  Mo. 


pv^w^ipv^ipr«rv^rv^^»>wv^^>v^»  ^  \ 


Cckman's  Alterative 


''srX'y^T^^i  FOR  THROAT  AND  LUNGS  "^^^itir^".^ 

CcKman  Manufacturing  Companr*  PHiiadef^i^.% 
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THE  WAR  HAS  NOT  AFFECTED  THE  PRICE  OF  PUFFER  GOODS 

We  stocked  very  heavily  before  the  advance  came,  and  give  our  customers  the  benefiL 

THE  PUFFER  "SEALED"  SODA  FOUNTAIN 

Ovring  t  >  its  many  advantages  is  meeting  with  large  demand  everywhere,  as  no  one  can  get  away  from  the  fact  that  this 
construction  saves  fally  50%  in  the  cost  of  ice,  and  is  the  m^st  sanitary  fountain  ever  manafactared. 


PUFFER'S  "SEALED"  FOUNTAIN  WILL  STAND  UP  AGAINST  THE  MOST  THOROUGH  INVESTIGATION. 

We  use  the  heaviest  and  most  select  marbles  of  any  make  of  soda  fountain,  and  our  metal  is  of  the  best  and  highest  grade. 

SEVEN  SIZES  OF  CARBONATORS,  all  Pungent  Soda  Water  Makers,  Automatic,  and  Adapted  to  Any  Power. 

In  baying  any  make  *'  S*S  **  SOI#ID  No  plate,  all  solid  German 

of  fountain,  insist  GERMAN  SII#V£R.  Silver,  and  we  supply   it 

upon  the  IV  ASII£R.  to  all  the  fountain  makers. 

Glasses  washed  inside  and  outside  instantly  with  pure  water,  no  frame  to  make  trouble  and 
only  a  solid  German  Silver  surface  to  match  your  woikboard,  easily  kept  clean, 

Demand  the  "S^S "  Washer  and 
SEE  that  You  Get  IT. 


THE  PUFFER 

MANUFACTURING 

COMPANY, 

Office  and  Wareroomt:  ^^ 

51  Portland  Street,  BOSTON,  MASS.  Digitized  by  GOOQIC 
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Y  &  S  STICK  LICORICE 


PACKED  INSINDIVIDUAL  5c  CARTONS 


LOZENGES 

AND 

PELLETS 

IN  DECORATED 
GLASS-FRONT  TINS 

WAFERS 

IN 
'5c  MUSLIN  BAGS 

Etc.,  Etc 


HNEST 

POWDERED 

EXTRACTS 

UCORICE 
ROOT 


AMMON. 

GLYCYRRHIZIN 


AU 
Druggists 


National  Licorice  Company 

BROOKLYN,  N.  Y. 


Massachusetts  College  of  Pharmacy 

72  St  Botolph  St^  Corner  of  Garrison^  Boston,  Massachusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

Th*  Demand  for  Grmd«ates  of  this  School  Is  In  Bxcoss  of  tho  Smpjilj. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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AN  :  ILLUSTRATED  :  MAGAZINE  :  FOR  :  PHARMACISTS 

IRVING  P.  FOX,  Editor 


Vol.  XXI. 


Boston,  Novmeber,  1Q14 


No.  2 


THE  SPATULA. 

Established  1894 

Entered  at  Boston  Post  Office  as  Second  Class  Matter. 

# 

Irving  P.  Fox Editor 

B.  A.  FoRBBS Assistant  Editor 

H.  L18COMB  MiLLBR Pharmaceutical  Editor 

Terms  of  Subscription  :  United  States  and  its  possessions 
ii  per  year.  If  paid  in  advance  3  years  for  f  1.50;  3  years  for  $2 ; 
'  lif«  sobsaiption  iio.  Canadian  subscription  $ias  each  year. 
Foreign  sabscription  $1.35  (5s.  6d.)  each  year. 

New  subscriptions  niay  begin  with  any  numb^. 

Unused  postage  stamps  of  the  United  States,  Canada,  or  Great 
Britain  will  be  received  at  par  vahie  in  payment  of  subscriptions. 
American  or  Canadian  currency  may  be  sent  for  subscription  in 
regular  jnaii  wholly  at  our  risk.  Checks  on  k>cal  banks  in  Great 
Britain  accepted. 

Any  subsoiption  will  be  stopped  upon  receipt,  of  a  written  re- 
quest and  the  payment  of  all  arrearages. 

Every  subscriber  should  be  careful  to  notify  the  publishers  of 
any  change  in  his  address,  or  of  any  failure  to  regularly  receive 
his  paper. 

Statem^t  required  by  Act  of  Congress,  August  24,  IQ12.  Editor, 
managing  editor,  and  business  manager,  Irving  P.  Fox.  Sudbury 
Bttikiing,  Boston.  Mass,  Publishers;  Spatula  Publishing 
Company,  incorporated  under  the  laws  of  Massachusetts.  Stock- 
holders; Irving  P.  Fox,  Sudbury  Bldg.,  Boston,  Mass.,  Helen  J. 
Fox,  Lexington,  Mass.  Estate  Clarence  W.  Fox,  Saugus,  Mass. 
No  bondholders  and  no  mortgagees.  ^ 

Address  all  correspondence  and  make  all  checks  pa>-able  to 
THE  SPATULA  PUBLISHING  CO., 
Tefephone  Sudbury  Building, 

207  Haymarket  Sudbury  St.,  Boston,  Mass. 


Trend  of  Trade. 

The  popular  trend  in  gift- 
giving  seems  to  be  more  and 
more  towards  useful  gifts. 
Gift-giving  of  late  years  has 
reached  such  vast  proportions 
that  people  have  become  sur- 
feited with  pretty  but  useless 
things  that  serve  only  to  em- 
barrass the  possessor.     This 

factor  of  usefulness  should  be  kept  in  mind 

in  selecting  the  Christmas  line. 

The  Right  Way. 

In  the  last  analysis,  isn't  the  one  great  cen- 
tral success  factor  the  proper  treatment  of  the 
customer  himself.?    Right  treatment,  by  the 


way,  covers  considerable  ground.  It  isn't 
merely  being  courteous  and  accommodating 
and  pleasant  and  friendly  and  so  on,  although 
all  these  things  surely  do  count.  It  means 
right  goods  at  the  right  price,  in  the  right 
season,  of  the  right  quality,  rightly  displayed, 
advertised,  shown  and  talked  about. 

Boom  for  Home  Products. 

The  "  Made  in  America  "  slogan  is  likely  to 
gain  great  impetus  from  the  war.  Many  people 
who  have  possessed  the  idea  that  certain  things 
could  not  be  made  in  this  country  equal  in 
quality  to  those  that  come  from  abroad  must 
now  largely  make  a  virtue  of  necessity  and  try 
the  home  product.  The  harder  any  druggist 
now  hammers  away  at  this  popular  slogan,  the 
better  chance  there  is  for  him  to  enlarge  the 
sale  of  his  own  products  and  to  hold  the  cus- 
tom he  gets  if  the  goods  are  worth  it. . 

A  Good  Impression. 

A  man  is  supposed  to  be  in  business  pri- 
marily for  the  money  he  may  make  therein, 
but  it  is  also  presumed  that  he  will  have  some 
principle  in  the  conduct  of  his  business.  The 
public  respects  the  man  who  can  make  money 
fast  on  sound  and  fair  principles,  giving  good 
returns  for  the  money  he  takes  in.  But  people 
are  justly  suspicious  of  one  who  has  the  ap- 
pearance of  being  over-mercenary  and  careless 
of  the  quality  of  his  goods  or  over-anxious  to 
dispose  of  them.  We  think  that  there  are 
honest  and  honorable  men  in  business  who 
suffer  from  such  suspicions,  because  in  their 
efforts  to  attract  trade  they  have  created  the 
impression  that  they  are  sordid.  An  occa- 
sional effort  to  create  public  interest  in  things 
not  for  sale,  or  in  serving  some  public  interest, 
would  do  much  to  prevent  or  allay  such  sus- 
picions. An  occasional  display  of  scientific  or 
professional  curiosities  —  from  the  public  point 
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of  view — or  an  active  assistance  in  promoting 
some  public  interests,  may  help  trade  quite  as 
much  as  a  display  of  "genuine  bargains." 

Worth  Following. 

.  When  a  millionaire  condescends  to  g^ve  to 
the  world  any  of  the  precepts  or  principles 
that  he  claims  to  have  been  instrumental  in 
his  success  we  are  all  human  enough  to  take 
a  vast  interest  in  them.  The  late  Robert  C. 
Ogden,  whose  life  was  notably  successful, 
left  in  writing  the  following :  "  Keep  faith  in 
humanity.  Do  not  mistake  a  prejudice  for  a 
principle.  Be  energetic,  wideawake,  pushing, 
but  be  patient.  Use  the  Book  of  Proverbs  as 
a  guide  in  business.  Believe  in  yourself,  then 
other  people  will  believe  in  you. 

Pioneers. 

Originality  requires  courage.  It  means  ex- 
plorations in  untried  fields,  the  educating  of 
others  to  your  ideas,  and  self-confidence  and 
persistence  in  one's  own  ideas.  These  are  ob- 
stacles which  men  do  not  attempt  to  surmount 
unless  there  is  material  gain  to  accrue.  So  it 
is  easier  to  drift  with  the  current  than  to  seek 
new  opportunities ;  to  accept  what  is  than  to 
seek  what  may  be.  Unfortunately,  the  origi- 
nator is  usually  obliged  to  share  his  ideas  freely 
as  soon  as  he  has  proved  them,  unless  they 
are  patentable,  and  even  then  he  has  only  the 
right  to  fight  imitators. 

Quick  Service. 

Time  means  much  to  the  overburdened  shop- 
per during  the  Holiday  Season.  Make  it  a 
special  point  to  serve  your  customers  quickly. 
Cut  out  as  many  false  motions  and  needless 
steps  as  possible.  Have  the  goods  most  in 
demand,  also  the  cash  registers,  placed  where 
they  are  easily  accessible.  Start  the  day  with 
plenty  of  small  change.  By  observation  it  is 
possible  to  so  systematize  things  that  your 
service  can  be  greatly  improved  and  a  larger 
number  of  customers  can  be  handled  in  a 
given  time. 

As  to  Headlines. 

Some  advertisers  mar  ah  otherwise  good  ad 
with  misfit  or  nonsensical  headlines,  under  the 
delusion  that  something  highly  sensational  is 
needed  to  attract  the  eye  and  compel  a  read-  ^ 


ing.  A  headline  may  be  striking  and  yet  be 
highly  appropriate  and  fitting.  The  experts 
who  write  the  ads  for  the  big  concerns  know 
the  folly  of  wasting  valuable  space  in  this  way. 
Look  through  their  ads  and  you  will  not  find 
one  using  sensational  or  nonsensical  headlines 
to  catch  the  eye.  They  start  right  off  with 
illustrations  and  words  that  bear  directly  on 
the  subject.  If  you  want  the  public  to  place 
confidence  in  your  goods  and  take  your  state- 
ni^nts  seriously  avoid  frivolous  phraseology. 

Look  to  the  Future. 

The  world  today  is  passing  through  trying 
times.  Nations  and  individuals  are  making 
sacrifices  and  denying  themselves  many  things. 
People  in  all  lands  feel  the  effects  of  these 
strenuous  times,  but  courage  and  optimism 
should  not  be  lacking  when  we  look  to  the 
great  future  —  to  the  day  when  peace  and 
prosperity  return.  The  day  will  come,  sooner 
or  later,  and  the  present  strain  will  give  place 
to  better  times.  In  the  meantime  the  drug- 
gist should  overlook  no  legitimate  weapon  to 
fight  for  more^  trade.  He  should  be  alert  to 
every  opportunity  that  promises  a  start  on  the 
road  to  prosperity.  Business  comes  to  those 
who  go  after  it  persistently,  systematically 
and  intelligently. 

Changed  Conditions. 

The  live  merchant  today  realizes  that  he 
must  keep  in  touch  with  the  great  buying  pub- 
lic —  study  their  tastes  and  get  their  point  of 
view.  The  advertising  manager  of  one  of  New 
York's  largest  department  stores  maintains 
that  he  gets  his  best  ideas  by  spending  at  least 
one  hour  each  day  walking  around  the  depart- 
ments and  catching  at  what  the  customers 
may  have  to  say.  He  often  incorporates  an 
entire  sentence  which  he  may  thus  overhear 
in  his  next  day's  advertisement.  .  He  claims 
that  by  no  other  method  known  to  him  can  he 
keep  so  closely  in  touch  with  his  public.  Con- 
ditions governing  all  kmds  of  business  have 
been  revolutionized  during  the  present  genera- 
tion, and  it  is  as  impossible  to  conduct  success- 
fully a  hardware  store  or  laundry  on  the  lines 
that  were  followed  thirty  years  ago  as  it  is  to 
run  profitably  a  pharmacy  in  the  way  our 
fathers  would  have  run  it. 
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The  Christmas  Spirit. 

The  pervading  spirit  of  the  season  is  good 
cheer.  The  more  each  one  of  us  radiates  of 
this  spirit,  the  greater  the  sum  total  of  the 
season's  happiness.  For  this  one  season  at 
least  it  is  wise  to  lay  aside  the  garment  of  too 
entire  absorption  in  business  and  to  show 
something  of  the  human  side  —  of  kindly  in- 
terest in  the  children,  the  old  folks,  the  friend- 
less, the  hopeless,  the  man  or  woman  who  has 
felt  misfortune's  blighting^  touch,  dependents, 
employes  —  all  with  wjiom  you  come  in  daily 
contact.  The  plea  of  too  busy  will  in  time  de- 
velop the  cold  and  sordid  side  of  one's  nature. 
The  real  pleasures  of  life  are  not  dependent 
on  costly  gifts,  but  on  little,  daily  acts  of  kind- 
ness— a  cheery  "Good-morning,"  a  joke  now 
and  then,  a  readiness  to  oblige,  a  courteous 
"Thank  you,"  a  sympathetic  inquiry  for  those 
in  trouble.  Be  a  miser  of  worry  but  a  million- 
aire of  cheerfulness.  It  tends  to  business 
growth,  and  will  make  this  Christmas  the  hap- 
piest of  your  life. 


Be  Reasonable. 

It  is  a  part  of  good  business  to  be  shrewd, 
but  there  are  certain  bounds  beyond  which  no 
druggist  should  step.  In  filling  orders,  the 
wholesaler  or  manufacturer  makes  mistakes 
sometimes.  Of  course,  he  ought  not  to,  but 
either  through  failure  on  Xht  part  of  the  sales- 
man to  take  your  order  correctly,  or  for  some 
other  good  and  sufficient  reason,  a  mistake  is 
made.  These  mistakes  will  always,  as  a  rule, 
be  gladly  rectified  by  the  shippers,  and  a 
return  of  the  goods  on  which  the  mistake  is 
made  is  always  in  order.  But  there  are  some 
druggists  who,  in  finding  that  there  has  been 
a  mistake  in  filling  an  order,  will  ship  back  the 
entire  bill  of  goods.  This  is  unjust,  unwar- 
rantable and  inexcusable.  It  is  best  to  be 
more  reasonable  and  not  take  such  an  extreme 
course.  A  repetition  of  such  an  act  on  the 
druggist's  part  is  certain  to  place  him  in  an 
unfavorable  light  with  his  wholesaler,  and  in 
the  end  may  be  decidedly  detrimental  to  his 
interests. 


A   QUICKLY   SELLING  POST  CARD. 
(  From  photo  contributed  to  the  Spatula  by  John  K.  Murray,  Durban,  Natal,  So.  Africa.— see  next  page. 
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It  is  frequently  desirable  to  use  cannabis  indica  in 
liquid  combinations  which  often  prove  unsatisfactory 
because  of  separation;  usually  the  cannabis  indica 
adheres  to  the  bottle  in  gummy  masses,  and  the  patient 
does  not  get  the  medication  intended. 

This  drug  should  be  given  in  bulky  dilutions  only. 
Pilb  and  tablets  containing  cannabis  indica,  and  fluid 
preparations  given  in  drop  doses,  have  frequently  been 
known  to  quickly  cause  marked  untoward  effects.  On 
the  other  hand,  the  value  of  this  drug  internally  is  not 
appreciated  as  it  was  twenty  years  ago,  when  it  was 
largely  depended  on  as  a  hypnotic,  anodyne,  nervine, 
sudorific,  aphrodisiac  and  diuretic,  giving  gratifying 
results  in  chorea,  hysteria,  mental  depression,  anorexia, 
neuralgia,  delirium,  etc. 

The  active  properties  of  this  drug  are  in  the  oil, 
resin  and  bitter  princii^es;  these  are  dissolved  in 
alcohol  only  in  its  official  liquid  preparations,  which 
are  very  incompatible.  Recent  experiments  with  a 
physiologically  standardized  actic  fluid  extract  of  can- 
nabis indica  containing  only  37  per  cent  of  alcohol 
have  proven  very  satisfactory.  This  mixes  nicely  with 
liquids  of  the  same'  alcoholic  strength,  and  forms  an 
excellent  emulsion  with  liquids  containing  as  low  as  5 
per  cent  of  alcohol.  This  fluid  extract  will  no  doubt 
be  found  invaluable  in  general  practice,  where  indi> 
cated,  because  of  its  full  drug  value  and  its  plastic 
physical  properties.  —  Albert  N.  Doerschuk,  Presi- 
dent Kansas  City  Drug  Club. 


F«it3kd«m*atals  of  S«icc*ss* 

The  surest  way  of  attaining  success  in  business  is 
to  meet  squarely  the  obligations  and  responsibilities 
of  business  life,  anfl  to  avoid,  so  far  as  is  possible,  the 
known  evils. 

Every  man  who  goes  into  business,  says  an  accom- 
plished writer,  should  have  a  sufficient  capital  to  con- 
duct the  business  comfortably  and  safely,  be  it  large 
or  small.  He  should  do  all  the  business  possible  to 
be  done  with  the  means  at  hand,  but  should  not  over' 
reach  or  spread  out  to  such  a  degree  as  would  make 
his  business  unsafe.  He  should  so  watch  every  detail 
of  his  business,  and  guard  his  purchases  and  his  sales 
so  closely,  that  he  will  not  get  beyond  his  depth.  He 
should  so  conduct  his  business  as  to  be  able  to  meet 
every  obligation  promptly  at  maturity.  If  he  could 
discount  every  bill  it  would  be  all  the  better,  but  if  he 
is  not  able  to  do  so  on  account  of  lack  of  capital,  he 
should  watch  his  purchases  so  closely  and  his  resources 
so  carefully  as  to  be  able  to  meet  every  bill  promptly 
on  the  day  it  is  due. 

The  business  man  who  does  this  will  be  found  to  be 
successful,  while  the  one  who  allows  his  payments  to 
lag  will  be  found,  as  a  rule,  to  be  one  who  trusts  out 
his  goods  injudiciously,  and  whose  business  methods 
are  slipshod,  whose  stock  is  ill-kept  and  whose  failure 
is  only  a  question  of  time. 

The  man  who  discounts  and  the  man  who  pays 
promptly  are  the  ones  who  buy  most  cheaply.  The 
inducements  to  sell  are  so  greatly  enhanced  by  these 


considerations  that  no  bargains  escape  them,  and  they 
are  thereby  often  enabled  to  sell  at  a  profit  at  prices 
that  mean  ruin  to  their  slipshod  neighbors.  It  is 
known  by  experience  that  a  concern  which  does  so 
much  business  that  it  cannot  pay  its  bills  promptly  is 
not  a  safe  one  to  extend  credit  to.  Over-buying,  over- 
trading, and  not  the  least,  over- trusting,  are  the  great- 
est evils  to  be  contended  with  in  mercantile  life.— 
J.  F.  Thorndike. 


The  European  mix-up  has  divided  this  country^s 
population  into  two  classes,  viz  : 

ist  —  The  Optimist  who  sees  the  doughnut,  and       '\ 

2d  —  The  Pessimist  who  sees  the  hole. 

Business  is  very  much  like  the  doughnut,  and  while 
the  hole  may  appear  larger  for  the  moment,  still  every 
one  can  share  in  the  perfectly  good  doughnut  that  com- 
pletely surrounds  it.  The  bigger  the  hole  the  bigger 
the  doughnut. 

Business  is  good  and  it  is  daily  growing  better. 
The  war  is  over  as  far  as  the  majority  of  Americans 
are  concerned.  They  are  less  interested  in  the  hap- 
penings on  the  other  side  and  are  vitally  more  con. 
cerned  about  their  own  personal  and  business  affairs. 

Business  is  what  we  make  it,  and  the  way  to  get 
business  is  to  prepare  for  it  and  to  go  after  it.—  Signs 
of  the  Times. 

Not  D^a'a  itk  Africa. 

Editor  of  The  Spatula:  Enclosed  please  find  my 
subscription  to  your  much  esteemed  and  valued  Spat- 
ula. Say,  I  was  reading  somewhere  about  the  post 
card  craze  being  dead.  How  about  the  enclosed  for 
a  craze  ?  This  is  a  post  card  taken  off  an  8>^  x  6>^ 
plate'of  a  group  of  seaside  visitors  from  the  Golden 
City  of  Johannesburg.  My  friend  goes  down  every 
morning  and  runs  off  3  to  8  snaps  of  the  merry  mer- 
maids and  runs  out  proofs  in  a  couple  of  hours*  time 
—  and  then  see  them  picking  out  their  dials  from  the 
proofs.  Talk  about  orders!  !  They  roll  in  three  of 
this  (each  plate  is  numbered  in  four  sections)  and  a 
dozen  of  that.  Kind  regards  to  Mr.  Fox  and  the  staff. 
Much  appreciate  editorial,  "  Old  Glory."  Was  twelve 
years  in  the  Natal  Carbineers  and  served  through 
Boer  War.  Guess  you  can  realize  I  am  kicking.  Can't 
get  away  again  now.    Yours  fraternally, 

John  K.  Murray. 
Durban^  Natal^  S.  Africa^  Oct,  7,  tgi4. 


Do  Not  Hav*  Address. 

Editor  of  The  Spatula  .In  your  July  number  you 
pictured  a  botde  closure  device  recently  patented  by 
Aron  Ranch,  of  New  York.  If  you  have  his  address 
will  you  kindly  ask  him  to  send  us  a  sample  of  same, 
with  the  necessary  directions  for  use,  informing  us  at 
what  price  he  would  sell  the  license  of  the  patent  for 
Switzerland.  We  are  looking  for  an  improved  sprink- 
ler to  a  mouth-wash  bottle,  and  think  his  might  do. 

Gebruder  Quidort. 
Schajfhausen^  Switzerland^  Sept.  /f,  igi^. 
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Drug  Store  Accounting. 

By  Harry  B.  Mason,  Ph.G.,  of  Detroit,  Mich. 


Here  is  a  hair  brush.  I  am  a  retail  druggist 
and  this  brush  has  cost  me  $1  at  wholesale. 
What  shall  I  sell  it  for  to  make  a  decent  profit  ? 

There  are  at  least  four  different  ways  of 
arriving  at  the  answer  to  this  question,  and 
three  of  them  are  wrong.  The  majority  of 
druggists,  I  venture  to  say,  use  the  three  in- 
accurate methods  instead  of  the  one  accurate 
method.  Yet  the  question  I  have  asked  is  one 
which  strikes  at  the  very  heart  and  core  of 
every  merchant's  conduct  of  his  business.  No 
question  is  more  important.  No  question  is 
more  vital.  None  determines  more  positively 
whether  a  man  shall  make  his  store  yield  him 
a  good  profit  or  dole  out  reluctantly  a  mere 
living. 

Now  what  are  the  four  answers  usually  givei) 
to  this  question }  Druggist  No.  i  is  a  man 
who  hfis  never  kept  any  business  records,  who 
hasn't  the  slightest  idea  what  it  costs  him  to 
sell  goods,  and  who  is  too  lazy  or  too  indiffer- 
ent to  find  out  the  facts.   He  argues  something 


like  this  :  "  Well,  let's  see.  If  this  brush  has 
cost  a  dollar  I  ought  to  get  something  like 
$1.30  or  $1.40  for  it.  This  will  pay  me  a  hand- 
some profit.  I  don't  want  to  charge  too  much, 
for  people  are  always  complaining  that  the 
druggist  is  a  robber,  anyway."  The  chances 
are  that  this  man  fails  to  make  anything  at  all 
on  the  brush,  even  if  he  doesn't  lose  by  the 
transaction. 

Druggist  No.  2  doesn't  go  to  the  trouble  of 
keeping  business  records  either.  He  has  no 
definite  idea  what  his  percentage  of  expense 
is,  but  he  has  read  and  heard  more  or  less  on 
the  subject,  and  he  has  a  vague  notion  that  it 
costs  him  perhaps  something  like  20  or  25  per 
cent  of  his  sales  to  run  his  business.  So  he 
roughly  estimates  what  the  brush  will  cost  him 
both  to  buy  and  to  sell,  tacks  a  little  net  profit 
on  to  the  result,  and  arrives  crudely  at  what 
he  deems  a  good  selling  price.  The  mistake 
he  makes  is  that  his  particular  percentage  of 
expense,  instead  of  being  20  or  25,  may  be  28 
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or  30,  or  even  32,  as  very  frequently  happens, 
and  he  may  be  just  about  breaking  even  when 
he  thinks  he  is  making  good  money. 

Druggist  No.  3  makes  a  very  comipon  error. 
Like  Druggist  No.  2,  he  supposes  that  his  ex- 
pense is  something  like  25  per  cent,  and  in 
order  to  make  a  net  profit  of  10  per  cent  he 
decides  on  a  gross  profit  on  this  hair  brush  of 
35  per  cent.  This  is  all  very  well,  but  when 
he  comes  to  use  these  figures,  which  have  been 
based  on  the  selling  volume,  he  applies  them 
to  the  cost  price  of  j^i.  Desiring  to  make  a 
gross  profit  of  35  per  cent,  based  on  the  yield, 
he  arrives  at  a  selling  price  for  this  hair  brush 
of  ^1.35.  Now  an  expense  of  25  per  cent,  cal- 
culated from  the  selling  price,  is  equivalent,  as 
I  shall  show  later  on,  to  s^H  P^^  cent  of  the 
purchase  price,  so  that  it  has  cost  our  friend 
3S}i  cents  to  sell  this  hair  brush.  He  gets 
1^1.35  for  it,  and  he  therefore  loses  3j4  cents, 
all  the  while  flattering  himself  with  the  delu- 
sion that  he  has  made  a  net  profit  of  10  per 
cent! 

Druggist  No.  4  is  the  only  one  in  this  group 
who  arrives  at  an  intelligent  answer  to  this 
question :  "  What  price  shall  I  get  for  this  hair 
brush,  which  costs  me  $1,  and  on  which  I  desire 
to  make  a  decent  profit  ? "  This  man  keeps 
accurate  business  records.  He  knows  precisely 
what  his  expenses  are,  what  his  gross  profits 
are,  what  his  net  profits  are.  He  makes  no 
mistake  about  the  figures.  He  doesn't  get  con- 
fused on  percentages  based  on  cost  with  those 
based  on  the  selling  price.  He  takes  this  hair 
brush  costing  $1  and  asks  himself  what  he  shall 
sell  it  for  to  cover  his  expense  of  doing  busi- 
ness plus  a  good  profit.  He  may  decide  like 
Druggists  2  and  3,  that  35  per  cent  gross  on 
the  selling  yield  is  what,  he  wants,  but,  unlike 
the  others,  his  decision  is  based  upon  a  knowl- 
edge of  the  exact  facts.  He  knows,  too,  that 
35  per  cent  of  the  selling  price  is  equivalent 
to  54  per  cent  of  the  cost  price,  and  he  there- 
fore arrives  at  a  price  of  $1.54  for  the  brush. 
He  knows  that  he  pays  $1  for  it  at  the  whole- 
saler's; that  it  costs  him  $1.^8)4  by  the  time 
he  has  sold  it,  and  that  he  is  making  15^^  cents 
beyond  that  in  clear  net  profit. 

This  man  isn't  deceived  in  the  slightest  de- 
gree —  he  knows  what  he  has  got  to  do  to  make 


money.  He  is  the  only  man  in  the  four  we 
have  been  discussing  who  makes  a  profit  from 
this  hair  brush,  and  who  has  precise  informa- 
tion upon  which  to  base  his  calculations.  Nay, 
more  than  that,  he  realizes  that  on  an  article 
like  a  hair  brush,  unless  there  is  very  close 
competition  in  the  neighborhood,  he  can  real- 
ize even  a  greater  net  profit  than  10  per  cent. 
For  10  per  cent,  after  all,  is  only  his  average 
net  profit  spread  over  the  whole  business. 
This  average  is  brought  down  greatly  by  the 
necessity  of  selling  a  lot  of  things  like  patent 
medicines  and  cigars  at  a  close  margin,  and 
the  balance  must  be  restored  by  a  consider- 
able number  of  things  which  yield  a  somewhat 
higher  rate  of  profit.  Hair  brushes  may  be 
one  of  these  things,  and,  if  so.  Druggist  No.  4 
knows  it  and  is  guided  accordingly. 

So  you  see  this  apparently  simple  little  mat- 
ter of  putting  a  price  on  a  hair  brush  is  not  so 
unimportant  as  it  may  seem.  Selling  goods  at 
the  right  prices ;  getting  a  decent  profit  on  your 
business ;  making  your  brains  and  your  capital 
productive  —  these  are  the  most  fundamental 
essentials  of  business  conduct,  and  yet  they 
are  studied  carefully  by  only  a  few  druggists. 

If  a  druggist  is  to  conduct  his  business  in- 
telligently there  are  four  things  about  it  that 
he  must  know.  He  must  know  (i)  his  per- 
centage of  expense,  (2)  his  percentage  of  gross 
profit,  (3)  his  percentage  of  net  profit,  and  (4) 
his  total  annual  income  from  the  business. 
With  this  information  a  merchant  can  so  price 
his  goods  and  so  conduct  his  store  as  to  make 
a  decent  profit.  Without  it  he  is  simply  grop- 
ing in  the  dark  and  quite  as  likely  to  fail  as  to 
succeed. 

It  is  really  a  very  simple  matter  to  get  at  the 
four  essentials  outlined  in  the  foregoing  para- 
graph. All  that  is  necessary  is  to  keep  records 
of  (i)  sales,  (2)  purchases  and  (3)  expenses.  Of 
course  the  purchases  should  be  added  to  or  sub- 
tracted from  by  the  decrease  or  increase  in  the 
permanent  stock  shown  by  the  annual  inven- 
tory, in  order  to  arrive  at  the  cost  of  the  goods 
actually  sold  during  the  year.  By  deducting 
this  amount  from  the  sales,  you  arrive  at  your 
gross  profits.  By  taking  from  these  gross  prof- 
its the  amount  of  the  annual  expenses,  you 
arrive  at  your  net  profits.    The  percentage  of 
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gross  profit  is  gotten  by  dividing  the  gross 
profits  of  the  year  by  the  sales. of  the  year. 
The  percentage  of  expense  is  gotten  in  similar 
fashion  by  dividing  total  expenses  by  total  sales. 
The  percentage  of  net  profit  is  the  difference 
between  the  percentage  of  expense  and  the  per- 
centage of  gross  profit.  The  druggist's  total 
income  is  discovered  by  adding  his  salary,  taken 
from  the  expense  account,  to  the  net  profits. 

These  facts  are  of  the  utmost  importance. 
The  percentage  of  expense,  and  the  percent- 
age of  gross  profit,  are  needed  every  time  an 
article  is  priced.  Without  them  it  is  absolutely 
impossible  to  fix  a  price  on  anything  with  the 
assurance  that  a  suitable  profit  is  being  real- 
ized. Not  only  this,  but  it  will  be  wise  occa- 
sionally to  arrive  at  these  facts  with  respect  to 
different  departments  in  the  store. 

The  department  stores,  the  large  general 
stores,  and  the  big  drug  stores  of  the  country, 
are  all  carefully  departmentized.  Each  depart- 
ment is  really  conducted  and  watched  as  a  sepa- 
rate business,  is  made  to  stand  on  its  own  pins, 
and  is  strengthened  and  fortified  if  it  shows 
the  slightest  evidence  of  weakness.  This  sort 
of  thing,  however,  is  scarcely  possible  with  the 
average  druggist.  His  departments  are  too 
small,  do  not  have  separate  employes,  and  are 
in  a  vital  sense  a  part  of  the  entire  business. 
Nevertheless,  it  is  a  wise  practice  for  the  drug- 
gist to  take  one  of  his  departments  occasion- 
ally and  keep  it  under  close  observation  for  a 
while  to  see  what  it  is  doing  or  what  it  is  not 
doing  for  him. 

I  have  already  referred  to  departments  like 
these  having  to  do  with  things  like  candy,  ci- 
gars and  soda  water.  If  you  want  to  know  the 
facts  about  your  cigar  department,  for  instance, 
it  would  be  well  to  keep  records  for  one  year 
to  get  a  thorough  line  on  the  situation.  What 
do  you  need  for  such  a  purpose  ?  Simply  a 
repetition  of  the  records  you  are  keeping  with 
respect  to  the  business  as  a  whole  —  that  is  all. 
Merely  record  the  sales,  the  purchases,  and 
the  particular  expenses,  if  any,  of  the  depart- 
ment. It  will  be  easy  enough  for  you  to  arrive 
at  the  gross  profits  of  the  department.  To 
arrive  at  the.net  profits,  however,  will  be  an 
entirely  different  thing.  You  know  from  your 
general  records  what  your  percentage  of  ex- 


pense is,  for  the  entire  store,  and  the  only 
tlnng  you  can  do  is  to  apply  this  average  per- 
centage to  the  department.  If  you  find,  for 
instance,  that  yoiir  cigars  are  only  yielding  you 
27  per  cent  gross,  and  your  general  percent- 
age of  expense,  spread  over  the  whole  store, 
is  29  per  pent,  you  have,  on  the  face  of  things, 
failed  JDy  2  per  cent  even  to  pay  expenses  in 
your  cigar  department. 

Here  you  must  reckon,  however,  with  a  dif- 
ferent principle.  Large  merchants  know  that 
it  costs  them  a  good  deal  more  to  sell  some 
classes  of  goods  than  it  does  others.  A  patent 
medicine,  for  instance,  can  be  quickly  wrapped 
and  handed  over  the  counter  at  a  considerably 
less  expense  than  attaches  to  the  dispensing 
and  sale  of  a  prescription.  Cigars,  too,  involve 
much  less  expense  for  the  same  reason,  so  that, 
if  you  could  only  get  at  what  it  costs  you  to 
conduct  a  cigar  stand  you  would  find  that  your 
percentage  expense  was  somewhat  lower  than 
the  average  for  the  entire  store.  This  is  a 
principle  which  must  be  recognized.  There  are 
certain  things  in  a  store  which  do  not  average 
up  to  the  general  percentage  of  gross  profit. 
You  can't  expect  them  to. 

Nevertheless,  despite  this,  if  you  find  after  a 
year's  experimental  keeping  of  records,  that 
a  given  department  is  yielding  a  much  smaller 
profit  than  it  should,  the  information  will  be 
of  great  service.  It  will  then  be  up  to  you  to 
get  busy  and  correct  the  situation.  Find  out 
where  the  leaks  are ;  discover  why  you  do  not 
make  a  better  profit ;  see  if  you  can't  boost 
prices  somewhat ;  put  in  a  certain  percentage 
of  goods  that  you  can  make  more  on,  and  do 
everything  possible  to  make  a  better  showing. 
— Bulletin  Massachusetts  College  of  Pharmacy. 


Improvement. 

Think  your  pa];>er  improving.  We  like  the  original 
articles  very  much,  and  you  surely  get  a  number  of 
them.  G.  B.  Caire. 

Poughkeepsie^  N,  K,  Nov.  12,  igi4. 


Most  Helpfol. 

I  consider  your  journal  one  of  the  most  useful  and 
helpful  published  among  pharmacists. 
London,  Eng.,  Nov,  /,  1914,  G.  W.  Evans. 

Investigation  of  several  weeks  developed  the  fact 
that  the  hair  inside  a  cow^s  ear  makes  brushes  that 
equal  the  importations  from  Germany. 


Digitized  by 


Google 


66 


THE  SPATULA 


A  SaalK*  from  TKr««  HaAdK^rcKi^fli. 

,  The  performer  shows  three  silk  handkerchiefs  of 
different  colors,  all  without  preparation.  Taking  these 
together  by  the  corners,  in  the  finger  tips  of  either 

hand,  he  gives  the 
mystic  command 
"  go,"  when,  like  a 
flash  of  lightning, 
the  silks  are  seen  to 
.change  into  a  huge 
wriggling  snake, 
which  jumps  off  his 
hand  on  to  the  floor 
of  the  stage  (see 
Fig.  A).  This  pro- 
duces a  most  sen- 
sational effect,  and 
on  this  account,  and 
for  the  reason  that 
the  trick  may  be  worked  at  any  moment  without  pre- 
vious preparation,  I  can  highly  recommend  it. 

Explanation.—  The  snake  consists  of  a  spiral  wire 
spring  some  two  feet  in  length,  shaped  and  tapered  in 
imitation  of  the  body  of  a  snake  and  covered  with  ma- 
terial painted  in  imitation  of  its  natural  skin. 

Inside  the  head  at** A"  Fig.  B  is  soldered  a  wire 
"  A  B,"  provided  with  a  loop  *'  B,"  and  to  which  the 
three  handkerchiefs  are  tied  by  the  corners. 

To  prepare  for  working  the  trick,  the  fingers  are  in- 
serted in  an  aperture,  made  in  the  tail  end  of  the  snake, 
and  the  three  handkerchiefs  are  withdrawn  to  their 
full  extent ;  this  causes  the  spring  to  close  up  as  shown 
in  Fig.  B,  and  in  which  position  it  must  be  secured  in 
a  nunner  that  it  may  be  readily  released  at  the  required 
moment. 

The  handkerchiefs  may  either  be  tied  permanently 
to  the  loop  "  B,"  or  they  may  be  made  detachable  by 
means  of  the  clip  after  the  manner  already  described. 
The  mechanical  operation  is  prac- 
tically the  same  as  that  where  a 
white  handkerchief  is  changed  to 
a  colored  one,  the  only  difference 
being  that,  in   this  case,   thr'ee 
handkerchiefs  are  changed  to  a 
snake. 

The  performer  takes  up  the  three 
handkerchiefs,  the  snake  being 
hidden  in  the  same  hand.  Then, 
having  called  attention  to  the  silks, 
he  gives  them  a  shake,  at  the  same 
time  releasing  the  snake  which, 
expanding,  covers  up  the  silks  and 
jumps  out  of  his  hand,  thus  creating  the  effect  of  the 
appearance  of  a  live  reptile. 

N.B.-— The  metal  loop  "B"  is  sometimes  screwed 
into  a  piece  of  wood  tied  in  the  Uil  end  of  the  snake 
—  I  think  this  method  the  best.  To  set  the  apparatus 
for  use,  the  handkerchiets  are  pulled  out  of  the  mouth, 
when  a  piece  of  wire  attached  to  the  tail  end,  is  passed 
through  the  loop,  keeping  all  in  position.    Just  prior 


to  the  "  change,*'  the  wire  is  secretly  withdrawn  from 
the  loop. 

A  funny  element  is  introduced  in  conclusion,  by  the 
performer's  assistant "  coming  on  "  with  a  pepper  box, 
peppering  the  reptile  and  afterwards  sweeping  it  up 
with  a  dust-pan  and  brush.—  Ellis  Stanyon. 


N*rv*  Not  LfftclK. 

"  The  small  things  count,''  said  a  hardware  dealer 
to  his  clerks  one  day.  "  When  a  business  stops  grow- 
ing it  soon  goes  backward.  It  is  governed  by  the 
same  principles  that  govern  a  plant  A  plant,  im- 
properly cared  for,  soon  will  wither  and  go  to  seed. 
A  business  that  is  permitted  to  take  care  of  itself  soon 
follows  the  course  of  the  neglected  plant. 

"  Big  men  who  do  millions  of  dollars'  worth  of  busi- 
ness every  year  always  are  looking  after  the  small 
things.  They  are  scheming  and  figuring  out  how  the 
million  dollar  business  of  to-day  may  be  broadened  to 
a  million  and  one  dollars  to-morrow.  They  are  not 
content  with  letting  the  business  run  itself,  because 
from  experience  they  know  it  won't  do  it.  They  have 
to  keep  their  fingers  on  the  details  that  bring  in  the 
pennies  and  the  quarters.  They  know  that  once  the 
small  coins  start  coming  in  the  millions  will  accumu- 
late. 

"  We  won't  let  this  business  of  ours  go  to  seed.  We 
will  care  for  it  as  we  would  for  the  plants  that  decorate 
our  porches  at  home  and  our  back  gardens.  Keep  the 
weeds  pulled  and  the  business  garden  free  of  anything 
that  tends  to  laden  it. 

**  A  great  many  people  often  argue  that  there  is  a 
lot  of  luck  in  business.  Maybe  there  is,  but  it  doesn't 
come  to  the  man  who  sits  in  his  private  office  and 
waits  for  it  to  visit  his  store.  If  there  really  is  luck  in 
getting  trade,  it  has  to  be  dug  out  and  captured  and 
held  fast. 

"  Holding  and  increasing  trade,  when  all's  said  and 
done,  is  not  luck  —  it's  enterprise.  The  man  who  has 
ideas  is  not  the  lucky  man  at  all  times.  His  ideas  are 
worth  nothing  if  he  doesn't  put  them  into  action.  That 
he  enjoys  a  prosperous  trade  is  not  luck.  It  merely 
shows  he  let  the  notion  of  luck  strictly  alone.  The 
man  who  develops  trade  is  the  man  who  is  willing  to 
put  his  own  money  on  bis  own  O.  K.  Nerve,  not  luck, 
makes  a  business  prosperous." — American  Artisan. 


Oa*  of  0«ir  Kids. 

Enclosed  please  find  I1.25  for  another  trip  with  you. 
I  still  look  each  month  with  the  same  eagerness  for 
The  Spatula  —  in  fact,  I  get  more  help  and  enjoy- 
ment out  of  it  than  I  do  out  of  any  other  magazine  I 
take.  If  you  can  spare  one  of  those  scarf  pins  I  shall 
be  glad  to  receive  and  wear  it  as  one  of  the  '*  Spatula 
Boys."  J.  T.  Locke. 

Corunna^  Ont.y  Nov,  p,  IQ14. 

His  First  Impr^ssiosk. 

I  have  received  my  first  copy  of  The  Spatula 
and  think  it  one  of  the  best  drug  journals  I  have  ever 
seen.  T.  Bourgeois. 

Elmsdale,  N,  S.^  Nov.  /,  igi4. 
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BRIDGE  AND   MONUMENT,  CONCORD,   MASS. 


Transient  Competition, 

By  Elton  J.  Buckley. 


ROM  a  represeDtative  of  the  Pennsyl- 
vania Retail  Merchant's  Association  I 
have  a  letter  making  the  following  sug- 
gestion :  '*  Won't  you  pay  some  atten- 
tion in  your  legal  articles  to  the  tran- 
sient merchant  question.  So  many 
towns  are  asking  me  what  they  can  do  to  keep  out 
the  transient  vendor." 

Fortunately  I  can  handle  this  so  that  it  will  be  equally 
interesting  and  applicable  to  retailers  of  other  States, 
as  the  fundamenUl  law  of  the  subject  is  substantially 
the  same  everywhere. 

The  situation  which  retail  merchants  are  complain- 
ing of  is  typically  this :  There  will  be  in  a  given  town 
the  usual  number  of  established  retailers,  all  citizens 
of  the  place  and  all  contributing  in  one  way  or  another, 
to  the  local  expenses.  Into  such  a  town  there  will  come 
other  men  with  goods  to  sell  —  peddlers,  agents,  auc- 
tioneers, salesmen  of  outside  concerns,  taking  orders 
from  consumers.  Of  course  none  of  these  pay  any- 
thing toward  the  upkeep  of  the  place  — they  have  no 
interest  and  no  part  in  it  outside  of  the  dollars  they 
can  take  out  of  it.  Every  dollar's  worth  of  business 
which  they  get  is  lost  to  the  local  merchants,  who  in 
almost  all  cases  are  the  more  deserving  of  the  two. 
Co^umers,  however,  are  not  discriminating,  and  it 
often  seems  as  if  they  prefer  to  buy  goods  from  out- 
siders and  strangers. 

What  can  be  done  to  keep  the  itinerants  out?    Is 
there  any  way  in  which  the  local  trade  can  be  preserved 
for  the  local  merchants,  so  far  as  peddlers,  agents, 
•Copyright  October,  1914,  by  Elton  J.  Buckley. 


auctioneers  and  outside  salesmen  are  concerned  ?  The 
answer  is  that  there  is  no  legal  way  in  which  the  itiner- 
ants can  be  kept  out  absolutely,  though  they  can  be 
curbed  to  a  certain  extent. 

Generally  speaking,  any  city,  town,  borough  or  town- 
ship has  the  power  to  pass  an  ordinance  taxing,  licens- 
ing or  regulating  the  transaction  of  business  within  its 
boundaries.  This  power  includes  the  power  to  impose 
what  is  often  called  an  occupation  tax  or  license. 

I  say  as  a  general  thing  that  citils,  towns,  etc.,  can 
pass  such  ordinances.  There  are  some  exceptions, 
though  not  many.  The  power  is  derived  from  the  gen- 
eral and  fundamental  law  of  the  States.  Of  course  I 
cannot  go  into  the  question  as  to  which  States  grant 
this  power  to  their  cities  and  towns,  but  suffice  it  to  say 
that  in  practically  every  State  of  the  Union  it  is  pos- 
sible for  the  cities,  towns,  counties,  boroughs,  etc.,  in  it 
to  pass  some  sort  of  an  ordinance  taxing  occupations. 

There  are  two  fundamental  requirements  as  to  such 
ordinances :  i,  they  must  be  reasonable  and  they  must 
not  destroy  business  under  the  guise  of  a  taxing  or- 
dinance; and  2,  they  must  not  discriminate  between 
residents  and  non-residents.  Many  hundreds  of  such 
ordinances  have  been  declared  unconstitutional  by  the 
courts  because  they  violated  the  second  requirement. 
It  was  a  natural  error,  |or  non-residents  were  what 
these  ordinances  were  aimed  at,  therefore  it  is  not  sur- 
prising that  they  sought  to  tax  only  non-residents  who 
came  into  the  territory  and  sought  to  sell  goods.  The 
law,  however,  is  very  clear  that  this  cannot  be  done. 
An  ordinance  imposing  a  tax  upon  a  transient  business, 
or  compelling  it  to  obtain  a  license  before  operating, 
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must  tax  transient  business  done  by  residents  as  well 
as  non-residents. 

With  the  above  conditions  in  mind,  and  speaking 
generally,  the  average  city,  county,  borough,  township 
or  other  municipal  sub-division  can  pass  a  perfectly 
legal  and  valid  ordinance  imposing  a  tax  or  license  up- 
on all  peddlers,  canvassers,  agents,  salesmen,  or  other 
representative  or  person  who  does  business  within  the 
city  limits,  "doing  business"  meaning  ofiEering  goods 
for  sale.  But  as  pointed  out,  such  an  ordinance  must 
include  local  peddlers,  canvassers  and  agents  or  it  will 
be  bad.  Or  it  can  pass  an  ordinance  taxing  all  tran- 
sient business. 

I  find  by  an  examination  of  the  cases  that  most  cities 
and  towns  have  met  this  problem  by  imposing  a  tax 
or  license  on  "transient"  business,  this  of  course  in- 
cluding transient  business  carried  on  by  residents  of 
the  place  as  well  as  by  non-residents.  It  seems  to  me 
that  this  would  meet  most  cases,  for  the  outside  busi- 
ness is  almost  always  transient,  meaning  that  it  is  not 
constant,  regular  and  continuous,  and  that  it  may  be 
here  to-day,  gone  to-morrow  and  perhaps  back  again 
next  week.  That  is  certainly  transient  business  and 
it  can  be  taxed  or  licensed. 

What  tax  or  license  fee  can  be  imposed?  It  must 
be  reasonable  or  it  will  be  set  aside..  As  one  case  has 
it,  "  the  authority  to  tax  or  license  does  not  include 
authority  to  impose  a  prohibitory  tax  upon  a  useful 
occupation."  A  business  cannot  be  suppressed  through 
a  tax  or  license. 

I  suppose  a  tax  or  license  fee  up  to  I25  would  be 
upheld. 

In  many  places  these  ordinances  already  exist— 
they  are  simply  not  enforced,  because  nobody  has 
made  it  his  business  to  see  that  they  were.  In  other 
places  ordinances  primarily  intended  to  prevent  peddl- 
ing are  phrased  broadly  enough  to  include  canvassers 
of  a  more  important  type. '  For  example  in  Pennsyl- 
vania the  official  definition  of  peddler  is  "one  who 
carries  from  house  to  house  small  packages  of  goods, 
for  the  purpose  of  offering  same  for  sale."  It  makes 
no  difiEerence  whether  the  goods  belong  to  him  or  be- 
long to  somebody  else  who  pays  him  a  salary  to  take 
them  about 

My  point  is  that  this  definition  is  broad  enough  to 
include  many  canvassers  and  outside  business  people 
who  do  not  consider  themselves  peddlers  at  all.  In 
all  such  cases  it  would  merely  be  necessary  to  enforce 
the  peddling  ordinances,  which  exist  almost  every 
where  in  the  United  States. 

A  tax  or  licensing  ordinance  is  bad  if  it  interferes 
with  interstate  commerce,  and  a  very  large  number  of 
small  communities,  while  manfully  endeavoring  to  pro- 
tect their  own  merchants,  have  seen  their  efforts  de- 
feated by  failing  to  remember  that.  No  city,  town, 
borough,  township  or  county  can  tax  or  license  a  can- 
vasser, sample  agent  or  salesman  who  represents  prin- 
cipals doing  business  outside  the  State,  and  who  solicit 
orders  by  sample  or  otherwise,  for  goods  which  have 
not  yet  been  brought  into  the  State,  or  if  they  have 


been  brought  in,  are  still  in  the  original  packages.  The 
shipment  of  goods  under  such  circumstances  is  inter- 
state commerce,  and  no  agent  engaged  in  it  can  be 
compelled  to  pay  a  tax  or  license  by  a  State  or  any 
sub-division  of  a  State.  Even  where  residents  and 
non-residents  have  been  taxed  alike,  the  ordinance 
will  be  bad. 

It  is  not  interference  with  interstate  commerce 
however,  where  the  goods  have  been  brought  into  the 
State  and  are  in  a  warehouse  with  the  original  package 
broken.  Goods  removed  from  the  original  packages 
cease  to  be  a  part  of  interstate  commerce,  and  anybody 
offering  them  for  sale  can  be  taxed  or  licensed. 

Would  a  I25  tax  or  license  exclude  any  of  the  itiner- 
ants ?  Undoubtedly  it  would  exclude  some — probably 
a  great  many  —  especially  if  many  communities  were 
imposing  such  a  tax  at  the  same  time,  thus  forcing  the 
outsider  to  pay  several  I25  fees. 

A  Lost  Art. 

Somewhere  and  somehow  the  world  of  trade  has 
lost  the  art  of  tying  up  bundles  in  grocery  stores,  dry 
goods  houses,  hardware  stores  and  even  in  some  drug 
stores.  The  paper  bag  seems  to  have  been  the  begin- 
ning of  it.  Before  its  coming  even  a  crossroads  grocer 
could  lay  a  double  thickness  of  brown  paper  on  the 
counter,  empty  a  dollar's  worth  of  "  Coffee  A  "  sugar 
upon  it  out  of  a  brass  scoop,  and  tie  the  package  up 
as  smooth  and  tight  as  a  block  of  planed  wood.  How 
many  clerks  in  a  Chicago  comer  grocery  could  do  it 
now? 

In  the  old  dayi^,  in  some  of  the  smaller  town8,^e 
purchaser  carried  his  sugar  home  on  his  arm,  and  in 
consideration  of  this  the  brown  parcel  would  be  re- 
wrapped  in  a  thinner,  lighter  sheet  of  paper,  which 
was  supposed  to  make  a  more  comely  package.  It 
was  remarkable  what  a  neat-looking  bundle  a  grocer 
or  hardware  dealer,  says  an  exchange,  could  make  of 
several  odd-shaped  bundles  or  packages.  In  some  of 
the  "  general "  stores,  a  coffee  miU,  a  bag  of  salt  and 
a  tin  dipper  could  be  tied  into  a  paper  so  skilfully  that 
a  neighbor  across  the  street,  seeing  the  head  of  the 
house  come  in  with  it,  would  be  left  in  deep  wonder- 
ment as  to  whether  it  was  a  new  suit  of  clothes  or  a 
bolt  of  "domestic." 

With  the  perfecting  of  the  paper  bag,  however, 
slovenliness  began  to  mark  the  wrapping  in  stores. 
At  first  a  bag  was  filled,  the  top  folded  into  place 
neatly  and  tied  as  if  it  were  open  paper.  The  grocer, 
especially,  compromised  by  twisting  up  the  mouth  of 
the  bag  and  rolling  it  down  on  to  the  contents,  using 
no  string  whatever.  To-day  wrapping  up  bundles  is  a 
lost  art.  Nobody  carries  neat  bundles  anywhere.  An 
ordinary  package  of  some  solid  object  is  laid  down  on 
a  piece  of  paper,  and  as  it  is  rolled  up  the  ends  of  the 
paper  are  tucked  into  the  bundle,  leaving  the  wrapper 
to  tie  a  string  around  the  centre  of  the  roll.  With 
many  small  objects  no  string  is  used,  and  a  person 
with  several  of  these  bundles  starting  home  from  down 
town  is  likely  to  have  trouble  with  wrappings  b^ore 
he  gets  there. 
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Fundamentals  of  Commercial  Pharmacy. 

The  tenth  in  a  series  of  articles  on  Commercia]  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "  Commercial, Pharmacy." 


"1 T  must  have  occurred  to  you,  while 
you  were  readiog  over  the  preced- 
ing article,  that  a  knowledge  of 
Professional  Pharmacy  alone  is  not 
enough  to  qualify  you  for  the  posi- 
tion of  an  efficient  manager.  You 
must  understand  the  fundamentals 
of  Commercial  Pharmacy  as  well. 
Druggiste  in  all  parts  of  the  country,  realizing  that 
the  conditions  of  die  drug  business  to-day  calls  for 
good  business  methods,  arc  developing  hungry  appe- 
tites for  information  on  business  topics.  Every  drug 
journal  you  pick  up  you  will  run  across  an  editorial  or 
an  article  on  Commercial  Pharmacy.  Addresses  are 
being  made  at  the  leading  Sute  Pharmaceutical  Asso- 
ciation meetings  to  the  effect  that  the  day  of  Commer" 
cial  Pharmacy  has  arrived  and  more  attention  should 
be  given  to  it  at  the  State  Association  meetings. 
Several  colleges  have  already  established  a  chair  on 
Commercial  Pharmacy. 

The  drug  clerks  have  taken  up  the  cry  for  Commer- 
cial Pharmacy.  Mr.  W.  H.  Eaton,  a  drug  clerk  of 
Detroit,  Mich.,  in  his  paper,  "The  Drug  Clerk's  Real 
Value,*'  which  was  awarded  the  Pharmaceutical  Era 
first  prize  says, "  Talk  as  you  like,  the  drug  business 
has  lost  its  professional  attitude  and  is  to-day  almost 
wholly  commercial.  It's  not  so  much  a  survival  of  the 
fittest  but  of  the  foxiest." 

One  writer  in  a  drug  journal  claims  to  have  the 
figures  to  prove  that  65%  of  the  sales  in  the  big  suc- 
cessful drug  stores  is  derived  from  Commercial  Phar- 
i^acy  and  35%  from  Professional  Pharmacy.  My  in- 
vestigations showed  67%  for  Commercial  Pharmacy 
and  33%  for  Professional  Pharmacy.  Other  writers 
plsKce  Commercial  Pharmacy  as  high  as  75%.  From 
the  various  estimates,  we  can  choose  63%  or  65%  for 
the  average  drug  store. 
It  certainly  isn't  fair  to  devote  all  your  study  and 
^Copyright,  1914,  by  D.  Chas.  O'Connor. 


training  to  the35%  end  and  ignore  iht6s%  end.  Neither 
is  it  right  for  the  Colleges  of  Pharmacy  to  frame  their 
courses  solely  for  the  35%  end. 

Our  high  schools  have  been  conducted  as  training 
schools  for  colleges  and  universities  even  though  but 
5%  of  the  graduates  entered  higher  institutions  of  learn- 
ing. The  95%  class,  who  after  graduating  from  high 
school  went  to  work  in  commercial  and  industrial  pur- 
suits, were  required  to  take  the  same  courses  as  the 
5%  class  who  entered  colleges  and  universities,  and, 
therefore,  were  not  trained  for  their  commercial  and 
industrial  pursuits.  All  this  is  being  changed.  The 
courses  are  being  made  over  so  that  the  95%  class  who 
go  to  work  as  soon  as  they  graduate  from  high  school 
will  have  some  special  training  in  the  line  they  intend 
to  follow.  It  is  now  believed  that  the  pupil  should  be 
prepared  to  do  some  one  thing  well  no  matter  at  what 
age  he  leaves  school. 

We  discussed  in  the  first  article  the  subject  of  vo- 
cational guidance,  and  the  attention  the  leading  edu- 
cators and  business  men  are  giving  it.  Trade  schools 
and  continuation  schools  are  being  established.  Such 
radical  reforms  would  have  been  ridiculed  a  few  years 
ago  but  they  are  welcomed  now. 

What  brought  about  this  big  change  in  opinion  ?  It 
was  brought  about  by  the^trong  demand  of  the  present 
day  commercialism  which  overcame  the  two  prejudices 
formerly  existing,  the  one  against  business  as  a  calling 
or  profession  and  the  one  against  the  educational  sys- 
^m.  So  that  now  the  educator  and  the  business  man 
are  meeting  each  other  half  way  and  cooperating  for 
their  mutual  benefit. 

Right  here  is  where  you  and  I  are  interested  because 
it  shows  us  that  business  is  coming  into  its  own  and 
the  function  of  a  business  man  is  no  longer  considered 
undignified  nor  looked  upon  as  beneath  other  social 
functions.  Business  is  considered  a  regular  calling  or 
profession  and  the  business  man  of  to-day  occupies  a 
place  in  public  estimation  which  he  has  rightly  earned. 
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Now  don't  get  it  into  your  head  for  one  minute  that 
Commercial  Pharmacy  is  beneath  your  dignity ;  on  the 
contrary,  it  will  make. you  more  dignified ;  it  will  give 
you  more  breadth ;  it  will  give  you  a  greater  all-round 
development,  and  a  better  trained  judgment  to  grasp 
and  decide  the  big  problems  you  will  have  to  face  when 
you  manage  a  drug  store. 

Whether  you  like  it  or  not,  Commercial  Pharmacy 
is  something  you  must  take  up  and  add  to  your  equip- 
ment if  you  ever  expect  to  make  good  in  the  drug 
business. 

Commercial  Pharmacy  may  be  defined  as  that  ser- 
vice which  treats  of  buying  and  selling  of  commodities 
pertaining  to  the  business  of  Pharmacy,  andybr^fv^/. 

The  last  two  words  of  this  definition  are  important 
and  should  always  be  kept  fresh  in  your  mind.  Any 
body  can  give  goods  away  or  sell  them  at  cost,  but 
everybody  cannot  sell  goods  at  a  fixed  certain  profit 
and  keep  that  profit  up  year  after  year.  Another  thing, 
many  druggists  think  they  are  making  a  profit  when 
they  are  not  They  cannot  tell  accurately  whether  they 
are  or  not  unless  a  fair  and  square  inventory  is  made 
every  year  and  accurate  accounts  of  purchases  and 
expenses  are  kept.  Many  a  druggist  never  takes  an 
inventory,  neither  could  he  tell  you  what  his  purchases 
and  expenses  are  every  month  if  you  should  ask  him. 
Don't  be  satisfied  with  taking  it  for  granted  that  you 
are  making  a  profit, get  the  figures  and  find  out  whether 
you  are  getting  your  profit,  or  are  just  getting  by,  or 
are  actually  losing  money.  The  latter  is  often  found 
,to  be  the  case  when  accurate  figures  for  the  inventory 
purchases  and  expenses  are  turned  in. 

Commercial  Pharmacy  is  built  upon  buying  and  sell- 
ing. These  two  fundamentals  form  the  foundation, 
and  will  be  considered  at  great  length  in  the  two  fol- 
lowing articles.  Advertising,  window  displays,  store 
displays,  business  building  through  special  sales  and 
side  lines,  and  selling  your  own  services,  are  all  forms 
of  salesmanship,  so  that  every  article  following  the 
next  one  on  Buying  is  devoted  to  salesmanship  in  its 
various  forms.  The  province  of  this  article  then,  is  to 
just  touch  upon  the  subjects  coming  under  the  scope 
of  Commercial  Pharmacy,  other  than  those  subjects 
covered  in  the  following  articles  of  this  series. 

First  among  these  subjects  is  that  of  the  establish- 
ment of  a  drug  store.  Where  and  how  to  establish  a 
drug  store  isn't  easy  to  decide.  Will  you  choose  the 
large  city  or  the  small  town  ? 

There  are  45,000  drug  stores  in  the  United  States, 
7,500  of  which  are  in  cities  of  over  100,000  population ; 
5,000  are  in  cities  of  between  10,000  and  100,000 ;  the 
balance,  32,500  stores,  are  located  in  cities  and  towns 
of  less  than  10,000  population.  About  three-fourths  of 
the  drug  stores  in  the  United  States  are  in  the  small 
places  of  less  than  10,000. 

If  you  are  going  in  business  for  yourself,  the  small 
place  is  better  than  the  large  city.  In  the  city,  expenses 
are  high  and  net  profits  small.  You  have  to  fight  de- 
partment store,  cut  price  drug  and  cigar  store,  5  and 
10  cent  store  and  candy  store  competition.    In  the 


country  towns  expenses  are  small  and  net  profits  large 
and  the  competition  is  confined  mostly  to  that  of  mail 
order  houses. 

Suppose  you  do  choose  the  country  town  or  small 
city,  then  you  will  have  to  choose  the  location  and  that 
is  too  important  to  rush  into  blindfolded.  On  the  main 
street  or  side  street?  which  side  of  the  street?  on  a 
corner  ?  is  the  best  corner  in  town  worth  the  extra  rent  ? 
how  many  people  pass  it?  how  many  teams?  do  the 
people  walk  on  that  side  of  the  steeet  at  night?  do  the 
street  cars  unload  their  country  passengers  at  that 
point?  are  the  show  windows  well  arranged?  will  the 
outside  signs  show  up  well  ?  can  you  get  a  lease  ?  how 
many  people  can  the  store  draw  from  ?  whit  pay  do 
they  get  and  how  many  industries  there? 

You  will  find  that  you  will  have  to  decide  on  about 
twenty-five  questions  touching  on  the  location  in  the 
town.  The  big  syndicates  send  men  out  to  get  tabs 
on  locations.  They  tabulate  everything,  count  the 
people  and  teams,  interview  storekeepers,  learn  about 
their  industries  and  how  often  they  shut  down,  if  strikes 
are  frequent,  etc.  The  field  is  thoroughly  gone  over 
before  a  branch  store  is  started. 

When  you  have  decided  upon  the  location,  how  are 
you  going  to  finance  your  store?  Have  a  wholesale 
druggist  set  y({u  up?  borrow  the  money  from  friends 
or  the  bank?  take  on  a  moneyed  partner?  Starting  in 
business  on  borrowed  capital  is  rather  risky.  Nearly 
every  busi  ness  man  advises  agai  nst  it.  I  n  this  i  nstance 
it  is  well  to  remember  Poor  Richard's  philosophy,  "He 
that  goes  a-borrowing  gbes  a-sorrowing."  The  best 
way  to  start  in  business  is  on  your  own  capital  or  that 
furnished  by  your  family  or  trusted  friends. 

You  will  want  to  get  in  right  with  the  mercantile 
agencies  and  they  will  give  you  a  much  better  report 
when  you  start  in  on  your  own  capital.  You  will  find 
then  that  the  better  your  character  and  the  more  ex- 
perience you  have  the  better  credit  you  will  receive 
from  the  banks  and  mercantile  agencies.  General  char- 
acter and  special  ability  is  what  credit  is  based  on. 

Before  buying  your  goods  you  will  have  to  decide 
upon  what  class  of  trade  you  intend  to  bid  for.  Will 
you  cater  to  the  poor  and  middle  classes  or  the  middle 
and  rich  classes?  That  will  depend  somewhat  upon 
the  town  you  are  in.  The  middle  class  is  the  best 
spenders  m  a  drug  store.  In  general,  it  is  better  to 
cater  to  that  class  and  also  to  the  poor  class.  The  rich 
class  will  buy  theii"  immediate  necessities  from  you  but 
for  the  bulk  of  their  drug  store  purchases  they  go  to 
the  big  cities. 

When  you  have  decided  this  question  you  know  just 
what  kind  of  goods  to  buy  and  how  much  to  pay  for 
them.  Spend  most  of  your  available  capital  on  stock. 
Stock  turns  over  quickly  and  pays  a  profit,  fixtures  tie 
up  capital  and  don't  pay  a  profit.  Pass  by  the  expen- 
sive soda  fountain,  the  elaborate  mirrors  and  show- 
cases, and  fancy  fixtures.  Go  light  on  the  fixtures, 
especially  while  your  capital  is  small.  Get  only  what 
you  absolutely  need.  When  you  have  made  your  little 
pile  it  is  time  enough  then  to  think  of  fancy  fixtures. 
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Plaaing  your  store  comes  next.  Every  department 
must  be  given  space  according  to  its  importance.  The 
cigar  and  candy  departments  are  usually  placed  near 
the  front  because  those  goods  sell  every  day  and  sell 
largely  on  sight.  People  will  buy  them  just  by  seeing 
them  even  though  they  come  in  to  buy  something  else* 

The  goods  must  be  arranged  in  view  of  their  sales- 
manship qualities.  Articles  of  common  use  should  be 
kept  on  top  of  showcases  where  they  always  suggest 
themselves.  If  your  store  is  in  a  family  neighborhood, 
family  medicines  and  toilet  articles  should  be  promi- 
nently displayed.  The  present  tendency  is  to  move 
the  shelf  bottles  to  the  rear  of  the  store  and  utilize 
their  former  display  space  for  specialties  and  season' 
able  goods  which  sell  better  when  displayed  in  sightly 
positions.  Signs  and  price  tickets  are  absolutely  essen- 
tial. Every  up todate  manager  or  proprietor  insists 
upon  them. 

The  choice  of  a  bank  should  have  your  careful  con- 
sideration. It  isn*t  always  best  to  choose  the  one  near, 
est  you  Some  banks  have  the  reputation  of  a  narrow 
mean,  stingy,  pusb/ing-to-the-wall  policy  and  that  is  the 
kind  you  don't  want.  Choose  a  bank  with  a  liberal, 
fair  and  square  policy.  Establish  credit  there  whether 
you  need  it  or  not.  Borrow  small  sums  once  or  twice 
a  year  to  pay  your  discounts  then  return  the  money  at 
the  appointed  time.  In  that  way  you  will  make  your 
credit  solid.  If  you  run  along  several  years  without 
borrowing  then  ask  for  a  loan,  the  bank  is  apt  to  think 
that  you  are  getting  in  over  your  head  and  may  refuse 
Establish  your  credit,  then  maintain  it,  and  it  is  there 
for  you  in  case  of  emergency.  If  reverses  strike  you 
when  you  have  no  established  credit  you  are  in  danger 
of  having  all  your  savings  of  years  swept  away.  An 
accepted  maxim  is,  "  Always  keep  your  credit  good." 

Many  druggists  are  slack  in  their  methods  of  ac. 
counting.  That  is  one  point  which  you  should  give 
due  consideration.  It  isn't  necessary  to  carry  on  a 
double-entry  system  of  accounting.  The  tendency  in 
the  drug  business  is  to  simplify  the  accounting.  I  have 
always  found  that  the  single  daily  statement  sheet  is 
an  excellent  method.  Every  transaction  of  the  day 
appears  on  one  sheet  which  is  filed  in  a  Shannon  filing 
case.  From  this  sheet  special  records  can  be  made  if 
you  wish  them.  You  will  need  a  cash  register  just  as 
much  as  you  will  need  a  soda  fountain.  You  can  get 
a  cash  register  nowadays  for  any  price  you  want  to 
pay,  BO  there  is  no  need  of  going  in  too  steep'  at  the 
start.  The  National  Cash  Register  Co.  have  some  good 
accounting  systems  which  go  with  their  registers  and 
you  can  modify  or  supplement  their  systems  to  meet 
your  special  requirements. 

Drug  clerks  often  stumble  into  this  mistake, —  think, 
ing  that  they  can  sell  the  same  kiyd  of  goods  as  the 
proprietor  of  the  last  store  they  worked  in.  Your  store 
may  be  in  .a  locality  where  you  will  have  to  cater  to  an 
entirely  different  class  of  people.  What  your  last  em- 
ployer had  a  big  sale  on  you  won't  have  any.  There- 
fore, the  possibilities  of  your  location  should  be  care- 
fully considered. 


The  financing,  planning  and  arranging  of  a  drug 
store  as  well  as  the  problems  of  its  establishment  should 
not  be  skimmed  over  too  lightly  by  you.  The  province 
of  this  article  has  only  allowed  me  to  barely  mention 
them  but  I  hope  this  mere  mention  will  be  sufficient  to 
make  you  realize  how  important  they  are  and  how  much 
thought  they  deserve  at  your  hands. 

Starting  a  drug  store  is  something  you  can't  just 
stumble  into  any  old  way.  You  must  start  it  right  and 
in  the  right  place.  I  know  several  young  drug  clerks 
who  have  started  in  business  recently,  who  have  statted 
wrong  as  to  financing,  planning,  arranging  and  location. 

A  poor  start  is  an  awful  handicap.  It  would  be  even 
for  an  old  time  druggist  let  alone  a  struggling  drug 
clerk  just  out  of  his  apprenticeship.  The  drug  busi- 
ness has  handicaps  enough  without  shouldering  that 
of  a  poor  start.  Such  a  handicap  will  follow  you  for 
years  and  you  may  never  be  entirely  free  from  its  ef- 
fects. I  have  had  some  experience  in  this ;  so  I  know 
whereof  I  speak. 

Besides  the  problems  of  drug  store  establishment. 
Commercial  Pharmacy  also  embraces  the  problems  of 
drug  store  managment  and  development,  which  are 
treated  in  other  articles  of  this  series.  I  have  treated 
all  these  problems  at  much  greater  length  in  my  book 
^  A  Treatise  on  Commercial  Pharmacy.*'  * 

To  sum  up,—  the  drug  trade  is  now  convinced  that 
a  knowledge  of  Professional  Pharmacy  alone  is  not 
enough  for  the  druggist  of  the  present  and  future  and 
the  importance  of  Commercial  Pharmacy  is  now  con- 
ceded. The  Colleges  of  Pharmacy  have  recognized 
the  necessity  for  commercial  training  and  the  drug- 
gists in  general  are  hungry  for  information  on  busi- 
ness topics. 

When  Commercial  Pharmacy  comprises  65%  of  a 
drug  store's  sales,  surely  some  special  training  for  it 
is  needed.  Drug  clerks  are  awake  to  that  truth  and 
do  not  consider  that  Commercial  Pharmacy  is  beneath 
their  dignity.  A  business  career  is  a  dignified  one  and 
is  conducive  to  the  broadening  and  developing  of  the 
individual  who  follows  it.  You  will  have  to  study 
Commercial  Pharmacy  to  make  good. 

The  fundamentals  of  Commercial  Pharmacy  are  buy- 
ing and  selling  and  its  scope  embraces  ail  the  problems 
of  establishing,  managing  and  developing  a  drug  store. 
Selling  is  the  principal  fundamental  and  all  the  remain- 
ing articles  of  this  series  are  written  on  some  form  of 
selling. 

•\  Treatise  on  Commercial  Pharmacy,  ioit  Pi  by  D.  Chat 
O'Connor.    J.  B.  Lippincott  Co.,  Philadelphia. 


LITTLB  BELGIANS. 
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From  a  pharmacological  or,  what  should  amount  to 
the  same,  a  dietetic  standpoint  tea  or  coffee  ought  in 
certain  ways,  at  all  events,  to  act  similarly,  since  both 
conuin  the  alkaloid  caffeine  which  has  a  well-known 
and  marked  effect  of  stimulation  upon  the  central 
nervous  system.  It  is  generally  admitted,  however, 
that  the  two  beverages,  though  having  one  thing  in 
common,  afford  different  results.  Tea,  it  is  well  to 
point  out,  contains  a  much  larger  proportion  of  the 
alkaloid  than  coffee,  but  in  the  preparation  of  tea  in 
ordinary  domestic  practice  a  much  smaller  quantity  of 
materiaJ  is  used  than  is  the  case  with  coffee.  A  com- 
mon formula  enjoined  in  the  making  of  tea  amounts 
to  the  preparation  of  1.25  per  cent  infusion  of  the  leaf. 
Similarly,  in  the  preparation  of  coffee  the  quantity  of 
coffee  usually  directed  to  be  used  signifies  a  6  per  cent 
decoction.  Since  tea  contains  from  3  to  4  per  cent  of 
caffeine,  and  coffee  seldom  more  than  i  per  cent,  it 
follows  that  as  regards  this  alkaloid  both  infusions  of 
coffee  and  tea  made  on  common  domestic  lines  will 
contain  practically  the  same  amount  of  caffeine  volume 
for  volume  of  fluid. 

The  inference  is  that  whether  it  be  a  cup  of  coffee 
or  of  tea,  the  dose  of  alkaloid  will  be  the  same.  But 
according  to  the  present  investigation  the  caffeine  in 
coffee  infusion  has  quite  different  associates  from  those 
in  tea.  This  would  appear  to  be  the  case,  inasmuch 
as  while  little  caffeine  is  extracted  from  tea  by  cold 
water,  we  find  that  practically  the  whole  of  the  caffeine 
in  coffee  is  taken  out.  There  seems  to  be  little  doubt 
that  the  caffeine  in  tea  is  for  the  most  part  combined 
with  tannin  in  the  form  of  caffeine  tannate,  which  is 
not  very  soluble  in  cold  water,  but  is  easily  soluble  in 
hot  water.  We  think  this  is  an  important  observation, 
for  it  points  to  the  probability  of  caffeine  existing  in 
coffee  in  a  quite  different  form  which  is  easily  soluble 
in  cold  water.  Subsequent  experiments  showed  that 
the  caffeine  in  coffee  is  combined  with  a  peculiar  acid 
allied  possibly  to  tannic  acid,  but  exhibiting  different 
properties  from  the  tannip  present  in  tea. 

Thus  this  acid  (it  has  been  called  caffetannic  acid 
by  some  observers)  is  not  particularly  astringent,  has 
a  sour  coffee-like  taste,  does  not  coagulate  gelatine, 
gives  a  light  green  coloration  with  perchloride  of  iron 
(whereas  tannic  acid  of  tea  turns  it  black),  does  not 
make  caffeine  solutions  thick  as  does  tannic  acid,  does 
not  precipitate  alkaloids— ^^.,  quinine  —  and,  in  fact, 
shows  altogether  different  properties  from  the  tannic 
acid  of  tea.  It  gives  a  precipitate,  however,  with  lead 
acetate  from  which  the  acid  can  be  separated  by  sul- 
phuretted hydrogen.  When  coffee  infusion  is  satu- 
rated with  ammonium  sulphate  a  precipitate  is  obtained 
which  contains  a  small  proportion  of  the  total  caffeine 
in  the  free  state,  whereas  a  tea  infusion  similarly  treated 
gives  an  abundant  precipitate  containing  nearly  all  of 
the  caffeine,  this  precipitate  according  to  our  observa- 
tions consisting  chiefly  of  caffeine  tannate. 

The  caffeine  tannate  of  tea  is  precipitated  by  weak 
acids,  and  the  presumption  is  that  it  is  precipitated  by 


the  gastric  juice,  s^nd  therefore  the  caffeine  is  probably 
not  absorbed  until  it  reaches  the  alkaline  alimentary 
tract  In  the  case  of  coffee,  however,  in  whatever  form 
the  caffeine  may  be  present,  it  is  soluble  in  both  alka- 
line and  acid  fluids,  and  therefore  the  absorption  of 
the  alkaloid  probably  takes  place  in  the  stomach.  This 
fact  may  have  an  important  physiological  significance 
when  we  consider  the  comparative  stimulating  effects 
of  the  two  beverages.  If  our  view  is  correct  coffee 
should  act  more  promptly  than  tea  as  a  stimulant  and 
restorative,  looking  to  its  physiological  action  as  due 
for  the  most  part  to  caffeine. 

In  practice  it  is  generally  accepted  that  coffee  is  a 
more  powerful  restorative  than  tea.  The  use  of  strong 
coffee  as  an  antidote  in  poisoning  by  narcotics,  notably 
morphia,  is  of  interest  in  this  connection.  Tea  is  men- 
tioned for  the  same  purpose,  but  only  rarely.  Apart 
from  the  consideration  that  caffeine  has  probably  a 
more  rapid  action  when  taken  in  the  form  of  coffee 
than  in  the  form  of  tea,  because  the  caffeine  in  coffee 
is  more  readily  absorbed,  it  must  also  be  remembered 
that  coffee  is  often  made  with  a  generous  proportion 
of  the  powdered  bean,  as  in  the  case  of  the  after-dinner 
"  black  "  coffee,  the  view  being  that  the  secret  of  good 
coffee  is  to  make  it  strong.  This,  of  course,  is  an  en- 
tirely aesthetic  demand,  which  may  likely  enough  be 
opposed  to  physiological  morality.—  The  Lancet. 


Aa  Automatio  SIpboB* 

A  simple  and  interesting  siphon  which  is  entirely 
automatic  in  action  and  differs  from  the  ordinary  type 
only  in  that  the  shorter  branch  has  a  bell-like  enlarge- 
ment at  the  end,  is  shown 
in  the  illustration.     To 
start  the  siphon  the  end 
of   the  longer  arm  is 
stopped  with  the  finger, 
whereupon  the  other, 
branch  is  immersed  in  the 
liquid  until  the  enlarged 
part  is  below  the  surface. 
When  the  finger  is  re- 
moved from  the  end  of  the 
longer  branch,  the  liquid, 
which  could  not  enter  the 
enlarged  part  on  account  of  the  air  pressure  in  the 
siphon,  suddenly  rushes  up  in  the  siphon  to  seek  its 
level,  and  a  small  quantity  is  by  the  momentum  carried 
up  into  the  smaller  part  and  over  the  bend,  and  the 
siphon  begins  to  work. 

It  stands  to  reason  that  the  bend  of  the  siphon  can- 
not be  very  high  above  the  surface  of  the  liquid,  but 
in  the  laboratory  the  device  can  be  used  to  advantage 
in  a  number  of  cases,  especially  when  it  is  desired  to 
draw  off  the  clear  part  of  a  solution  from  a  precipitate, 
because  the  wide  mouth  of  the  shorter  branch  can  be 
brought  very  close  to  the  precipitate  without  disturbing 
it,  as  the  suction  is  very  slight.—  Popular  Mechanics 

The  average  rainfall  of  the  globe  is  thirty-six  inches. 
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NOTE—Ii  is  the  desire  of  the  editor  of  this  de 
partment  to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article ^  let  us  hear 
from  you.  Do  not  expect  however^  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners, 

D*siW*i*iBtf  ABd  R«moviB^  Gold* 

G.  P.,  Astoria,  Oregon. 
The  following  liquid  will  dissolve  silvbr  without  at- 
tacking copper,  brass,  or  German  silver,  so  as  to  re- 
move silver  from  silvered  objects  and  plated  ware,  etc. 
It  is  a  mixture  of  i  part  of  nitric  acid  with  6  parts  of 
sulphuric  heated  in  a  water  bath  to  160*'  F.  at  which 
temperature  it  operated  best.  Gold  may  be  removed 
in  the  same  manner  by  using  nitro-muriatic  acid  and 
heating  to  175°. 
EmulslOB  for  Polisbia^  Marbl*. 

G.  T.,  Brooklyn,  N.  Y. 

Pure  beeswax 10  ozs. 

Japan  gold  size a  ozs. 

Spirits  turpentine 88  ozs. 

This  makes  up  in  the  form  of  an  emulsion  of  creamy 
consistency,  and  should  be  applied  with  the  aid  of  a 
piece  of  white  flannel. 
Ecft^dka  )Oiiatm*iat. 
A.  McN.,  Cincinnati,  O. 

The  following  is  recommended  as  a  satisfactory  oint- 
ment for  generalise  in  eczema : 

Ichthyol 3i 

Salicylic  acid gr.  v 

Boric  add gr.  xx 

Paraffin tt-  xx 

Petrolatum 3i 

I#l€|taid  Soap* 

T.  D.  C,  Kansas  City,  Mo. 
To  300  parts  of  cotton-seed  oil  contained  in  a  bottle, 
an  added  100  cc.  of  water,  200  cc.  of  alcohol  and  45 
grams  of  sodium  hydrate.  This  combination  is  shaken 
frequently  until  the  oil  is  well  saponified  and  then  add 
100  cc.  more  of  alcohol,  225  cc.  of  water,  10  grams  of 
potassium  carbonate,  15  cc.  of  ether  and  25  cc.  of  lique- 
fied carbolic  acid.    For  toilet  purposes  the  ether  and 


carbolic  acid  may  be  omitted,  and  some  flavoring  oil, 
as  oil  of  bergamot  or  rose  geranium  employed.  The 
soap  is  contained  in  a  diluted  alcohol  solvent  and  will 
solidify  if  chiUed,  but  is  fluid  at  ordinary  room  tem- 
peratures. 

TootlaAcla*  Drops* 

J.  L.  R.,  Concord,  N.  H. 

Creosote 3i 

Chloroform 3i 

Morphine  sulpK gr.  v. 

Tinct. henzoiii 3ii    M. 

BlAcKla«aa  R.*m«ai*s« 

C.  A.  J.,  Augusta,  Me. 
The  following  applications  are  useful  in  many  cases : 
No.  I. 

Sulphurated  potassa 

Zinc  sulphate aa  3i 

Rose  water 3  Hi 

Alcohol 31    M. 

Dissolve  the  sulphurated  potassa  in  2  ounces  of  rose 
water,  and  the  zinc  sulphate  in  the  remainder  of  the 
water,  and  mix  the  solutions.    Then  add  the  alcohol 
and  dispense  with  a  shake-label. 
No.  2. 

Kaolin 3 1 

Glycerin 3ii 

Acetic  acid 31? 

Mix  and  make  a  paste.    Apply  at  night. 

No.  3. 

Betanaphthol 31 

PredDitated  sulphur 3Ui 

Petrolatum 1 

Greensoap aa  3ii    M. 

Apply  at  night. 

J.  O.  H.,  Greensboro,  N.  C. 

A  good  bay  rum  can  be  made  as  follows : 

Oilofhay 3vi 

Oil  of  orange  peel  3ss 

Oilofpimenta 3bs 

BalsamofPeru 3ss 

Powd.  orris  root 3  iu 

Alcohol Oiv 

Water Oiv 

Dissolve  the  oils  and  balsam  in  the  alcohol  and  add 
the  orris  root.  Allow  to  stand,  with  occasional  shak- 
ing for  48  hours,  then  add  a  pint  of  water  each  day 
for  four  consecutive  days  and  shake  the  mixture  occa- 
sionally for  seven  days  longer.  Finally  filter.  If  a 
yellowish-brown  color  is  desired,  add  3ii  of  borax 
when  the  last  of  the  water  is  poured  in. 
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PbArobs  ••rp^Bt's  KM*  (lioB«poi»OBO«is)* 

D.  £.  M.,  New  Castle,  Ind. 

Potusium  dichromate a  ozs. 

Potaisium  nitnto   i  ox. 

White  sugar aozt. 

Pulverize  the  ingredients  separately.  Mix  well,  press 

into  little  paper  cylinders.    Keep  in  a  dry  place  free 

from  light. 

ff^ormAld^bjrd*  Soap* 

Dr.  £.  T.,  Anaconda,  Mont 

Oleic  add 3^0x8. 

Rectified  spirit la  ozs. 

Caustic  potash 4  ozs. 

Distilled  water la  ozs. 

Fonnaldehyde  solution,  40% 50  ozs. 

Mix  the  acid  and  the  spirit;  dissolve  the  potash  in 
the  water,  and  add  gradually  to  the  acid  solution,  shak. 
ing  well.  Set  aside  for  a  day  (or  over  night)  and  add 
the  formaldehyde  solution. 

BooKs  OB  Soap  MaKIb^. 

Dr.  £.  T.,  Anaconda,  Mont. 
The  following  are  standard  books  on  soap  making  '• 
Gathmann,  "American  Soaps,**  I15;  Gadd,  "Soap 
Manufacture,**  I1.50;  Warr,  "Art  of  Soap  Making,** 
I3 ;  Cameron, "  Soap  and  Candles,**  $2 ;  Hurst, "  Prac- 
tical Manual  on  the  Manufacture  of  Domestic,  Toilet 
and  other  Soaps,**  I5,  There  are  also  numerous  books 
published  in  the  German  language. 

Carlsbad  Salts,  Artiflclal. 

Jno.  T.  T.,  Chicago,  lU. 

Potassium  sulphate aooss. 

Sodium  chloride 155  ozs. 

Sodium  bicarbonate 375  ozs. 

Sodium  sulphate,  dried 450  ozs. 

Have  all  the  salts  very  finely  powdered  and  wel^ 

dried  and  put  up  in  glass. 

Capillaira  Sxrup. 

C.  P.  T.,  Orange,  N.  J. 

Oranee  juice i  pt. 

French  brandy i  pt. 

Solution  add  phosphate i  oz. 

Syrup,  enough  to  niake i  gal. 

Color  yellow. 

raiaca  ••Vinrm  CtAt*'  I^iialsisaiat. 

W.  D.  C,  Albany,  N.  Y. 

Copper  sulphate i    av.oz. 

Ferrous  sulphate 1    av.oz. 

Zincsulphate %  av.oz. 

Alum H  ay.  oz. 

Water 16    ay.  ozs. 

Apply  twice  a  day  with  a  sponge.    This  is  called  a 

liniment  but  is  in  reality  a  lotion. 

IlladftB  (Tootla  IXTasla). 
W.  H.  H.,  Jr.,  AUanU,  Ga. 

Salol  3ogrs. 

Menthol 4SKn* 

Oil  of  peppermint . . .  .* 50  grs. 

Oil  of  anise ao  grs. 

Alcohol 8fl.  ozs. 

Cochineal  coloring q.  s. 

Dissolve  and  filter. 
Erasiva  Soap* 

The  D.  T.  Co.,  Quincy,  III. 

Fuller's  earth 15     ozs. 

French  chalk H  os. 

Yellowsoap 10    ozs. 

Pearlash 8    ozs 

Mix  thoroughly  and  make  into  a  paste  with  turpen- 
tine.   Color  if  desired. 


Bad  B«i^  FoiaoB. 

V.  S.,  Regina,  Sask. 

Corrosive  sublimate s    ozs. 

Salt I     oz. 

Carbolicaoid H  oz. 

Turpentine H  oz. 

Water Sg^L 

Mix  and  dissolve.    To  be  put  up  for  sale  this  can 

be  colored  red. 

B«*oiaalia^  for  I^aatlaar* 

W.  W.  W.,  Detroit,  Mich. 
A  small  amount  of  the  so^ailed  insoluble  aniline 
violet  dissolved  in  a  little  water.  The  solution  is 
brushed  over  the  articles.  It  will  dry  quickly  and 
perhaps  may  have  to  be  repeated.  Shoes  treated  this 
way  present  a  beautiful  bronze  color. 

I^abal  VaraUla. 

W.  M.  M.,  Muskogee,  Okla. 

Sandarac iv 

Msstic 3il 

Venice  turpentine 3il 

Camphor 3i 

Oil  of  spike  lavender 31 

Ether 3ii 

Alcohol 3x11 

Macerate  until  a  clear  solution  is  obtained  and  filter 

if  necessary. 

Matal  PolUla. 

T.  A.  L.,  Moline,  111. 

Tripoli  in  hue  powder 3K  oss. 

Tartaricadd i     dr. 

Oilofmirbane 10    drops 

Gasoline 14    fl.ots.    M. 

Apply  with  a  soft  cloth,  then  rub  until  dry  with 
chamois  skin. 

Haadaclaa  Ramadjr. 

W.  W.  O.,  Detroit,  Mich. 

Powd  acetenilid izlbs. 

Sodium  salicylate i  Ih. 

Sodium  bicarbonate 3  lbs. 

Rochellesalt 4lte. 

Caffeine  alkaloid a  ozs. 

Saccharin sdra. 

Mix  and  divide  into  5-grain  powders. 
Su^ar  Aiatlsaptio* 

Sugar  as  a  surgical  antiseptic  has  been  recommended 
by  an  eminent  German  surgeon.  Although  all  sac- 
charine, substances  are  good,  pure  cane  or  beet  sugar 
is  best.  It  is  said  that  it  is  not  injurious  to  the  Mood, 
and  is  a  better  preventive  of  putrefaction  and  contami- 
nation by  microbes  than  ordinary  medical  antiseptics. 

Tl^*  Honrors  of  IXTar* 

The  French  dandies  and  the  French  women  who 
have  preserved  their  youth  by  artificial  means  have 
been  exposed  by  the  war,  which  has  cut  off  the  supply 
of  dyes  and  cosmetics. 

There  has  been  an  amazing  increase  in  the  number 
of  gray-haired  men  and  women  in  Paris  during  the 
past  month.  This  is  explained  by  stating  that  the 
men  and  women  who  formerly  wore  "  black**  hsur  and 
a  youthful  appearance  must  now  appear  as  they  really 
are  —  gray-haired  and  wrinkled  —  because  they  can- 
not get  any  more  dyes  and  youthifying  creams. —  The 
Mail  Order  Journal. 
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A  D<p«ti«>t  of  LIVE  BUSINESS  IDEAS  mi  PROFIT  POINTERS  t,  V««>.  Uxs 


M 
? 


VTKere  tKe  Drug  Store  Scores. 

There  are  certain  lines  of  Christmas  goods  in  which 
the  drug  store  that  has  established  a  reputation  should 
easily  be  able  to  '^  put  it  all  over"  the  deparment  store. 
One  of  these  is  perfumes.  A  pharmacy  that  stocks 
only  the  best  and  takes  pains  to  let  the  public  appre- 
ciate it  should  enjoy  an  excellent  patronage  at  this 
season. 

Women  will  not  enter  a  tobacco  store  in  seeking 
gifts  for  male  friends,  but  they  will  patronize  a  drug 
store  that  has  a  reputation  for  good  cigars,  pipes,  etc. 
Incidentally  the  clerk  should  pass  out  for  inspection 
some  of  the  store's  best  supplies  in  shaving  sets.  If 
the  customer  don*t  purchase  herself,  ten  to  one  shell 
tell  some  friend  where  she  saw  those  perfectly  lovely 
shaving  or  smoking  outfits. 

Fancy  soaps,  toilet  goods,  thermos  bottles,  rubber 
goods,  manicure  outfits  —  the  drug  store  is  looked  upon 
as  the  natural  home  of  such  things. 
An  Odd  Idea. 

Giant  price  tickets  played  an  important  part  in  one 
show  window  last  season.  The  show  window  was  di- 
vided into  two  sections,  one  devoted  to  50-cent  goods 
and  the  other  to  $1  articles.  A  giant  ticket  represent- 
ing each  of  these  prices  was  placed  in  each  section. 
The  figures,  which  were  about  3  feet  high,  were  made 
on  a  framework  of  light,  narrow  strips  of  wood  covered 
with  thin,  red  glazed  paper,  through  which  the  lights 
behind  shone  through  very  effectively. 

A  number  of  little  shelves  were  tacked  on  the  faces 
of  the  numerals,  and  on  these  were  displayed  bottles 
of  perfume  and  various  other  articles  of  no  great  bulk 
or  weight.  The  signs  gave  striking  emphasis  to  the 
prices. 


enlisting  tHe  Youngsters. 

The  following  ad  explains  how  one  store  bid  for 
Christmas  trade : 

A  XMAS  CONTEST  FOR  BOYS  AND  GIRLS 
The  Prizes 
for  the  girl 
As  beautiful  a  full  dressed  doll  as  you  ever  saw.  On 
exhibition  in  our  windows  next  week. 

F<5R  THE  BOY 

A  splendid  double  runner  with  newest  improvements. 
Also  on  exhibition  in  our  windows  next  week. 

Starting  Saturday,  November  14  and  continuing  un- 
til 10.30  Saturday  evening,  December  19,  we  will  give 
one  vote  with  every  lo-cent  purchase.  Use  the  vote 
for  the  boy  or  girl  you  most  desire  to  win  the  prize  — 
anyone  can  have  the  vote  by  asking  for  it  at  the  coun- 
ter where  the  purchase  is  made.  The  boy  and  girl 
receiving  the  greatest  number  of  votes  wins  the  prize 
—  many  a  friend  will  gladly  help  to  swell  your  vote  for 
the  asking.  The  names  of  the  ten  leaders  will  be  pub- 
lished in  the  Courier  every  week. 

Seasonable  Greetings. 

Many  business  firms  now  make  it  a  practice  to  send 
out  greeting  cards  to  their  old  customers  at  such  sea- 
sons as  Christmas,  Thanksgiving  and  Easter.  Among 
those  sent  last  year  were  the  following :  "  Our  Christ- 
mas Wish  for  You  —  May  you  have  prosperity  in  your 
undertakings,  wisdom  for  your  work,  peace  for  your 
pathway,  friends  for  your  fireside  and  strength  to  the 
last.''  "  Here's  hoping  your  Christmas  may  be  as  happy 
as  we  wish  it  to  be,  and  your  New  Year  better  than 
you  expect  it  to  be." 
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All  VTInners. 

Just  previous  to  a  football  game,  a  druggist  in  a  col- 
lege town  made  a  timely  display  of  high-grade  box 
confectionery.  Empty  candy  boxes  were  arranged  in 
semi-circular  tiers  in  the  back  simulating  seats  in  a 
stadium .  The  floor  was  covered  with  green  felt,  marked 
like  the  regulation  gridiron,  with  goal-posts.  Open 
boxes  were  temptingly  displayed,  with  the  pennants 
of  the  home  team. 

Across  the  entire  front  of  the  window  was  a  huge 
semi-circular  sign  of  white  cardboard,  lettered  in  blue, 
reading :  "  Every  one  a  winner.'* 

Made  in  America. 

With  the  war  shutting  off  imports,  this  is  the  time 
of  all  times  for  the  live  druggist  to  get  busy  with  the 
"  Made  in  America*'  slogan. 

A  Christmas  window  carrying  out  this  idea  should 
be  a  winner,  and  the  following  suggestions  are  offered 
for  a  display  of  toys,  perfumery,  toilet  goods  or  other 
lines  usually  imported  for  holiday  trade. 

The  floor  and  sides  should  be  draped  with  patriotic 
colors,  and  a  big  "  Made  in  America**  placard,  in  red, 
white  and  blue  should  occupy  a  large  portion  of  the 
background,  draped  with  flags.  Numerous  tiny  Ameri- 
can flags,  alternating  with  others  bearing  this  motto, 
should  be  distributed  among  the  goods. 

To  point  the  moral  and  adorn  the  tale,  in  the  centre 
of  the  window  have  a  figure  of  the  regulation  Santa 
Claus,  with  a  toy  sleigh  filled  with  gifts,  in  the  act  of 
shaking  hands  with  Uncle  Sam  —  or  good-sized  colored 
cutH>uts  of  these  two  figures  would  answer  —  and  above 
them  a  card  reading  something  like  this :  "  Everybody's 
clamoring  for  your  goods  this  year,  Sam.  They  knock 
spots  off  anything  imported  Tve  ever  handled.** 
Apple  Dajr. 

Epstein's  Drug  Store,  Boston,  celebrated  "Apple 
Day  '*  recently.  A  show  window  was  filled  with  red 
apples,  with  apples  suspended  inside  the  pane  by 
strings.  A  placard  stated :  "  Saturday  is  Apple  Day 
at  our  fountain.  An  apple  given  with  every  glass  of 
soda.** 

Other  window  placards  announced :  "  Lunches  put 
up  to  take  out "  "  Hot  baked  beans,  bread  and  butter, 
doughnut  and  coflFee,  15c." 

Selling  Insect  Poinrder. 

The  clerk  who  looked  after  the  windows  was  noticed 
one  day  hurrying  around  with  the  playful  office  kitten 
under  his  arm.  Very  soon  it  was  in  the  show  window 
and  had  a  rubber  ball  to  play  with.  That  man  who 
thought  of  things  had  an  idea  that  however  busy  a  man 
or  woman  might  be,  there  was  always  time  enough  to 
watch  a  kitten  play  with  a  rubber  ball. 

Of  course  that  clerk  primarily  wasn't  half  so  much 
interested  in  amusing  the  public  as  he  was  in  selling 
insect  powder.  He  had  rolled  a  barrel  of  it  into  the 
window  with  the  kitten,  and  it  didn*t  take  much  of  a 
placard  to  show  the  connection  between  that  flealess, 
playful  kitten  and  that  barrel  of  insect  powder. 

But  that  was  not  the  last  word  on  kittens.  That  clerk 


deduced  this  proposition :  U  a  man  or  woman  can  find 
much  of  interest  in  an  ordinary  black,  white  or  yellow 
kitten,  playing  with  a  rubber  ball,  how  much  more  in- 
terest can  be  excited  with  a  blue  kitten,  or  a  pink  one, 
or  a  green  one,  or  even  one  with  red,  white  and  blue 
stripes,  another  in  Harvard  crimson,  and  so  on,  until 
he  had  run  the  gamut  pf  his  various  dyes. 

A  litde  newspaper  advertisement  brought  the  kittens 
in  sufilcient  number,  and  his  own  artistic  fancy  and 
skill  in  dyeing  produced  the  results.  Once  his  color 
scheme  was  worked  out  his  show  window  was  again 
brought  into  use,  and  the  great  crowds  that  daily  passed 
his  store  paused  to  look  at  his  novelty,  and  many  out 
of  those  crowds  went  inside  to  talk  with  the  proprietor 
about  his  kittens — and  also  to  buy  some  of  his  dyes. 

A  CKristmas  BanR. 

Green,  the  druggist,  with  storey  in  Boston  and  other 
cities,  have  an  ingenius  Christmas  scheme  in  the  shape 
of  a  little  pasteboard  bank,  which  they  give  away  for 
the  asking. 

The  following  instructions,  pasted  on  the  sides  of 
the  bank,  explain  the  idea : 

"  For  the  Children  —  When  this  little  bank  contains 
1 1  bring  it  (not  opened)  to  Green,  the  druggist,  make 
purchases  in  any  department  to  the  amount  of  $1  or 
over,  and  you  will  get  free  any  article  named  below, 
worth  25  cents  —  can  perfumed  talcum  powder,  botUe 
thymoseptine  tooth  powder,  warranted  tooth  brush, 
bottle  of  peroxide,  bottle  Cream  Roses  and  Almonds, 
bottle  Green*s  Busy  Bees,  two  cakes  Venetian  mas- 
sage soap,  bottle  White  Pine  Cough  Syrup,  one-half 
pound  Lowney's  chocolates.  , 

^*  Ask  your  father,  mother,  sister,  brother,  friends  to 
help  you.  With  whatever  amounts  they  put  in  the 
bank,  you  can  buy  them  the  articles  they  want  at 
Green's  and  get  one  of  the  Free  Gifts  for  yourself. 

'*  To  receive  any  of  the  gifts  offered,  this  bank  must 
be  opened  by  one  of  our  employes.  Adults  may  use 
the  bank  and  procure  the  premiums." 

Trade  Boosters. 

Among  the  druggists  who  are  doing  something  out 
of  the  ordinary  to  boom  trade.  Novelty  News  makes 
mention  of  the  following : 

Brainard  J.  Conley,  druggist,  Ipswich,  Mass.^  makes 
business  lively  in  his  cigar  department  through  the 
ofiEer  of  a  pocket  flashlight  free  with  each  purchase  of 
1 1 .  50  worth  of  cigars. 

Babcock's  Pharmacy,  Lewiston,  Maine,  featured  a 
combination  offer  of  five  different  toilet  necessities 
listed  at  I1.50,  which  were  given  to  customers  for  $1 . 
As  an  additional  attraction  a  flag  pillow  top  was  pre- 
sented to  the  first  twenty  customers  who  took  advan- 
tage of  the  ofiEer. 

J.  E.  O'Donoghue,  druggist,  Negaunee,  Mich., 
brought  many  customers  into  his  store  through  the 
offer  of  two  gold  fish  with  globe  as  a  premium  with 
25-cent  purchases  of  specified  remedies.  These  in- 
cluded cough  syrup,  headache  powders,  foot-bath  tab- 
lets, cold  tablets,  liver  pills  and  cathartic  pills. 
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The  Pioneer  Pharmacy,  Kokoroo,  Ind.,  presented 
purchasers  of  school  books  and  supplies  worth  50  cents 
or  more  with  a  noiseless  pencil  case  free. 

The  Red  Cross  Drug  Co.,  Benton  Harbor,  Mich., 
had  a  generous  stock  of  school  rulers  which  were  pre- 
sented  to  school  children  calling  at  the  store. 

Trumbo's  Drug  Store,  Cedar  Rapids,  la.,  presented 
a  lead  pencil  free  with  every  5  cent  tablet,  composition 
book,  note  book  or  spelling  tablet  purchased  at  the 
store.  , 

Kiesling^s  Drug  Store,  Houston,  Texas,  made  a 
special  drive  on  talcum  powder  recently.  A  newspaper 
advertisement  offered  to  give  a  quadruple  plated  indi- 
vidual cream  or  sugar  free  with  each  25-cent  box. 

Marwinkse  &  Loebrich,  druggists,  Saginaw,  Mich., 
stimulated  purchasing  by  offering  a  gift  package  free 
with  25-cent  purchases.  The  package  included  per- 
fume, talcum  powder,  face  cream,  lady's  kerchief  and 
a  white  ivory  mirror. 

Charles  M.  Brynteson,  druggist,  Sac  City,  la.,  con' 
ducted  a  contest  which  brought  to  his  store  many  new 
customers.  A  watch  was  offered  to  the  boy  who  brought 
in  the  largest  number  of  writing  tablet  covers  bearing 
the  druggist's  name.  The  contest  covered  a  period  of 
two  months.  Contestants  were  allowed  to  present  tab- 
let covers  secured  from  friends.  In  a  smsdl  city  there 
is  always  rivalry  between  town  boys  and  country  boys. 
To  avoid  the  possibility  of  stirring  up  bad  feeling,  as 
might  be  the  case  were  but  one  watch  offered,  Mr. 
Brynteson  put  up  one  for  the  city  boys  and  one  for 
the  country  boys.  While  a  contest  of  this  kind  natu- 
rally stimulates  sales  of  writing  tablets,  it  also  brings 
to  the  store  purchasers  for  many  other  items  carried 
in  stock,  attracted  by  the  contest. 

A  FeiHT  Timelsr  Ads. 

If  you  have  had  one  of  these  grippe  colds  this  winter 
you  ought  to  take  a  good  tonic  and  tissue  builder. 
Brewer's  Emulsion  of  Cod  Liver  Oil 
contains  50%  of  Pure  Norwegian  Oil,  and  is  one  of  the 
best  tonics  you  can  take  — it  builds  up  wasted  tissue 
and  tones  up  the  whole  system. 

H.  &  J.  Brewer  Co. 

When  shopping  step  in  and  enjoy  a  cup  of 
LiGGETT's  Hot  Dutch  Chocolate 
It's  the  best  in  town.    Plenty  of  whipped  cream,  5  cts. 

We  will  pay  you  25  cents  for  your 

Old  Hot  Water  Bottle 
when  you  purchase  a  new  one  at  Si  or  over. 

Cold  nights  are  coming,  so  take  advantage  of  this 
special  offer  and  buy  that  new  one  now. 

All  old  bottles  received  will  be  destroyed  in  full 
view  to  prevent  their  being  resold. 

Lost 
An  opportunity  to  add  cheer,  joy,  refinement  and 
elevating  delight  to  the  comforts  of  your  home  for  life 
by  not  buying  a  victrola  for  Christmas. 


Reward 
The  home  in  which  music  is  developed  through  the 
use  of  a  victrola  is  more  "home-like"  — purer,  kinder 
—  more  merry  and  delightful  —  not  only  Dec.  25,  19 14 
but  for  life.    A  victrola  is  the  ideal  Xmas  gift. 

A  ViTlndow  Display* 

A  novel  and  very  unique  window  display  can  be 
made  with  the  aid  of  an  electric  fan,  a  barrel  hoop, 

and  a  ball  of  twine, 
p  The  fan  is  made  sta- 
tionary on  the  floor  of 
the  window,  and  directly 
above  it  on  the  ceiling 
the  hoop  is  made  secure. 
At  an  arc  of  every  two 
inches  along  the  fan 
guard  cords  are  secured 
as  well  as  to  the  hoop 
by  tacks.  This  makes 
a  cage  between  the  ceil- 
ing and  the  floor  of  par- 
allel and  perpendicular 
bars  of  string. 

Inside  of  this  cage  a 
number  of  paper  bags  or 
toy  rubber  balloons  are 
put,  and  when  the  fan  is 
in  motion  these  will  jump 
in  the  currents  of  air 
from  one  part   of  the 
cage  to  the  other.—  Con- 
^  tributed  by   Elbert  N. 
Todd  to  Popular  Elec- 
tricity. 
Pointers. 
Few  merchants  realize  the  possibilities  of  toys.  Their 
consumption  is  not  confined  to  any  one  locality.  They 
are  profitable  for  the  department  store,  and  the  small 
store  as  well.    Children  are  everywhere.   Everywhere 
they  have  the  instinct  to  play.    Cultivate  this  instinct 
in  your  advertising,  in  your  windows,  and  in  your  store 
to  build  up  a  child  clientele  which  is  worth  having. 
And  Christmas  is  the  time  to  begin.—  Playthings. 

If  there  is  one  game  the  quitter  should  let  alone,  it 
is  advertising.  For  advertising  does  not  jerk.  It  pulls. 
If  steadily  stuck  to,  it  will  exert  an  irresistible  influ- 
ence.— John  Wanamaker. 

Doing  business  without  advertising  is  like  winking 
at  a  pretty  girl  in  the  dark.  You  know  what  you  are 
doing  but  she  doesnU.—  Exchange. 

J.  K.  Artz,  Sacramento,  Pa.,  gives  away  some  very 
attractive  picture  post  cards  of  camping  and  similar 
scenes,  with  ads  like  the  following  stamped  on  the 
back:  "Always  ask  for  Artz*s  Ca  Menthol  Cream, 
Liniment,  Lax  A  Tonic,  Mentho  Pine  Tar,  Vanilla 
Extract,  etc." 

The  letterhead  of  a  correspondent  in  Ireland  reads : 
"  Pharmiaceutical  and  veterinary  chemists ;  high  grade 
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photographic  goods;  teeth  carefully  extracted;  arti- 
ficial teeth  supplied." 

Greene,  the  druggist,  Boston,  drew  attention  to  their 
windows  by  displaying  current  views  of  war  scenes, 
frequently  changed.  These  are  placed  in  a  frame,  with 
this  legend  above :  "  You  will  find  something  of  inter- 
est in  our  windows  every  day.  It  pays  to  gaze.** 
THe  Optimist's  Corner. 

"  The  great  essentials  to  happiness  in  this  world  are 
something  to  do,  something  to  love  and  something  to 
hope  for." 

**  Necessity  is  a  bitter  master,  but  he  turns  out  star 
pupils !  Every  blow  you  get  inures  you,  anneals  you 
—  and  in  time  you  become  the  master  of  yourself.  Once 
master  of  yourself  you  are  the  master  of  the  world.** 

The  man  who  is  contented  is  rich  no  matter  the  size 
of  his  pile  of  gold.  There  are  plenty  of  men  worth 
twenty  dollars  a  week  who  are  richer  in  mind  and  char- 
acter than  the  millionaire ;  wealth  should  be  estimated 
as  to  the  state  of  a  man's  mind ;  there  are  plenty  of 
men  worth  all  kinds  of  millions  who  are  beggars  be- 
cause they  envy  another  who  has  more.  If  you  have 
a  business  that  gives  you  a  living  be  satisfied ;  don*t 
envy  the  man  who  has  one  that  is  larger,  but  get  down 
to  work  and  make  your*s  the  same  size.  Most  of  us 
are  only  average  men,  and  therefore  cannot  be  great 
men  or  large  manufacturers.  Give  these  men  due 
credit ;  don*t  attribute  it  to  luck,  for  no  great  business 
was  ever  founded  upon  luck  or  chance.  Luck  will  not 
conduct  a  plant  It  means  energy,  foresight  and  nerve. 
These  three  qualities  are  born  in  men  and  then  culti- 
vated. ,  The  whole  secret  of  riches  and  happiness  is 
to  do  your  best,  be  satisfied,  and  you  will  be  as  well 
off  as  John  D.,  at  the  same  time  having  a  good  appe- 
tite and  able  to  sleep  soundly  at  night  Cast  down  the 
god  of  Gold.  There  is  nothing  in  it— International 
Confectioner.       

The  problem  of  Christmas  shopping  is  one  that 
ought  to  appeal  to  a  merchant  as  well  as  to  the  ex- 
pected customers.  The  advantage  of  having  the 
"  rush  **  season  cover  more  territory  ought  to  be  ap- 
parent to  any  one  and  ought  to  make  the  busy  season 
more  agreeable  to  salespeople  and  customers,  and 
naturally  would  have  a  tendency  to  make  more  busi- 
ness, since  it  would  be  easier  to  buy  and  easier  to 
handle. 

Any  live  community  will  find  it  possible  to  adopt 
the  "  shop  early  **  slogan  to  advantage.  There  are  so 
many  reasons  why  shopping  should  be  done  early  that 
it  is  a  matter  that  appeals  to  many  people. 

Some  years  ago  one  of  the  big  stores  in  our  small 
city  started  five  days  before  Christmas  urging  people 
to  get  their  shopping  done  before  the  last  day,  urging 
the  importance  of  this  in  the  matter  of  satisfactory 
buying  and  the  peace  of  mind  which  naturally  came 
from  being  prepared  for  the  Christmas  giving.  The 
day  before  Christmas  this  same  store  published  a  big 
advertisement  headed,  "  Last  Chance  for  the  Desper- 


ate.*' The  owner  of  that  store  told  me  a  few  days 
later  that  he  had  been  unable  to  get  away  from  his 
store  until  3  o'clock  in  the  morning.  His  "Last 
Chance  for  the  Desperate**  advertisement  evidently 
bore  fruit 

Having  discussed  the  matter  with  several  leading 
merchants  early  the  next  fall,  we  decided  that  earlier 
buying  could  be  stimulated,  and,  cooperating  with 
the  merchants,  our  paper  got  out  a  special  "  Shop 
Early"  edition,  filled  with  advertisements  urging 
people  to  get  started  at  their  Christmas  shopping  as 
early  as  possible.  That  year  Thanksgiving  was  on 
the  24th,  and  on  Wednesday,  November  30,  our  paper 
issued  its  first  "  Shop  Early  **  edition. 

In  consulting  business  men  for  advertising,  one  drug- 
gist, who  handled  Christmas  goods,  told  me  it  wouldn't 
be  possible  to  stimulate  buying  that  far  in  advance  of 
Christmas,  that  he  always  confined  his  Christmas  ad- 
vertising to  the  last  week,  and  even  at  that  he  some- 
times thought  he  started  too  early.  About  five  days 
before  Christmas  that  year  that  man  started  to  adver- 
tise, but  he  told  me  afterward  that  it  didn*t  pay  him, 
for,  though  he  made  his  usual  effort  to  stir  up  busi- 
ness, it  was  impossible  for  him  to  get  his  share  of  it. 

The  next  year,  when  our  paper  tackled  the  "  Shop 
Early  **  issue,  that  druggist  readily  came  in  and  helped 
boost  the  "Shop  Early**  idea.  I  fully  believe  in  the 
"  Shop  Early**  idea.  It  is  an  advantage  to  the  busi- 
ness man  and  to  the  customer.  People  who  buy  early 
are  better  prepared  to  buy  in  comfort  and  with  satis- 
faction. People  who  buy  early  spend  a  little  more 
money,  buy  a  larger  number  of  gifts  and  make  good 
business  spread  over  a  month  instead  of  over  a  week 
or  two.  The  wide-awake  merchant  will  realize  that  in 
going  in  for  the  ''Shop  Early**  movement  he  has  a 
good  talking  point  and  one  that  will  help  to  popularize 
his  store  and  his  community.  —  J.  R.  Hopley,  in  the 
Advertising  World. 

Mor«  lA'^mm  ibma  a  Cat. 

It  is  said  that  the  flea,  no  matter ^hat  family  name 
he  may  bear,  is  the  most  durable  insect  extant  The 
commoner  kinds  will  recover  after  being  soaked  in 
absolute  alcohol  until  they  are  completely  paralyzed. 
In  some  experiments  it  was  found,  according  to 
Sciense  Conspectus,  that  it  takes  100  per  cent  phenol 
more  than  one  minute  to  kill  one  of  these  insects. 
Water  has  no  apparent  detrimental  effect,  neither  has 
glycerine,  and  alcohol  is  inefficient.  Formalin,  phenol, 
mercuric  chloride  and  trekesol  in  the  strength  used  as 
disinfectants  are  of  little  value,  and  powdered  sulphur 
none.  Kerosene  and  miscible  oil  were  found  to  be 
efficient.  Bisulphide  of  carbon,  hydro-cyanic  acid  gas 
and  sulphur  dioxide  were  found  to  be  highly  efficient 
in  the  strength  employed  for  flea  destruction.  It  is, 
however,  a  fact  that  soap  and  water  will  put  an  end 
to  any  flea.  If  dropped  in  a  tincture  of  green  soap 
he  will  live  but  about  two  minutes. 


In  A.D.  105  Trajan  built  a  magnificent  stone  bridge 
across  the  Danube  4,770  feet  long. 
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HOW  TO  HOLD  THE  PEN. 


Marking  Pen  Show  Card  Lettering. 


By  W.  A.  Thompson. 


This  alphabet  wiU  be  found  valuable  to  all  interested 
in  making  neat  and  effective  show  cards  for  all  busi- 
ness purposes.  The  marking  pen  is  easy  to  work  and 
will  enable  beginners  and  those  of  some  experience  to 
do  neat  and  creditable  lettering  on  show  cards  in  less 
time  than  is  generally  expended  by  the  use  of  a  letter- 
ing pencil  or  brush.  Note  carefully  the  position  of 
the  pen  in  forming  the  different  strokes  as  given  in  the 
first  line  and  following  exercises  of  accompanying  il- 
lustration. Hold  the  pen  about  the  same  as  you  would 
a  lead  pencil  or  ordinary  writing  pen,  and  always  aim 
to  keep  the  pen  point  or  blades  of  pen  at  one  angle  in 
making  straight  line  and  oval  strokes. 

The  small  arrows  indicate  the  direction  and  move- 
ment of  each  stroke.  In  making  letters  £  and  similar 
letters,  begin  at  base  line  and  work  upward  as  sug- 
gested by  each  pen  stroke  in  exercise.  The  one  posi- 
tion or  angle  of  pen  point  from  base  line  as  suggested 
in  first  line  of  accompanying  illustration  holds  good 
in  all  styles  of  marking  pen  lettering.  Pay  particular 
attention  to  getting  the  proper  position  of  the  pen  and 
you  will  find  that  all  curve  or  oval  strokes  and  straight 
lines  will  come  true  and  uniform  in  the  formation  of 
the  different  letters  of  the  alphabet.  Practice  with  a 
No.  I  marking  pen,  which  will  make  a  solid  line  or 
stroke  full  strength  of  color  used  one-eighth  of  an  inch 
wide.  In  lettering  always  use  a  downward  stroke, 
with  pressure  edough  to  make  the  ink  flow.  In  shad- 
ing lettering  of  this  style  always  shade  to  the  left,  as 
shown  in  lower  line  of  accompanying  illustration. 

How  TO  Hold  the  Pen 

Take  the  pen  in  your  hand  and  hold  it  in  an  easy 
and  natural  way,  as  suggested  in  this  illustration.  See 
that  the  nib  of  the  pen  is  at  an  angle  of  ab6ut  45° 
from  base  line  and  preserve  this  position  in  all  mark- 
ing pen  lettering.    When  you  have  caught  the  idea 


you  have  already  learned  one  of  the  first  essentials  for 
rapid  and  neat  lettering  with  an  easy  movement. 

All  perpendicular  and  oval  strokes  are  made  from 
top  to  bottom,  as  indicated  by  the  small  arrows,  show- 
ing the  direction  or  movement  of  the  pen  in  forming 
each  letter.  The  size  of  the  letters  may  be  varied  by 
the  use  of  large  or  small  pens.  Practise  on  one  size 
until  you  have  established  a  free  and  easy  movement 
in  forming  the  pen  strokes  of  each  letter.  In  practice 
on  capital  letters,  as  given  in  accompanying  alphabet 
plate,  use  a  No.  i  marking  pen  and  make  the  letters 
about  seven-eighths  or  one  inch  high,  then  increase  or 
decrease  their  size  uniformly,  in  order  that  you  may 
develop  confidence  in  your  ability  to  make  each  stroke 
in  harmony  when  forming  the  letters  any  desired  size. 

Practice  on  vertical  strokes  and  right  and  left  oval 
strokes  of  letter  O  will  assist  you  to  make  very  rapid 
progress  in  this  style  of  lettering.  In  show  card  work 
you  will  have  to  do  lettering  of  various  sizes,  so  as 
to  meet  the  requirements  of  space  and  composition. 
Marking  pens  are  made  in  different  sizes  from  one- 
thirty-second  to  seven-eighths  of  an  inch  wide.  For 
general  show  card  work,  pens  from  one-thirty-second 
to  one-half  inch  wide  are  recommended.  Study  pro- 
portion, spacing  and  freedom  of  movement.  When 
lettering  lift  the  pen  after  making  or  stopping  each 
stroke  —  not  while  in  motion.  In  free  hand  show  card 
lettering  very  little  improvement  can  be  looked  for 
unless  a  systematic  method  of  practice  is  adhered  to. 

For  success  in  any  style  of  lettering  it  is  necessary 
to  get  familiar  with  the  component  parts  and  the  order 
in  which  they  are  made  to  form  a  complete  letter. 
When  making  the  capital  letters  one  inch  high,  the 
small  or  lower  case  letters,  such  as  a,  c,  o,  etc.,  should 
be  about  five-eighths  of  an  inch  high.  The  tall  lower 
case  letters,  h,  1,  k,  should  be  about  the  same  height 
as  the  capital  letters.    In  making  letter  b,  first  make 
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one  Stroke  and  finish  with  second  stroke  of  letter  o. 
For  letter  s,  begin  with  stroke  at  bottom  and  build  up, 
the  top  stroke  being  the  last  made.  Always  work  or 
form  die  letters  from  left  to  right,  as  in  making  letter 
c ;  first  make  lower  oval  stroke  downward  and  curve 
slightly  upward  at  base  line,  and  then  finish  with  top 
stroke  running  to  the  right,  as  indicated  in  alphabet 
plate.  Most  all  lower  case  letters  are  made  up  of 
stroke  A-  and  oval  strokes  of  letter  o.  Note  the  dif- 
ference at  top  of  -1-  stroke  and  letter  t.  Both  are 
made  with  a  downward  stroke,  t  being  shorter  than 


-1-  stroke.  In  making  letter  t,  gradually  incline  to 
the  left  and  downward  for  pointed  top.  In  making 
figures  always  aim  to  have  them  compact  and  well 
balanced.  The  dollar  and  cent  characters  should  be 
about  half  the  size  of  figures. 

For  cutting  out  pattern  oudinds  for  show  card  and 
price  ticket  designs,  first  take  a  sheet  of  paper  the 
same  size  of  the  card  you  wish  to  use ;  fold  this  twice, 
making  it  one-quarter  size,  as  indicated  in  lower  right- 
hand  comer  of  accompanying  illustration.  Then  cut 
the  same  with  a  pair  of  shears  along  the  quarter  por- 
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PLATE  3. 


tion  of  design  desired,  which  will  produce  a  full  size 
pattern  when  the  paper  is  unfolded.  Note  the  differ- 
ent designs -^  some  are  made  by  simply  folding  the 
pattern  paper  once,  as  shown  in  the  lower  line  of  Illus- 
tration. An  endless  variety  of  patterns  for  show  cards 
and  border  designs  can  be  made  very  quickly  and  ac- 
curately by  following  this  simple  method,  and  the 
same  will  give  entire  satisfaction.  All  designs  made 
from  paper  folded  in  this  way  can  be  preserved  for 
future  use  by  cutting  out  the  same  in  cardboardt 
strawboard  or  paper  box  covers  in  patterns  for«al 


sizes  of  cards  and  tickets,  which  will  be  ready  for  use 
at  any  moment. 

Scores  of  effective  designs  similar  to  card  —  Stop 
That  Cough  —  can  be  quickly  made  by  cutting  out 
design  in  colored  cardboard  and  pasting  same  on 
white  cardboard  a&  indicated,  and  running  a  margin 
line  for  border  along  edge  of  white  cardboard.  A 
delicate  tint  or  shade  of  color  is  best  to  use  for  margin 
line  borders  and  will  add  strength  to  the  composition 
or  lettering  of  all  cards. 

White  cards  lettered  with  black  ink  and  shaded 
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with  grass-green  ink  will  present  a  very  neat  appear- 
ance. Usually  the  shading  is  done  with  a  plain  pen, 
similar  to  that  of  the  marking  pen.  Plain  or  fiat  tint 
pens,  make  a  stroke  about  half  the  depth  of  color  of 
ink  used.  Most  any  color  of  ink  can  be  used  to  good 
advantage  for  shading  letters. 

In  using  colored  cardboard,  such  as  light  blue, 
light  green,  red,  etc.,  with  lettering  in  black,  the  shad- 
ing can  be  done  with  white  ink.  Letteting  done  on 
colored  cardboard  with  a  No.  i  marking  pen  should 
Ji>e  shaded  with  a  No.  o  marking  pen  in  white  ink. 

In  using  white  carboard  with  lettering  made  with  a 
No.  1  marking  pen,  the  shading  should  be  done  with 
a  No.  o  plain  pen.  Lettering  with  a  No.  2  marking 
pen  (three-sixteenths  of  an  inch)  may  be  shaded  with 
a  No.  I  plain  pen.    The  size  of  card — Start  Right 

—  may  be  made  quarter  sheet  size  (11  x  14  inches)  and 
lettered  with  pens  No.  2,  No.  i  and  No.  3.    Lettering 

—  Christmas  Gifts —  was  done  with  a  No.  3  mark- 
ing pen  —  %  inch.  The  small  cards  may  be  made 
4>^  X  II  inches  and  lettered  with  a  No.  i  marking  pen 
and  shaded  with  a  No.  o  plain  pen. 

Spacing  should  be  determined  by  the  form  of  the 
letters.  Between  full  letters  the  space  should  be  wider 
than  between  those  that  are  open.  There  is  no  defi- 
nite rule  for  spacing.  Practice  alone  will  teach  you. 
As  a  general  rule,  make  the  spacing  between  open 
letters  narrower  than  between  full  letters.  If  the  let- 
ters are  full  at  the  bottom,  let  the  spacing  at  the  bot- 
tom govern. 

Kansas  annually  produces  about  90  per  cent  of  the 
material  from  which  whisk-brooms  are  made  in  the 
United  Sutes. 

The  largest  vessel  ever  built  in  Switzerland,  a  steam- 
boat 229  feet  long,  is  being  constructed  for  use  on 
Lake  Geneva. 


BrvMib. 


If  an  ordinary  atomizer  is  fitted  up  with  a  special 
tip  having  a  very  fine  hole  it  will  serve  as  a  very  good 
substitute  fpr  a  showcard  writer's  air  brush.  Some 
experimenting  may  be  necessary  in  order  to  produce 
the  right  combination  between  air  opening  and  color 
^outlet.  To  use  the  outfit  cut  out  a  stencil  of  the  let- 
ters to  be  made  and  fasten  with  thumb  tacks  to  the 
card  to  be  lettered.  Then  take  the  atomizer  in  the 
right  hand  and  the  bulb  in  the  left,  spraying  the  colors 
on  around  the  outline  of  the  stencil.  Any  water  color 
may  be  used,  or,  if  a  cheaper  variety  is  desired,  colored 
ink  thickened  by  adding  gum  arable  uAil  it  is  about 
as  thick  as  ordinary  mucilage  may  be  used  as  a  sub- 
stitute. —  Contributed  by  A.  H.  Waychoff  in  Popular 
Electricity. 

VtllisatloA  of  P*moH  S««as. 

Hundreds  of  tons  of  peach  seeds  piled  at  fruit-can- 
ning establishments  in  California  are  now  td  be  util- 
ized in  a  commercial  way,  and  a  company  has  been 
organized  for  developing  this  industry.  The  seeds, 
according  to  Popular  Mechanics,  are  to  be  cracked 
by  machinery  and  the  meats  used  in  the  manufacture 
of  prussic  acid  and  other  products.  The  shells  will 
be  sold  as  fuel. 
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Gkes,  Puddings 

and  other  raslrx 

is  onjx  dough  the 

taste  and  flavor 

come  from 

OUR  OWN"  BRAND 
EXTRACTS 


The  housewife  who  uses  "  Our  O^rn  " 
brand  extracts  is  assured  of  highest  con- 
centrations and  are  made  from  selected 
materials  of  the  finest  quality. 

They  possess  a  richness  of  flavor  en- 
tirely lacking  in  the  flavored  water  class. 

All  flavors  15-25  and  45  cent  bottles. 
Order  now  for  Christmas  baking. 


( Firm  Name  Here ) 


I  just 
came  itom 

(Firm  Name.) 

Store,  I  always 
find  a  good  as- 
sortment of 
Christmas 
Presents 
there. 

Candy  and  toys  for  the  Children, 
Toilet  sets,  brush  sets,  manicure  sets, 
perfumery  and  other  choice  gifts  for 
"her.*'  Cigars,  pipes,  shaving  sets  and 
other  comforts  for  "him." 

Be  sure  and  direct  your  Sante  Claus 
this  way— tell  him  to  buy  early. 


(Firm  Name  Here.) 


Two  Timely  Package  Enclosures. 

By  Chas.  L.  Archbold, 

Advertise  j'^^fir  brand  extracts  now.  Nearly  every  housewife  bakes  before  Christmas  and  wants  at  this 
season  of  the  year  the  best  extracts. 

Santa  Claus,  too,  is  beginning  to  size  things  up  and  the  dealer  that  goes  after  this  trade  now  is  the  one 
who  will  reap  the  harvest. 

Line  cuts  of  either  illustration  50  cents  each.  If  you  prefer  to  have  the  slips  printed,  we  will  print  them 
on  good  paper,  with  your  brand  of  extracts  and  firm  name  at  bottom,  prepaid  by  express  in  U.  S.  for  12.60  per 
1000  or  1000  of  each  for  K 
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Menthol  in  Perfumery. 


By  H.  Mann. 


Because  of  its  peppermint-like  odor,  and  because  of 
its  odor  and  cooling  effect  on  the  skin,  menthol  has 
become  of  great  importance  to  the  perfumer. 

It  is  a  constituent  of  peppermint  oil,  and  is  espe- 
cially abundant  in  Japanese  oil,  where  it  is  to  be  found 
in  such  large  quantities  that  very  pure  menthol  can  be 
obtained  by  simple  crystallization. 

Menthol  forms  a  crystalline  body  in  the  shape  of 
thia  needles,  or  sometimes  small  columns  that  melt 
at  42-43^  C.  It  is  soluble  in  alcohol,  petroleum  etheri 
ether,  chloroform,  carbon  disulphid  and  acetic  acid. 
It  is  only  slightly  soluble  in  water,  and  though ^it  may 
appear  to  be  soluble  in  hot  water,  on  cooling  it  draws 
itoelf  together  and  settles  on  the  bottom  of  the  vessel 
as  oil  globules.  The  boiling  water  emits  some  traces 
of  its  odor,  but  the  cooled  water  gives  no  indication 
of  its  specific  cooling  effect.  For  the  cosmetic  manu- 
facturer, it  is  of  special  interest  that  when  menthol  is 
rubbed  together  with  camphor,^  borneol  or  thymol,  the 
mixture  soon  liquifies.  This  is  often  undesirable,  as 
in  the  manufacture  of  menthol-pencils. 

Pure  menthol  feels  perfectly  dry  to  the  touch  and 
does  not  give  up  any  moisture  when  pressed  between 
filter  paper ;  this  is  regarded  as  a  special  indication  of 
its  purity.  Poorly  purified  menthol,  or  such  as  con- 
tains small  amounts  of  adulterants,  leaves  a  smear 
when  treated  as  above  mentioned. 

The  price  of  menthol  is  at  present  high.  It  has 
formed  such  wide  application  in  pharmacy  that  it  has 
become  an  expensive  article  for  the  perfumer  and  cos- 
metic manufacturer.  This  is  regrettable,  for  menthol 
as  a  product  of  such  regular  constant  composition 
would  have  enjoyed  a  large  consumption.  Thia  regu- 
larity in  taste  and  yield  cannot  be  boasted  of^  for  in- 
stance, in  the  case  of  the  peppermint  oil  of  commerce. 

Menthol  is  used  in  perfumery  largely  for  toilet 
waters,  such,  especially,  as  are  used  much  in  hot 
climates.  These  are  such  articles  as  *^I  cykooP* 
(icycool),  "Eiskopfwasser*'  (ice-head-water),  etc.,  the 
preparation  of  which  is  a  rather  simple  matter.  A  not 
too  highly  perfumed  £au  de  Cologne  with  quite  a  high 
alcohol  content,  to  which  is  then  added  a  few  per  cent 


of  menthol,  is  taken  as  a  basis.  The  amount  of  the 
addition  of  alcohol  is  controlled,  in  the  first  place,  by 
the  price  it  is  to  bring,  and  secondly,  by  the  degree  of 
cooling  that  it  is  intended  should  be  produced  on  the 
skin  or  head  skin.  Then  there  are  also  "ice**  toilet 
waters  that  are  very  popular.  For  these,  simple  floral 
toilet  water  or  Eau  de  Cologne  is  used  as  a  base,  to 
which  some  menthol  also  has  been  added.  The  addi- 
tion of  menthol  should  be  such  that  its  odor  does  not 
cover  that  of  the  flower,  and  menthol  content  should 
make  itself  perceptible  only  by  its  cooling  effect  on 
the  skin. 

Menthol  is  also  worked  into  pomades  where,  in  con- 
nection with  artificial  bergamot  oil,  it  is  employed  to 
perfume  this  fat  mixture,  while  at  the  same  time  it  is 
intended  to  impart  a  cooling  effect  on  the  head  skin 
when  the  pomade  is  used.  We  find  that  these  po- 
mades are  exported  to  a  great  extent  to  Africa  also, 
where  the  negroes,  as  is  well  known,  do  not  use  it  for 
their  hair  or  head,  but  for  rubbing  on  the  body.  This 
naturally  consumes  much  large  quantities  of  the  cool, 
ing  pomades  than  if  the  hair  alone  were  treated  with 
it.  The  basis  of  these  pomades  is  mainly  vaseline, 
white  or  yellow.  Then  we  also  find  very  black  po- 
mades of  equal  menthol  content  that  is  made  quite 
sticky  by  additions  of  resins. 

Large  quantities  of  menthol  are  utilized  for  mouth- 
water  tablets  (mouth  washes)  that  have  recently  en- 
tered commerce.  These  possess  the  great  advantage 
that,  dissolved  in  water,  they  represent  a  very  good 
ready-to-use  mouth  wash.  This  feature  will  recom- 
mend it  specially  to  travelers,  for  it  can  never  soil 
traveling  effects,  as  so  often  happens  in  the  case  of  a 
liquid  mouth  wash  whose  glass  container  is  broken 
through  careless  handling  or  unskilled  packing.  The 
basis  of  these  mouth-water  tablets  is  bicarbonate  of 
soda,  with  a  small  addition  of  powdered  sugar  or  sac- 
charine. The  addition  of  the  latter  ingredient  must 
be  exactly  dosed,  so  that,  owing  to  its  great  sweeten- 
ing action,  the  product  will  not  be  made  useless.  To 
the  bicarbonate  of  soda  is  added  some  menthol,  brought 
into  solution  with  a  little  alcohol ;  the  mixture  is  then 
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worked  up  in  a  tablet  machine  after  the  powder  has 
been  thoroughly  dried  again  in  a  suitable  steam-heated 
closet.  It  is  not  recommended  to  dry  the  powder  in 
the  air,  since  a  part  of  the  dissolved  menthol  also  vola- 
tilizes during  this  procedure.  For  antiseptic  purposes 
some  eucalyptol  or  thymol  can  be  added,  and  then 
any  desired  taste  can  be  given  to  these  tablets. 

The  compression  of  these  small  tablets  (about  i^ 
cm.  in  diameter)  is  done  in  a  tablet  machine  without 
the  addition  of  kny  .binding  agent  Care  must  be 
taken  that  compression  is  not  too  great,  so  that  the 
tablets  still  remain  somewhat  porous,  and  when  used 
allow  the  water  to  sink  jn,  yet  not  loose  enough  to 
break  during  transformation.  These  small  tablets 
may  be  packed  advantageously  by  the  dozen  in  small 
glass  tubes  with  nickel  covers,  and  a  number  of  these 
sewn  on  a  card  bearing  suitable  printed  mattec 

One  of  the  most  important  products  in  which  men- 
thol finds  its  largest  application  is  ''gripp**  pencils 
(for  sick  headaches).  These  are  made  of  pure  men- 
thol. This  is  accomplished  as  follows :  The  menthol 
is  melted  on  a  water  bath  and  cast  into  moulds  that 
have  the  shape  of  the  desired  menthol  cone.  These 
moulds  are  nickel-plated,  so  that  the  menthol  cone  will 
be  white,  smooth  and  easily  loosened  from  it.  They 
are  constructed  of  two  or  three  parts,  so  that  each  part 
of  the  opened  mould  shows  one-half  of  the  cone.  The 
parts  of  the  mould  are  pressed  together  and  made  ab- 
solutely tight  by  the  use  of  clamp  screws ;  after  the 
chilling  of  the  cast  mass,  the  finished  cone  is  easily 
taken  out  on  taking  the  mould  apart.  The  cone  is 
then  glued  on  to  a  small  wooden  block,  which  is  then 
screwed  into  a  cap  by  means  of  a  thread.  Ordinary 
carpenter's  glue  has  proven  to  be  the  best  fixing  mate- 
rial, since  it  does  not  in  any  way  act  on  the  menthol. 
The  other  gluing  materials  have  been  found  to  dissolve 
menthol  in  small  quantities ;  this,  however,  was  suffi- 
cient to  cause  the  cones  to  break  away  from  the 
wooden  block 

When  the  price  of  menthol  is  high,  and  in  cases 
where  only  the  old  pric^  of  "gripp"  pencil  is  charged, 
or  where  the  price,  despite  the  nse  in  menthol  value, 
^cannot  be  increased,  it  is  necessary  for  the  cosmedc 
manufacturer  to  try  to  help  himself  in  some  other  way. 
Of  course,  when  he  makes  additions  to  the  menthol, 
he  must  not  sell  them  as  "  pure  menthol  cones."  There 
has  appeared,  among  other  things  in  commerce,  men- 
thol pencils  that  are  partly  menthol,  while  the  rest  is 
some  suitable  filler.  These  cones,  usually  after  a  short 
time,  show  a  somewhat  yellowish  tinge  and  do  not 
smell  just  like  the  pure  menthol,  but  emit  a  flowery 
savour  which  may  not  be  very  desirable  to  particu- 
larly sensitive  people,  especially  when  under  the  in- 
fluence of  the  "grippe." 

These  cones  must  be  allowed  to  remain  in  the  moulds 
longer,  since  they  require  a  longer  time  for  thorough 
crystallization.  When  rubbed  on  paper  they  leave  a 
greasy  mark,  a  sure  sign  of  adulteration. 

There  are  also  on  the  market  menthol  pencils  that 
have  only  an  envelope  of  pure  menthol,  but  a  core  of 


paraflio  inside.  For  the  preparation  of  these  cones 
there  are  small  moulds  that  in  principle  are  similarly 
constructed  to  the  moulds  for  the  fuU  cones.  In  this 
mould  opening  is  placed  a  dowel,  which  is  just  so 
much  shorter  and  narrower  than  the  wall  of  the  met), 
thol  cone  should  be  thick.  The  thickness  of  this  wail, 
called  the  envelope,  is  according  to  the  price  that  can 
be  charged  for  the  cone.  The  quite  hot  menthol  is 
poured  through  proper  holes  into  the  space  between 
the  dowel  (or  core)  and  the  walls  of  the  mould,  which 
has  been  previously  warmed  by  dipping  into  hot  water. 
After  a  few  minutes  the  core  is  pulled  out,  and  into 
the  cooled  envelope  of  menthol  is  poured  paraflin 
which  must  not  be  hotter  than  40^  C.  If  the  paraffin 
is  too  hot  it  melts  the  menthol  envelope ;  if  too  cold, 
it  fails  to  bind  with  menthol  coating,  and  drops  out  of 
it  when  this  is  removed  from  the  mould.  This  can  be 
carried  so  far  as  to  make  the  cone,  for  instance,  one 
part  of  menthol  and  two  of  paraffin.  Of  course,  these 
must  be  m^ked  as  composition  cones  when  being  sold, 
Even  from  these  few  remarks,  it  may  be  seen  how 
extraordinarily  important  menthol  is  for  perfumery 
and  cosmetics,  and  how  necessary  it  is  to  keep  one's 
self  informed  about  its  market  conditions  and  its 
future  possible  applications. — American  Perfumer. 


G^ranitani  Oil* 

The  geranium  rosat,  from  whose  stems  the  gera- 
nium oil  of  commerce  is  extracted,  was  brought  from 
South  Africa  to  France  about  1690,  It  was  first  cul- 
tivated on  the  Riviera  in  the  neighborhood  of  Grasse 
about  1847  for  the  production  of  geranium  oil,  and  was 
introduced  from  France  into  Algeria  about  1848. 

It  is  claimed  that  the  quality  of  the  geranium  oil 
produced  in  the  south  of  France  is  superior  to  that 
made  elsewhere,  but  it  can  be  produced  more  econom- 
ically in  Algeria.  Owing  tP  frost,  the  geranium  rosat 
has  to  be  planted  annually  in  France,  and  intensive 
cultivation,  involving  a  considerable  use  of  manure 
and  watering,  is  necessary  to  secure  an  annual  cutting. 
In  Algeria  the  plant  generally  lives  five  to  six  years 
or  longer,  and  three  annual  cuttings  can  be  made. 

Geranium  oil  produced  in  Spain  is  of  good  quality 
and  the  geranium  rosat  is  cultivated  in  the  provinces 
of  Valencia  and  Almeria. 

Owing  to  economy  of  production,  due  to  favorable 
climatic  conditions,  the  most  important  producers  of 
geranium  oil  at  present  are  Algeria  and  the  Island  of 
Reunion.  The  quantity  of  geranium  oil  exported 
from  the  former  during  the  year  1913  was  84,216 
pounds  and  from  the  latter  82,925  pounds. 

The  price  of  geranium  oil  has  been  subject  to  con- 
siderable fluctuations,  and  the  Algerian  industry  was 
seriously  affected  by  the  low  prices  paid  in  1907  to 
1909,  when  a  pound  sold  at  $2  to  I3.  Since  1909  there 
has  been  a  decided  rise  in  price,  and  in  1913  there  was 
a  considerable  increase  in  production.  Since  the  com- 
mencement of  the  year  19 14  Algerian  geranium  oil 
has  been  sold  up  to  date  at  about  $4  per  pound,  and 
should  present  prices  be  maintained  it  is  likely  that 
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production  in  Algeria  will  increase.    Algeria  now  has 
about  4,000  acres  devoted  to  geraniums. 

Geranium  oil  is  a  high-grade  perfume  similar  to  but 
much  less  expensive  than  attar  of  roses,  but  it  has 
only  a  limited  market,  and  prices  have  been  affected 
by  over-production  and  especially  by  the  saJe  of  cheslp 
artificial  perfumes.  The  rise  in  price  of  geranium  oil 
within  the  last  four  years  tends  to  show  that,  despite' 
the  sale  of  cheaper  products,  there  will  continue  to  be 
a  limited  market  for  it. 

It  would  appear  that  the  geranium  rosat  of  southern 
France,  Spain  and  Algeria  could  also  be  growti  in 
southern  California.  If  its  culture  should  be'  at- 
tempted it  is  important  that  the  experiment  be  made 
in  a  locality  not  subject  to  severe  frost,  to  which  the 
plant  is  very  sensitive. 

The  limited  market  for  geranium  oil  and  the  possi- 
bility of  low  prices  due  to  temporary  over-production 
are  factors  that  are  liable  to  affect  seriously  the  profits 
from  growing  the  geranium  rosat,  but  if  prices  should 
be  too  low  to  furnish  an  adequate  return,  as  was  the 
case  in  1907  to  1Q09,  its  culture  might  be  suspended 
without  serious  loss.  A  cutting  can  be  made  the  year 
that  geranium  rosat  is  planted  and  a  full  crop  obtained 
the  second  year.  The  only  equipment  required  is  a 
comparatively  inexpensive  apparatus  for  distillation. 

The  duty  of  20  per  cent  on  non-alcoholic  geranium 
oil  imported  into  the  United  States  should  materially 
help  American  producers. 

It  has  been  ascertained  that  cuttings  of  the  gera- 
nium rosat  can  be  secured  at  Algiers  properly  packed 
for  shipment  at  $3  to  $4  per  thousand.  Should  per- 
sons in  the  United  States  desire  to  undertake  growing 
the  geranium  rosat,  detailed  information  as  to  meth- 
ods of  cultivation  and  profits  in  Algeria  can  be  ob- 
tained through  the  American  consulate  at  Algiers. '' 
The  following  paragraphs  are  from  Allen's  Commer- 
cial Organic  Analysis . 

The  true  geranium  oil  is  distilled  from  the  fresh 
flowering  herb  of  species  of  Pelargonium,  chiefly  va- 
rieties of  P,  odoratissimum,  capitatum,  and  roseum. 
Rose  petals  are  not  infrequently  distilled  with  the 
geranium  plant  to  obtain  a  finer  product,  so  that  a 
true  geranium  oil  is  somewhat  difficult  to  procure. 
The  true  oils  should  not  be  confused  with  the  so- 
called  Indian  (Turkish)  geranium  oil  (palmarosa  oil), 
a  product  of  the  leaves  of  Andropogon  {Cymbopogon) 
sckananthus  which  is  largely  used  as  an  adulterant  of 
rose  atur. 

Geranium  oil  is  colorless  or  slightly  green  or  brown- 
ish and  of  pleasant  roselike  odor.  Its  specific  gravity 
ranges  from  0.888  to  0.906  at  15.5®  C.  and  its  optical 
rotation  between  the  limits  —  6**  to  — 16®.  The  oil  is 
soluble  in  3  volumes  of  70  per  cent  alcohol,  a  factor 
which  is  very  useful  in  detecting  adulteration. 

Geraniol  is  the  chief  constituent  of  geranium  oil 
which  also  contains  citronellol.  The  two  alcoholic 
constituents  of  the  oil  range  in  amount  from  60  to  70 
per  cent  (free),  and  in  addition  20  to  40  per  cent  of 
their  esters  are  present,  chiefly  tiglates.    A  consider- 


able amount  of  fr^e  acid  is  sometimes  present  in  ger- 
anium oils,  while  esters  of  caproic,  and  probably  of 
acetic,  butyric,  and  valeric  acids  also  occur  in  small 
quantities.  The  Algerian  oils  contain  a  smaller  pro- 
portion of  esters  than  other  varieties.  In  addition  ger- 
anium oil  contains  Isevomenthone  and  small  amounts 
of  pinene,  phellandrene,  amyl  alcohol,  linalol,  and  a 
paraffin  melting  at  63^  C.  Reunion  oil  is  also  stated 
to  contain  a  blue  high-boiling  fraction,  and  according 
to  Plateau  and  Labbe  oleic  acid  is  present  as  the  ger- 
anyl  ester,  while  other  geranium  oils  are  said  to  con- 
tain an  acid  having  the  formula  Ci^HasOa. 

Geranium  oils  are  liable  to  adulteration  with  fatty 
oils,  and  with  the  oils  of  turpentine  and  cedar  wood. 
All  such  additions  tend  to  decrease  the  solubility  of 
the  oil  in  70  per  cent  alcohol.  Fatty  oils  would  be 
further  detected  by  the  presence  of  a  non-volatile 
residue.  The  paraffin  naturally  occurring  in  geranium 
oils  will  rise  to  the  surface  on  the  addition  of  alcohol, 
while  fatty  oils  tend  to  fall  to  the  bottom  of  the  con- 
taining vessel.  Geranium  oil  is  largely  adulterated 
with  the  so-called  Indian  geranium  oil,  an  addition 
which  causes  a  lowered  ester  value.  An  adulteration 
with  benzoic  esters  has  been  reported  by  Schimmel. 
This  raises  the  ester  value  and  is  difficult  to  detect. 

Geranium  oil  is  largely  used  in  perfumery,  and  is 
known  as  rose  geranium,  owing  to  the  common  prac- 
tice of  adding  rose  petals  to  the  plants  before  distilla- 
tion.-r.  D.  B.  Mason,  U.  S.  Consul,  Algiers,  Algeria. 

ror«t«IIs  TKuAd«r  Storms. 

The  Edison  Company  of  New  York  City  makes  use 
of  an  apparatus  that  indicates  the  approach  of  a  thun. 
der  storm  several  hours  before  any  clouds  appear,  and 
that  this  gives  ample  time  to  supply  the  increased  il- 
lumination that  the  accompanying  darkness  makes 
needful.  According  to  the  Engineering  News,  the 
storm  detector  is  virtually  a  wireless  telegraph  receiv- 
ing circuit,  operated  by  faint  impulses  from  the  elec- 
trical disturbances  in  the  vicinity.  Receiving  antenne 
intercept  these  impulses,  which  cause  a  relay  to  close 
an  alarm  bell  circuit.  At  first  the  bell  rings  only  at 
long  intervals,  but  as  the  storm  approaches  it  rings 
more  and  more  frequently.  Perhaps  for  an  hour,  per- 
haps only  for  half  an  hour,  before  the  storm  breaks, 
the  bell  will  ring  continuously.  The  time  depends 
upon  the  intensity  of  the  disturbance.  In  the  interval 
the  engineers  have  ample  time  to  get  up  steam  enough 
to  run  as  many  additional  generators  as  may  be  needed. 
Electrical  disturbances  accompany  nearly  all  summer 
storms ;  winter  storms,  however,  have  very  weak  elec- 
trical manifestations,  which  the  new  apparatus  has  not 
yet  succeeded  in  detecting. 


AAtiqt»itT  of  SoApw 

Soap  has  been  in  use  for  more  than  three  thousand 
years  and  is  twice  mentioned  in  the  Bible.  Some 
time  ago  a  soap  boiler^s  shop  was  discovered  in  Pom- 
peii, having  been  buried  beneath  the  terrible  rain  of 
ashes  that  fell  upon  that  city  over  eighteen  hundred 
years  ago.   The  soap  found  still  retained  its  efficiency. 
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The  Artistic  in  Soda  Dispensing. 


By  E.  R.  Forrest. 


Soda  dispensing  may  be  made  to  assume  the  artistic, 
and  in  some  places  it  is  a  reality ;  in  fact,  it  is  nothing 
new  to  call  soda  dispensing  an  art.  There  are  many 
arts,  all  of  them  being  intended  in  some  way  to  add 
to  the  pleasure  of  mankind.  Primarily,  however,  we 
think  of  an  artist  as  one  who,  with  his  brushes  and 
paints,  turns  the  ugly  piece  of  canvas  into  a  beautiful 
picture  to  please  the  eye.  It  is  in  this  sense  that  I  use 
the  word  artistic  in  connection  with  soda  dispensing. 
It  is,  to  be  sure,  an  art  to  make  a  drink  that  tastes 
well,  but  when  a  drink  not  only  tastes  well,  but  also 
looks  pleasing  to  the  eye,  then  it  is  truly  an  artistic 
product. 

It  is  a  sad  truth  that  in  the  rush  to  obtain  the  volume 
of  business  the  artistic  in  the  dispensing  has  been 
woefully  neglected.  In  some  of  the  stores  one  can 
barely  find  even  the  semblance  of  cleanliness,  where 
at  one  time  it  was  a  real  pleasure  to  go  for  a  soda  or 
dish  of  cream  because  of  the  real  beauty  of  the  place. 

But  to  the  point  toward  which  I  am  aiming  in  this 
article,  for  it  is  not  my  purpose  to  find  fault  with  those 
who  do  not  dispense  artistically,  but  rather  to  tell 
those  who  may  desire  to  enhance  the  value  of  their 
fountains  how  it  can  be  done.  The  wise  man  is  the 
one  who  sees  his  needs  and  does  at  once  those  things 
which  are  necessary,  because  he  knows  that  if  they 
are  not  done  in  time  his  trade  will  be  injured  through 
neglect. 


The  first  great  essential  to  artistic  dispensing  is 
artistic  surroundings.  This  does  not  mean  elaborate 
fixings  beyond  the  reach  of  the  average  man.  Very 
plain  fountains  may  be  made  to  look  artistic.  Neat- 
ness and  cleanliness  in  the  appointments  constitute 
the  great  essentials.  Next  you  must  have  thin,  delicate 
glasses,  nicely  polished  silverware,  such  as  spoons, 
etc.  They  need  not  be  of  elaborate  design,  but  they 
must  be  good  and  kept  sweet  and  clean  and  brightly 
polished,  for  when  in  this  condition  they  certainly  add 
very  much  to  the  appearance  of  the  drink. 

SeiVe  your  phosphate  in  bell-shaped  glasses,  but  if 
you  prefer  some  other  shape  be  sure  that  it  is  neat  and 
tasty.  Do  not  have  the  flavors  high  colored.  If  you 
feel  that  you  must  use  artificial  coloring  have  the 
colors  delicate  and  as  true  to  nature  as  you  can  pos- 
sibly approach. 

Personally  I  have  discontinued  the  use  of  coloring 
agents  except  in  rare  cases.  I  am  even,  of  course, 
using  caramel  in  some  few  flavors,  but  aim  to  use  light 
colors  even  to  the  point  of  coloring  sarsaparilla  very 
light,  and  I  find  it  much  more  satisfactory  than  the 
highly  colored  drink. 

In  plain  drinks,  such  as  soda,  phosphates  and  ice 
cream  soda,  all  that  can  be  done  to  make  them  attrac- 
tive is  to  serve  them  in  thin  glasses,  being  sure  that 
they  are  clean,  and  by  taking  pains  not  to  slop  the 
drink  over  on  the  outside  of  the  glass.    A  plain  drink 
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^eatly  served,  the  syrup  well  mixed  with  the  rest  of 
the  ingredients  and  placed  in  a  clean  polished  holder, 
certainly  is  pleasing  to  the  eye  and  gives  an  artistic 
result.  It  looks  so  good  yoa  feel  like  trying  one  as 
you  see  others  enjoying  the  refreshing  drink. 

It  is,  however,  on  the  fancy  drinks  that  the  dispenser 
has  an  opportunity  to  display  his  skill.  Supplied  with 
the  proper  glasses,  he  quickly  and  correctly  prepares 
an  egg  drink,  and  then  with  a  quickness  that  comes 
from  practice  he  strains  it  into  a  brightly  polished 
glass,  and  it  certainly  looks  pleasing  to  the  eye.  Then, 
as  he  tops  it  off  with  a  sprinkling  of  nutmeg  or  pow- 
dered cinnamon  and  places  a  couple  of  straws  in  it, 
you  feel  that  you  will  try  one  in  the  place  of  the 
cheaper  drink  that  it  was  your  intention  of  taking. 

Dispensers  who  try  to  throw  egg  drinks  long  dis- 
tances through  the  air  spoil  the  artistic  effect  and  also 
the  quality  of  the  drink.  Always  aim  to  handle  the 
glasses,  etc.,  as  though  you  were  perfectly  familiar 
with  them  and  their  use,  work  rapidly,  easily  and  cor- 
reedy,  aiming  to  please  the  eye  with  every  drink  that 
you  serve. 

When  making  such  drinks  as  frapp^,  a  spoonful  of 
whipped  cream  placed  on  top  adds  much  to  its  ap- 
pearance. Light-colored  sweet  drinks,  such  as  milk 
shakes,  etc.,  may  be  topped  off  with  a  sprinkling  of 
sweet  chocolate,  or  if  customer  prefers,  powdered  nut- 
meg or  cinnamon  may  be  used. 

Cold  malted  milk  drinks  may  be  finished  by  the 
addition  of  a  little  whipped  cream.  Such  little  finish- 
ings, while  they  may  cost  a  little,  make  a  drink  look 
so  inviting  that  others  seeing  them  feel  that  they,  too, 
would  enjoy  one. 

Dark-colored  drinks  could  be  finished  by  sprinkling 
a  little  powdered  sugar  on  top,  which  in  no  way  injures 
the  drink  and  adds  to  the  looks. 

As  the  hot  weather  begins  to  increase  the  demand 
for  lemonades  and  other  cold  drinks,  it  is  advisable  to 
have  on  hand  such  condiments  as  fresh  mint,  sliced 
pineapple,  oranges  and  lemons,  and  also  maraschino 
cherries,  for  decorative  purposes.  There  are  many 
combinations  of  syrups  which  may,  by  the  addition 
of  shaved  ice  and  some  simple  decoration,  be  made  to 
bring  in  lo  cents  because  tiiey  please  the  eye  and  cost 
you  no  more  than  plain  soda. 

Ice  cream  and  sundaes,  etc.,  may  be  made  to  have 
an  artistic  appearance  by  serving  them  in  delicate 
dishes  or  glass  cups,  etc.  Ice  cream  looks  nice  topped 
with  whipped  cream  and  then  covered  with  a  sprink- 
ling of  sweet  chocolate  and  a  bright  cherry  on  top. 

Nice  fancy  paper  napkins  should  be  on  hand  to 
serve  to  the  ladies  with  ice  cream,  etc.  They  are  an 
artistic  addition  in  themselves  and  pleasing  to  the  eye. 

Artistic  effects  are  by  no  means  confined  solely  to 
the  cold  drinks,  but  may  also  be  produced  in  hot  ones, 
although  in  these  drinks  the  greatest  effect  is  produced 
by  the  quality  of  the  service.  Delicate  bouillon  cups, 
fancy  hot  chocolate  mugs,  all  combine  to  give  a  pleas- 
ing appearance  to  the  drink. 

A  drink  first  meets  the  eye,  and  if  the  eye  is  satis- 


fied there  is  no  reason  why  you  should  not  feel  that 
you  have  accomplished  fully  one-half  in  making  the 
drink  taste  good.  How  often  we  hear  the  expression, 
"Well,  that  certainly  looks  good  enough  to  drink.** 
The  great  point  is  to  please  the  eye.  Every  one  who 
has  wares  of  any  kind  to  sell  tries  to  enhance  their 
value  by  displaying  them  in  suitable  surroundings. 
Just  so  in  dispensing  soda  water ;  if  we  want  to  secure 
the  best  results  and  appeal  to  the  best  people,  we  must 
aim  to  make  everything  about  our  place  as  attractive 
as  possible. 

It  is  impossible  for  us  to  lay  down  any  set  rule  to 
govern  you  in  the  matter  of  artistic  dispensing.  Your 
own  artistic  tastes  must  govern  you  entirely. 

Every  dispenser  ought  to  determine  to  have  every- 
thing that  he  serves  pleasing  to  the  eye  and  the  quality 
good,  and  then  I  am  sure  that  the  results  will  be  grati- 
fying to  you  in  every  way.  If  you  have  never  tried 
it,  do  so  and  be  convinced;  it  has  merely  been  our 
thought  to  offer  suggestions. 


VAiformity  iA  Food  aAd  Dr«i|(  CoAtrol. 

The  Chamber  of  Commerce  of  the  United  States 
of  America,  a  body  composed  of  representatives  from 
about  600  local  boards  of  trade,  chambers  of  commerce 
and  trade  associations,  widely  distributed  throughout 
the  United  States,  has  taken  up  the  study  of  the  sub- 
ject of  uniform  food  and  drug  regulation.  For  this 
purpose  a  special  committee  was  appointed  in  July, 
and  its  first  meeting  was  held  at  the  headquarters  of 
the  Chamber  in  Washington,  October  8.  The  com- 
mittee is  composed  of  Willoughby  M.  McCormick,  of 
Baltimore;  A.  J.  Porter,  of  Niagara  Falls;  lohn  A. 
Green,  of  Cleveland ;  B.  L.  Murray,  of  New  York,  and 
Theodore  F.  Whitmarsh,  of  New  York.  Mr.  McCor- 
mick, the  chairman,  is  a  member  of  the  Board  of  Direc- 
tors of  the  Chamber  of  Commerce  of  the  United 
States  and  the  head  of  the  firm  of  McCormick  &  Co., 
manufacturers  of  extracts  and  drugs  and  importers 
of  spices  and  teas;  Mr.  Porter  is  president  of  the 
Shredded  Wheat  Co. ;  Mr.  Green  is  secretary  of  the 
National  Association  of  Retail  Grocers ;  Mr.  Murray 
is  chemist  to  ,Merck  &  Co.,  and  Mr.  Whitmarsh  is 
vice-president  of  Francis  H.  Leggitt  &  Co. 

The  first  meeting  of  the  committee  was  devoted  to 
organization  and  the  preparation  of  a  program  for  the 
committee's  future  work.  The  following  resolution 
was  adopted : 

Resolvid^  That  the  chairman  be  and  hereby  is  au- 
thorized and  empowered  to  appoint  two  sub-commit- 
tees to  consider,  respectively,  the  problems  relating 
more  particularly  to  food  control  and  to  drug  control, 
and  to  report  their  findings  to  the  general  committee. 

As  a  result  of  the  above  resolution,  Mr.  McMormick 
appointed  Mr.  Murray  as  chairman  of  the  sub-commit- 
tee on  drug  control,  and  Mr.  Porter  as  chairman  of  the 
sub-committee  on  food  control. 

The  following  resolution  commending  the  efforts  of 
the  Department  of  Agriculture  tending  towards  co- 
operation and  uniformity  was  also  adopted : 
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.  Resolved^  That  this  committee  hereby  earnestly  and 
heartily  endorses  the  establishment  of  the  bureau  in 
the  United  States  Department  of  Agriculture  particu- 
larly concerned  with  Federal  and  State  co-operation 
in  the  enforcement  of  the  Food  and  Drug  Control 
Laws,  thereby  promoting  an  equal  and  uniform  en- 
forcement of  such  laws,  believing  that  this  work  is 
distinctly  in  the  public  interest. 

The  position  taken  by  the  committee  on  the  mean- 
ing of  uniformity  is  interesting  and  will  repay  close 
examination.  Its  views  are  not  confined  to  a  limited 
horizon,  but  are  intended  to  grasp  the  broader  and 
wider  fields.  Its  efiEorts  will  be  confined  to  no  organ- 
ization or  class  of  people.  It  hopes  to  cover  in  its  en- 
deavors the  position  of  the  wholesaler,  the  retailer,  the 
consumer,  the  manufacturer,  the  official,  and  all  others 
concerned  in  the  production,  handlfng  and  consump- 
tion of  food  and  drugs.  But  only  the  broad,  general 
questions  of  national  character  will  be  considered. 
After  a  lengthy  discussion,  the  committee,  at  its  meet- 
ing, by  unanimous  vote  of  all  present,  adopted  the  fol- 
lowing regarding  uniformity : 

"  Uniformity,  as  the  committee  would  define  it,  in- 
volves the  highest  degree  of  efficiency  in  food  and 
drug  control  jwhich  it  is  possible  to  have  prevail  uni- 
versally and  equally  in  every  part  of  the  nation.  The 
FedenU,  State  and  municipal  laws  and  their  regula- 
tions would,  if  perfect  uniformity  were  attainable, 
reach  the  level  of  full  and  complete  efficiency,  and 
thereby  aiford  equal  protection  and  a  uniform  stand- 
ard of  living  for  all  the  people.  Uniformity  accom- 
plished places  merit  and  the  general  public  interest 
over  local  political  or  geographical  divisions.  This 
committee  will,  therefore,  direct  its  efforts  and  con- 
sideration toward  the  accomplishment  of  uniformity. 
Jhe  committee  cannot  but  feel  impressed  with  the 
magnitude,  the  iniportance  and  the  seriousness  of  its 
work.  It  cannot  but  f  ecj  the  need  for  the  closest  study 
of  the  subject.  And  again,  the  committee  cannot  but 
feel  the  necessity  for  the  fullest  and  most  cordial  co- 
opei^tion  between  itself  and  the  officials  and  all  others 
concerned.  The  committee  will,  of  necessity,  act  de- 
liberately and  slowly,  making  certain  of  each  step, 
considering  only  the  important  problems  of  national 
character." 


i'b^' Nation's  M«dioiA«  Bill. 

The>United  Sutes  Public  Health  Service  has  just 
come  out  with  a  vigorous  report  on  drug  intoxication, 
by  Dr.  Wilbert,  which,  after  describing  the  patent 
medicine  business,  states:  "The  amount  of  money 
expended  annually  for  drugs  and  medicines  in  this 
country  is  out  of  all  proportion  to  the  real  need  or  re- 
quirement of  the  people,  and  to  this  extent  at  least  the 
unnecessary  use  of  medicines  may  be  considered  an 
economic  waste." 

The  enormous  increase  in  the  use  of  drugs  and 
patent  medicine  in  this  country  in  the  past  few  years 
can  be  vividly  realized  when  it  is  known  that  while  the 
population  of  the  United  States  was  less  than  doubled 


in  the  period  from  1880  to  190b,  the  value  of  medicines 
manufactured  and  consumed  in  this  country  increased 
nine-fold,  and  the  value  added  by  manufacture  was 
eleven  times  greater  in  1909  than  it  was  thirty  years 
before.  This,  however,  does  not  tell  the  whole  story 
by  any  means,  for  these  figures,  collected  by  the  cen- 
sus, do  not  give  the  imports  of  the  chemicals  which 
are  used  as  medicines  and  which  are  manufactured  in 
establishments  which  for  some  reason  or  other  do  not 
come  under  the  above  classification.  *  Assembling  all 
the  data  that  it  can  lay  its  bands  on,  the  Public  Health 
Service  quotes  with  approval  the  conservative  estimate 
^  that  the  people  of  the  United  States  expend  annually 
upward  of  1500,000,000  for  medicine,  and  that  by  far 
the  greater  bulk  of  the  medicine  purchased  is  con- 
sumed haphazardly  and  not  under  the  direct  super- 
vision of  experts,  whose  knowle4ge  would  tend  to 
prevent  harmful  intoxication  and  untoward  results 
from  the  ingestion  of  potent  and  in  many  instances 
harmful  preparations." 

Dr.  Wilbert  thinks  that  public  attention  should  be 
directed  to  the  possibilities  for  harm  which  he  believes 
are  inherent  to  practically  all  drugs  and  preparations. 
He  points  out  that  chronic  troubles  almost  invariably 
arise  from  the  frequent  or  long-continued  use  of  prac- 
tically all  drugs.  He  mentions  in  particular  the  solu- 
ble salts  of  mercury,  lead,  uranium  and  related  metals. 
"  Useful  drugs,"  he  declares,  "  are  of  necessity  poison- 
ous substances  which  tend  to  derange  normal  proc- 
esses of  the  human  organism,  and  many  of  them  must 
of  necessity  be  extremely  injurious  to  the  various 
organs  of  the  body  if  used  at  all  liberally  for  any  ap- 
preciable length  of  time."  He  estimates  that  enough 
quinine  was  imported  into  the  United  States  in  191 3 
to  give  to  every  man,  woman  and  child  from  twenty- 
five  to  thirty  doses  each  year  —  a  total  of  2,065,000,000 
average  doses.  This  family  standby  he  declares  to  be 
the  cause  of  gastric  catarrh,  even  when  given  in  small 
doses.  The  cold  tar  drugs,  of  course,  come  in  for 
their  share  of  criticism,  and  a  terrible  story  is  related 
of  the  effects  of  salicylate  tablets  taken  regularly  by 
a  woman  for  the  alleviation  of  neuralgic  pains.  The 
woman  had  been  taking  five-grain  tablets  from  three 
to  ten  times  daily  for  a  year,  and  her  mental  condition, 
when  seen  by  a  physician,  was  similar  to  that  of  the 
"  morphine  fiend." 

A  Ma^A^tic  AttraotioA. 

A  novel  advertising  device  has  made  its  appearance, 
which  consists  of  a  polished  metal  cylinder  shaped 
like  a  vase.  Inside  the  receptacle  is  a  small  electric 
motor  which  makes  a  magnet  turn  about  a  shaft 
Small  articles  for  sale  with  pieces  of  iron  imbedded  in 
them  are  put  on  the  cylinder,  and  the  magnet  causes 
them  to  travel  around  the  surface.  This  movement 
attracts  the  attention  of  the  passersby,  and  still  further 
attraction  is  caused  by  emplojring  small  figures  of  men 
or  others  of  amusing  character  which  go  through  ir- 
regular evolutions  around  the  cylinder.  Small  steel 
balls  with  flags  stuck  in  them  are  found  among  the 
best  for  this  use.  —  Scientific  American. 
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NatioAal  Advertisers. 

According  to  a  statement  of  Mr.  Arthur  Brisbane* 
there  are  about  6,000  national  advertisers,,  that  isi 
business  men  who  advertise  outside  of  their  own 
localities  either  to  create  a  demand  to  be  supplied  by 
local  merchants  or  to  attract  mail  orders  from  every 
part  of  the  country.  The  biggest  advertfsers  are 
among  national  advertisers.  How  extensive  national 
advertising  is  can  be  judged  by  the  fact  that  last  year 
alone  400  national  advertisers  have  used  in  thirty 
publications  space  which  has  cost  them  |is»i94i23i. 
Among  them,  manufacturers  of  foodstuffs  alone  have 
spent  in  that  year  13,527,170. 

Mr.  Brisbane,  however,  underestimates  the  number 
of  national  advertisers.  Fpur  years  ago  the  Mail 
Order  Journal  tried  to  compile  a  list  of  national  adver- 
tisers. The  advertising  pages  of  not  only  a  large 
number  of  dailies,  weeklies  and  magazines  were 
searched  for  names,  but  also  almost  all  trade  papers, 
of  which  there  are  hundreds.  The  organ  of  no  trade 
was  overlooked.  Papers  devoted  to  architecture  and 
building,  to  retail  trade,  to  electrical  and  mechanical 
pursuits,  to  the  drug  business,  the  bakery  trade,  den- 
tistry, photography,  millinery,  the  machine  trade,  the 
iron  and  steel  industries,  the  novelty  business,  and 
even  the  undertaking  business,  were  scrutinized,  and 
over  12,000  names  were  compiled  —  names  of  people 
who  were  trying  to  attract  the  trade  of  retailers  in 
every  part  of  the  country. 

These  advertisers  could  in  due  time  be  induced  to 
expand  and  to  use  media  to  create  a  popular  demand, 
by  which  the  sales  of  the  retailer  to  tlie  ultimate  con- 
sumer could  be  pushed.  Nothing  can  give  national 
advertisers  greater  extension  than  the  direct  appeal  to 
consumers,  so  that  they  can  go  to  the  retailers  which 
are  reached  by  trade  papers  and  ask  for  the  goods 
that  they  have  bought  for  distribution  from  the  manu- 
facturer and  jobber.  —  Mail  Order  Journal. 


Postttl  ^t«s« 

Mr.  Rogers,  a  drug  clerk  in  Fayetteville,  Ark.,  has 
devised  a  simple  and  ingenious  method  for  determin- 
ing the  amount  of  postage  to  be  placed  on  parcel  post 
packages.  He  has  formulated  his  scheme  into  the 
following  table: 

First  and  second  zones,  postage  equals,  number  of 
pounds  plus  four  cents. 

Third  zone,  two  times  number  pounds  plus  four 
cents. 

Fourth  zone,  four  times  number  pounds  plus  three 
cents. 

Fifth  zone,  six  times  number  pounds  plus  two  cents. 

Sixth  zone,  eight  times  number  pounds  plus  one 
cent. 

Seventh  zone,  ten  times  number  pounds  plus  one 
cent. 

Eighth  zone,  twelve  cents  a  pound. 


An  astonishing  number  of  edible  seaweeds  is  known 
to  the  native  Hawaiians,  who  give  to  these  kinds  and 
some  others  the  general  name  of  "  limu." 


Jtist  in  Jest. 

"  Since  it  isn't  moving  it  must  be  a  scarecrow." 
^  That  isn't  a  scarecrow.    That's  a  man  working  by 
the  day."  —  Chicago  Post. 

"What  seems  to  be  the  trouble?  "  asked  the  editor 
anxiously. 

"  Read  it  and  see ! "  said  the  boot  and  shoe  adver- 
tiser. 

The  unhappy  editor  read,  '*  If  you  want  to  have  a 
fit,  wear  Jones's  shoes."  —  Lippincott's. 

A  city  girl  was  taking  a  course  in  an  agricultural 
college.  After  a  lecture  on  "How  to  Increase  the 
Milk  Flow,"  she  rose  for  a  question^ 

"  How  long,"  she  blushingly  inquired,  "  must  one 
beat  a  cow  before  she  will  give  whipped  cream?"  — 
Judge. 

"Here comes  Father  Reilly." 
"  Naw,  that's  our  rector..    He  ain't  no  Father;  he's 
got  a  wife  and  three  kids.  —  X. 

"  The  woman  threw  herself  into  the  river,"  read  the 
teacher.  "Her  husband  rushed  to  the  bank.  Now, 
tell  me  why  her  husband  rushed  to  the  bank." 

"  To  get  the  insurance  money,"  yelled  the  class.— X. 

"  Oh,  look  at  that  scarred  old  hillside,"  exclaimed 
the  gushing  young  thing." 

"  Yes,"  said  her  prosaic  companion,  "  that's  where 
it  was  operated  on  for  gravel."  — X. 

"  Pa,  what  is  scientific  salesmanship? " 
"  Scientific  salesmanship,  my  son,  is  selling  a  man 
a  dress  suit  when  he  comes  in  to  buy  a  celluloid  col- 
lar." —  Detroit  Press. 

Druggist  George  Humbolt  reports  that  he  sold  a 
package  of  dye  to  a  young  woman  with  yellow  furs. 
She  planned  to  dye  her  white  poodle  to  match  her 
mufiF. 

The  women  most  careful  about  their  complexions 
are  those  who  haven't  any. —  London  Mail. 

The  governor's  wife  was  telling  Bridget  about  her 
husband. 
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"  My  hasbaod,  Bridget,"  9>^t  said,  proudly,  "  is  at 
the  head  of  the  State  militia." 

"  Oi  thought  as  much,  ma*am,"  said  Bridget,  cheer- 
fully ;  ♦*  ain't  he  got  the'  foine  malicious  look ! "  —  X. 

Professor  (in  geology)  —  The  geologist  thinks  noth- 
ing of  a  thousand  yeai;s. 

Sophomore —  Great  guns!  And  I  loaned  ageolo' 
gist  |io  yesterday !  —  Grit 

<*  What  happened  at  Smith's  funeral  ? " 
"Well,  the  minister  spoke  and  then  we  past  around 
the  bier.'* 
"  Great  guns !  To  think  I  missed  it  I "—  Punch  Bowl. 

TK«^  RomaAO*  of  KKaKi. 

Khaki,  the  color  which  renders  soldiers  so  difficult 
to  see,  was  discovered  by  a  happy  accident.  The 
British  troops  in  India  wore  a  cotton  uniform  which, 
when  it  was  new,  was  khaki  in  color,  but  after  a  visit 
to  the  laundry  was  undescribable.  A  Manchester 
business  man,  discussing  this  defect,  remarked  casu- 
ally that  a  fortune  awaited  the  man  who  could  find  a 
khaki  dye  that  neither  sun,  soap  nor  soda  would  fade. 
A  young  officer,  according  to  ithe  Glasgow  Times, 
heard  the  remark,  hired  a  skilled  native  dyer  and 
began  the  search.  Years  passed  in  fruitless  ezperi- 
menU,  till  one  day,  passing  over  a  heap  of  rags,  relics 
of  their  failures,  they  chanced  upon  one  piece  which 
was  still  khaki,  though  the  laundry  had  worked  its 
will.  But  it  had  received  no  special  treatment,  so  far 
as  they  knew,  except  that  it  had  fallen  into  a  meta] 
dish.  That  was  the  secret.  The  metal  of  the  dish 
and  the  chemicals  in  the  dye  had  combined  to  produce 
that  fadeless  khaki  color  which  makes  soldiers  invisi. 
ble  and  turned  the  lieutenant  into  a  millionaire. 


**  Oc«a A  Tr^lllo  and  Trad««" 

The  above  is  the  title  of  a  new  volume  of  430  pages 
by  B.  Olney  Hough,  editor  of  the  American  Exporter, 
which  covers  in  a  most  thorough  manner  the  entire 
subject  of  ocean  commerce.  Although  written  in 
chapters,  in  a  very  lucid  and  entertaining  style,  the 
book  is  really  a  cyclopaedia,  as  every  detail  that  re- 
lates to  traffic  by  water  will  be  found  referred  to  in 
the  comprehensive  index  at  the  end  of  the  book.  Each 
chapter  is  also  followed  by  a  series  of  questions  that 
make  the  volume  of  especial  value  for  use  in  schools 
and  colleges.  The  important  business  blanks  that  are 
used  in  foreign  ocean  commerce,  which  are  lepro- 
duced  by  photographic  process,  and  several  half-tone 
engravings  add  much  to  the  usefulness  of  the  treatise. 
Especially  timely  chapters  are  those  on  **  Developing 
Export  Trade "  and  "  America's  Opportunity  in  the 
Markets  of  the  Worid."  The  book  is  published  by 
the  La  Salle  Extension  University,  Chicago,  and  is 
sold  for  ^3.00,  postpaid. 


N«w  FriAt«d  Matter. 

Manufacturers  and  others  are  invited  to  put  the  name  of 
The  Spatula  on  their  mailing  list^  thai  we  may  receive  their 
business  literature  as  issued.  Acknowlet^nunty  as  a  ruUy  ttHll 
be  made  in  this  column.  Such  information.,  ive  believe^  is  of 
much  interest  to  our  subscribers^  and  in  same  cases  its  publica 
tton  may  result  in  advantage  to  those  accepting  our  invitation., 
which  is  extended  as  freely  to  those  who  do  not  as  to  those  who 
do  advertise  with  us.  • 


The  great  aqueduct  which  supplied  Carthage  with 
water  was  seventy  miles  long. 


Richard  Hudnnt,  115  East  29th  Street,  New  York,  has 
lent  to  the  trade  a  circular  letter  aDnouncing  that  he  will 
fully  assume  the  new  internal  revenue  tax. 

An  epitomised  record  of  the  nation's  growth  in  area, 
population  and  resources  is  contained  in  a  pamphlet  just 
issued  by  the  Department  of  Commerce  through  its  Bu> 
reau'of  Foreign  and  Domestic  Commerce,  entitled  **  Sta- 
tistical Record  of  the  Progress  of  the  United 
States,  1800-19 14."  In  all  cases  where  the  statistical 
data  permit,  the  tables  cover  more  than  a  century ;  the 
later  inauguration  of  certain  lines  of  statistics  necessaiUv 
restricts,  in  those  cases,  the  period  covered.  The  book 
is  sold  by  the  Superintendent  of  Documents,  Washington, 
D.  C,  for  10  cents  a  copy. 

The  Eckman  Mfg.  Co.,  Philadelphia,  publish  a  I2*page 
pamphlet  with  cover  entitled  "  One  Reason  Why."  It 
is  made  up  of  various  advertisements  that  have  appeared 
in  the  Philadelphia  papers  relating  to  the  **  Lime  Treat- 
ment in  Tuberculosis.** 

The  November  St.  Nicholas  is  the  first  number  of 
the  forty-secpnd  volume,  and  celebmtes  the  event  with 
the  first  chapters  of  Frances  Hodgson  Burnett's  new 
story,  **  The  Lost  Prince,"  which,  it  is  announced,  is  to 
run  through  the  entire  new  volume  in  twelve  instalments^ 

To  meet  the  constantly  increasing  demands,  which  were 
far  in  excess  of  the  edidon  authorized  by  Congress  for 
free  distribution,  a  subscription  price  of  I2.50  a  year  was 
fixed  for  the  **  Daily  Consular  and  Trade  Reports," 
effective  July  i,  1914.  Under  this  plan  the  charge,  which 
is  less  than  the  cost  of  printing  and  paper,  permits  all 
firms  and  individuals  who  desire  the  publication  to  obtain 
it  promptly.  Many  persons  who  were  formerly  unable  to 
obtain  the  reports  because  of  the  limited  edition  fixed  by 
law  may  not  yet  be  aware  of  the  opportunity  to  subscribe, 
and  thus  have  access  to  the  commercial  information  gath- 
ered by  the  Federal  Government  from  all  the  countries  of 
the  world  for  the  benefit  of  American  business  houses. 
Subscriptions  for  the  publication  are  received  by  the 
Superintendent  of  Documents,  Government  Printing  Of- 
fice, Washington,  D.  C,  at  I2.50  per  aimum,  mailed  daily, 

"  Hygienic  Laboratory  Bulletin  —  No.  96  "  pub- 
lished by  the  United  States  Public  Health  Service,  Wash- 
ington, D.  C.,  contains  the  following  monographs :  i.  Re- 
port of  Investigation  of  Coastal  Waters  in  the  Vicinity  of 
Gulfport  and  Biloxi,  Miss.,  with  Special  Reference  to  the 
Pollution  of  Shellfish,  by  R.  H.  Creel.  2.  A  Comparison 
of  Methods  for  the  Determination  of  Oxygen  in  Waters 
in  Presence  of  Nitrite  by  Elias  Elvove.  3.  Some  New 
Compounds  of  the  Choline  Type.  III.  Including  Prep- 
aration of  Monoacetate  of  Dioxy  Methyl  Butane  by  G.  A. 
Menge.  4.  The  Detection  of  White  Phosphorus  in 
Matches  by  Earle  B.  Phelps.  5a  The  Chemical  Compo-. 
sition  of  Rubber  Used  in  Nursing  Nipple9  and  in  Some 
Rubber  Toys  by  Earle  B.  Phelps  and  Albert  F.  Steven- 
son. 6.  The  Analysis  of  Thymol  Capsules  by  Atherton 
Seidell.  7.  Seasonal  Variation  in  the  Composition  of  the 
Thyroid  Ghuid  by  Atherton  Seidell  and  Frederic  Fenger. 
8.  Note  on  a  New  Apparatus  for  Use  with  the  Winkler 
Method  for  Dissolved  Oxygen  in  Water  by  Hyman  L. 
Shoub.  9.  The  Pharmacolo^cal  Action  of  Some  Serum 
Preservatives  by  Carl  Voegtlm. 
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WHAT'S  NEW. 


No.  I.  Patent  No.  1,112,488.  Funnel.  Patented  Oct 
6  by  Una  A.  Stenman,  Norfolk,  Conn. 

No.  2.  Patent  Na  1,113,465.  Cork-Extractor.  Pat- 
tentedlOct.  13  by  Peder  T.  MoUer,  Seattle,  Wash. 

No.  3.  Patent  No.  1,113,604.  Bottle-Stopper.  Pat- 
ented Oct  13  by  Clande  B.  Dayia  and  Doraett  A. 
Davieon,  Richmond,  Va. 

No.  4.  Patent  No.  1,113,054.  Soluble  Brush.  Pat- 
ented Oct  6  by  Francis  W.  Sadler,  Norristown,  Pa. 

No.  5.  Patent  No.  1,1x5,444.  Attachment  for  Bot- 
tles or  Jars.  Patented  Oct  27  by  George  £.  Le 
Clair,  Flint,  Mich. 

No.  6.  Patent  No.  1,114,561.  Syringe.  Patented  Oct 
20  by  Arthur  E.  WUde,  New  York,  N.  Y. 

No.  7.  Patent  No.  1,113,648.  Funnel.  Patented  Oct 
13  by  Karl  Karlson,  Brooklyn,  N.  Y. 

No.  8.  Patent  No.  1,112,600.  Cork-Extractor.  Pat- 
ented Oct  6  by  George  Janes  Davison,  Richmond, 
Va. 


No.  9.  Patent  No.  1,112,802.  Ice  Cream  Cone  Scoop. 
Patented  Oct  6  by  Charles  N.  Jager  and  Casper  J. 
Jager,  Baltimore,  Md. 

No.  10.  Patent  No.  1,113,605.  Device  for  Turning 
Nipples.  Patented  Oct  13  by  Ellen  Jane  Daross 
Desloge,  St.  Louis,  Mo. 

No.  II.  Patent  No.  1,112,875.  Cork  Extractor  and 
Fastener.  Patented  Oct  6  by  Patrick  John  Whelan, 
Douglas,  Ontario,  Canada. 

No.  12.  Patent  No.  1,113,594.  Lemon  Squeezer.  Pat- 
.  ented  Oct  13  by  Abraham  I.  Barnwell  and  Peter 
Tormey,  San  Francisco,  Cal. 

No.  13.  Patent  No.  1,113,582.  Bottlr-Filling  De- 
vice. Patented  Oct  13  by  Conrad  Schroeder,  Mil- 
waukee, Wis. 

No.  14.  Patent  No.  1,112,755.  Poisonous  Tablet  and 
Antidote.  Patented  Oct.  6  by  John  A.  Bergstrom, 
Passaic  N.  J.  * 

No.  15.  Patent  No.  1,115,224.  Syringe.  Patented  Oc;. 
27  by  Calvin  D.  McAllum,  De  Kalb,  Miss. 


OUR  ROBERTSON 

fruit  tablets  flavors  Boltfom  found,  oxoopt  In 
tho  original  fruits,  oonsoquontly  oro  buslnoss 
builtfors  I  paokod  6  lb.  round  Jars  1  4  lb.  and 
2  lb.  squaro  Jars.  Prioo  fair  —  allowing 
tfoalors  hantfaomo  profit. 

ROBERTSON-BRADSHAW  CO., 
286  GnaiM  StnH,       NiwYirkGily 


EVERYBODY  BUYS  CANDY  AT 
CHRISTMASTIME 

How  many  of  your  drug  customers 
will  get  theirs  at  your  store  ? 

Not  more  than  a  few  of  them,  weMl 
warrant,  unless  you  make  special  dis- 
plays of  what  you  offer  in  this  line. 

Such  Stands  as  the  No.  74S  and 
others  we  catalog,  will  sell  enough 
bulk  candy  during  one  season,  to  pay 
for  themselves  and  leave  a  good  profit 
besides. 

Are  you  iuteresied? 

IMMC       THB    BARI^OIV 
74$  COMPANY 

No.  79-G  Race  St.,  Holyokb,  If  ass. 
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No.  16.    PatenLNo.  1,114,780.    Carbonator.    Patented 
27  by  Peter  E.  Malmstrom,  New  York,  N.  Y. 


To  tK«  TraA«* 

Since  we  have  sacceeded  in  obuining  new  shipments 
from  onr  parent  home,  Messrs.  Schimmel  &  Co.,  Miltitz, 
which  enable  ns  to  again  famish  an  almost  complete  line 
of  goods  from  stocks  on  hand,  we  have  decided  to  take 
up  the  publication  of  onr  Price  List  again,  in  order  to 
acquaint  our  many  friends  in  the  trade  with  the  present 
market  conditions  for  Essential  Oils,  and  to  guide  them 
in  the  calculation  of  their  own  manufactures. 

We  are  pleased  to  call  special  attention  to  the  fact  that 
we  were  in  a  position  to  re-establish  for  a  great  majority 
of  our  goods  the  old  prices  that  ruled  before  the  outset 
of  the  present  crisis,  which  we  feel  will  be  welcomed  and 
appredated  by  our  friends. 

Where  advances  had  to  be  made,  these  express  gener- 
ally only  the  extra  expenses  caused  by  the  increased  coet 
of  tiansportation,  war  risk  insurance  and  other  incidentals 
connected  wUh  the  difficnldes  of  the  present  traffic  con- 
ditions. 

Only  a  minority  of  goods  show  still  what  we  may  call 
"  war  prices,**  and  in  these  cases  it  has  been  so  far  impos- 
sible to  replenish  available  stocks,  on  account  of  deficient 
or  entirely  missing  raw  materials  for  their  manufacture, 
or  similar  reasons. 

The  prices,  as  given  in  this  List,  are  certainly  not  bind- 
ing upon  us  and  subject  to  change  without  notice,  since 
the  uncertainty  of  the  general  market  situation  prevents 
as  yet  a  return  to  completely  normal  conditions. 

We  further  wish  to  state  that  we  have,  certainly,  first 
replenished  our  stocks  of  the  most  current  necessiries,  but 
wUl  have  sufficient  goods  on  hand  also  of  all  the  rarer 
articles  within  the  very  near  future  to  meet  the  legitimate 
demand  of  our  patrons. 

In  order  to  assist  us  in  our  endeavors  to  supply  oyr 
friends  from  now  on  regularly  again  with  all  the  goods  of 
our  line,  we  would  ask  them  to  be  as  moderate  and  con- 
servative in  their  demand  as  conditions  will  allow,  and  we 
assure  you  that  any  and  all  assistance  given  us  in  this 
direcrion  will  be  highly  appreciated.    Sincerely  yours, 

Fritzschs  brothers. 
New  Yarky  November^  ^9^4* 

Tmtck  C«At  0Ui«* 

The  Major  Mfg.  Co.,  461  Pearl  Street,  New  York,  an- 
nounce that  they  will  send  to  druggists  who  do  not  carry  it« 
one-fourth  dozen  of  their  lo-cent  size  of  Major's  Cement. 
There  is  much  assisting  advertising  matter  that  goes  with 
the  outfit.  If  you  will  write  the  company  you  will  find 
out  how  to  double  your  sales  of  household  cement. 


SOO  BBA]>T-TO-178Si  AB8  FOB  BB17€Mai8T8  by  Chat- 
L.  Arcbbold  and  other  experts.  Something  for  every  department 
and  every  season.  Nearly  all  have  an  appropriate  illustration 
which  may  be  used  ornot  as  desired.  So  arranged  they  may  be  cut 
out  as  needed  and  sent  to  your  local  paper,  or  to  your  printer  as 
copy  for  counter  slips.    Price  oost  paid  $1.  ( foreign  as  )  with  the 


ROWE'S 

No-TKump 

X 

Tumbler  Washer 


spatula  I  year  #i.$o  (foreign  8>.) 


Of  course,  you  know  it.  Every  dispenser 
who  is  not  a  yearling  in  the  business  knows  it 
and  uses  it^  for  it  is  everywhere  recognized  as 
the  world's  hygienic  glass  washer— the  washer 
that  eliminated  the  two  greatest  perils  of  the 
public  drinking  glass— the  sink-dipped  ^lass 
and  the  brush-smeared  glass.  Considered  in 
the  light  of  its  service  and  economies,  it  costs 
less  than  any  other  fountain  sundry  you  can 
think  of.  $1S.00  nickel  plated;  $1S.00  silver 
plated.  Absolutely  guaranteed.  If  you  are  one 
of  the  inevitable  few  who  get "  stung  **  from  time 
to  time  with  "  something  else '',  you  owe  it  to 
yourself  to  write  to-day  for  "  Washer  Wisdom  " 
the  primer  of  the  tumbler  washer.  It  will  sure- 
ly interest  you. 

L  L  ROWE 

MANUFACTURER 

74  Portland  St,        Boston,  Mass. 
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Recently  Applied  for  Trade -Marks 


loM*- 


STROpPAL  ™5ftFPTus  zoj^^  kS^l 

HOD  IE        ^••»M**'    "-DAR...  ^o.  t 

DIPS       '*''''■  !\   ^'^^^^ 

TIiX.rME  ""cggjrtoL      ^s""    >       -MlUHOr 


mKo 


M-*^^»M- 


Note.  —  Th«  following  nambers  are  all  Class  6  *'  serial 
nambera/*  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

78,912.  J.  Milton  Wade,  Oklahoma,  Okla.  A  cure  of 
the  tobacco  habit.    August,  1913. 

80,930.  J.  L.  Wooldridge,  Richmond,  Va.  Rheumatism, 
neuralgia,  sprains,  stiff  joints  lame  back  and  external 
diseases  of  the  skin.    Aug.  10,  19 14. 

81,203.  Joseph  Schlyen,  New  York,  N.  Y.  A  laxative 
candy.    February,  191 4. 

80,64a  The  Curitite  Company,  Inc.,  West  Hoboken, 
N.  J.    A  salve  for  medicinal  purposes.    Mar.  i,  191 4. 

80,408.  Saenger  Brothers,  Shreveport,  La.  A  remedy 
for  the  liver  and  kidneys.     1900. 

80,854.  Charles  Monroe  Foster,  Bellingham,  Wash.  Dry- 
shampoo  preparations.    April  i,  1914. 

81,288.  Moise  Nazarian,  Cleveland,  Ohio.  Liniments. 
June  15,  1913. 

59*259.  Barrett  Manufacturing  Company,  New  York, 
N.  Y.  Oil  distillates  of  coal-tar  of  a  disinfecting  and 
preservative  character  and  lacking  lubricating,  illumi- 
nating and  edible  qualities.    Jan.  i,  1889. 

49,634.  Carl  Haefner,  Washington,  Pa.  A  remedy  for 
the  treatment  of  chronic,  specific  and  gonorrheal 
rheumatism,  etc.     Feb.  2,  1910. 

80,683.  John  B.  Rice,  Spencer,  Ind.  Pile  and  eczema 
remedy.    1913. 

80,920.  The  Botanical  Manufacturing  Co.,  Dover,  Del,, 
and  Philadelphia,  Pa.  A  preparation  to  exterminate 
rodents.    Jan.  i,  1906. 

79,651.  J.  W.  Surbrug,  New  York,  N.  Y.  Medically- 
prepared  petroleum  oil  to  be  used  in  relieving  irrita- 
tion of  the  throat,  constipation,  hemorrhoids,  etc. 
May  14,  1914. 


71,091.  Richard  K.  Maguire,  New  York,  N.  Y.  A  rem- 
edy for  headache,  constipation  and  bUiousness,  put 
up  in  the  form  of  pills.    February,  1913. 

75,192.    Coronal  Company,  Los  Angeles,  Cal.    Analgesic      ^ 
balm,  ant-killer,  antiseptic  solution,  arnica  salve,  etc. 
April  5,  1913. 

81,133.  William  T.  Hursh,  Mansfield,  Ohio.  Liver  ub- 
lets.    May  i,  19 13. 

81,048.  Magdalena  Greub,  Wathena,  Kans.  A  prepara- 
tion for  the  treatment  of  cholera  in  hogs.  April  15, 
1914. 

79*352.  Bristol-Myers  Companv,  New  York,  N.  Y.  Sa- 
line laxatives,  uric-acid  solvents,  hepatic  stimulants 
and  eliminators  of  toxic  products.     1897. 

73,160.  John  Varga,  Linden,  N.  J.  A  preparation  for 
the  treatment  of  tuberculosis.    Sept., 15,  1913. 

79,51a  Augusta  Carlson,  Buffalo,  N.  Y.  A  remedy  for 
dyspepsia,  indigestion,  kidney  diseases,  diseases  of 
the  liver,  etc.    June  13,  1914. 

78,688.  Diamond  Chemical  Co.,  Brooklyn,  N.  Y.  A 
laxative.    April  15,  19 14. 

72,711.  United  Laboratories  Company,  Chicago,  111.  Face 
powders,  face  creams,  face  liquids,  rouge,  toilet  waters, 
etc.    June  8,  1913. 

80,934.  Shirosabnro  Chiba,  Seattle,  Wash.  A  remedy 
for  diseases  of  females.    July  16,  1914. 

80,381.  Excelso  Disinfectant  Co.,  Jacksonville,  Fla.  A 
disinfectant  for  the  extermination  of  mosquitoes, 
ants,  roaches,  etc.    June  i,  19 14. 

80,823.  Pond  Pharmacal  Company,  New  York,  N.  Y. 
A  preparation  to  be  dissolved  in  water  for  treatment 
of  the  feet    July  i,  1913. 

81,485.  Cactola  Remedy  Co.,  Emerson,  Neb.  Remedies 
for  whooping  cough,  croup,  coughs  and  colds.  May 
I,  1914. 

81,526.    National  Steel  and  Copper  Plate  Company,  Chi- 
cago, 111.    A  substitute  for  potassium.  Iodide  and     ^ 
*  uiyiifZuu  uy  "xLj  v_>' v_>^pt  iv^ 


THE  SPATULA 


95 


Mr.  Walrus  says: 


ombody  Three  Distinct 
_  _  Grades  of  Constructioo, 
naa^y: 
An  Absolute  Sovereifn.  No  other  Appuatus 
nearly  approaches  it.  Ice  or  Iceless.  Use  it 
EITHER  WAY.  The  Syrup  Jar  that  Jars  competition.  Syrup  Lifts 
Guaranteed  a  Life  Time. 

TUF  HflMMANFR      Just  like  all  others  are  offerinf ,  only  we  make  it 
inC  UUmniUnCn.     tetter  and  sell  it  for  less.    Let  us  prove  it 

Far  ahead  of  anything  in  its  class.  Substantially 
built y  well  designed,  durable  A  whole  lot  of  Foun- 
tain for  a  very  little  money.  Made  tor  the  man  who  requires  a  good  but 
inexpensive  outfit. 

SEND  FOR  CATALOGS 

WALRUS   MANUFACTURING  COMPANY 

DECATUR,  ILLINOIS 

Largest  Builders  and  Distributors  of  Soda  Fountains  throttgh  Jobbers 

AGBNCIES  IN  ALL  PKINCIPAL  CITIES 


WALRUS  SODA  FOUNTAINS 

Arrangement  and  Materials,  naa^y: 

THE  EITH^RWAY. 


THE  WONDER. 


iodine  resublimed.    Sept.  16,  19 14. 

81,113.  Joseph  J.  Vetter,  Brooklyn,  N.  Y.  An  external 
application  for  relief  of  conghs,  colds,  bronchitis, 
asthma,  etc    December,  19 13. 

77,997.  The  G.  G.  Chemical  Corporation,  New  York, 
N.  Y.    A  disinfectant.    Jan.  i,  19 14. 

78,055.  David  W.  Baldwin,  Seattle,  Wash.  Laxative 
Remedies.     May  i,  19 14. 

80,821.  Lavol  Laboratories,  Chicago,  111.  A  remedy  for 
all  diseases  of  the  skin  and  scalp.    January,  19 13. 

80,382.  Minnie  A.  Filippi,  Chicago,  111.  Pills  for  con- 
stipation and  as  a  mild  laxative,  tooth-paste,  salve, 
talcnm  powder.    Oct.  i,  191 2. 

75,384.  Ernst ^andl,  Chicago,  111.  Preparations  for  puri- 
fying the  blood  and  the  treatment  of  cancer.  Jan.  i, 
1914. 

81400.     Roger  S.  Allan,  Lonisviile,  Ky.    Tootb-paste, 


talcnm  powder  and  toilet  water.    June  i,  1905. 

80,912.  Oliver  W.  Sibith,  Loe  Angeles,  Cal.  A  prepa- 
ration for  treating  ailing  feet.    Aug.  i,  191 4. 

8 1 ,365.  Timothy  A.  D nggan.  New  Orleans,  La.  Stomach 
tablets  and  intestinal  eliminants.    Sept  3,  191 3. 

80,842.  Anrelins  S.  Hinds,  Portland,  Me.  A  liquid  lotion 
or  emulsion  for  the  skin.     1876. 

80,174.  Thomas  O.  Bass,  Muskogee,  Okla.  Remedies 
for  colds  and  conghs.    May,  19 14. 

80,881.  George  Corovessis,  New  York,  N.  Y.  Medicine 
for  gall-stones.    Aug.  15,  191 4. 

81,040.  The  W.  M.  Griffin  Company,  Fort  Wayne,  Ind. 
A  tonic  blood  remedy  and  appetizer.    May  10,  1906. 

80,883.  H.  W.  and  G.  W.  Campbell,  Columbus,  Ohio. 
An  alterative  for  the  blood.     June  i,  1914. 

78,587.  The  Porter*Company,  Muskogee,  Okla.  A  rem- 
edy for  headache.    May  8,  191 4. 


A  Display  for  the  Holidays 
and  Other  Days! 

The  value  of  a  Revolving  Display  can  hardly  be  overestimattd.  It  is  a  natural  tendency  of  the 
eye  to  follow  a  moving  object.  This  In  part  will  explain  the  great  value  of  a  Revolving  Disptey  In  your 
store  or  show  window.  You  will,  in  all  probability,  agree  with  this  statement  but  will  question  the  cost 
of  such  a  moving  device.  Just  here  is  where  we  wish  to  say  that  every  druggist  is  now  in  a  position  to 
obtain  an  elaborate  Revolving  Stand  without  the  cost  of  a  penny. 

Observe  the  accompanying  illustration !  It  pictures  a  Display  rack  worth  fully  $i5  00,  strongly  built 
of  thoroughly  seasoned  wood  one-quarter  inch  in  thickness,  highly  polished  in  mahogany  and  stendled 
with  artistic  lettering  in  silver.  Its  extreme  measurements  are  2%  feet  high,  lOii  inches  wide  at  the  base 
and  6H  inches  at  the  top.  A  motor  in  the  lower  compartment  revolves  the  obeliscal  portion  for  over  Zji 
hours  with  one  winding. 

An  assortment  of  36  genuine  HOHNER  Harmonicas  is  attached  by  means  of  steel  clamps  and  sup- 
ports. The  numbers  and  retail  prices  of  each  instrument  being  stenciled  in  neat  design  The  sale  of 
the  Harmonicas  nets  you  a  very  fair  profit,  and  you  then  possess  a  Revolving  Display  Stand  that  wil 
last  you  indefinitely.  This  proposition  is  especially  desirable  for  the  holidays  (although  Hohner  Har- 
monicas are  salable  at  all  times  of  the  year),  and  is,  without  question,  the  most  liberal  offer  ever  presf  nted 
to  the  retail  druggist 


YOUR  INVESTMENT 


*  «  o  fvtf  i  P^  Stand  and  Harmonica 
913*75  {Assortment    Net  30  days 

The  price  of  this  Assortment  ($13.75) 
effective  Nov  0,1914.  Subject  to  change 
without  notice. 


YOU  RECEIVE 

AGV'  /     12  Assorted  Harmonicas  to  retail  for  25c  each,  $3.00 

/%i9«v  18"                   '*            "      *'       *'  SBc.     "       2.80 

YOUR  )        8         "                   "            *'      "       "  50c.     "        400 

,_^^*\^  \        4         "                   "             "      "       "  75c.     "        3.00 

JOBBER      /    4     "  •'   "    "  #1.00  "    4.00 

\  Total  reUil  value 116.80 


M.  HOHNER 


Office 
76  York  Street,  Toronto 

114-116  EAST  16th  STREET,  NEW  YORK,  N.  Y 


Mexican  Office 
5a  Tauba  No.  74  Mexico  D.  F. 
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To  Itckyrmmti^mtm  Dy«s. 

The  New  York  section  of  the  American  Chemical 
Society  has  appointed  a  committee  to  examine  into 
the  feasibility  of  expanding  the  manufacture  of  chemi- 
cals and  dyestuffs  in  the  United  States.  This  com- 
mittee is  composed  of  H.  A.  Metz,  I.  F.  Stone,  J.  B. 
F.  HerreshofE,  David  Jayne,  J.  NT.  Matthews,  Allen 
Rogers  and  B.  C.  Hesse,  chairman. 


A  CuliAAry  Comparison* 

The  Bureai^f  Chemistry  at  Washington  advertised 
the  other  day  for  pharmaceutical  chemists.  On  the 
same  day  the  Bureau  of  Education  advertised  for  a 
cook.  The  qualifications  specified  for  the  first  job  are 
that  the  man  or  woman  "  must  possess  the  degree  of 
Doctor  of  Philosophy  in  chemistry  from  a  college  or 
university  of  recognized  standing,'^  and  at  least  three 
years'  experience  in  research.  For  the  second  fob, 
called  "a  female  specialist  in  home  economics''  — 
which  is  a  sort  of  sublimated  cook  — the  qualifications 
are  that  the  lady  must  have  graduated  from  a  four 
years'  course  in  college  or  university  and  have  not  less 
than  five  years'  experience  in  teaching.  The  salary 
for  the  pharmaceutical  chemists  —  the  Doctors  of 
Philosophy  —  is  from  |i,8oo  to  12,500  a  year.  The 
cook  is  to  get  13,500. 


A  Bitf  I^oss. 

Please  send  me  a  copy  of  The  Spatula  for  Sep- 
tember.   I  misplaced  my  regular  copy  and  can't  be 

without  it.  H.  W.  WiEMEYER. 

Cincinnati^  (9.,  Oct.  20^  igi4. 


HENRY  TROEMNER 


STAJVDARB  OF  £XCXXI<E]VC£ 


1840 


1913 


New  Triumph  Prescription  Scale 

Built   like    tbe    Wise  Man's  House — upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    sensitive  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalogue  No.  1913. 

^91 1  Arch  Street,        PHILA.,  PA. 


A  Guaranty 

of  complete  satisfaction  or  money   re- 
funded goes  with  every  package  of 

PIINEX 


Behind  you,  when  you  make  this  guar- 
anty to  your  customer,  stands  our 

Old,  Strong  Company 

There  is  no  quibbling  nor  side-stepping 

when  a  customer  is  to  be  satisfied. 

We  refund  the  full  retail  price. 

No  lost  profits. 

The  Pinex  Company 

FORT  WAYNE.  IND. 


u. 


i^pi^mJ 


Motint    WaaKington 
Impenr' 
Boxes 

For  Your  Ointm< 

ATold  chemical  rtactlM 
MM  pf  metal  carer  er  ceal 

Thejr  are  superior  in  bee 
of  finish,  lightness    and 
strength,  \i  ox.  to  16  ox. 

Black  Walnut  and  Silver 
Poplar. 

SfMfy  "J//..  Wasking^  t 
ton  "  tn  ordsrtnf  ^your  U 
whoUsaUr, 

Mt.  Waihlngton  B#x  €#.,  B#«t#w,  M«««. 


DON'T  FORGET 

If  yon  want  up-to-date 
copy  prepared  for 

BookleU 
Folders 
Connter  Slips 
Letters 

Newspaper  Ads 
Write 

ARCHBOLD.,  AD-MAN 

1562  E.  93rd  tt,  CLEVELAND,  0. 
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Why  Every  Druggist 
Should  Carry  Our  Tinctures 


See 

our 

Catalogue, 

pages 

38-40. 


Our  Tinctures  are  made  from 
thoroughly  tested  drugs,  under  ideal 
conditions,  by  expert  pharmacists. 
They  are  accurately  standardized, 
chemically  or  physiologically.  They 
are  true  to  label.  You  can  dispense 
them  on  prescriptions  with  assurance 
that  they  will  yield  a  definite  measure 
of  medicinal  efficacy. 

Our  Tinctures  conform  to  the 
U.  S.  P.,  Eighth  Revision. 

Specialize  in  our  Tinctures:  they 
will  give  you  prestige  with  physi- 
cians; they  will  bring  business  to 
your  prescription  department. 


PARKE,  DAVIS  &  COMPANY. 

Laboratoriei:  Detroit,  Mich.,  U.S.A.;  Walkerville,  Ont.;  Hounilow,  Bn^. 

Bnmohos:  N«w  York,  Chicago,  Kaniat  City,  St.  Louis,  Baltimore,  New  Orleans,  Minneapolis,  Seattle,  Boston, 

Pittsburg,  Cincinnati,  Buffalo,  Indianapolis,  U.  S.  A.;   Montreal,  Que.;  London,  Eng.;   Sydney, 

N.  S.  W.;   Petrograd,  Russia;  Bombay,  India;  Tokio,  Japan;  Buenos  Aires,  Argentina. 


uigitiica  §y 
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T^nctur**  —  from  a  B«isiA«ss  Standpoint. 

Elsewhere  in  this  issue  Messrs.  Parke,  Davis  &  Co.  ad- 
vance some  salient  reasons  why  the  retail  druggist  should 
carry  and  specialize  in  tinctures  bearing  their  label.  There 
if  much  to  be  said  in  favor  of  the  line  of  reasoning  therein 
set  forth.  In  the  first  place,  the  average  druggist  has  not 
the  time  and  means  to  prepare  and  standardize  the  long 
line  of  tinctures  demanded  in  present-day  medication.  He 
must  depend,  f^r  the  most  part,  upon  the  manufacturing 
pharmacist.  In  the  second  place,  he  wants  to  be  certain 
that  the  tincture  which  he  dispenses  upon  the  order  of  a 
physician  is  therapeutically  efficient  and  of  definite  medi- 
cinal strength.  The  question,  "  What  brand  ? "  is  singu- 
larly pertinent  Manifestly,  the  manufacture  of  so  impor- 
tant a  line  of  medicaments  should  not  be  intrusted  to  the 
inexperienced  or  to  those  who  are  hampered  by  lack  of 
facilities.  There  is  comfort,  therefore,  in  this  assurance 
of  Parke,  Davis  &  Co.:  '*Our  tincutres  are  made  from 
thoroughly  tested  drugs  by  expert  pharmacists;  they  are 
accurately  standardized;  they  are  true  to  label."  And 
there  is  force  in  the  assertion  that  it  pays  the  druggist  to 
carry  and  dispense  a  line  of  tinctures  that  he  knows  are 
true  and  honest.  It  pays  in  dollars  and  cents.  It  pays 
in  prestige  with  physicians.  It  pays  in  personal  satis- 
faction. 


m  Spit«  of  tH«  IXTav. 

Mr.  Ernest  Monnier  tells  us  that  he  is  able  to  supply 
all  demands  for  the  genuine  J.  G.  Ingram  &  Son  Trans- 
parent Rubber  Nipples.  Druggists  who  desire  a  nipple 
that  will  give  universal  satisfaction,  while  at  the  same 
time  paying  them  a  good  profit,  should  get  in  commupi- 
cation  with  the  only  source  of  supply  in  this  country,  Mr. 
Ernest  Monnier,  157  Federal  Street,  Boston,  ^ass. 


PYORRHOGIDE 


Universally  tccogmzcd  as  THE 
specific  in  the  treatment  and  pre- 
vention of  Pyorrhea  (RisfSfs'  I^~ 
ease).  Q>ncededly  unequalled  as 
a  prophylactic  dentifrice* 

Write  To-day  for  Attractive  Dis- 
pky  Stand,  Literature  for  distri- 
bution and  details  of  New  Sales 
Campaign,  free. 

THE  DENTINOL  AND 
PYORRHOODE  CO., 

Worlds  Tower  Btfllding» 
\  \^\  M  W.  40th  St.       New  York  C3ty. 


WINTER  FIXTURES. 

The  Standard  of  Quality  and  Style. 


No.  502  Display 
Case  is  one  of  the 
many  ne^r  crea- 
tions significant  of 
''Winter  Quality**, 
selling  at  a  popular 
price. 

Write  for  catalog 
14-f  illustrating 
shoMT  cases  or  cata« 
log  14-f  illustrating 
Quality  Drug  Store 
Furniture. 

k  ither  will  be  sent 
on   request. 


WINTER  COMPANY. 


SHEBOYGAN 


rOVNDSD  18G5. 


IXriSCONSIN. 


it«rs. 


Jiyiiizyu  by 


Goodie 
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N«w^  PHarAaolsts. 

The  Massachasetts  Board  of  Registration  in  Pharmacy 
registered  in  October,  alter  examinations,  these  pharma- 
cists and  assistants : 

Pharmacists  :  Achor  6.  Campbell,  Cambridge ;  Moses 
Jacobson,  Maiden ;  Pbilomene  Lacontre,  Fall  River;  Al- 
bert S.  Pearl  man,  Christopher  J.  Supple,  Boston  ;  Ralph 
E.  Cobum,  Northampton. 

Assistants:  Nathan  6.  Astmann,  New  Yotk;  Louis 
A.  Fox,  Providence,  R.  I.;  Achille  Hoard,  William  Pa 
renteau.  New  Bedford;,  John  G.  Jones,  Mattapan;  Her- 
bert P.  Joyce,  Medford';  Frederick  L.  Redding.  Wrenth 
am;  Michael  Seltzer,  Sprinjgfield ;  Edward  F.  Sylvia, 
Grafton;  Hagop  Bedrossian,  Brighton;  Max  Goldberg, 
Dorchester;  Hjalmar  Harlin,  Fitchburg;  William  C.  Zin 
nel.  East  Brookfield  ;  Kevork  Gostanian,  Somerville. 

Mr.  Arthur  Viens,  Boston,  was  given  full  registration 
in  September. 


Ori|^inal 

Transparent 

R.ubber 

Nipples 

Made  in  England  of  the  finest  Para 
Rubber.  Their  sale  leads  all  others  in 
England.  Odorless,  sanitary,  durable. 
Mothers  insist  on  them.  Druggists 
must  have  them.    Jobbers  carry  them. 

ERNEST  MONNIER,  Boston 

Sole  Agent  for  the  United  States. 


NEARLY  EVERY  DRUGGIST 

hat  need  at  tiroes  to  recommend  a  reliable  VEN- 
EREAL PROPHYLACTIC,  a  preventative  more 
reliable  than  the  antiseptic  washes  usually  sold  for 
that  purpose. 

SANITUBES 


"  The  Ounce  of  Prevention." 

are  the  venereal  prophylactic  used  in  the  U.  S. 
Navy  since  Sept.  lo,  191 2.    Thousands  of  protect- 
ed cases  since  then  testify  to  their  efficiency. 
NON-POISONOUS         NON-IRRITATING 
NON-STAINING  RUBBER  TIPPED 

CONVENIENT  TO  APPLY 
ALL  THREE  venereal  diseases  prevented  by 
ONE  application. 

Scientifically  prepared  after  the  Pasteur  Institute 
experiments. 

They  have  been  tested  and  proven  with  actual 
cases  of  infection. 

Physicians  are  prescribing  them. 
Sample  tube,  15c.  Literature  on  request. 

THE  SANITUBE  COMPANY, 

NEWPORT,  R.  I. 


Your  Percentage 
of  Profit 

increases  with 

Volume  of  Sales 

on  the  aggressively  adver 
tised»  full-priced 


PLUTO  WATER 

Our  advertising  campaign  direct  to  the  medical 
profession  will  briog  you  msfty  prescriptions.  The 
uniformly  gratifying  experience  of  thousands  of 
progressive  druggists  insures  YOUR  success. 

Pluto  display  material  establishes  your  store 
as  a  distinctly  high-class  pharmacy. 

Investigate  our  quantity  lot  discount  and  send 
for  our  full  window  display  free  on  request. 

French  Lick  Springs  Hotel  Co. 

French  Lick,  Indiana. 

N.B. — Order  now  for  shipment  between  the  cold  tnapt  to 
avoid  freezing  en  route. 


THE  NATIONAL  INSTITUTE 
OF  PHARMACY. 

Do  you  desire  to  Prepare  for  a  Board  of 
Pharmacy  Examination,  or  for  other 
reasons  to  improve  your  kn6wledge  of 
Pharmacy? 


Have  you  a  cleric  or  apprentice  to  whom 
you  desire  to  recommena  a  profitable  and 
inexpensive  course  of  study? 


X- 
ir 


The  National  Institute  of  Pharnacj 

supplies  a  course  of  HOME  STUDY  at 
once  thorough,  practical  and  inexpen^ve. 
It  consUts  of 

Prhfed  Lectures  Milled  Seil-Moafhly.    - 

'o  students,  there  being  two  terms  of 
twelve  lectures  each,  the  full  course  oc- 
cupying therefore  a  period  of  one  year. 

Announcement  giving- fuU  Particulars^  method, 
course,  lectures,  cost,  etc,,  mailed  free  upon  appli- 
cation. 

National  Institute  of  Pharmapy, 
358-362  Dearborn  St.,  Chicasfo. 


DigitiiGcl  by 


Google 
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Scarf 

with 

Moving  £yes 


TJust  the  thing  for  clerks  and 
bosses  in  drug  stores  as  they  re- 
,     present  the  emblem  of  poison  as 
used  in  pharmacies. 
This  particular  pin  was  designed  especially 
for  our  subscribers.    It  is  made  in  both  dark 
German  silver  finish  and  in  gold  plate. 

Take  your  choice.  They  are  so  made  that 
the  eyes  inside  the  skull  oscillate  with  every 
movement  and  show  the  fire  of  the  stones.  They 
are  wonderfully  intefesting  and  fascinating  and 
are  sure  to  please  both  the  wearer  and  his  friends. 
The  price  for  one  is  50c.  State  which  kind  you 
w^nt 

SPECIAI.  OFFCR 

To  any  one  who  will  send  us  11.00  ( foreign 
6/6)  for  a  new  subscription  or  #1.00  (foreign  5/6) 
on  account  of  subscription  already  running 
and  will  ask  for  it^  we  will  send  one  of  these 
pins  with  our  compliments. 

THE  SPATULA,  Boston,  Mass. 


Hot  Soda  Guide 

Br  £.  F.  Imthitk 

AUTHOR  OF 
THE  SPATULA  SODA  WATER  GUIDE 

Is  the  latest  book  in  Soda  Fountain  literature, 
and  one^hat  every  dispenser  should  own. 

It  is  the  most  complete  compilation  of  valuable  f  onnalas 
and  informa'ion  ever  collected  on  the  subject  of  Hot  Foun- 
tain Btverages.  It  tells  you  all  about  hot  drinks ;  tells  how 
to  select  your  urn ;  how  to  run  it  right ;  gives  designs  for 
special  bouillon  warmers  —  in  fact  it  contains  innumerable 
valuable  suggestions  and  careful  directions  for  preparing 
hot  soda. 

The  formulas  it  contains  are  worth  many  times  its  price. 
Some  of  the  subjects  treated  are:  Hot  Chocolate,  Mxtecn 
formulas;  Hot  Coffee,  eighteen  formulas;  Hot  Beef  Drinks, 
twenty-five  formulas;  Hot  Clam  Drinks,  twenty-three 
formulas ;  Hot  Oyster  Beverages,  thirteen  formulas ;  Hot 
Tomato  Drinks,  nine  formulas;  Hot  Tea,  seven  formulas; 
Hot  Ginger  Drinks,  nine  formulas ;  Hot  Lemon  Drinks, 
nine  formulas;  Hot  Malted  Milk,  thirteen  formulas;  Hot 
Egg  Drinks,  thirty-seven  formulas ;  Hot  Sundaes,  ekven 
formulas;  Finished  Bouilk>ns,  thirty-nine  formulas ;  Mis- 
cellaneous Hot  Drinks,  forty-stven  formulas. 

There  is  also  a  chapter  devoted  to  the  subject :  Fountain 
Lunches,  etc. 

PRICB,  50  CBNTS 

No  dispenser  can  afford  to  be  without  this 
book  in  his  possession.  It  will  be  sent  i>ostpaid 
to  any.  address  upon  receipt  of  price  or  with  Thb 
Spatula  one  year  for  I1.25. 


8PATUI.A    PUBI.I8HING    CO. 

Boston*  Mass* 


DIAMOND  PRESCRIPTION  WARE 

Are  the  botfles  in  which  you  dispense  prescriptions,  a  credit 
to  your  store? 

You  know  it  is  a  fact  that  a  good  looking  package  is  always 
an  asset,  because  it  intimates  that  in  your  store  things  are  done 
right,  and  it  carries  that  "  come  again  "  message. 

A  shoddy  bottle  suggests  shoddy  practices. 

Do  you  use  lettered  ware  ?  Its  a  mighty  good  thing  to  do, 
and  if  you  will  drop  us  a  line  we  shall  be  glad  to  tell  you  about 
it  and  about  our  justly  famous  DIAMOND  PRESCRIPTION 
WARE,  in  general  and  in  particular. 

There  is  just  one  reason  why  you  should  not  be  interested. 
That  reason  is  that  you  are  already  using  Diamond  Ware  and 
therefor  know  its  quality  and  value. 

FOX.  FULTZ  &  CO.,  Inc., 

18  Blackfttone  SL,  Boston. 

The  Druggists'  Sundry  House  of  New  England. 
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TH«  If atloA*s  GroiprtH. 

A  half-century  retrospect,  readily  available  by  refer- 
ence to  tables  appearing  in  a  pamphlet  recently  pub- 
lished by  the  Washington  Department  of  Commerce 
afiFords  a  clear  perspective  of  the  nation's  growth. 
Since  1850  the  population  of  the  United  States  has 
more  than  quadrupled,  being  approximately  100,000  000 
at  the  present  time.  In  the  same  period,  however, 
foreign  commerce  has  grown  from  1318,000,000  to 
^,259.000,000,  and  the  per  capita  value  of  exports  from 
|i6  96  to  I23  27.  National  wealth  has  increased  from 
l7,ooo/xx>,ooo  in  1870  to  approximately  1140,000,000, 
000;  money  in  circulation,  from  1279,000,000  to  $3,419,. 
000,000,  and  New  York  bank  clearings  from  approxi- 
mately 15,000,000  to  over  198,000,000,000,  while  for  the 
entire  country  bank  clearings  have  grown  from  I52,- 
000,000,000  in  1887,  the  earliest  year  for  which  figures 
are  available,  to  1174,000,000,000  in  1913. 


To  MAk«  Pap«v  Transpav«At. 

A  solution  of  two  ounces  of  white  wax  to  one  of 
ether  and  fifteen  of  absolute  alccjhol  is  said  to  be  one 
which  will  cause  paper  to  become  transparent.  The 
ingredients  produce  a  muddy  liquid,  which  should  be 
allowed  to  settle;  in  a  few  minutes  a  clear  solution 
can  be  poured  off  and  the  rest  thrown  away. 

Dru^  store*  (snaps)  for  sale,  al»o  positions,  in  all  states' 
Physicians,  Dentists.  Veterinarians,  Nurses,  furnished  and  located- 
F.  V.  Kniest,  R  P.  Omaha,  Nebraska.    Esublished  1904. 


Consult  Moore  on  all  Advertlfllns  questions.     Writing 

'  iting  and  placing  of  advtrtisirg  carefully 

Write  MOORE.  Adr.  Specialist,  Mew 


hxindled.    Booklet  free. 
Egypt.  N.  J. 


EVERY  ISSUE  OF 


The  Advertising  World 

brings  to  your  store  new  and  practical  advertis- 
ing ideas.  Its  dictionary  of  headlines  and  catch 
phrases  saves  time  for  the  busy  druggist. 

Subscription  price  |1  00  a  year,  or  send  11.25 
and  receive  in  addition  a  copy  of  "8671  Ad- 
vertising Catch  Phrases.'' 

THE  ADVERTISING  VTORI^D, 

Columbus,  Ohio. 


I  Am  Stufik  on  Goods 

-FROM- 

'Jewel  Pharmacy 

THE  QUAUn  STORE 

'WC  PVT  OAIN  IN  •ARQAIN" 


2,000 

AD-STICKERS 

$1. 


Size  shown  above,  any  wording,  printed  in  2 
colors  and  sent  prepaid  upon  receipt  of  price.  ( no 
less  sold.) 

CHAS.  L.  ARCHBOLD, 

1562  E.  93rd.  Sl.  Cleyeiand,  Ohio. 


Proud  of P^YourWotig 


Pharmacy  is  an  an- 
cient  and    honored 
profession.   From  time 
immemorial, 
ed  in  the  pre] 
healing  dn 
devoted  thei 


the  alleviation  of 
humanity's  sufferings. 
It's  no  wonder,  tbeie- 
fore,  that  every  real 
pharmacist  takes  a  lot 
of  pnde  in  his  work. 


He's  proud  of  everything  connected  with  it-  Proud 
of  his  pure  drugs  and  his  skill  in  compounding  them, 
proud  of  his  accurate  scales  and  his  neat  labels,  proud 
of  his  bright  bottles  and  the  clean,  strong  corks  that 
go  in  them. 

It*s  not  because  poor  stoppers  cause  dissatisfaction 
that  most  pharmacists  use 

Circle  A  Corks 

It's  rather  because  they're  proud  of  their  profession— because  they 
like  to  feel  that  their  work  is  done  right,  down  to  the  very  last  detaiiL 
For  when  a  bottle  topped  off  with  a  Circle  A  Cork  leaves  your 
store,  you  know  positively  that  the  cork's  as  nearly  faultless  as 
human  ingenuicy  can  make  it.  And  when  you  order  them,  you 
always  know  in  advance  enctly  what  you're  going  to  get.  For 
there's  a  fixed  standard  for  Circle  A  Corks:  Every  one  must  be  perfect. 
Specify  them  on  the  next  order  you  give  your  jobber.  Try  them 
anyway  by  sending  20c  in  stamps  for  a  sample  bag  of  100. 


IS 


Armstrong  Cork  Company 

121  23nl  Stieet 

Pittsburgrh.  Pa.,  U.  S.  A. 


® 


A   TKN    DOLLAR.  «'P.M.** 

300  FINE  IMPORTED 

PO«T    CARDiS 

Birthday,  BMt  WUhM,  Art,  ComlM 

No  Old  Stock.    All  Pfcsh,  Up-4o-Dat«  Dutgna 
No  adverticing  on  them.    With  every  $16.00  order  for 

CHI-CHES-TERS  DIAMOND  BRAND  PILLS 

Quick  Sellen  at  8  to  10  cents  each 
A  CJJElAn  €ASB[  BOlfUS  OF  flO.OO 

Choice  of  four  other  Premiums. 

Order  today  from  your  jobber.    We  tend  the 

Premium  Direct. 

CmCHJSSTKB   CnBllI€Ai:<   €OMPA]!fT 

2315-17-19  Madison  Square,  Pbiladklphia,  Pa. 


^ 


FIRST  HANDS' ..PREMIUMS! 


jliLity  merchandise  used  for  premium  jUl 

^^  purposes.      Likewise    advertising  ^B 
mf  specialties  and  souvenirs.      Free 
p|^  "Buyers'  Information  Service"  to^ 

f  subscribers.      The   Novelty 
News,   '207  S.  Market  St.,   Chi-, 
.    cago;  120  big  pages;  illustrated; 
|l|f  $2  a  year;  20c  a  copy,  mail 


-  ilk 

I 


at  news-stands. 


or 
No  free  copies. 


iE^#i^#i^  4l^^4k^ie 
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Aboot  Our  Books. 

I  h  ive  purchased  the  follovyiog  books  from  you  : 
"Toilet  Preparations,"  "Spitula  Veterinary  Formu- 
lary," "  Five  Hundred  Spatula  Formulas,"  "  One 
Thousand  Formulas  "and  "How  to  Malce  Tablets." 
Am  fully  pleased  with  every  one  of  them.  They  are 
without  doubt  the  best  books  of  their  class  that  ever 
appeared  in  print.  George  J.  Praechtl. 

Bujfaloy  N.  y ,  Nov.  /J,  igi4. 

^tS^PUasi  mention  Spatula  when  writing. 


Seidlitz  and  Headache 
Powder  Manufacturers! 

Marston's  Patented  Powdef  Measuring: 
Machine  is  the  only  accurate  meas- 
iiting  machine  on  the  market ! 

This  is  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  5  to  200  grains 
at  the  rate  of  60  per  minute,  and  can 
be  run  by  steam  or  a  half  horse  power 
motor. 

Manuiketiured  01U7  bj 

The  0.  H.  Mtrston  Co^  Stoneham,  Mass. 


GASH  FOR  OLD  ACCOUNTS 

comes  easily  and  direct  to  YOU|  if  you  use 
Archbold's  Collection  System.    Only  one 
letter  to  mail.    Only  2  cents  for  p  >stage. 
There  is  no  further  cost. 

9/\    COLLECTION  OUTFIT    dj-l 
^V    POSTPAID    ....      M^-l* 

Outit  includes  letters,  envelopes,  record  cards,  and  ful^ 
instructions,  '*  how  to  collect." 

Money  Back  if  Not  Satisfied 


GHAS.  L  ARCHBOLD, 


1562  E.  93  rd.  ST. 
CLEVELAND,  0. 


1 


National  Institute 


(    of  Pliarmacy. 


♦ 


•  A  System  of 
Home  Study 


br  Mail. 


ENDORSED    BY   MEMBERS  OP 
I  EVERY  BOARD  OP  PHARMACY* 

9       ,  Jtnnouncmmmnt    giving   partlcutarm, 
I     tmrms,    0fe.,    upon   application, 

)  DEARBORN  and  HARRISON  STS., 
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Indentors'  Guide 


IF  you  wish  to  introduce  your  new  products  in 


INDIA 


or  to  increase  the  sale  of  your  Old  Products 
Advertise  in  «<  THE  INDENTORS'  GUIDE." 
The  most  Go-ahead  Advertising  Medium  in  its 
Field. 

IT  BRINGS  RESULTS 

Its  Special  Feature  is  that  if  preferred  Advertisers* 
Goods  are  accepted  in  Contra,  placed  on  the  Mar- 
ket to  Advantage  and  Repeat  Orders  are  regularly 
sent. 

For  Sample  Copy  and  Ad.  Rafes^  apply: 

S.  p.  MASON,  Baii|{alore,  INDIA. 


WAIVTED— A^nts  in  America  to  secure  Ads.  for  the 
'*Indentors'  Guide,"  on  Liberal  Commission.  Apply 
sharp. 
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Webb's  Alcohol, 

THE  ACKNOWLEDGED  STANDARD. 

JAMES  A.  WEBB  <SL  SON.       ""^^'^^^r^J^  ^^^ 
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DOUBLE  PROFIT 
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Maplewood  Mills  Absorbent  Cottons  are  the 
easiest  sellers  and  the  BEST  profit  yeilders 
/J  17  ABSORBENT    ^^^^  ^^^  '  —  Each  of  the  four  grades  they  manu- 
\^^  facture  is  the  best  obtainable  at  the  price  and  puts  you 

COTTOA[  ^^  ^^®  credit  side  of  your  customer's  good-will  account.     It  costs  you 
less  than  similar  qualities  offered  by  others,  because  the  Maplewood 
Mills  complete  manufacturing  facilites  make      mm  £gj\w  C^F/l/l/lTk     MJffF  t  T 
it  possible  to  produce  cotton  at  minimum    J^^nri^i:.tU\J\JU   JWiiM^M^^ 
cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit.  FMLL  RIVER,  MJtSS. 

PROOF  FOR  A  POST  CARD.  J 


Fritzsclie  Brothers  -  Neiv  York 
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Absolute  Purity 

POLLANTIN 

in  HAY  FEVER 


Quality  Standard 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


Save  the  Freight  on  12  Case  Lotsot  Listerine 

Those  druggists  whose  demand  for  the  standard  antiseptic  preparation 
justifies  the  purchase  of  one  gross  large  size  Listerine  or  its  equivalent, 
should  correspond  with  the  manufacturers  : 

LAMBERT  PHARMAGAL  COMPANY,  Locust  and  21st  Sts.,  St.  Louis,  Mo. 


Eckman's  Alterative 

%7X\^f^i:i  FOR  THROAT  AND  LUNGS  '^^^%ir>":Z 

EpcRman  Mantifacttiring  Coinpan>^,  PKiiad9,||pf|§|a,  Pa. 
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THE  WAR  HAS  NOT  AFFECTED  THE  PRICE  OF  PUFFER  GOODS 

V 

We  stocked  very  heayily  before  the  advance  came,  and  give  our  customers  the  benefit. 

THE  PUFFER  "SEALED"  SODA  FOUNTAIN 

Owing  to  its  many  advantages  is  meeting  with  large  demand  everywhere,  as  no  one  can  get  away  from  the  fact  that  this 
construction  saves  fally  50%  in  the  cost  of  ice,  and  is  the  m')st  sanitary  fountain  ever  manufactured. 


PUFFER'S  "SEALED"  FOUNTAIN  WILL  STAND  UP  AGAINST  THE  MOST  THOROUGH  INVESTIGATION. 

We  use  the  heaviest  and  most  select  marbles  of  any  make  of  soda  fountain*  and  our  metal  is  of  the  best  and  highest  grade. 

SEVEN  SIZES  OF  CARBONATORS»  all  Pungent  Soda  Water  Makers,  AutomaUc,  and  Adapted  to  Any  Power. 

In  buying  any  make  ««  S*S  **  SOI^ID  No  plate,  all  solid  German 

of  fountain,  insist  GERMAN  SII^V£R  Silver,  and  we  supply  it 

upon  the  VITAS  HER  to  all  the  fountain  makers. 

Glasses  washed  inside  and  outside  instantly  with  pure  water,  do  frame  to  make  trouble  and 
only  a  solid  German  Silver  surface  to  match  your  workboard,  easily  kept  clean. 

Demand  the  ''S^S"  Washer  and 
SEE  that  You  Get  IT. 


THE  PUFFER 

MANUFACTURING 

COMPANY, 

Office  and  Warerooms: 

51  Portland  Street,  BOSTON,  MASS. 

Factory:  WINCHESTER,  MASS. 
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Druggists 


National  Licorice  Company 

BROOKLYN,  N.  Y. 


Massachusetts  Cojlege  of  Pharmacy 

72  St  Botolpb  SU  Corner  of  Garrison,  Boston,  Massachusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  stpdent! 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C.). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

TlM  D«iiiaiid  for  Gradvates  of  this  School  Is  In  Kzcots  of  tho  S«ii]ily« 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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THE  SPATULA. 

Established  1894 
Entered  at  Boston  Post  Office  as  Second  Class  Matter. 

Irving  P.  Fox Editor 

B.  A.  FoRBBs Assistant  Editor 

H.  LiscoMB  MiLLBR Pharmaceutical  Editor 

Tbrms  of  Subscription  :  United  States  and  its  possessions 
$1  per  year.  If  paid  in  advance  2  years  for  $1.50 ;  3  years  for  $9 ; 
life  subscription  $10.  Canadian  sabs<Mption  $ijm$  each  year. 
Foreign  subscription  $1.35  (5s.  6d.)  each  year. 

New  subscriptions  may  begin  with  any  number. 

Unused  postage  stamps  of  tlie  United  States,  Canada,  or  Great 
Britain  will. be  received  at  par  value  in  payment  of  subscriptions. 
American  or  Canadian  currency  may  be  sent  for  subscription  in 
regular  mail  wholly  at  our  risk.  Checks  on  local  banks  in  Great 
Britain  accepted. 

Any  subsaiption  will  be  stopped  upon  receipt  of  a  written  re- 
quest  and  tlie  payment  of  all  arrearages.  . 

Every  subscriber  should  be  careful  to  notify  the  publishers  of 
any  change  in  his  address,  or  of  any  failure  to  regularly  receive 
his  paper. 

Wantbd  :  Tub  Spatula  wants  its  subscribers  to  send  it  pho- 
tographs of  any  views  or  objects  of  interest.  Photos  of  window 
displays,  their  homes,  stores,  wives  or  children  especially  desired. 
Correspondence  of  any  kind,  however  apparently  trivial,  is  always 
welcome.    Let  us  hear  from  you. 

Address  all  correspondence  and  make  all  checks  payable  to 
THE  SPATULA  PUBLISHING  CO., 
Telephone  Sudbury  Building, 

soy  Haymarket  Sudbury  St.,  Boston,  Mass. 


Ease  the  Friction. 

HE  less  friction  there  is  in 
a  machine  the  longer  it  will 
last  and  the  better  its  re- 
sults. Just  so  with  the 
business  machine.  The  im- 
portant points  of  contact 
are  with  the  buying  public, 
and  here  tact  and  patience  are  the  great  lu- 
bricants. 

A  Possible  Customer. 

How  do  you  look  upon  the  person  who 
comes  into  your  store  apparently  just  to 
browse  around  a  little  ?  Don't  consider  him 
a  nuisance,  follow  him  about  or  bother  him 
with  questions.    As  Mr.  Dooley  would  say  — 


**Lave  him  be.'*  If  he  wants  information, 
give  it  cheerfully.  If  you  handle  him  right, 
he  may  make  a  purchase,  or  he  may  see  some- 
thing in  the  course  of  his  wanderings  that  will 
bring  him  back  as  a  buyer.  Make  him  feel  at 
home  and  you  have  scored  a  point. 

A  New  Year's  Motto. 

If  we  were  asked  off-hand  for  the  best  New 
Year's  resolution  we  could  suggest,  that  would 
act  as  a  shock  absorber  to  the  business  care 
and  make  home  happier,  we'could  offer  nothing 
better  than  that  which  The  Spatula  has  tried 
and  proven  during  its  entire  twenty  years  of 
life— "Keep  Sweet." 

Your  Representatives. 

Is  your  messenger  boy  a  fit  representative 
of  your  store  ?  If  you  get  telephone  orders, 
your  messenger  is  the  only  one  by  whom  those 
customers  can  judge  the  store.  Have  him  neat 
in  appearance,  gentlemanly  in  manners  and 
prompt.  If  he  lacks  any  of  these  qualities, 
better  drop  his  head  in  the  waste  basket  and 
give  his  successor  a  chance. 

A  Valuable  Asset. 

A  group  of  high  school  lads  a  number  of 
years  ago  banded  together  and  formed  a  reso- 
lution never  to  be  "f eased,"  as  they  termed 
it,  by  anything  that  might  happen.  They  read 
"  The  Three  Guardsmen  "  and  similar  tales, 
and  actually  courted  difficult  situations.  They 
held  meetings  at  which  they  "swapped"  ex- 
periences, and  so  were  always  on  their  mettle, 
with  wits  alert  and  sharpened,  ready  with  the 
apt  retort,  or  quick  to  act  and  extricate  them- 
selves from  an  embarrassing  position.  Thus 
it  grew  to  be  a  habit  never  to  be  caught  nap- 
ping. In  after  years,  as  business  men,  they 
acknowledged  the  value  of  the  training  received 
through  this  form  of  mental  gymnastics.  Men- 
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tal  alertness  —  to  be  able  instantly  to  grasp 
a  situation  and  dominate  it  —  is  a  valuable 
business  asset.  Absent-mindedness  is  mental 
laziness,  and  the  more  it  is  indulged  the  more 
the  mind  loses  the  power  to  act  quickly  and 
decisively. 

Courtesy  to  Strangers. 

The  average  merchant  is  generally  suffi- 
ciently faithful  in  looking  after  the  wants  and 
whims  of  his  good  friend,  the  old  customer. 
But  how  about  the  new  customer  ?  If  a  man 
thinks,  the  first  time  he  comes  into  your  store, 
that  you  give  him  the  cold  shoulder  6r  try  to 
get  the  better  of  him  by  palming  off  old  stuff, 
he  is  not  going  to  break  his  neck  to  make  you 
another  visit.  Therefore  treat  all  your  strang- 
ers with  a  reasonable  amount  of  attention  and 
courtesy. 

An  Antidote. 

'*  I  run  a  store  in  the  best  cotton  State  in 
the  South,"  says  a  writer  in  the  Inland  Store- 
keeper, "  and  as  cotton  can't  b^  sold  at  present 
on  account  of  the  war,  business  is  a  little  dull. 
But  I  am  just  moving  right  on.  I  am  putting 
a  littfe  more  energy  into  my  business  and  mak- 
ing up  for  the  slow  times.  The  harder  the 
times  get  the  harder  I  push,  and  if  you  ever 
make  a  success  I  believe  you  must  do  this." 
Can  any  of  our  readers  suggest  a  better  anti- 
dote for  business  depression  than  this  ?  Such 
a  spirit  can  wrest  success  from  the  very  portals 
of  failure. 

The  Yearly  Housecleaning. 

One  of  the. most  valuable  features  of  the 
yearly  stock  taking  lies  in  its  resultant  "  house 
cleaning,"  which  is  more  than  likely  to  reveal 
many  half  forgotten  things  that  are  fast  be- 
coming dead  stock.  Even  if  they  are  con- 
stantly in  sight,  familiarity  may  have  robbed 
them  of  much  of  their  significance.  We  some- 
times suspect  that  certain  good  and  conser- 
vative pharmacists  get  into  so  intimate  an 
acquaintance  with  some  of  their  stock  that 
they  half  forget  that  'twas  bought  to  sell.  A 
thorough  rearrangement  of  the  shelves  and 
cases  at  intervals  will  break  up  such  intima- 
cies and  put  more  money  into  the  till.  Most 
men  will  be  willing  to  endure  the  pangs  of 
parting  after  the  first  shock. 


Enterprise. 

Every  druggist  likes  to  be  staipped  as  enter- 
prising, although  his  idea  of  just  what  it  means 
may  be  rather  hazy.  One  writer  has  cleverly 
defined  enterprise  as  "  that  spirit  of  alertness 
which  sees  an  advantage  and  takes  hold  of  it 
before  the  other  man  knows  it  is  there."  En- 
terprise does  not  work  well  in  double  harness 
with  a  pessimistic  outlook  on  business  and  the 
world  in  general  —  nor  with  the  easy,  slipshod 
fashion  of  letting  things  jog  along  in  the  same 
old  rut  —  nor  with  a  refusal  to  recognize  the 
fact  that  many  of  the  ways  of  doing  business 
a  generation  ago  are  totally  unsuited  to  this 
present  age. 

Co-operation  Pays. 

Hasn't  The  Spatula  given  you  at  least 
one  workable  hint  or  idea  in  all  this  past  year 
that  has  brought  you  profit,  been  a  time  or 
money  saver,  helped  you  to  sell  more  goods 
or  display  them  to  better  advantage  ?  If  so, 
it  would  please  and  encourage  us,  and  help 
your  fellow  druggists,  if  you  wrote  and  told 
us  about  it.  If  not,  possibly  you  may  have 
been  the  loser  by  not  trying  to  utilize  any  of 
the  many  business-bringing  hints  and  sugges- 
tions in  its  pages.  Our  desire  is  for  closer  co- 
operation with  our  readers.  Why  not  share 
your  business  and  professional  perplexities 
with  us  ?  We  will  do  our  best  to  solve  them. 
Your  trade  paper  should  be  considered  a  busi- 
ness investment.  Like  any  other  line,  the 
more  attention  you  give  it  the  better  it  pays. 

Greeting. 

A  Happy  New  Year  to  each  one  of  our 
readers.  May  the  trail  of  Prosperity  in  1915 
lead  to  your  door.  May  wisdom  teach  you  to 
conserve  your  health  —  to  avoid  hurry  and 
worry  as  much  as  possible — and  to  realize  ' 
that  nothing  in  the  Pharmacopoeia  can  take 
the  place  of  fresh  air,  sunshine,  a  contented 
mind  and  faith  in  yourself.  May  the  trying 
times  of  the  past  few  months  have  the  salutary 
effect  of  stimulating  each  of  us  to  new  efforts 
that  will  prove  permanently  beneficial.  We 
need  adversity  occasionally  to  toughen  our 
fibre,  and  to  call  out  those  hidden  resources 
of  power  dormant  in  most  men.  One  of  Dick- 
en's  most  unique  characters  was  Mark  Tapley, 
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who  never  could  see  any  merit  in  being  "  jolly  " 
when  things  were  all  coming  his  way.  But 
when  everything  conspired  to  make  his  lot 
miserable  and  he  still  managed  to  be  ''jolly/' 
then  he  felt  it  was  really  some  feather  in  his 
cap.  The  druggist  who  has  kept  his  head,  his 
cheerfulness,  his  faith  in  the  uliimate  outcome 
through  all  the  fog  of  pessimism,  and  by  his 
greater  force  of  character,  resourcefulness  and 
keen  business  sense  has  actually  increased  his 
business,  has  in  him  something  of  the  stuff  of 
which  our  great  merchant  princes  are  made. 

Value  of  the  Thinken 

The  scholarly  spirit  is  not  popularly  regarded 
as  a  "  practical "  thing  in  the  impatient,  hurry- 
to-be-rich  world  of  business .  It  is  too  thorough 
and  painstaking  over  things  in  which  there  is 
"no  money,"  and  its  usefulness  is  not  always 
apparent.  Yet  it  is  fortunate  there  are  men 
who  take  a  different  view  of  it  and  believe  that 
scholarly  investigations  are  sound  and  lasting  ^ 
contributions  to  the  world's  benefits,  and  who 
are  willing  that  others  should  reap  the  benefit 
of  their  labors.  If  it  were  not  so,  many  of  the 
most  practical,  useful  and  beneficial  inventions 
of  to-day  would  never  have  come  to  lighten 
labor  and  scatter  privileges  and  comforts,  for 
they  are  all  built  on  scholarly  thought  fulness. 

Keeping  Tabs  on  Credits. 

The  giving  of  credit  naturally  offers  a  temp- 
tation to  the  druggist  who  is  ambitious  to  push 
ahead  rapidly  and  increase  his  sales.  How  few 
who  give  credits  grant  a  certain  line  of  credit 
or  agree  upon  an  amount  which  they  are  will- 
ing to  sell  to  their  book  customers,  and  at  the 
outset  (which  is  the  proper  time  for  it)  have 
an  understanding  as  to  the  limit  beyond  which 
they  cannot  sell  on  time.  Fewer  still  are  those 
who  have  an  understanding  as  to  when  the 
account  is  to  be  paid.  Frequently  no  bill  is 
rendered  in  such  transactions  showing  the  ex- 
act enumeration  of  articles  purchased,  the  price 
charged  for  them  and  the  time  when  the  bill 
falls  due.  The  druggist,  himself,  receives  in- 
voices of  every  dollar's  worth  of  goods  he  buys. 
With  all  this  data  shown,  why  should  he  trust 
out  his  goods  with  less  care  than  does  his 
creditor  ?  Has  his  experience  in  giving  credit 
been  so  fortunate  that  he  does  not  need  to 


have  system  in  this  important  department  of 
his  business.?  Is  he  a  better  collector  than 
are  the  men  from  whom  he  buys  goods  on 
credit  ?  Does  he  add  enough  more  to  the  sell- 
ing price  of  his  goods  to  warrant  him  in  taking 
all  tnese  chances  ?  Who  are  his  best  paying 
customers  ?  Are  they  the  ones  who  are  best 
able  to  pay  ?  Do  the  wealthy  who  buy  goods 
on  credit,  as  a  rule,  settle  their  bills  promptly  ? 
Credit  business,  properly  conducted,  must  be 
based  on  the  motto,  "  Short  Credits  Make 
Long  Friends."  The  adverse  is  equally  true 
"Long  Credits  Make  Short  Friends,  or  Friends 
Short."    A  lax  creditor  makes  a  slow  debtor. 


For  tH«  iai«. 

Editor  of  The  Spatula:  Here  it  somethiDg  taken 
from  an  old  English  book  that  you  might  publish  to 
help  the  lonesome  druggist  pass  an  idle  hour  while 
waiting  for  a  customer : 

If  theBMxput: 
If  the  B.     putting: 

I  will  not  reflect  upon  your  editorial  intelligence  by 
sending  the  translation  Please  omit  my  name  if  pub- 
lished. L.  C.  P. 
Concord^  N,  H.^  Die,  g,  1914. 


Pap«r  ClotH«s. 

The  Japanese  are  now  making  and  extensively  wear- 
ing underclothing  made  of  paper.  The  material  is 
'  fine  grained  and  has  a  number  of  remarkable  qualities. 
It  is  very  strong  and  at  the  same  time  very  fltxible, 
and  after  being  worn  a  few  hours  it  offers  no  more 
interference  to  perspiration  than  ordinary  cotton  cloth- 
ing. After  becoming  wet  the  material  is  so  strong 
that  it  can  be  torn  only  with  difficulty.  In  the  manu- 
facture of  these  garments,'after  being  cut  to  pattern, 
the  seams  are  sewed  together  and  hemmed.  The  but- 
tonholes are  reinforced  with  linen  or  some  other  fabric. 


BELLE. 
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PrlAOlyl^  and  ApplloatioA. 

One  of  the  easiest  things  to  do  in  the  worid  is  to 
give  advice,  and  one  of  the  hardest  things  to  do  is  to 
follow  it.  If  you  wish  any  proof  of  this  note  carefully 
how  those  who  give  advice  follow  it.  For  instance,  a 
certain  grocer's  trade  paper,  in  advising  its  readers 
how  to  advertise,  says :  '*  In  your  advertising  always 
be  specific.  Avoid  generalities.  Say  what  you  have 
and  say  it  in  the  fewest  number  of  words.  Your  cus- 
tomers desire  information,  and  without  information 
your  advertising  must  prove  futile.'* 

This  is  excellent  advice,  but  note  how  this  self-same 
trade  paper  advertises  itself : 

"  Read  the Grocers'  Monthly.    Avoids  filling 

its  pages  with  mere  flapdoodle,  inspirational  nonsense 
and  the  like.  Is  solidly  informative.  Send  one  silver 
dime  for  a  sample  or  write  on  your  letterhead  and  get 
a  copy  free." 

This  is  a  sample  of  non-application  of  the  principle. 

If  this  grocers'  magazine  were  as  strong  in  using 
the  principle  as  in  advocating  its  use  it  would  make 
more  money. 

For  instance,  in  a  'recent  number  there  is  an  excel- 
lent article  on  how  to  buy  right  There  is  an  excellent 
article  on  store  arrangement.  There  is  a  really  good 
article  on  the  trend  of  business.  There  is  an  article 
on  doings  by  Congress.  An  able  article  on  advertis- 
ing is  not  the  least  thing.  Store  clerks  get  considera- 
tion. In  addition  to  these  there  are  other  bright  feat- 
ures. What,  then,  could  be  more  effective  than  to 
advertise  this  proposition  something  like  this : 

"  Let  the  Grocers' help  you.    You  should  read 

the  article  by on  •  How  to  Buy  Right.'  Also  *  Ef- 
fective Grocery  Store  Arrangement,'  by  expert . 

That  you  may  avoid  useless  stocking,  read on 

'  The  Trend  of  Grocery  Sales.'  John  Doe  tells  you 
of  something  in  the  advertising  line  that  you  will  posi. 
tively  find  helpful.  Great  doings  at  Washington  of 
late  — doings  bearing  directly  upon  your  business. 
This  number  tells  you  what  your  Congressman  did 
about  it.  Besides  these  articles,  you  will  find  other 
valuable  and  helpful  features.  Yet. all  — 12  big  num- 
bers —  for  one  dollar  the  year.    Send  loc.  silver  for  a 

sample  copy  —  and  do  it  now.    Let  the Monthly 

help  you  succeed." 

Any  question  in  your  mind  as  to  which  of  these  ad- 
vertisements will  pull  the  better? 

Much  helpful  advice  is  given  by  trade  papers,  much 
of  which  is  wholly  wasted  because  the  readers  do  not 
stop  to  fit  it  into  their  own  businesses. 

Now  this  is  bad  —  and  should  be  remedied. 

Why  read  a  trade  paper  if  you  do  not  purpose  to 
use  what  you  read  ? 

Why  read  it  —  unintelligently  ? 

Do  not  merely  say,  "  Well,  that  is  so."  No,  read  it 
and  then  try  to  discover  a  way  to  apply  the  informa- 
tion presented. 

You  may  think  that  your  store  service  —  mail  order 
or  local  —  is  good. 

But  —  IS  it?  Study  it  that  you  may  know.  —  Fred 
G.  Kaessmann. 


PusHIa^  Doflft««tlo  Pvoduots* 

Fortunes  now  await  the  advertisers  who  can  invest 
the  word  "  domestic  "  with  as  much  suggestive  charm 
in  the  feminine  mind  as  now  possessed  by  the  word 
"  imported." 

*'  We  are  about  to  make  the  experiment,"  says  an 
American  toilet  goods  manufacturer,  "  of  marketing  a 
tryout  line  under  a  new  trade  name,  by  means  of  a 
new  type  of  publication  advertising,  new  styles  of  box- 
ing, wrapping  and  advertising  literature. 

"  Most  foreign  trade  names  for  toilet  goods  have 
connotations  which  are  pleasingly  suggestive  to  Ameri- 
can women.  We  believe  we  have  evolved  a  French- 
English  trade  name  for  our  new  line  which  will  have 
similar  connotations.  In  our  magazine  aqd  newspaper 
advertising,  and  in  circular  matter,  we  are  combin- 
ing high-class  art  work,  using  motifs  and  subjects  of 
foreign,  '  Frenchy '  appearance  with  solid  American 
style  *  reason  why'  copy.  We  are  featuring  as  our 
main  talking  points  the  facts  that  our  goods  are  made 
from  the  formulas  of  expert  foreign  specialists,  pre- 
pared according  to  sanitary  American  manufacturing 
methods.  The  same  combination  of  suggestive  and 
'  reason  why '  copy  is  being  used  in  circulars  and  all 
other  advertising  literature.  We  are  boxing  and  wrap- 
ping the  goods  artistically  and  expensively,  and  ask- 
ing the  price  at  which  the  highest  class  imported  toilet 
goods  have  retailed.  We  consider  the  high  price  a 
distinct  advantage  in  appealing  to  the  class  of  women 
who  are  now  our  best  prospects." 

Present  investments  which  will  prove  profitable  in 
the  long-run  are  those  which  will  make  the  goods 
which  were  first  purchased  as  a  fad  or  temporary 
makeshift  veritable  necessities  of  life  by  the  time 
European  competition  is  itself  again.  —  Mail  Order 
Journal. 

TH«  RaIa  Trmm. 

The  rain  tree  of  Peru  grows  very  lai^ge,  is  rich  in 
leaves  and  is  called  by  the  Indians  tamaicaspi.  It 
has  the  power  of  collecting  the  dampness  of  the  at- 
mosphere and  condensing  it  into  a  continuous  and 
copious  supply  of  rain. 

In  the  dry  season  when  the  rivers  are  low  and  the 
heat  great  the  tree's  power  of  condensing  seems  at 
the  highest  and  water  falls  in  abundance  from  the 
leaves  and  oozes  from  the  trunk.  The  water  spreads 
around  in  veritable  rivers,  part  of  which  filters  into 
the  soil  and  fertilizes  it.  These  rivers  are  canalized 
so  as  to  regulate  the  course  of  the  water. 

It  is  estimated  that  one  of  the  Peruvian  rain  trees 
will  on  the  average  yield  nine  gallons  of  water  per 
diem.  In  a  field  of  an  area  of  one  kilometer  square, 
that  is,  3,250  feet  each  way,  can  be  grown  10,000  trees, 
separated  from  each  other  by  25  meters.  This  plan- 
tation produces  daily  385,000  liters  of  water.  If  we 
allow  for  evaporation  and  infiltration  we  have  135,000 
liters  or  29,581  gallons  of  raii^  for  distribution  daily. 
The  rain  tree  can  be  cultivated  with  very  little  trouble 
for  it  seems  indifiEerent  asto  the  soil  in  which  it  grows. 
The  tree  increases  rapidly  and  resists  both  extremes 
of  climate. 
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READY  FOR  HIS  CHRISTMAS  DINNER. 


Training  for  a  Buyer. 

The  eleTenth  in  a  leries  of  articles  on  Commercial  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "  Commercial  Piiarmacy." 


r 


fHEN  you  get  to  be  an  efficient  man- 
ager either  for  yourself  or  others  you 
will  find  that  one  of  the  greatest  tests 
of  that  position  is  to  know  how  to  buy 
goods.  Buying  goods  for  a  modem 
drug  store  with  all  its  specialties  and 
sidef  lines  is  a  big  job.  Too  big  for  a  great  many 
druggists. 

There  is  a  great  tendency  to  over-buy.  This  ten- 
dency seems  hard  to  curb.  The  majority  of  druggists 
buy  too  many  kinds  of  goods  and  too  large  quantities 
of  each  kind.  They  try  to  do  a  big  business  on  a  small 
capital.  More  than  half  of  the  failures  of  the  country 
are  caused  by  trying  to  do  too  much  business  on  too 
small  a  capital. 

Causes  for  Overbuying. 
It  is  a  natural  question  to  ask,  **What  are  the 
causes  of  this  tendency  to  overbuy?"  In  general, 
the  causes  are  poqr  judgment,  incomplete  knowledge 
of  values,  poor  salesmanship,  lack  of  knowledge  of 
the  goods,  and  the  inability  to  say  "  no." 

Referring  to  druggists  in  particular  I  think  the 
causes  for  their  overbuying  is  because  they  jump  at 
these  four  baits:  (i)  goods  on  long  dating,  (2)  extra 
five  or  ten  per  cent  in  quantity  lots,  (3)  sole  agency  in 
a  town  for  an  unknown  article  for  which  concession  a 
large  first  order  is  required,  (4)  a  proposition  to  act 
as  wholesale  and  retail  agent  for  a  certain  medicine 
or  article,  with  promise  that  orders  will  be  solicited 
from  other  druggists  and  filled  through  you,  thus 
greatly  reducing  your  stock;  and  a  years  contract 
with  the  newspaper  for  advertising  over  your  name 

•Copyright,  hy  D.  Chas.  O'Connor. 


exclusively,  for  which  concessions  you  are  to  order 
three  gross  of  the  article  or  whatever  amount  the 
salesman  considers  right  for  the  size  of  the  town  and 
its  estimated  returns.  These  four  baits  are  gobbled 
up  by  druggists  because  they  look  good  at  first  view 
and  the  enthusiasm  and  persuasion  of  the  optimistic 
salesman  strengthens  the  arguments  in  favor  of  taking 
on  the  deals. 

A  druggist  rarely  overbuys  in  his  regular  staple 
goods  which  he  orders  every  week  through  his  jobbers. 
It  is  in  the  special  goods,  the  new  goods,  the  side  lines, 
the  big  medicine  deals  where  he  gets  caught  and  fills 
his  shelves  with  a  mass  of  unsalable  goods,  tying  up 
his  capital  and  reducing  his  credit  This  is  the  danger 
I  want  to  warn  you  against  for  these  propositions  will 
be  put  up  to  you,  perhaps  ^  a  few  years. 

The  Long  Dating  Bait. 
Avoid  buying  goods  on  long  dating.  I  know  the 
temptation  is  great.  The  arguments  used  are  that 
you  will  sell  the  goods  long  before  you  will  have  to 
pay  for  them  aud  you  will  have  the  use  of  that  money 
for  some  little  time,  besides  making  your  regular  profit 
on  the  goods.  The  salesman  tells  you  that  you  will  be 
doing  business  on  his  firm's  capital.  As  a  matter  of 
fact  you  are  not.  If  that  firm  dates  the  bill  six  months 
ahead  make  up  your  mind  that  a  good  rate  of  interest 
is  added  to  the  price  of  the  goods.  Long  dating  and 
long  price  go  together.  Long  dating  carries  with  it 
the  temptation  to  overbuy.  When  you  have  six  months 
or  a  year  in  which  to  pay  for  goods  you  are  apt  to  buy 
twice  as  much  as  you  need.  It  hurts  your  credit  too, 
when  you  buy  more  goods  than  you  can  pay  for  when 
the  bills  come  due. 
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The  Quantity  Order  Bait. 
^  You  will  often  be  called  upon  to  decide  whether  or 
not  to  buy  the  quantity  order  of  an  article  and  save 
the  five  or  ten  per  cent  discount.  Suppose  you  buy 
a  gross  of  some  blood  medicine  to  get  the  ^ve  per 
cent  discount  The  first  quarter  gross  sells  well,  then 
the  sale  drops  off,  and  at  the  end  of  the  year  you  have 
the  biggest  portion  of  the  order  left.  To  be  sure  you 
saved  five  per  cent  on  the  purchase  price.  You  have  in- 
creased the  investment  in  your  stock  but  you  haven't 
increased  the  profits,  because  the  money  you  invested 
is  now  dead  capital,  and  when  you  come  to  inventory 
your  stock  you  must  inventory  that  medicine  for  what* 
ever  ^ou  can  get  for  it,  which  usually  is  nothing.  The 
money  you  invested  in  it  would  have  earned  you  the 
five  per  cent  in  a  bank  or  invested  in  a  good  bond. 

Wouldn't  it  have  been  far  better  if  you  had  used 
that  same  amount  of  money  and  bought  four  different 
articles  in  three  dozen  lots?  You  could  move  three 
doze6  lots  of  a  number  of  articles  and  earn  more  than 
the  five  per  cent  quantity  discount  which  you  saved 
on  the  gross  order  of  the  single  article,  and  could  turn 
the  capital  invested  in  the  four  articles  so  as  to  use  it 
over  again  for  other  purchases.  The  chances  are  that 
you  wouldn't  have  any  dead  stock  left  at  the  end  of 
the  year  of  the  four  three-dozen  lot  articles. 

Buy  goods  in  small  quantities  and  often  is  a  far  safer 
motto  than  in  large  quantities  and  seldom. 

The  Sole  Agency  Bait. 
It  is  quite  a  common  custom  to  build  up  a  business 
on  a  new  and  unknown  article  by  appointing  one  drug- 
gist in  a  town  as  sole  agent.  To  get  this  concession 
you  will  be  asked  to  buy  a  quantity  order  of  the  article. 
If  the  salesman  cannot  persuade  you  to  buy  a  gross  he 
may  give  you  the  sole  agency  by  buying  a  half  gross. 
Such  propositions  should  be  turned  down  unless  the 
article  is  of  such  a  nature  that  you  are  positive  tnat  it 
will  sell.  Even  then  it  is  better  to  try  and  get  the 
salesman  to  send  the  initial  order  on  sale,  or  to  guar- 
antee the  sale,  then  all  future  orders  you  are  to  buy  on 
the  regular  thirty  or  sixty  day  terms.  Whatever  agree- 
ment you  make  have  it  written  on  the  original  order 
and  keep  the  duplicate  for  reference.  Many  times  a 
salesman  will  sell  a  bill  of  goods  on  sale  when  by  doing 
so  he  exceeds  his  authority,  so  if  you  have  the  words 
"on  sale"  written  on  the  order  blank  duplicate  the 
house  will  side  with  you.  As  an  extra  safeguard  it  is 
better  to  demand  that  the  words "  on  sale"  also  appear 
on  the  original  invoice,  then  it  is  up  to  the  house 
whether  or  not  they  wish  to  ship  the  order  under  those 
conditions.  Oftentimes  they  send  a  letter  stating  that 
they  never  ship  goods  on  sale  and  that  their  repre- 
sentative had  no  right  to  accept  the  order  on  such 
terms.  When  you  get  such  a  letter  write  right  back 
and  tell  them  to  either  ship  on  those  terms  or  cancel 
the  order. 

The  Retail  Agent  Bait. 
The  fourth  bait  is  the  proposition  to  act  as  a  whole- 
sale and  retail  agent  for  a  certain  medicine  or  article. 


An  alluring  story  is  drawn  up  for  you.  All  the  other 
druggists  in  town  will  buy  through  you  in  response  to 
the  big  demand  created  by  the  advertising  over  your 
name,  etc.  I  know  where  on  several  occasions  such 
propositions  were  gobbled  up,  that  the  big  trade  from 
other  druggists  didn't  materialize,  neither  did  the  big 
advertising  campaign  move  the  ^ig  order,  and  the 
druggists  who  took  up  these  propositions  were  stuck 
with  a  lot  of  unsalable  goods. 

Salesmanship  in  a  Buyer. 

Before  nibbling  at  any  of  these  four  baits  think  of 
your  customers;  do  they  want  this  article?  Is  it  suit- 
able for  your  class  of  trade?  How  many  sales  will 
you  make  each  week?  Then  figure  out  how  many  more 
sales  than  the  average  you  will  have  to  make  to  move 
the  goods  before  the  bill  comes  due.  An  article  that 
sells  well  in  one  section  of  a  town  goes  slow  in  another. 
One  druggist  can  sell  a  cheap  article  which  another 
druggist  can't  give  it  away.  One  druggist  can  sell  an 
expensive  article  which  another  druggist  couldn't  get 
anybody  to  even  look  at  it 

Watch  the  difiEerent  pro];>ositions  as  they  are  put  up 
to  your  employer.  Note  his  attitude.  Would  you  have 
taken  on  such  and  such  a  deal  or  would  you  have 
turned  it  down?  Note  how  long  it  takes  to  move  a 
big  order  bought  by  your  employer.  At  this  moment 
your  employer  may  be  trying  to  unload  some  goods 
which  proved  a  poor  bay.  You  can  learn  a  good  deal 
about  buying  by  watching  your  employer  and  Hstenipg 
to  the  salesman's  arguments.  Don't  criticise  your  em- 
ployer if  he  makes  mistakes  in  buying.  You  will  make 
them.  Every  buyer  makes  them.  One  big  department 
store  in  Boston  comes  right  out  strong  in  its  advertis- 
ibg  and  admits  that  its  buyers  made  mistakes  which 
necessitated  conducting  a  "  buyers'  mistakes  sale."  It 
is  better  to  make  a  few  mistakes  than  to  let  everything 
go  by. 

Your  own  judgment  must  guide  you  to  pick  out  the 
good  ones  and  turn  down  the  poor  ones.  Just  as  like 
as  not  you  will  turn  down  the  winner  and  take  on  the 
loser.  Publishing  houses  do  this.  The  very  book  they 
turn  down  meets  with  a  tremendous  sale  and  the  book 
they  accept  falls  flat  Some  books  which  have  enjoyed 
the  largest  sale  were  turned  down  by  four  or  five  pub- 
lishers. It  is  hard  to  tell  what  the  reading  public  want 
and  it  is  also  hard  to  tell  what  the  medicine-buying 
public  want.  That  is  a  strong  argument  in  favor  of 
salesmanship  in  a  buyer.  A  good  salesman  knows  the 
goods,  their  values,  and  the  peoples  wants  in  his  line. 
A  buyer  must  know  all  these  things  in  order  to  buy 
right.  I  kiiow  some  drug  buyers  who  are  noted  for 
their  knowledge  of  values.  They  can  judge  in  a  minute 
the  value  of  a  hair-brush,  a  tooth-brush,  etc. 

When  you  have  analyzed  a  proposition  and  decide 
not  to  take  it  on,  say  no  and  stick  to  it  You  will  have 
to  say  "  no  '^  a  good  many  times  to  salesmen  who  are 
your  friends.  You  can't  buy  all  the  time,  yet  a  good 
many  druggists  say  yes  to  about  every  proposition  put 
up  to  them.  They  can't  seem  to  say  no,  and  when  they 
do,  they  say  it  in  such  a  way  that  it  means  yes.    The 
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traveling  salesman  icnows  when  a  druggists*  nc  means 
yes,  and  before  that  druggist  knows  it  the  fountain  pen 
is  put  in  his  hand  and  he  hears, ''  Sign  right  on  this 
line,"  "  How  do  you  want  the  order  shipped  ?  "  "  Two 
oflE  ten,  or  thirty  days?"  "  Much  obliged,"  "  Good  day." 

Another  pitfall  to  look  out  for  is  buying  for  side-line 
departments.  The  tendency  is  strong  to  overbuy'  on 
side  lines.  Side-line  goods  should  be  bought  in  small 
quantities  at  first.  It  will  be  time  enough  to  consider 
discount  quantities  when  you  have  built  up  a  steady, 
profitable  business  on  each  side  line. 

Vou  must  be  careful  in  buying  perishable  goods  like 
cream  bon  bons,  hard  candies,  salted  nuts,  and  special- 
ties effected  by  the  weather  and  the  temperature.  Nut 
goods  get  wormy  in  summer ;  hard  candies  go  all  to 
pieces  on  a  rainy  day ;  cream  bon  bons  do  not  keep 
near  as  long  as  the  crystallized  bon  bons ;  and  molasses 
goods  spoil  when  bought  in  too  large  quantities.  If 
you  can't  move  a  barrel  of  salted  peanuts  in  two  weeks 
don't  buy  them  in  barrel  lots.  If  twenty-five  pounds 
of  molasses  kisses  are  all  you  can  sell  in  two  weeks 
don't  buy  one  hundred  pounds.  In  small  quantities 
and  often  is  a  good  candy-buying  motto. 

Rubber  goods  are  better  when  the  stock  is  kept  fresh 
by  frequent  buying  and  in  small  quantities.  In  per- 
fumery a  few  special  odors  sell  better  than  a  dozen 
ordinary  odors.  Go  easy  on  new  brands  of  cigars.  Go 
light  on  hot  soda  supplies. 

Wide-awake  manufacturers  of  to-day  realize  that  it 
is  poor  policy  to  load  a  druggist  up  with  big  orders ; 
so  they  now  offer  special  discounts  and  advertising 
deals  with  small  orders  of  ^15,  I25,  ^50,  where  form- 
erly it  was  ^150  orders.  There  is  no  real  necessity 
for  buying  big  deals  except  on  some  articles  that 
have  already '^proven  big  sellers;  then  you  can  go 
after  the  discount  quantity  because  it  won't  take  you 
long  to  turn  the  goods  into  money. 

If  you  show  an  apptitude  for  buying,  your  employer 
will  probably  allow  you  to  buy  for  the  soda  fountain, 
the  cigar  department,  the  candy  department  or  some 
certain  department  in  the  store.  This  is  now  custom- 
ary in  many  drug  stores,  especially  in  those  highly  de- 
partmentized.  It  is  quite  common  for  a  lady  to  have 
full  charge  of  the  candy  department  and  buy  all  the 
goods  for  it.  It  will  be  a  good  thing  if  you  can  buy 
for  some  department,  because  then  the  responsibility 
for  the  success  of  that  department  rests  on  your  shoul- 
ders. When  you  are  spending  your  employer's  money 
and  must  show  results  you  will  be  careful  to  buy  only 
what  will  turn  over  quickly  and  the  only  way  you  can 
find  out  what  goods  to  buy  is  to  know  your  trade,  to 
know  the  customer's  wants. 

It  must  be  evident  to  you  now  that  salesmanship 
enters  largely  into  buying.  The  small  retail  druggist 
must  try  to  be  both  a  good  buyer  and  a  good  salesman. 
To  become  a  good  buyer  for  a  drug  store  you  must 
first  know  what  the  quadifications  of  a  good  buyer  are. 
What  to  Buy— Where  to  Buy— When  to  Buy. 

A  good  buyer  must  be,  first  of  all,  a  man  of  good 
business  judgment    He  acquires  this  by  personal  ob- 


servation ai^  experience,  by  systematic  study  of  the 
possibilities  of  his  location,  and  by  carefully  thinking 
out  the  best  methods  for  promoting  those  possibilities. 

Second,  he  must  have  a  thorough  knowledge  of  the 
goods  in  his  line.  He  ought  to  know  about  the  quality 
and  value  of  the  goods  he  buys.  Whether  the  price 
is  too  high  for  the  quality  of  goods  and  their  cost  of 
production  and  even  if  the  goods  are  of  good  value, 
there  must  be  a  demand  for  them  already  existing  or 
good  prospects  of  creating  a  demand  before  he  decides 
to  buy  them.  He  must  know  just  the  kind  of  goods 
best  suited  to  his  class  of  trade.  In  short,  he  must 
know  what  to  buy. 

Third,  a  good  buyer  must  know  where  to  buy.  He 
must  know  what  concerns  have  the  best  reputation  in 
any  particular  line  of  goods.  In  the  drug  business,  for 
example,  one  certain  house  has  a  reputation  for  essen- 
tial oils,  another  for  crude  drugs,  another  for  vanilla 
beans,  another  for  sugar  of  milk,  carbolic  acid,  etc. 

Fourth,  a  good  buyer  must  know  when  to  buy.  He 
should  know  when  a  novelty  or  a  specialty  will  sell  and 
when  it  won't.  He  should  know  the  best  articles  to 
sell  in  certain  seasons.  In  a  dry  goods  store  he  must 
buy  the  right  shade  of  dress  goods  in  the  right  season ; 
in  a^hoe  store  the  right  shape  of  toe  when  that  shape 
is  in  season ;  in  a  drug  store,  he  must  buy  rubber  goods 
when  they  sell  well,  in  the  fall  and  winter,  etc. 

A  good  buyer,  therefore,  must  be  a  man  of  good 
business  judgment  and  have  a  thorough  knowledge  of 
the  merchandise  in  his  line  so  that  he  may  know  what 
to  buy^  where  to  buy  and  when  to  buy. 
Systematic  Buying. 

Haphazard  buying  has  given  away  to  systematic 
buying.  Not  only  must  price  quotations  be  known  but 
they  must  be  filed  so  as  to  have  them  handy  any  in- 
stant they  are  wanted.  Many  buyers  use  the  card 
system  for  filing  price  quotations.  Cards  are  better 
than  the  original  letters,  and  are  more  accessible  than 
catalogues. 

A  druggist,  tor  example,  who  uses  large  quantities 
of  phenacetine,  sugar  of  milk,  oil  of  wintergreen,  pre- 
cipitated chalk,  powdered  opium,  vanilla  beans,  co- 


A  GRASPING  TREE. 
This  cog-wheel  was  placed  against  the  tree  about  80  jreara  Vigo. 
There  is  now  a  strong  attachment  between  the  two.    They  are  near 
Yaphant,  L.  I.,  N.  Y.    Reproduced  from  Popular  Mechanics. 
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logoe  spirits,  etc.,  in  makipg  up  his  own  preparations, 
watches  the  markets  on  those  goods,  writes  to  several 
concerns  for  quotations  in  quantity  lots,  and  finally 
buys  where  he  can  get  the  best  price,  quality  con- 
sidered, and  when  the  market  is  low. 

If  the  article  is  opium  he  files  a  card  under  the  O 
guide  in  his  card  file.  This  card  will  be  headed  with 
the  word  opium.  Below  this  heading  he  will  write  the 
price  quotations,  name  and  address  of  the  different 
concerns  who  quoted  him,  in  what  quantity,  and  the 
date.  The  date  of  his  purchase,  from  whom,  terms 
and  price  are  entered.  When  he  is  ready  to  buy  opium 
again,  that  one  card  tells  him  the  whole  story  of  bis 
last  opium  purchase.  If  the  market  has  gone  up  he 
writes  to  have  his  order  duplicated  at  the  old  price. 
If  the  market  has  gone  down,  he  asks  for  a  new  quo. 
tation.  A  member  of  a  big  corporation  once  told  me 
that  they  never  allow  a  concern  to  ship  them  supplies 
at  a  higher  quotation  than  the  one  on  which  the  last 
order  was  filled.  They  keep  an  accurate  record  of 
prices  paid  for  all  their  supplies  and  alwayft  endeavor 
to  get  future  orders  of  supplies  at  these  figures  or 
lower,  never  higher,  unless  some  special  circumstance 
makes  a  higher  price  allowable. 

Many  druggists  scatter  their  patronage  among  sev- 
eral houses  so  that  their  trade  to  any  one  of  them  is 
so  small  that  they  do  not  get  the  best  price  concessions. 
There  is  more  power  in  concentrating  the  bulk  of  your 
purchases  among  a  few  houses,  then  your  account  is 
worth  something  to  those  houses.  You  can  get  better 
.prices,  terms,  discounts,  and  better  treatment  in  gen. 
eral  from  a  house  of  whom  you  buy,  two  thousand 
dollars'  worth  a  year,  than  from  any  eight  houses  of 
whom  you  buy  only  two  hundred  and  fifty  dollars* 
worth  each  a  year. 

I  do  not  mean  that  you  are  to  be  married  to  any  one 
concern.  You  ought  to  be  independent  and  not  accept 
too  many  dinners,  free  blow-outs,  and  gifts  from  its 
hands.  Impress  upon  them  that  it  is  the  best  goods 
at  the  lowest  prices,  quick  deliveries,  e,tc.,  is  what  you 
want  from  them.  A  traveling  man  told  me  the  oUier 
day  that  his  house  has  shut  down  on  the  wining  and 
dining  expense  and  he  has  to  stand  such  out  of  his 
own  pocket.  It  is  all  right  to  accept  a  dinner,  or  a 
theatre  ticket  occasionally,  but  donU  put  yourself  under 
too  many  obligations  to  any  concern  you  are  doing 
business  with.  Be  in  a  position  to  make  a  change 
when  you  cease  to  get  the  best  goods  at  the  lowest 
prices. 

Manufacturers  do  not  put  their  lowest  prices  in  their 
catalogues.  Any  crude  drug  that  you  can  use  in  a 
fairly  good  size  quantity,  ask  for  a  quotation  and  you 
will  find  that  you  can  save  quite  a  littie  from  the  cata. 
logue  price.  Get  the  bottom  prices  on  everything  that 
you  can. 

When  you  get  confidential  prices  keep  them  to  your- 
self. If  you  betray  a  firm's  confidence  you  won't  have 
any  confidences  to  betray  as  soon  as  they  find  it  out* 
A  concern  don't  quote  confidential  prices  to  a  druggist 
who  is  so  indiscreet  as  to  use  that  confidential  price 
to  foil  that  concern's  competitor. 


If  you  are  located  near  a  large  city,  a  personal  visit 
to  the  concerns  you  trade  with  often  wiU  be  of  advan- 
tage to  you.  They  are  always  closing  out  jobs ;  odds 
and  ends,  many  of  which  would  pay  you  to  get,  if  they 
are  suitable  to  your  class  of  trade. 

When  you  go  to  market  to  buy  goods  for  any  par- 
ticular season  like  Easter  and  Christmas,  make  a  list 
of  the  articles  you  have  in  mind  and  put  a  limit  to  the 
amount  of  your  purchases,  and  don't  buy  beyond  that 
figure.  This  rule  is  an  emphatic  one  and  should  be 
stricUy  obeyed.  It  will  save  you  many  an  overstock 
not  only  on  Easter  and  Christmas  goods  but  on  your 
regular  side  line  goods  as  well. 

Overbuying  is  the  bane  of  good  retail  merchandis- 
ing. It  is  perhaps  the  most  common  fault  of  retail 
storekeepers.  With  some  it  is  a  regular  disease.  No 
matter  how  low  a  price  is  quoted  you  on  certain  articles, 
those  articles  are  not  bargains  unless  they  are  suitable 
to  your  trade.  When  you  once  buy  a  line  of  goods 
you  must  sell  those  goods  in  order  to  have  your  money 
to  re-invest  Money  that  keeps  turning  over  often  is 
profitable  money,  and  money  that  is  tied  up  in  goods 
Ijring  on  the  shelves  is  unprofitable  money. 

To  sum  up,~  to  qualify  for  a  good  buyer,  you  must 
be  a  good  salesman,  you  must  have  good  business 
judgment,  a  knowledge  of  goods  and  their  values,  and 
must  know  what  to  buy,  where  to  buy,  and  when  to 
buy. 

Don't  swallow  the  long  dating,  quantity  discount, 
and  sole  agency  baits  whole.  Think  them  over,  nibble 
at  them  a  little,  and  when  they  begin  to  taste  bad  drop 
them.  Learn  to  distinguish  between  the  good  and  the 
bad  propositions  by  the  reasonableness  of  their  pres- 
entation. After  all,  you  don't  get  such  an  awful  lot  in 
this  world  for  nothing.  You  get  just  about  what  you 
pay  for  and  no  more.  Learn  to  say  no  decisively.  Go 
light  on  novelties,  perishable  goods,  and  side  lines. 
Get  all  the  buying  experience  you  can  while  serving 
as  a  drug  clerk.  Learn  to  systematize  your  buying  by 
keeping  a  record  of  quotations.  Carry  your  buying 
memorandum  with  you  when  you  go  to  market  Put 
a  limit  on  the  amount  you  are  going  to  invest  and 
when  you  reach  that  limit  take  the  next  train  home. 
Concentrate  your  buying  among  as  few  houses  as  pos- 
sible and  be  independent  of  even  those  few.  Periiaps 
the  easiest-to-remember  summary  of  this  article  on 
buying  is — to  know  what  to  buy,  where  to  buy,  and 
when  to  buy. 


StosEacH  PHototfrapHy, 

An  apparatus  has  been  invented  by  Shirn  Fried- 
ricksen,  a  Dane,  which  photographs  the  interior  of  the 
stomach  through  the  mouth,  thus  enabling  doctors  ac- 
curately to  locate  cancers,  ulcers,  and  other  abnormal 
affections.  The  apparatus  has  been  tested,  and  is 
said  to  have  given  successful  results. 

Dogwood  and  persimmon,  formerly  regarded  as 
worthless  woods,  are  now  supplying  the  shuttie  market 
of  the  world,  superseding  the  boxwood  of  the  East  for 
this  purpose. 
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Psychology:  Its  Application  to  Salesmanship. 

By  Ray  Augustus  Albeck,  P.D. 


^USINESS  is  supplying  human 
needs  economically,  efficiently, 
honestly,  faithfully,  to  the  end 
that  all  parties  in  every  transac- 
tion shsdl  thrive  and  the  great- 
est good  to  the  greatest  number 
follow.  Business  depends  on 
Salesmanship,  rests  on  human 
wants. 

Salesmanship  is  an  art  because  it  teaclies  us  to  do ; 
a  science  because  it  teaches  us  to  know.  It  is  the 
"  back-bone  "  of  Commercialism.  The  cheapest  form 
of  salesmanship  is  advertising. 

A  human  automaton  is  not  a  salesman.  "  Auto- 
matonship"  is  not  salesmanship.  The  "  automaton  " 
sells  automatically  and  passively  what  is  asked  for. 
He  is  a  mere  order-taker.  Men  who  work  like  ma* 
chinery  do  so  neither  as  well  nor  as  cheaply. 

The  real  salesman,  on  the  other  hand,  is  the  one 
who  not  only  supplies  the  old  wants  but  creates  and 
supplies  new  ones.  He  is  able  to  hold  uninteresting 
goods  before  a  customer's  mind  until  they  develop  in- 
terest. To  accomplish  these,  he  must  concentrate  his 
attention  on  selling,  make  selling  a  force  of  habit,  his 
dominating  purpose  in  business  life.  It  is  said, "  The 
man  behind  the  counter  makes  it  go."  Therefore,  the 
importance  of  having  a  good  salesman  in  that  capacity 
is  undoubted.  A  good  salesman  is  also  a  live  adver- 
tising medium. 

A  sale  is  a  mental  problem.  It  is  actually  made  in 
the  buyer's  mind.  The  stages  of  evolution  involved 
in  a  customer's  mind  in  the  course  of  making  a  sale 
a  reality  are  five  in  number,  namely:  Introduction, 
Attention,  Interest,  Desire,  and  last,  but  not  least. 
Resolve. 


Psychology  is  a  scientific  study  of  the  mind.  There- 
fore, the  laws  governing  it  can  be  utilized  and  often 
very  advantageously  applied  in  playing  the  selling 
game. 

The  elements  entering  into  a  sale  are  the  salesman, 
the  goods  and  the  customer.  Effective  window  dis- 
plays and  advertising,  so  as  to  forcibly  attract  people's 
attention,  get  people  into  the  store ;  showing  goods  on 
the  inside  either  by  packages,  show  cards  or  clerks  is 
the  principal  means  of  selling.  In  short,  advertising 
causes  investigation.  It  is  up  to  the  salesman  to  close 
the  transaction  by  making  the  sale. 

Make  the  introduction  of  goods  a  formal  one.  The 
presentation  of  an  actual  object  is  a  greater  stimulus 
than  the  mere  memory  or  imagination  of  it  Make  the 
first  impression  deep  by  presenting  an  old  thing  in  a 
new  way.  Apply  the  "  Law  of  Association  "  in  intro- 
ducing a  new  article  of  commerce  to  the  public  by 
associating  a  well-known  person's  name  as  an  endorse- 
ment of  its  merits.    People  are  imitative. 

Attention  makes  the  motive  and  develops  Interest. 
Business  life  largely  resolves  itself  into  a  battle  to  gain 
people's  attention.  It  is  for  this  very  ability  that  ad- 
vertisers are  so  highly  paid.  Forcibly  attracting  the 
attention  on  anything  will  result  in  selling  it  providing 
the  attention  once  gained  is  not  detracted.  New  ideas 
set  up  counter-emotions,  resulting  in  a  decline  of  the 
first  desired  effect. 

Contrast,  or  Comparison,  is  a  powerful  factor  in  se- 
curing attention.  In  making  people  think,  judge  and 
reason,  it  is  the  means  of  giving  concepts.  Since 
"  contiguity  precedes  similarity,"  it  is  essential  to  pre- 
sent both  objects  in  order  to  detect  a  similarity  or  dis- 
similarity. 

Suggestion,  the  basis  of  Hypnotism,  is  probably  the 
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greatest  factor  in  gaining  attention  as  regards  the 
salesman.  It  is  the  casting  of  an  idea  into  the  cus- 
tomer's mind  from  an  external  source.  The  salesman 
can  make  himself  that  source.  .  Every  idea  so  sug- 
gested tends  to  pass  into  action  impulsively.  Sugges- 
tions set  them  diinking,  and  the  more  they  think  the 
more  they  want.  Make  your  suggestions  appealing  by 
being  seemingly  interested  in  their  needs.  After  wrap- 
ping the  package,  suggesting  some  other  artide  in  a 
rather  off-hand  way  arouses  the  customer's  interest 
and  a  sale  follows. 

Many  so-called  "  companionship  sales  '*  or  "  associa- 
tion sa.es''  can  be  brought  about  by  using  this  means 
to  an  end  with  discretion,  such  as  a  tocSth-paste  with  a 
brush,  etc. 

Interest  can  be  aroused  by  applying  the  "  Laws  of 
Association,"  which  are  Correlation,  Repetition  and 
Emotional  Preference.  Teach  your  customers  to  in- 
variably associate  names.  It  is  very  valuable  in  build- 
ing a  steady  trade  on  proprietaries  and  whatsoever 
else  is  profitable.  As  an  illustration,  get  them  to  say 
Brown's  Blood  Tonic  instead  of  thinking  of  Blood 
Tonic  alone.  Repeated  sales  bring  stable  trade.  Oft- 
repeated  acts  become  reflex  in  time.  Get  Emotional 
Preference  by  insuring  satisfaction  whenever  practic- 
able. Satisfaction  is  what  customers  want.  Make 
every  suggestion  of  satisfaction  positive,  not  negative. 

Knowledge  gives  birth  to  desire.  Desire  points  out  ' 
a  path  to  resolve  or  decision.  Desire  is  the  real  buyer. 
Work  for  it  Wait  on  it.  Do  not  tire.  He  who  does 
this  is  the  seller  who  sells.  Desire  can  be  created  by 
making  the  goods  known.  There  can  be  no  desire 
without  first  having  some  knowledge  of  the  thing  de- 
sired. Necessities  are  bought  through  necessity,  luxu- 
ries through  impulse  by  creating  a  desire. 

Resolve  or  decision  follbws  deliberation  due  to  com- 
parison. It  varies  with  the  individual.  Persuasion 
should  not  be  coaxed.  Leave  the  customer's  mind 
free  to  weigh  for  and  against.  Long  selling  talks  can 
be  eliminated  and  persuasion  somewhat  hastened  by 
offering  concrete  or  actual  instances  regarding  the 
goods  and  previous  purchasers.  Theorizing  here  is 
valueless.  Your  slogan  should  be,  **  Strike  when  the 
emotional  iron  is  hot"  Make  the  sale  impulsive.  The 
momentary  state  triumphs.  It  is  at  this  stage  when  one 
can,  without  offence,  start  to  wrap  a  package. 

The  salesman  is  by  no  means  the  least  important 
element  in  selling.  The  personality  of  each  individual 
is  a  powerful  element,  which  must  be  developed.  It  is 
not  taught 

TheioUowing  commandments  will,  if  strictly  adhered 
to,  insure  more  successful  salesmanship  than  merely 
following  slipshod  methods : 

Make  close  observation  a  habit.  Learn  people  as 
they  exist,  not  as  they  ought  to  be.  Study  individual 
characteristics ;  human  nature.  To  discover  for  one's 
self  is  better  than  reading  theory.  Develop  associa- 
tional  reasoning.  The  expedients  that  work  one  cus- 
tomer successfully  can  thereby  be  tried  on  others 
where  similarity  warrants. 


Be  enthusiastic  and  loyal.  Money  can  buy  brains, 
but  not  a  heart.  Loyalty  is  reciprocal.  It  increases 
efficiency.  Enthusiasm  is  fashionable.  It  drives  con- 
servatism out  of  style.  Do  not  be  over- zealous  in  sell- 
ing. This  is  as  degrading  as  excessive  deference  is 
repulsive.  Inhibit  those  emotions.  Conceal  your  de- 
sire for  their  money.  Make  customers  feel  your  goods 
are  worth  more  to  them  than  their  money.  Show  your 
goods.  Perfect  knowledge  is  the  combined  product 
of  all  the  senses.  Do  not  over- talk.  Knowledge  trans- 
mitted by  talk  alone  is  incomplete. 

Be  original.  The  new  century  insists  on  it  Do  not 
imitate ;  try  to  improve  present  old  things  in  new  ways. 

Know  your  goods.  Knowledge  us  power.  Knowl- 
edge plus  sympathy  makes  a  good  salesman.  Be  pre- 
pared to  answer  questions  exactly  and  give  expert 
advice.  Otherwise  you  tantalize  your  customers  by 
your  superficial  knowledge.  Have  clear-cut  images. 
Never  use  a  term  you  cannot  explain.  Do  not,  how- 
ever, pretepd  to  know  all. 

Develop  a  retentive  memory  regarding  the  faces 
and  incidents  of  each  customer.  You  learn  the  stock. 
Learn  these  as  well.  It  is  a  valuable  and  magnetic 
quality.  Learn  the  stock  well.  It  is  no  use  to  have 
goods  if  they  cannot  be  located  when  needed.  De- 
velop the  subconscious  field,  so  as  to  have  all  facts 
ready  for  memory's  recall. 

Combine  accuracy  with  rapidity.  This  combined 
quality  is  demanded  by  the  struggle  for  existence. 

Do  not  neglect  the  common  people.  They  are  in 
the  majority.  Nor  the  children.  The  child  is  father 
of  the  man. 

Be  obliging  and  civil,  but  not  servile.  Servility  is 
as  bad  as  discourtesy.  Self-respect  is  respected  by  all, 
required  of  all.  Courtesy  costs  nothing  but  patience 
and  pays  a  steady  dividend.  Give  caution,  advice, 
suggestions  politely.  This  puts  people  in  the  buying 
mood.  A  polite  refusal  is  better  than  an  unwilling 
action.  Insults  as  well  as  deceptions  deflect  on  sub- 
sequent dealings. 

Be  a  public  servant  All  things  to  all  men.,  Gratify 
callers  today.  They  may  be  customers  tomorrow  At 
all  times  render  such  service  as  will  make  their  calling 
useful  to  them.  Sell  sumps  cheerfully.  Do  well  what 
others  do  so  ill.  Do  not  be  unnecessarily  preoccupied. 
People  do  not  care  to  "  butt  in  "  to  buy  from  you.  Do 
not  wait  for  people  to  come  up  to  you ;  go  out  after 
them.  They  are  naturally  lazy  and  follow  the  line  of 
least  resistance  when  about  to  part  with  their  money. 
Be  ready  to  do  what  is  wanted  even  before  that  want 
is  actually  expressed.  Service  is  a  most  efficient 
means  of  advertising. 

Do  not  argue.  Argument  never  leaves  either  party 
in  good  humor.  Remember  that  a  thing  is  the  same 
no  matter  how  many  are  the  different  points  of  view. 
View-point  varies  with  individual  experience.  Do  not 
set  yourself  up  as  a  standard  by  which  to  judge  the 
feelings  of  others. 

Be  sympathetic,  and  consequently  a  desirable  sales- 
man.   Place  yourself  in  the  other's  position. 
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Be  introspective.  Study  your  own  personal  short- 
comings.   Do  not  take  yourself  for  granted. 

Be  consistent  Do  not  blame  others  when  prone  to 
act  the  same  way  yourself. 

Be  trustworthy.  Do  not  betray  a  secret  told  you  in 
confidence! 

Accept  either  good  or  bad  advice.  It  makes  one 
think  for  himself.   Thinking  is  invaluable  in  business. 

Be  professional  regarding  drugs,  mercantile  regard- 
ing sundries. 

Overcome  aversion  for  selling  certain  kinds  of  goods. 
School  the  will  to  do  disagreeable  things.  When  emer- 
gency calls  it  will  then  be  ready  to  respond. 

Instill,  not  suppress,  confidence.  Repress  ideas 
causing  wrong  impressions,  however. 

Cater  to  people's  selective  imaginations.  They  often 
rule  a  sale.  Experience  colors  the  view-point,  causing 
biased  opinions.  Never  argue  these  opinions,  even  if 
you  know  you  are  right. 

Instill  confidence,  faith,  trust  and  belief.  These  are 
synonymous  terms  in  business,  any  one  of  which  may 
have  remarkable  curative  effects  on  the  body. 

Make  proofs  absolute.  Customers  only  believe  when 
they  are  probable.  They  know  when  they  are  made 
absolute  or  positive.  In  fact,  most  business  is  done 
on  belief,  as  exemplified  by  Credit,  which  is  really  a 
belief  that  the  customer  will  pay. 

Be  always  willing  to  show  goods  and  allow  them  to 
be  handled.  Customers  very  rarely  will  buy  a  '*  cat  in 
the  bag.''  Their  knowledge  of  goods  is  derived  from 
their  five  senses,  of  which  the  one  most  easily  used 
concludes  for  the  others.  Therefore,  the  more  dis- 
patches the  more  data.  Aid  the  transfer  of  percep- 
tions by  allowing  the  goods  to  be  handled  at  will. 

Goods  are  the  merchandise  to  be  sold.  Keep  the 
right  goods  and  show  them  right.  Seasonable  goods 
or  those  most  closely  related  to  human  needs  stimulate 
the  desire  more  than  the  remote,  as  they  are  near. 
Goods  can  be  made  attractive  either  by  novel  arrange- 
ment or  by  volume.  Arrange  them  so  they  share  a 
hospitable  rather  than  a  repelling  effect.  Make  the 
goods  all  account,  the  store  no  account.  Sell  what 
people  want,  not  what  you  prefer  to  sell.  They  are 
the  perceptional  material  and  the  stimuli  which  over- 
come the  customer's  buying  inertia. 

Customers,  incredible  as  it  may  seem,  are  human. 
Their  human  minds  can  perceive,  remember,  imagine, 
think  and  judge.  They  can  be  led,  but  not  driven. 
They  are  subject  to  advice,  caution  and  suggestion, 
which  makes  it  possible  for  a  'Mive-wire"  salesman  to 
increase  his  sales.  Satisfied  customers  are  boosters 
and  assets  to  any  store  .from  the  fact  that  people's 
emotions  are  contagious  by  sympathy.  Usually  cus- 
tomers must  be  won  from  a  competitor.  Some  can  by 
created  by  first  creating  their  wants,  then  satisf  actorile 
filling  them.  New  ones  are  comparatively  easy  to  get ; 
to  keep  the  old  ones  is  the  secret  of  success.  This  can 
be  accomplished  in  a  marked  degree  by  making  your 
store  agreeable  to  go  in,  be  in,  go  out  of,  remember 
and  think  of. 


By  working  at  all  times  as  if  the  business  were  your 
own,  by  placing  yourself  in  the  customer's  place,  by 
closely  adhering  to  the  suggestions  in  the  foregoing 
paragraphs  in  being  enthusiastic,  loyal,  ambitious, 
original  and  courteous,  success  is  bound  to  follow. 
With  these  attributes,  one  will  progress,  not  retro- 
grade, surely.  These  suggestions,  absorbed  and  ad- 
hered to  until  they  become  an  integral  part  of  the  self, 
are  invaluable  elements  in  salesmanship.  A  salesman 
must  be  either  an  anvil  or  a  hammer.  In  concluding, 
it  might  be  well  to  know  that  the  love  of  sales  is  a 
love  that  requires  neither  justification,  apology  nor 
defence.  

No  mm^Tmom* 

There  is  no  disgrace  in  handling  side  lines  in  a  drug 
store.  The  man  who  sells  souvenir  post-cards  is  not 
headed  straight  for  perdition.  The  pharmacist  who 
makes  a  specialty  of  photographic  supplies  or  optical 
goods  or  stationery  should  not  be  read^out  of  the  so- 
ciety of  decent  people.  These  things  are  all  honor- 
able —  just  as  honorable  as  the  dispensing  of  prescrip- 
tions. There  is  not  prescription  business  enough  in 
the  United  States  to  keep  its  47fOoo  druggists  out  of 
the  poorhouse.  The  only  course  for  the  druggist  is  to 
do  what  has  already  been  done :  round  out  his  sales 
by  carrying  allied  things  for  which  there  is  a  public 
demand,  and  then  study  the  art  of  salesmanship  and 
the  science  of  commerce  so  that  he  will  make  a  suc- 
cess of  the  enterprise.  And,  he  should  do  it  with  his 
head  in  the  air.  His  course  is  every  bit  as  *'  ethical " 
as  that  of  the  purely  prescription  druggist,  and  he  is 
just  as  good  a  citizen  and  may  be  just  as  skilled  a  man. 
If  I  were  disposed  to  make  a  plea  on  this  occasion,  it 
would  be  for  more,  instead  of  less,  business. —  Harry 
B.  Mason.  

In  the  little  village  of  Cobena,  Spain,  an  inhabitant 
has  not  died  for  eight  years.  Half  the  cemetery  has 
been  turned  into  an  amusement  park.  The  local  drug- 
gist lost  his  trade  in  panaceas,  and  is  now  selling  ice 
cream  and  candy.  The  undertaker  departed.  The 
greatest  problem  the  people  have  to  face  is  what  to 
do  with  the  village  doctor.  Disease  refuses  to  visit 
the  spot. 


Digitized  by 


Google 


126 


THE  SPATULA 


M««tiAg  Mail  Or^mr  CoaE9«titioA. 

Since  the  mail  order  business  developed  to  such 
proportions  we  have  seen  schemes  galore,  of  every 
conceivable  nature,  professing  to  meet  mail  order  com- 
petition. This  competition  is  being  met,  and  success- 
fully met,  too ;  but  those  who  are  meeting  it  are  ap- 
plying scientific  salesmanship  to  their  businesses. 

Talking  loudly  about  the  **  unfairness  **  of  these  out- 
siders only  draws  attention  to  them  and  their  prices. 
Anger,  jealousy  and  open  antagonism  disgust  people 
and  make  them  shy  off  from  your  side  of  the  road. 

YouVe  got  to  compete  on  a  quality  basis.  You 
can't  meet  price  with  price.  Create  confidence  in  the 
goods  you  sell  by  stocking  only  goods  bearing  real 
values  —  articles  which  the  manufacturers  sund  behind 
and  you  back  up.  Lowest  priced  merchandise  is  not 
cheapest  in  the  long  run.  Educate  customers  to  pay 
your  price  by  not  talking  price.  Sell  the  quality; 
price  is  secondary  if  you  prove  the  superiority  of  your 
goods. 

This  point  is  in  your  favor, — you  come  in  personal 
contact  with  your  (Customers,  while  the  mail  order 
house  must  sell  by  the  printed  page  or  printed  letter. 
You  can  personally  prove  quality.  You  can  persbn- 
ally  meet  objections.  Your  customers  can  actually  see 
and  feel  the  goods;  nothing  needs  to  be  taken  for 
granted. 

Learn  to  be  a  seller,  not  a  delivery  man.  "  Tend- 
ing store'*  will  never  put  an  assistant's  name  over  the 
front  door.  Get  out  of  the  "  take-it-or-leave-it"  style 
of  talk.  Don't  say,  "  There  it  is,  over  there  "  —  take 
your  customer  to  it  and  tell  him  all  about  It. 

Keep  looking  up  new  and  better  selling  arguments. 
Learn  your  stock  between  customers'  visits.  Learn  to 
know  value.  Don't  get  discouraged  because  some  few 
customers  buy  from  mail  order  houses.  You  can  hold 
your  old  customers  and  make  a  host  of  new  ones. 

If  a  customer  comes  into  a  store  and  the  assistant 
sells  him  only  what  he  came  into  the  store  to  buy  that 
is  not  salesmanship.  To  sell  this  customer  something 
else,  to  influence  him  to  come  again,  to  make  him  feel 
that  the  assistant  is  doing  him  a  service  in  serving 
him,  that  is  salesmanship. 

Remember,  you  must  get  folks  inty  your  store  before 
you  can  sell  to  them,  just  as  the  mail  order  house  must 
get  its  catalogue  (its  store)  into  people's  hands  before 
it  can  sell  to  them.  You  know  how  bright-colored  and 
alluring  those  catalogues  are.  Therefore,  copy  the 
"enemy's"  tactics ~ have  bright  and  sunshiny  sur- 
roundings—keep things  systemstized  —  in  "apple- 
pie"  order.  Many  a  merchant  whose  stock  is  first- 
class  loses  sales  because  of  a  poorly-lighted,  dusty 
store. 

The  average  merchant  sits  in  his  store,  hoping  that 
the  people  will  drop  in  and  ask  to  be  shown  something. 
Don't  wait  Take  your  list  of  names,  write  each  one 
a  personal  letter,  specializing  on  some  one  seasonable 
article  in  your  store,  telling  them  in  a  convincing  way 
that  you  have  something  important  you  want  to  say 
to  them  about  this  particular  article  the  first  time  they 


are  in  your  vicinity.  They  will  come  then  and  see  the 
article  you  want  to  sell.  Make  a  lot  of  intelligent  sug- 
gestions about  other  articles  that  the  customer  could 
use  to  advantage.  Describe  each  one  of  these  lines 
in  detail,  bringing  out  strong  points  about  quality  and 
serviceability. 

Call  attention  of  the  women  to  the  little  specialties 
that  will  apppal  to  them.  Strive  to  sell  to  every  family 
all  of  its  requirements.  Don't  let  your  customers  split 
their  business  with  the  mail  order  house  or  with  your 
competitor.  Write  the  advertising  just  as  you  would 
talk  to  a  customer. 

Adopt  jthe  same  principles  that  the  big  stores  do. 
Have  special  days  — Saturdays,  or  the  time  that  suits 
best  in  your  particular  community  — to  conduct  spe- 
cial sales.  Don't  give  anything  away  in  such  a  sale, 
but  specialize  on  some  article  that  everybody  wants. 
You  will  get  the  people  in  the  habit  of  coming  into 
your  store.  Other  goods  will  be  sold  besides  the  one 
article  advertised. 

Never  let  a  customer  go  away  dissatisfied.  Put 
yourself  in  the  customer's  place,  and  an  equitable  ad- 
justment can  always  be  reached. 

You  can  be  the  merchant  prince  in  your  vicinity,  as 
Marshall  Field  was,  and  John  Wanamaker  is,  in  their 
fields.  The  very  principles  and  systems  that  built 
their  businesses  will  increase  yours.  —  Canadian  Dry 
Goods  Review. 


So«rc*s  of  Colors* 

The  ingenuity  of  the  makers  of  pigments  for  the 
use  of  artists  has  been  drawn  upon  so  heavily,  says  a 
writer  in  Harper's  Weekly,  that  the  manufacturers 
have  been  obliged  to  employ  for  the  purpose  all  man- 
ner of  animal,  vegetable  and  mineral  substances. 
Even  the  mummies  of  ancient  Egypt  have  been  uti- 
lized by  the  color  makers. 

The  corpse  of  the  old  Egyptian  was  preserved  in 
the  finest  bitumen,  and  the  remains  thus  treated  in 
the  centuries  gone  present  on  being  unwrapped  today  ' 
an  appearance  quite  like  that  of  light-colored  leather. 
Now  it  has  been  found  that  when  the  bitumen  and 
the  leather-like  remains  are  ground  down  by  machinery 
there  may  be  obtained  therefrom  a  beautiful  brown 
pigment  especially  prized  by  artists  who  paint  por- 
traits. This  pigment  is  particularly  effective  in  de-  . 
picting  certain  shades  of  brown  hair. 

Among  the  other  colors  obtained  from  strange 
sources  may  be  mentioned  Prussian  blue.  This  is 
made  by  fusing  the  hoofs  of  horses  with  impure  po- 
tassium carbonate. 

Sepia  is  the  dark  fiuid  discharged  by  the  cuttlefish 
to  render  the  water  opaque  for  its  own  concealment 
when  attacked  by  its  enemies. 

The  cochineal  insect  furnishes  crimson  and  purple, 
lake  and  carmine,  while  ultramarine  blue  is  obtained 
from  the  precious  metal  known  as  lapis  lazuli. 

Raw  sienna  is  natural  earth  from  Sienna,  and  when 
burned  becomes  burnt  sienna.  Gamboge  is  the  yel- 
low sap  of  a  tree  that  grows  in  Siam. 
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Vanilla  Extract  from  the  Bean. 


By  H.  LiscoMB  Miller 


ORMULAS  for  the  manufacture  of 
vanilla  extract  from  the  bean  are 
almost  numberless,  and  it  would 
appear  that  the  formula  to  be  fol- 
lowed or  the  particular  process  to 
be  adopted  is  not  of  much  impor- 
tance, provided  a  sufficiently  large 
quantity  of  the  beans  are  used  to 
each  gallon  and  that  the  complete 
exhaustion  of  the  strength  of  the 
bean  has  been  secured.   Various  processes  of  exhaust- 
ing the  beans  are  in  use,  including  maceration,  diges- 
tion, percolation  and  a  combination  of  any  or  all  of 
these  methods. 

The  vanilla  bean  is  ranked  among  the  most  difficult 
substances  from  which  to  extract  its  virtues,  especially 
by  percolation  alone.  The  chief  difficulty  encountered 
in  percolating  this  substance  is  that  it  is  impossible  to 
thoroughly  pack  it  evenly  in  the  percolator,  and,  of 
course,  the  menstruum  will  follow  the  lines  of  least  re- 
sistance, so  that  a  portion  of  the  beans  (those  that  are 
packed  most  closely)  will  not  be  subjected  to  its  action 
sufficiently  to  extract  the  virtues  therefrom. 

The  menstruum  used  in  extracting  the  bean  is  a  com- 
bination of  alcohol  and  water  in  various  proportions, 
according  to  the  idea  of  the  operator  as  to  which  is 
the  best  proportion  to  use.  Generally  speaking,  two 
gallons  of  water  to  three  of  alcohol  makes  the  most 
satisfactory  menstrum. 

Time  is  the  most  valuable  factor  in  the  production 
of  a  good  vanilla,  at  any  one  may  demonstrate  by  com- 
paring a  recent  product  with  one  made  under  similar 
conditions  a  year  old.  Various  expedients  have  been 
tried  from  time  to  time,  but  have  not  proved  satisfactory 
in  hastening  the  ripening,  and  it  is  now  generally  con- 
ceded that  the  principal  difference  between  the  prod- 
ucts of  the  large  manufacturers  and  those  of  the  man 


who  makes  them  on  a  small  scale  is  that  the  former 
are  in  a  position  to  allow  their  exttact  plenty  of  time 
to  ripen  before  marketing  it,  while  the  latter  often 
offers  his  product  for  sale  as  soon  as  it  is  made,  or  at 
least  within  a  few  weeks  within  the  time  of  making. 

Various  machines  have  been  devised  for  the  purpose 
of  reducing  vanilla  beans  to  the  proper  condition  for 
the  handling  in  the  making  of  an  extract.  One  of  the 
best  among  these  is  a  vanilla  bean  chopper  made  in 
Buffalo,  N.  Y.  This  machine  cutt  the  beans  without 
crushing  them,  which  avoids  heating  the  beans,  which 
is  a  decided  advanuge.  Personally,  I  have  obtained 
good  results  from  the  use  of  an  Enterprise  food  chop- 
per, using  a  perforated  disk,  with  the  knife  operating 
on  the  outside  of  the  disk. 

The  United  Sutes  PharmacopGeia  directs  a  men- 
struum composed  of  two  parts  of  alcohol  and  one  of 
water  by  weight,  but  in  general  use  this  is  too  strongly 
alcoholic.  The  other  strength  I  mentioned  is  the  more 
satisfactory.  Some  difference  of  opinion  exists  as  to 
the  advisability  of  using  glycerine  in  the  menitrum, 
and  it  is  quite  generally  conceded  that  its  use  is  not 
an  advantage. 

The  character  upon  which  you  are  operating  will 
determine  largely  the  strength  of  the  menstruum  to  be 
used.  With  Mexican  beans  and  others  not  containing 
an  excess  of  mucilaginous  matter  ordinary  diluted 
(50%)  alcohol  will  give  good  results,  while  the  stronger 
mucilaginous  beans  (3  parts  of  alcohol  and  a  of  water) 
will  be  nearer  the  required  proportion.  The  idea  of 
using  more  alcohol  with  the  latter  is  to  avoid  getting 
too  much  of  the  mucilaginous  principle  into  solution, 
which  would  make  Alteration  of  the  product  very  diffi- 
cult If  is  generally  advisable  to  experiment  on  a 
small  quantity  of  each  new  shipment  of  beans  before 
making  up  a  large  quantity  of  the  extract,  in  order  to 
determine  the  most  advantageous  menstruum  to  use. 
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The  requirements  of  the  United  States  Food  and 
Drugs  Act  of  June  30, 1906,  make  the  minimum  quan- 
tity of  vanilla  bean  to  be  used  in  an  extract  practically 
12  yi  ounces  to  the  gallon. 

The  following  formulas  vary  somewhat  from  these 
figures,  none  of  them,  however,  using  less  than  the 
minimum  quantity  specified.  They  will  be  found  en- 
tirely satisfactory  in  practice,  and  illustrate  fully  the 
various  methods  of  extraction  in  common  use : 

No.  I. 

Vanilla  beans 10  lbs. 

Water 6  gals. 

Alcohol  (grain),  95% 6  gals. 

Cut  or  grind  the  beans  fine  and  place  in  a  vessel 
provided  with  a  closely  fitting  cover,  pour  over  them 
2  gallons  of  the  water,  which  has  been  heated  to  boil- 
ing point ;  Ut  stand  for  26  hours,  stirring  occasiopally, 
then  add  one  gallon  more  water  (boiling),  and  strain 
through  a  closely  woven  cloth,  pouring  the  remainder 
of  the  water  at  boiling  temperature  over  the  dregs  on 
the  strainer.  After  this  liquid  has  cooled,  add  the 
alcohol,  stir  well  and  allow  to  stand  until  no  further 
precipitation  occurs.  Decant  the  clear  portion  of  the 
liquid,  filter  the  remainder  and  mix  the  two  solutions. 

Most  manufacturers  prefer  to  macerate  the  beans 
for  a  longer  period  than  is  called  for  in  the  above  for- 
mula. Formula  No.  2  ^akes  use  of  the  same  quanti- 
ties of  materials,  but  a  somewhat  modified  form  of 
extraction. 

No.  2. 

VaniUa  beans 10  lbs. 

Water 6  gals.*^ 

Alcohol 6  gals. 

Cut  the  beans  very  small  and  place  in  a  wooden  keg, 
pouring  over  them  the  water,  which  has  been  heated 
to  a  boiling  point ;  after  24  hours  add  the  alcohol  and 
continue  the  maceration  for  not  less  than  4  weeks. 
Filter  and  add  to  the  filterate  3  quarts  of  rock  candy 
syrup. 

The  addition  of  sufficient  granulated  sugar  or  rock 
candy  syrup  to  vanilla  extract  to  give  a  pleasant,  sweet 
taste  is  a  decided  improvement.  It  adds  but  little  to 
the  cost  and  will  be  found  to  add  a  smoothness  to  the 
flavor  which  is  unobtainable  without  its  use.  Some 
manufacturers  use  glycerine  for  this  purpose,  and  still 
others  use  both  glycerine  and  syrup.  The  following 
formulas  will  illustrate  the  methods  of  procedure  where 
glycerine  or  glycerine  and  syrup  are  used: 

No.  3. 

Mexican  vanilla  beans  (short) 51^  lbs. 

Granulated  sugar 7  lbs. 

Alcohol 4  gals. 

Water 3  gals- 
Cut  the  beans  in  lengths  of  three-quarters  to  one 
inch,  place  in  a  porcelain  jar  and  pour  over  them  7 
pints  of  water  at  boiling  temperature.  Closely  cover 
and  macerate  for  28  hours.  Now  pass  the  beans 
through  a  chopper,  having  poured  off  the  liquid,  which 


is  reserved  to  be  added  to  them  later,  grinding  them 
as  fine  as  possible.  Put  the  beans  back  in  the  jar  with 
the  sugar  and  add  the  water  previously  drainefl  off 
with  an  additional  gallon  of  pure  water,  macerate  for 
24  hours,  with  frequent  stirring ;  then  add  a  gallon  of 
alcohol,  macerate  for  a  week  and  add  another  gallon 
of  alcohol,  and  after  another  week  4  pints  of  alcohol. 
Allow  the  mixture  to  macerate  for  30  days  longer,  then 
transfer  to  a  percolator,  covering  with  a  cloth,  and 
allow  the  liquid  to  drain  off.  Now  mix  the  remaining 
portion  of  water  (9  pints)  with  the  remainder  of  the 
alcohol  (12  pints)  and  pass  this  through  the  beans  in 
the  percolator.  Made  in  this  way,  no  filteration  is 
required,  and  the  extract  is  ready  for  immediate  use, 
although  it  will  continue  to  improve  for  several  months. 
The  water  used  in  this  and  all  other  extract  formulas 
should  be  distilled  water,  provided  this  is  easily  obtain- 
able. If  not,  a  good  substitute  is  water  which  has  been 
boiled  and  then  allowed  to  cool  before  using.  By  using 
water  as  it  comes  from  the  tap  it  is  often  difiicult  to 
clear  up  the  extract,  but  the  suggestions  here  given 
will  avoid  any  (rouble  of  this  kind. 

No.  4. 

Vanilla  beans i  lb. 

Sugar,  granulated i  lb. 

Water 2  pts. 

Alcohol y 6  pts. 

Cut  the  beans  small  ahd  bruise  well  with  sugar,  place 
in  a  porcelain  jar  or  wooden  keg  and  pour  over  the 
alcohol  and  water,  previously  mixed.  Macerate  in  a 
moderately  warm  place  for  two  weeks  or  longer  if  con- 
venient and  filter. 

Rock  candy  may  be  substituted  for  sugar,  and  if 
deemed  desirable  the  alcohol  may  be  reduced  to  5 
pints,  using  a  pint  of  water  extra. 

The  above  four  formulas  are  for  vanilla  extract— 
pure,  no  coloring  and  nothing  added  —  and  one  that 
will  pass  the  pure  food  laws  of  any  State  by  simply 
labeling  "  Pure  Extract  of  Vanilla." 

Skunk  fur  has  never  been  very  popular  in  America 
but  it  is  growing  in  favor.  Some  of  the  skins  have  a 
luster  which  makes  them  rival  Russian  sable  in  ap- 
pearance A  good  many  skins  come  back  to  this 
country  as  "black  marten,"  and  when  plucked  as 
"  Alaskan  sable."  Owing  to  the  processes  for  dress- 
ing and  deodorizing,  the  skins  are  now  very  much 
improved,  so  that  the  fur  is  gaining  in  popularity, 
while  the  extreme  scarcity  of  Russian  sable  resulting 
from  a  law  forbidding  the  taking  of  that  fur,  favors 
the  market  of  skunk.  Of  the  valuable  by-i»t>ducts 
there  is  the  oil  of  the  skunk,  used  in  some  parts  of  the 
country  for  medicinal  purposes  for  the  relief  of  rheu- 
matism and  various  throat  affections  when  applied 
externally.    The  flesh  is  sometimes  used  as  food. 

Gold-beaters  say  that  a  speck  of  gold  weighing  less 
than  one-millionth  part  of  a  grain  can  be  seen  with 
the  naked  eye. 
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NOTE—It  is  the  desire  of  the  editor  of  this  de 
Partment  to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article  ^  let  us  hear 
from  you.  Do  not  expect  however,  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 

L.  D.  Co.,  Inc.,  Atlanta^ 
Yoa  will  find  in  the  following  formula  a  good  grease- 
less  cream  which  will  not  dry  oat  if  made  properly. 

Stearic  acid  part  white 3     lbs. 

Powdered  borax 34    ozs. 

Monohydrated  carbonate  of  soda.  1%  oz. 

Glycerine x8  lbs. 

Distilled  water 18    lbs. 

Perf  nme  to  suit. 

Weigh  the  water,  glycerine,  borax  and  soda  into  a 
suitable  vessel  and  cause  solution  by  heating  on  a  water 
or  steam  bath.  When  heated  to  the  boiling  point  of 
the  water  bath,  gradually  add  the  stearic  acid  which 
has  been  previously  shaved  up  and  granulated.  Stir 
the  mixture  constantly  all  the  time  during  the  opera- 
tion.* This  makes  one  of  the  finest  of  greaseless  mas- 
sage creams.  It  has  a  satiny  finish  or  lustre,  and  will 
stand  up  without  little  or  no  loss  of  water,  something 
which  cannot  be  said  of  the  majority  of  the  greaseless 
creams  found  on  the  market.  To  the  consumer  it  has 
none  of  the  disagreeable  medicinal  features  so  com- 
mon among  these  creams,  such  as  irritating  or  greas- 
ing the  skin. 

A  few  words  as  to  the  modus  operandi  will  not  be 
amiss.  One  of  the  first  steps  in  this  operation  is  the 
use  of  a  graniteware  kettle  holding  from  6  to  8  gallons 
capacity  for  making  the  quantity  called  for  in  this 
formula.  All  the  ingredients  should  be  weighed  ac- 
curately and  boiling  distilled  water  should  be  added 
from  time  to  time  to  make  up  the  loss  by  evaporation. 
The  operator  can  guage  the  hardness  or  softness  of 
the  cream  according  to  the  amount  of  water  used  in 
the  process.  Less  water  will  stiffen  the  cream ;  more 
water  will  soften  it.  Under  no  circumstances  should 
cold  water  be  added  to  the  cream  during  the  process, 


and  under  no  conditioms  should  either  hot  or  cold  water 
be  used  after  the  cream  has  set.  In  order  to  give  an 
idea  to  the  operator  as  to  when  the  cream  is  finished, 
it  will  be  well  to  describe  the  reaction  and  physical 
changes  that  take  place  during  the  operation.  On  add- 
ing the  stearic  acid  the  solution  will  begin  to  thicken 
and  gradually  become  a  gelatinous  mass.  After  due 
time,  through  heating  and  stirring,  it  will  begin  to 
fluff  up,  and  finally  it  will  "  come  down "  all  at  once 
to  a  transparent  liquid.  At  this  point  it  should  be  re- 
moved from  the  fire  and  the  perfume  added.  It  should 
be  stirred  until  cold  and  never  put  up  hot. 
I^iqrtaid  Silver  FolisH. 

L.  Chem.  Co.,  Pasadena,  Cal. 

Hyposulphite \i  oz. 

Precipitated  chalk 2     01s. 

Soluuon  of  ammonia a     ozs. 

Methylated  spirit.... 3     ozs. 

Water  to  malce ao    ozs. 

Scent  with  saffrol. 
Mix. 
C^aav  Oil  PolUla. 

L.  Chem.  Co.,  Pasadena,  Cal. 

Yellow  cerosine 4     ozs. 

Hard  paraffine 2%  ozs. 

Boiled  linseed  oil i     oz.  . 

Commercial  oil  of  cedar 16    ozs.  ^ 

Oil  of  turpentine 16    ozs. 

Oil  soluble  cerotin  orange H  dr. 

Mix. 
P^roxid*  of  lIyciro|(«ia« 
Ma  D.  Co.,  Baltimore,  Md. 
The  U.  S.  P.  1890  process  consists  of  the  decom- 
position of  barium  dioxide  by  phosphoric  acid,  barium 
phosphate  being  thrown  as  a  precipitate,  hydrogen 
dioxide  being  dissolved  in  the  supernatant  aqueous 
liquid ;  the  barium  phosphate  is  filtered  out,  and  any 
trace  of  barium  salt  is  finally  removed  by  the  cautious 
addition  of  sulphuric  acid,  which  precipitates  it  as 
insoluble  barium  sulphate;  the  very  fine  precipitate 
which  usually  passes  through  the  pores  of  the  filter 
paper  is  caught  and  held  on  the  filter  by  starch,  and 
the  clear  solution  may  be  adjusted  to  contain  3%,  by 
weight,  of  absolute  hydrogen  dioxide.  Barium  dioxide 
may  be  had  from  any  wholesale  drug  house  and  most 
of  that  used  in  this  country  comes  from  Germany  and 
at  the  present  time  there  is  a  scarcity  of  this  chemical. 
For  information  regarding  the  manufacture  of  peroxide 
of  hydrogen  on  a  large  scale  we  respectfully  refer  you 
to  Munn  &  Co.,  N.  Y.  City. 
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Tap*  Vf^orwtk  WtrnvtmAirm 

J.  F.  C,  Conway,  Ark. 

Oleoresin  male  fern 45    mint. 

Tincture  vanilla 45     mins. 

Powdered  acada M  dr. 

Distilled  water i    oz. 

Take  the  entire  amount  after  fasting  and  follow  in 

two  hours  with  a  large  dose  of  castor  oil  or  epsom 

salts. 

Ksa^isH  Cla«tsa«y« 

C.  T.  S.,  London. 

Sournpples 3     doz. 

Brown  sugar 3    lbs. 

Salt T \\b. 

Raisins 2     lbs. 

Green  ginger M  lb. 

Smalloniitts 6    ozt. 

Mustardseed a     ozs. 

Maltvinegar 3     qts. 

Cut  the  apples,  onions,  ginger,  etc.,  in  small  pieces, 

add  the  vinegar,  bring  to  a  boil,  strain  through  a  coarse 

sieve  and  bottle. 

Hair  R*sto»«r« 

C.  D.  P.,  Red  Bud,  Illinois. 

If  you  will  use  the  walnut  hulls  instead  of  the  leaves 
you  will  get  better  results  for  darkening  efEects,  al> 
though  there  is  not  a  vegetable  drug  that  will  give  the 
quick  results  that  certain  chemical  salts. 

We  have  reasons  to  believe  the  proprietary  article 
you  mention  contains  an  aniline  dye,  as  peraphenyl- 
diamin,  etc. 

CH^asical  for  Isadoor  Closets* 

J.  T.  L.,  Corunna,  Ont 
The  analysis  of  a  well-known  proprietary  product 
for  this  purpose  seems  to  be  nothing  more  than  a  con- 
centrated solution  of  equal  parts  of  commercial  sodium 
and  potassium  hydroxide. 

BloacHiAif  aAd  Purifyiiatf  I#ard« 

L.  W.,  Waterloo,  Ont. 
Wiggins  process  for  bleaching  and  purifying  lard. 
The  lard  is  heated  with  a  small  quantity  of  sulphuric 
acid  of  1.3  1.45  specific  gravity,  when  the  fat  will  sepa- 
rate itself  in  a  pure  condition  from  the  impure  and 
membranous  substances.  This  process  is  much  used 
for  tallow  and  lard  for  industrial  purposes  and  not 
recommended  for  preparing^  lard  for  food  purposes. 

Hair  C«rlor« 

T.  R.  L.,  Oswego,  N.  Y. 

Powd.  tragacanth 3  ii 

Powd. borax 3i 

Oil  of  rose  geranium 3ss 

Oil  of  cinnamon Mvi 

Oil  of  bitter  almond Mii    M. 

A  teaspoonf ul  to  half  a  pint  of  water  for  application 
to  the  hair. 

I^iqrtaid  Motal  PolisH. 

£.  L.  M.,  Chickasha,  Okla. 

Tripoli lib. 

Infusorial  earth i  lb. 

Japan  wax 6or8ozs. 

Oleic  acid i  pt. 

Benzine i  gal. 

Good  judgment q.  s. 

Apply  the  good  judgment  carefully  to  the  infusorial 
earth  and  tripoli,  and  moderately  to  the  "benzine.' 
Dissolve  the  wax  and  oleie  acid  in  the  benzine,  add 


the  powders,  and  shake  well.  The  tripoli  should,  be 
gritty  enough  to  scrub  well,  but  fine  enough  to  leave 
a  smooth,  unscratched  surface.  In  fact  this  is  the 
most  important  ingredient,  and  any  grit  that  is  hard 
enough  to  polish  well  and  fine  enough  to  do  it  without 
scratching,  can  be  used.  Powdered  quartz,  fine  pum- 
ice, rouge,  fine  emery,  etc.,  can  all  or  any  of  them  be 
used,  if  carefully  selected.  It  is  a  question  mainly  of 
cost  or  convenience  and  good  judgment.  The  function 
of  the  infusorial  earth  is  to  aid  in  suspending  the  grit, 
and  to  hinder  the  evaporation  of  the  benzine,  and  the 
lightest  and  most  bulky  brands  are  best.  Those  known 
as  "  German  "  earths ^are  usually  preferred.  The  selec- 
tion of  these  two  ingredients  will  determine  how  far 
the  polish  will  satisfy  its  maker  and  users. 
Pil*  Oiiatm^At. 

L.  Chem.  Co.,  Pasadena,  Cal. 

Ichthyol ^..,.    I     oz. 

Phenol  (carbolic  acid) Hoe. 

Tannin a     ozs. 

Extract  belladonna Hot, 

Extract  stramonium 160    grs. 

Extract  witch  hazel 330    grs. 

Powdered  opium i     oz. 

\  Powdered  hydrastis i     oz. 

Thymol 160     grs. 

Resordn 160    grs. 

Whitewax a    drs. 

Petrolatum 18    ozs. 

Melt  the  white  wax,  add  the  petrolatum  and  when 
melted  remove  from  the  fire  and  add  the  resorcin  and 
thymol,  stirring  until  melted;  add  the  remaining  in- 
gredients. 

Oraiatf«  Wlavirmr  Skia  Food. 
R.  £.  B.,  Kenton,  O. 

Whitewax 3iv 

Spermaceti 3iv 

Cocoanutoil 3i 

Lanolin 3i 

Oil  sweet  almonds 3ii 

Melfr  together  and  beat  up  with 

Tinct.  benzoin Miii 

Orange  flower  water 3i 

Iiafasats  l^oods* 

S.  H.,  Bombay,  India. 

No.  I. 
Cooked  flour,  dried  and  powdered . .  la  ozs. 

Sugar  of  milk 3  ozs. 

Dried  malt  extract i  oz. 

Bicarbonate  of  sodium i  oz. 

Mix. 

No.  2. 

Dried  malt  extract z6ozs. 

Cottdeniied  milk  in  powder 8  ozs. 

Sugar  of  milk 8  ozs. 

Mix.  * 

No.  3. 

Flour(wheat) Sozs. 

Malt sozs  I74grs. 

Susar  of  milk 187  grs. 

Potaftsium  bicarb  ^nate 24  grs. 

Sodium  chloride 30  grs. 

First  bake  the  flour  to  rupture  the  starch  granules. 
Powder  the  malt,  sugar  of  milk,  potassium  bicarbon- 
ate and  sodium  chloride  and  pass  them  through  a  No. 
20  sieve  to  remove  all  lumps  and  husks  from  the  malt. 
Then  thoroughly  mix  this  with  the  baked  flour  and 
sift  again.  The  food  should  then  be  sterilized  and 
packed  in  air-tight  glass  containers.  Formula  No.  i 
is  of  the  Liebig  type  and  formula  No.  2  is  like  Mellin's 
Food.  These  foods  are  used  same  as  any  of  the  patent 
foods  that  are  extensively  advertised. 
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Tablet  MaoHlA^s. 

I  purchased  a  book  from  you  entitled  **  How  to  Make 
Tablets,"  and  in  the  book  it  speaks  of  a  machine  for  com- 
pressing tablets,  but  there  is  no  information  given  or  the 
address  of  a  concern  in  the  United  States  where  he  can 
obtain  a  machine  of  this  kind.  Will  yon  please  give  the 
address  of  one  or  more  manafactnrers  that  make  these 
machines  in  the  next  issae  of  the  magazine  if  possible  ? 
Alcira.  A.  C. 

Tablet  machines  of  various  kinds  are  made  by  the 
following:  F.  J.  Stokes  Machine  Co.,  Philadelphia; 
Arthur  Colton  Co.,  Detroit,  Mich.;  Fox,  Fultz  &  Co.', 
18  Blackstooe  St,  Boston;  and  H.  K.  Mulford  & 
Co.,  Philadelphia. 

I^iaioE^skts— for  Mask  or  B^ast. 

D.  £.  M.,  OtUwa,  Canada. 
There  is  a  great  variety  to  choose  from,  and  we  ap- 
pend a  number  of  formulas. 
No.  I. 

Tinct.sconite 3ii 

Tinct.  capsicnm 3  i 

Camphor 3v 

Menthol..^ 3iv 

Alcohol 3TiU 

Tinct  qaiUaJa  31 

Ammonia  water .'. 3xii 

Oil  of  turpentine 3vii 

Mix  in  the  order  written  and  shake  well.  Label 
"Shake  before  Using." 

No.  2. 

Oil  of  turpentine 3iv 

Fresh  egg i 

mix  well  and  add 

Oil  of  origanum 3i 

Oilof sassafras 3ii 

Acetic  add 3v 

Water 3lii   M.well 

No.  3. 

Tiact.  capsicum 3  iv 

Camphor 3 1 

Soapliniment 3xvi    M. 

No.  4. 

Tinct.  opium 3  ss 

Tinct.  aconite 3  ss 

Tinct  capsicum 3ii 

Stronger  ammonia  water 3iv 

Chloroform ttttiment 3iv    M. 

No.  5. 

Oil  of  turpentine 

Tinct.  capsicum 

Camphorated  oil 

Ammonia  water equal  parts 

Acta  Ao^trl-Saliexl  Tablwts. 

Dr.  M.  P.  Shah,  Indorewala  Kapadwanj,  India. 

Add  aceto-salicylic 500  gr. 

Powdered  sugar sogr. 

Reduce  the  acid  acetyl-salicylic  to  a  fine  powder  and 

mix.    Moisten  with  a  few  drops  of  syrup  and  a  suffi. 

ciency  of  water.    Pass  through  a  No.  20  sieve.    Dry 

and  again  sift.    Spray  the  powder  with  20  or  30  drops 

of  vaseline  solution  (i  in  40)  and  make  100  tablets. 

Dr.  M.  P.  S.f  Indorewala  Kapadwanj,  India. 
In  your  formula  for  a  Ublet  using  i  grain  of  caffeine 
citrate,  if  you  desire  to  use  the  alkalpid  caffeine  use 
one-half  the  amount  of  the  citrate  of  caffeine. 

Foot  aaUl  MotatH  Diswasw. 

B.  N.  McC,  Regina,  Sask. 
We  suggest  that  you  write  the  Department  of  Agri- 


culture, Washington,  D.  C.    We  do  not  believe  there 

has  been  found  a  successful  remedy  for  this  contagious 

disease. 

Cracked  Vtwkg^mTm* 

.     H.  J.,  Brooklyn,  N,  Y. 
Make  an  ointment  of 

Yellowrosln a)<  lbs. 

Yellow  petroUtum iHlhs. 

Phenol ,  I     ox. 

Solid  extract  of  arnica 3    oss. 

Melt  by  heat  and  make  a  stifE  ointment  and  apply 
to  fingers  or  thumbs  and  re-apply  each  morning  till 
well. 

l¥laat  l¥o«ld  Yo«  Do? 

Editor  of  The  Spatula :  Your  memo  duly  received 
by  me  yesterday,  as  also  enclosures,  including  credit 
note.  Your  trouble  in  the  matter  is  much  appreciated 
by  me.  It  is  a  pity  that  those  who  were  directly  inter- 
ested in  the  handling  of  the  article  did  not  show  the 
same  keen  sense  of  business  as  did  yourselves. 

American  methods  of  business  have  always  been 
admired  by'  me,  and  my  idea  was  to  emulate  those 
methods  as  far  as  possible,  for  therein  — it  seemed 
to  me— lay  success.  American  books  of  business 
methods  have  been  and  are  being  perused  by  my 
humble  self,  and  their  "slogans"  are  advised  to  be 
used  in  every  business. 

X  adopts  as  his  slogan,  "  Get  it  at  XV'  ^^^  yet 
when  you  asked  him  to  send  some  of  his  particular 
agency  line  he  says  you  can't  have  it.  I  would  say 
that  X  should  adopt  as  his  slogan,  "  Small  orders  not 

attended  to,"  or  "  Go  to ."    Now,  F.  Stearns  Co., 

to  my  mind,  showed  a  more  progressive  business 
spirit,  as  they  put  you  into  direct  communication  with 
George  B. 

The  article  was  required  by  an  American  lady  cus- 
tomer of  mine.  I  didnH  know  the  line.  It  might  have 
been  a  life  renewer  or  a  corn  cure,  anything.  So,  to 
show  my  ''progressive"  business  methods,  I  imme- 
diately offered  to  forward  it  within  three  months  at 
latest  >- and  now  it  is  October  22. 

Now,  I  wonder  what  other  manufacturers  would  do 
under  similar  circumstances.  Send  the  small  quantity 
inquired  for  as  a  sample  and  charge  to  advertising,  or 
instruct  their  nearest  agent  to  forward,  particularly  in 
a  case  like  this,  where  an  order  is  received  from  a 
*'way  back"  town  in  New  Zealand.  If  there  were 
stipidations  in  the  order  as  to  price  that  would  be  a 
different  thing,  but  the  reuil  price  could  have  been 
charged  so  long  as  the  parcel  was  dispatched  promptly. 
'*  Prompt,"  that's  my  slogan,  but  I  don't  put  it  on  my 
letterheads. 

If  an  order  were  received  by  me,  particularly  through 
a  live  trade  paper,  for  any  preparation,  wouldn't  I  be 
in  a  rush,  tripping  over  myself  in  an  effort  to  have  it 
quickly  attended  to !  Hang  terms,  I  would  tell  them 
afterwards—  even  if  I  usually  only  sold  'n  1,000  gross 
lots  with  iX%  discount.  It  seems  to  me  that  condi- 
tions and  distance  would  be  taken  into  account,  and 
the  chance  of  an  advertisement  would  be  grabbed  at 

Now,  you  publish  articles  —  good  articles —  in  your 
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valuable  jodrnal,  and  you  ask  us  all  to  write  about 
something,  that  is  one  of  the  reasons  for  this  present 
effusion.  So  blame  yourselves  for  the  trouble  of  perus- 
ing it  Why  not  put  it  as  a  general  question  to  your 
readers  and  ask  them  what  they  would  do  under  simi- 
lar circumsUnces.  So  I  will  wish  The  Spatula  suc- 
cess and  long  life  and  feel  pleased  that  Pm  in  credit 
25  cents. 

P.  S.    If  you  think  of  publishing  don't  add  my  name. 
I  don't  like  publicity.    I'm  kind  of  shy. 
Niw  Zealand,  Oct.  22,  IQ14.  W.  T.  P. 

[There  is  a  long  story  behind  this  letter.  The  writer 
asked  us  to  have  sent  him  %  dozen  of  a  certain  proprie- 
tary preparation  and  to  put  him  in  touch  with  the 
manufacturers  with  a  view  of  further  purchases.  As 
the  makers  are  not  advertisers  in  the  trade  journals, 
it  took  considerable  correspondence  to  discover  them. 
When  we  had  done  so  we  sent  on  the  order,  stating 
the  money  would  be  forthcoming  from  us  if  they  would 
state  the  price.  Their  reply,  with  the  other  corre- 
spondence, we  sent  to  W.  T.  P.,  and  it  is  this  that  was 
the  cause  of  his  interesting  letter.  The  goods  wanted 
we  purchased  in  Boston  from  the  Eastern  Drug  Co., 
and  we  hope  they  finally  arrived  safely.  We  have  no 
doubt  the  X  concern  meant  well  enough,  but  have 
grown  so  large  they  suffer  more  or  less  from  '*too 
much  system."  —  Ed.] 


Editor  of  The  Spatula  :  Herewith  please  find  en- 
closed postal  order  for  5^.  6d.  in  payment  of  my  sub- 
scription to  your  breezy  journal.  Although  it  has  not 
an  English  origin,  each  copy  has  many  adaptable 
ideas  that  can  be  made  use  of  in  this  country.  You 
ask  for  photos  of  anything  in  the  drug  line.  Well, 
here  goes  with  a  photo  of  the  window  of  my  phar- 
macy, opened  last  February ;  also  one  of  my  wife 


taken  with  the  dog  a  few  days  ago,  also  one  of  myself 
taken  with  both  dogs.  With  the  largest  war  in  history 
taking  place  only  sixty  miles  from  here,  things  are 
naturally  more  exciting  than  usual  at  this  time  of  the 
year,  and  there  being  a  general  mobilization  of  troops 
in  every  town  in  this  locality,  business  is  correspond- 
ingly better.  With  best  wishes  to  yourself  and  all 
your  staff  for  Christmas  and  the  coming  year. 

Aubrey  Lester. 
Canterbury ^  England^  Nov,  23, 1914- 


Orris  Root* 

«  Never  have  I  seen  the  cultivation  of  the  iris  and 
the  preparation  of  orris  root  to  such  perfection  as 
this  summer  in  the  Tuscan  Appennines,  where  Val- 
lombrosa  lifts  its  pine-covered  head,"  says  a  writer  in 
the  Queen. 

"  Between  Saltino  and  Plan  di  Sco  the  entire  neigh- 
boorhood  is  given  up  to  the  cultivation  of  vines,  olives, 
and  iris. 

"This  iris,  or  giaggolo  as  it  is  called  in  Italy,  is 
planted  thinly  and  allowed  to  grow  for  three  years, 
when  the  roots  are  dug  up  and  tied  in  big  bundles. 
Nearly,  the  whole  of  the  tuberous  root  is  cut  off,  leav- 
ing only  a  tiny  bit  with  fibres  in  order  that  the  plant 
may  grow  when  replanted,  as  It  is  at  once  for  another 
three  years  of  peace. 

"The  tubers  are  then  thrown  into  big  basins  of 
water,  and  the  whole  family  of  the  contadine,  sitting 
on  the  doorstep  of  their  house  or  under  the  pergolas 
in  the  shade  of  the  vines,  begin  the  business  of  peel- 
ing them  previous  to  their  being  dried  in  the  sun  for 
the  market  Everybodyns  busy  with  the  small,  sickle- 
shaped  knives  trimming  the  iris  root. 

"  In  its  fresh  condition  it  is  sold  for  about  two  cents 
a  pound,  but  after  a  few  days'  exposure  to  the  brilliant 
Italian  sunshine  on  large  wicker-work  trays  it  loses 
two-thirds  of  its  weight  and  is  sold  to  the  wholesale 
merchants  at  nine  cents  a  pound." 


CorA  Oil* 

The  germ  which  is  separated  from  the  grain  at  the 
time  of  the  milling  process  contains  large  quantities 
of  oil.  This  is  extracted  by  chemical  and  mechanical 
processes,  and  constitutes  a  product  |Fhich  is  coming 
into  use  in  the  manufacture  of  paint ;  it  is  also  applied 
to  other  purposes.  Neariy  4,000,000  gallons  of  com 
oil  are  produced  in  this  country  annually.  The  oil 
enters  into  the  manufacture  of  a  number  of  products 
containing  rubber.  The  cheaper  grades  of  rubber 
tires,  hot- water  bags,  rubber  gloves,  boots,  and  so  forth, 
are  manufactured  from  a  mixture  of  the  corn-oil  and 
rubber. 


As  It  l¥as  l^rittoA. 

C'est  toujours  avec  le  m^me  plasir  que  je  lis  votre 
journal  qui  renferme  d'excellents  articles,  et  des  ren- 
seignements  tres  utiles.  Tous  mes  compliments.  Re- 
cevez.  Monsieur  le  Directeur,  mes  meilleures  saluta. 
tions.  G.  Gaizard. 

Alger,  N.  Africa,  Nov,  11, 1914. 
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TRADE  TIPS  AND  TOPICS 

A  DtparhMnt  of  LIVE  BUSINESS  IDEAS  and  PROFIT  POINTERS  m  Various  Ln«s 


.    A  Souvenir  Idea. 

This  scheme,  as  worked  by  one  large  store,  is  ex- 
plained by  the  following  newspaper  announcement: 
500  DOLLAR  SOUVENIRS 

FOR  THE  FIRST  50O  CUSTOMERS  MONDAY 
COME  EARLY 

Five  hundred  dollars'  worth  of  merchandise  given 
away  absolutely  free  to  holders  of  souvenir  certificates 
like  that  printed  below.  One  certificate  only  will  be 
given  to  each  purchaser  of  ^3  worth  of  merchandise 
(or  more)  before  10  30  in  any  department.  No  certifi- 
cates given  after  10.30,  and  they  may  be  gone  before  10. 

SOUVENIR  CERTIFICATE. 

On  or  before  November  30th,  191 4,  we  promise  to 
give  free  of  change  for  this  certificate  one  dollars' 
worth  of  merchandise  from  any  department  in  our 
store. 

Not  redeemable  for  cash  and  not  more  than  one 
certificate  accepted  from  one  person. 

Novel  Advertising. 

A  novel  advertising  medium  is  used  in  Chicago  by 
a  retail  shoe  company  which  has  converted  a  motor- 
cycle delivery  truck  to  make  it  serve  also  as  a  travel- 
ing showcase,  says  Popular  Mechanics.  This  was 
accomplished  by  substituting  a  glass  display  case  for 
the  ordinary  bundle  container,  while  a  rack  on  top  is 
provided  for  carrying  packages.  In  this  manner  sam- 
ples of  the  company's  shoes  are  displayed  whenever 
the  machine  is  stopped  at  a  curb  line,  while  attention 
is  constantly  directed  to  it  as  it  passes  through  the 
streets.  By  fitting  electric  lights  within  the  case,  it 
has  been  possible  to  use  it  for  advertising  purposes 
after  dark. 


'  For  Sportsmen* 

The  large  window  of  a  prominent  sporting  goods 
house  was  transformed  into  a  miniature  Maine  forest. 
Pine  trees  were  placed  about  the  sides  and  corners, 
the  floor  was  strewn  with  pine  needles  and  cones,  and 
the  background  was  an  imitation  of  one  side  and  end 
of  a  log  cabin,  formed  of  split  birch  logs,  against  which 
were  nailed  the  pelts  of  foxes,  raccoons,  etc.  Stumps 
of  trees  scattered  about,  in  the  hollows  of  which  were 
stuffed  squirrels,  added  to  the  realism. 

Beneath  cross  birch  poles  a  quite  realistic  looking 
fire  was  made  by  red  electric  lights  covered  with  strips 
of  red  and  yellow  tissue  paper  to  simulate  flames.  Back 
of  it  was  a  sportsman's  oven,  open,  showing  baked 
potatoes,  biscuit,  etc. 

The  figure  of  a  hunter  sat  on  a  log  in  front  of  the 
fire,  holding  over  the  flames  a  frying  pan  containing 
a  tempting  looking  fish. 

Rifles,  cartridges,  fishing  tackle  and  other  goods  in 
this  line  were  displayed,  and  a  placard  stated  that  a 
copy  of  "  A  Guide  to  the  Maine  Woods "  would  be 
given  free  to  every  customer. 

This  window  could  be  adapted  to  several  lines  —  for 
a  clothing  store  to  advertise  hunters'  outfits;  for  a 
grocery  store  for  canned  goods  suitable  for  hunting 
parties;  or  simplified  somewhat  for  a  drug  store  to 
call  attention  to  various  remedies  or  "first  aid"  ar- 
ticles with  which  sportsmen  should  equip  themselves. 
Business  Building  WindoiPiro 

The  following  trim  as  described  by  a  writer  in  the 
American  Paint  and  Oil  Dealer  was  designed  to  sell 
window  glass,  but  with  some  variations  might  be 
adapted  to  certain  seasonable  drug  store  lines. 

The  background  is  simple,  being  but  a  curtain  of 
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black  calico,  stretched  across  the  back  and  sides  of  the 
window,  upon  which  is  pinned  some  yellow  stars  and 
a  large  crescent  moon.  These  are  easily  made  by  out- 
lining on  cardboard  and  cutting  out,  after  which  they 
may  be  painted  with  a  coat  of  yellow  kalsomine. 

The  floor  is  covered  with  cotton  batting,  sprinkled 
with  diamond  dust  or  silver  metallics.  A  few  small 
twigs  with  cotton  glued  in  the  forks  can  be  inserted 
to  represent  trees. 

A  small  toy  house,  with  window  lights  apparently 
broken  out  is  placed  in  the  center  of  the  display.  If 
such  a  house  is  not  in  the  window  property  of  the  store 
cut  one  out  of  a  large  poster  and  mount  it  on  card- 
board. In  many  towns  a  small  toy  house  can  readily 
be  borrowed  from  a  tby  store.  The  roof  of  the  house 
is  covered  with  cotton  and  tinsel. 

A  small  toy  wagon,  loaded  with  coal,  is  on  the  drive- 
way, while  coming  down  the  path  is  the  doctor.  Near 
each  is  an  imitation  monthly  statement,  showing  bal- 
ances in  favor  of  the  coal  man  and  the  doctor,  respec- 
tively. The  small  wagon  and  team  of  horses  are  pro. 
curable  at  any  toy  store.  The  cut-out  figure  of  the 
doctor  can  be  found  as  an  illustration  in  any  tailor's 
fashion  book.  This  can  be  cut  out  and  mounted  on 
cardboard. 

,  At  one  side  is  a  display  of  an  opened  box  of  window 
glass,  some  putty  pails,  knives  and  glass  cutters,  with 
a  card  bearing  the  following  inscription : 

"  Do  you  realize  that  glass  is  cheaper  than  coal  or 
medicine  ?  Let  us  re-glaze  those  broken  windows  now 
and  save  you  discomfort  later? " 

Seasonable  Ads* 

To  enable  you  to  withstand  the  bad  weather  of  win- 
ter your  health  must  be  in  good,  vigorous  condition. 
Elixir  of  Peruvian  Bark  and  Pyrophosphate  of  Iron 
is  an  extremely  valuable  appetite-arousing,  strength- 
building,  nerve  and  brain  nourishing,  system  invigo- 
rating tonic  for  putting  you  in  splendid  condition  to 
defy  winter.— Arthur  Hudson,  Newton,  Mass. 

No  matter  on  whose  blank  a  prescription  is  written, 
Hudson  can  fill  it  and  fill  it  right. 

Every  time  you  cough  you  strain  your  entire  system. 
Coughing  leads  to  an  i«fiamed  throat  and  nervous  dis- 
order. Porter's  Cough  and  Bronchitis  Mixture  quickly 
cures  and  gives  you  almost  immediate  relief.  You  owe 
it  to  yourself  to  have  it  ready  to  take  immediately  when 
you  catch  cold.—  G.  B.  Wright,  Hebden  Bridge,  Eng 

Whether  the  task  is  to  make  comfortable  some 
chronic  invalid  or  to  provide  hurriedly  for  the  needs 
of  one  suddenly  ill,  this  store  should  have  your  first 
thought.  Our  advice  will  be  found  helpful  and  our 
service  dependable.  —  W.  M.  Williams,  Springfield, 
Mass. 

Many  people  are  disappointed  in  love  and  cigars. 
People  are  disappointed  in  love  because  they  don't 
know  what  they  want.  They  are  disappomted  in  ci- 
gars because  they  can't  get  what  they  want.    We  can 


not  help  those  who  are  disappointed  in  love ;  we  pass 
that  up  to  those  who  know  a  lot  that  isn't  so,  but  when 
k  comes  to  cigars  we  can  furnish  your  favorite  smoke, 
for  we  carry  all  the  best  brands. 

Original  lITindow. 

A  restaurant  window  up  town  was  so  different  from 
all  others  in  the  business  that  it  compelled  passersby 
to  stop  before  it,  and  unmistakably  stamped  the  pro- 
prietor as  a  man  of  original  ideas. 

Instead  of  the  usual  array  of  eatables,  it  was  a  sym- 
phony in  red  and  green,  a  graceful  green  fern  in  the 
center  being  fianked  on  either  side  with  glass  dishes 
piled  tier  upon  tier  and  filled  with  the  reddest  of  red 
apples.  A  placard  in  green  and  white  read : 
The  Best  Day. 

A  sunny  smile  stimulates  business,  therefore  every 
day  is  the  best  day  here. 

The  best  food  for  little  money. 

The  best  quality  with  fair  profit.       « 

The  best  service  with  entire  satisfaction. 

The  best  prices  with  courteous  treatment. 

We  are  here  to  satisfy  and  these  are  the  inducements 
we  hold  out  to  you. 

Mf^Rintf  Business  Hum* 

Among  the  premium  activities  of  the  drug  stores 
noted  by  the  Novelty  News  are  the  following : 

In  Ada,  Oklahoma,  Gwin  &  Mays  Drug  Company 
offered,  on  special  days,  handsome  den  pictures,  feat- 
uring one,  a  likeness  of  President  Wilson,  the  head 
being  embossed  in  attractively  finished  metal.  They 
were  given  free  with  50-cent  boxes  of  a  special  make 
of  chocolates. 

In  Fairview,  N.  D.,the  Rexall  drug  store  gave  gold 
fish  free  with  all  purchases  of  cut  glass,  silverware 
and  jewelry  during  a  limited  period.  This  example  is 
given  to  show  the  diversified  lines  that  the  drug  stores 
are  carrying  to  advantage  in  the  more  distant  sections, 
remote  from  the  large  cities  and  how  they  move  their 
stocks. 

On  a  Saturday,  designated  as  Children's  Day,  the 
Bear  Drug  Store,  in  Phoenix  Arizona,  gave  with  every 
purchase  of  25  cents  or  over,  a  pencil,  pen  and  holder. 
The  children  always  are  most  active  canvassers  when 
a  premium  is  hung  up  for  them. 

In  LaFayette,  Indiana,  the  Schnaible  Drug  Com- 
pany promoted  the  sale  of  a  certain  tooth  powder  by 
giving  an  antiseptic  tooth  brush  free  with  every  25- 
cent  can. 

In  Marquette,  Michigan,  the  Stafford  Drug  Com- 
pany gave  raincoats  to  children  for  certain  sales  efforts 
by  them. 

J.  H.  Scholes  &  Co.,  druggists,  Bradford,  111.,  pro- 
vided seventy-two  glass  aquariums,  each  equipped 
with  two  gold  fish.  These  were  presented  on  a  speci- 
fied day  to  the  first  seventy-two  customers  buying  50 
cents'  worth  of  toilet  preparations  for  cash. 

Vanity  cases  were  recently  given  away  free  by  the 
McCuUough  Drug  Co.,  Pittsburgh,  Pa.    Every  order 
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of  ice  cream  or  loda  fountain  drinks  entitled  the  cus  ||1  The  goods  in  a  window  do  not  sell  jiist  because  they 
tomer  to  a  vanity  purse  complete  with  powder  puff  ^  are  of  the  finest  quality  of  material,  or  prices  are  ex- 
and  mirror.  .  |h  traordinarily  low,  etc.;  the  reason  is  that  the  goods 

White's  Drug  &  Book  Store,  Gait,  Canada,  took      ^ 


advantage  of  a  visit  by  the  Duke  of  Connaught  by 
offering  two  prizes  for  the  best  photographs  of  the 
Duke,  for  the  best  and  the  second  best,  made  by  ama- 
teur photographers.  The  contest  was  open  to  all  with- 
out restriction,  and  it  excited  a  great  deal  of  interest. 
lirHicH  yWmm  tHe  CranR? 

On  a  particularly  hot  day,  the  writer  was  in  a  store 
waiting  to  be  served,  when  a  man  at  the  next  seat  asked 
that  his  glass  be  filled  properly,  because  the  soda  which 
he  received  was  for  the  most  part  foam ;  he  had  not 
yet  partaken  of  the  soda,  yet  his  request  was  refused, 
because  as  the  proprietor  said,  "  what  do  you  want  for 
a  nickel ;  a  house  and  lot?  "  It  may  be  true  that  the 
proprietor  was  giving  a  nickel's  worth,  even  though 
there  was  considerable  foam  on  the  glass,  yet  the  ounce 
or  two  of  charged  water  would  not  have  added  par- 
ticularly to  the  cost  of  the  soda,  and  at  the  same  time 
the  customer  would  have  been  satisfied.  As  it  was,  he 
said  that  he  never  again  would  get  a  soda  in  that  store, 
nor  would  he  permit  his  family  to  patronize  the  foun- 
tain. It  may  be  taken  into  consideration  that  in  very 
hot  weather  wt  are  all  more  or  less  out  of  sorts,  and  it 
does  not  take  much  to  start  an  argument,  yet  at  the 
same  time,  the  confectioner  in  question  lost  not  only 
a  customer,  but  he  made  a  bad  impression  on  the  other 
persons  who  were  being  served,  and  they  have  no 
doubt  put  him  down  as  a  crank.  It  would  not  have 
cost  him  but  an  infinitesimal  part  of  a  cent  to  have 
given  the  customer  a  full  glass  of  soda,  and  the  time 
he  lost  in  the  argument  could  have  been  utilized  in 
filling  many  more  glasses  of  soda.  The  moral  is,  that 
if  you  are  as  stubborn  as  a  mule,  don't  let  your  cus- 
tomers find  out. —  Internationa]  Confectioner. 
Pointers. 

Showcard  writing,  although  only  in  its  infancy,  is 
becoming  more  and  more  important  every  year.  Mer- 
chants are  beginning  to  appreciate  the  value  of  these 
"silent  salesmen,"  who  are  always  **on  duty,"  and 
make  their  appeal  so  incessantiy.  A  good  showcard 
or  well-written  and  appropriately  worded  ticket  em- 
phasizes the  selling  points,  and  drives  home  the  appeal 
of  the  merchandise. 

A  man  who  can  write  an  attractive  showcard  has  a 
great  pull  over  those  who  have  not  that  ability.— 
Draper  of  Australasia. 

Noticed  on  a  letterhead  — 

To-morrow's  a  myth, 

To-day's  a  fact ; 
Get  busy  forthwith  — 
Act,  man  act ! 

An  English  subscriber,  J.  G.  Edwards,  London,  sends 
tills  "War  Cry": 

**  Our  blood  is  up,  but  if  your  temperature  is  up  be- 
ware of  influenza;  entrench  yourself  against  the  foe 
with  Blank's  remedy." 


are  displayed  in  such  an  attractive  and  pleasing  man- 
ner that  the  passersby  cannot  help  but  stop  and  look. 
—  Signs  of  the  Times. 

I  asked  the  manager  of  a  men's  store  in  Philadelphia 
why  he  found  it  more  profitable  to  stick  to  hard  facts 
in  advertising. 

"  We  could  catch  a  customer  only  once  with  a  fake 
statement,''  he  replied.  *'  Thus  every  time  we  got  a 
buyer  we  would  at  once  destroy  him  by  a  bogus  sale. 
Each  ad  would  have  to  appeal  to  a  new  crop,  and  as 
our  crop  only  includes  a  possible  1,000^000  males  we 
would  soon  have  no  harvest. 

"  We  can't  afiFord  to  waste  money  to  get  a  man  only 
once.  It  is  more  profitable  to  spend  a  litUe  more  by 
honest  advertising  to  get  him  and  then  keep  him  per- 
manendy." —  Girard  in  Philadelphia  Ledger. 

A  Lawrence,  Mass.,  drug  store  displayed  this  pun- 
ning sign : 

Egg  Drinks  of  All  Kinds 
Concocted  by  Eggspurts. 

It  is  easier  to  find  fault  with  a  clerk  than  to  find 
a  clerk  without  fault.—  Mail  Order  Journal. 
THe  Optimist's  Corner. 

"  This  is  a  funny  world,  chock  full  of  the  jolliest  kind 
of  fun,  brimful  of  mirth,  running  over  with  laughter. 
Then  why  in  the  name  of  common  sense  are  you  run- 
ning around  with  a  face  as  long  as  a  telegraph  pole  ? 
Why  don't  you  smile?" 

Keep  on  smiling !  There  never  was  a  war  that  didn't 
exhaust  itself ;  there  never  was  a  strike  that  lasted  for 
ever.  Things  right  themselves  automatically  after  all. 
The  man  who  will  win  out  is  he  who  can  gauge  the 
situation  and  make  good  on  it. —  The  Storekeeper. 

"Opportunity,"  they  say,  *' knocks  once  at  every 
man's  door,"  sooner  or  later.  Some  quickly  open  the 
door,  others  are  too  busy  doing  nothing  to  heed  it, 
while  still  another  class  is  too  sound  asleep  to  hear 
the  knock,  consequentiy  a  very  few,  comparatively 
speaking,  ever  attain  the  success  which  is  written  in 
capital  letters. 

The  meanings  of  the  words  opportunity  and  luck 
should  not  be  confused,  for  their  difference  is  as  the 
difference  between  day  and  night. 

Luck  doesn't  mind  dropping  in  without  an  invitation 
—but  he's  a  mighty  lukewarm  friend  to  rest  your  en- 
tire weight  against.  But  when  opportunity  knocks  it's 
generally  because  you've  given  her  reasons  to  believe 
that  her  attentions  will  be  appreciated.  In  other  words, 
we  make  our  own  opportunities  by  paying  strict  atten- 
tion to  business  and  by  keeping  wide  awake.—  Inter- 
national Confectioner. 


Tarring  and  feathering  was  once  a  legal  punishment 
for  theft  It  is  said  to  be  found  in  the  statutes  of 
both  England  and  France  about  the  time  of  the  Cru- 
sades. 
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What  might  be  termed  business  antennse,  or  feelers, 
are  the  lines  of  bright  red  paint  extending  from  the 
show  window  of  a  Los  Angeles  store  to  the  edge  of 
the  sidewalk.  Each  of  these  lines  of  red  leads  to  a 
'  strip  of  paper  of  the  same  shade  inside  the  glass,  ap- 
parently forming  a  continuation  of  it ;  and  each  of  the 
paper  ^strips  in  turn  leads  to  some  object  marked  at  a 
bargain  price. — Popular  Mechanics. 


K««]»iBtf  Frost  from  IXTiatf  O'virs* 

Jack  Frost  soon  will  be  on  the  firing  line  again. 
Unless  your  windows  are  equipped  for  fighting  and 
keeping  him  where  he  belongs  you  will  have  many 
varieties  of  trouble  in  getting  people  to  see  the  win- 
dow displays  to  which  you  devoted  so  much  attention. 

Few  things  are  more  discouraging  to  the  merchant 
than  putting  in  time  and  labor  on  a  window  display 
and  then  to  have  the  glass  frost  over  so  that  all  or  a 
good  part  of  the  display  value  is  wasted  on  the  wintry 
air. 

In  the  first  place,  it  is  essential  that  your  back- 
ground be  built  clear  up  to  the  top  of  the  ceiling  and 
be  as  nearly  air  tight  as  possible.  A  good  way  to  do 
this  is  to  board  up  the  back  of  the  window  about  six 
feet  high  and  then  fill  up  the  rest  of  the  space  with 
window  glass.  On  the  boards  in  the  window  paste  a 
couple  of  thicknesses  of  white  unbleached  muslin, 
being  sure  that  the  work  is  neatly  done.  This  muslin 
can  be  covered  with  red  cambric  or  crepe  paper. 

Or,  if  you  prefer  a  painted  background,  you  can* 
separate  the  muslin  into  panels  by  means  of  small 
pieces  of  molding  and  paint  the  panels  with  kalsomine 
of  any  color  you  like.  In  the  center  of  each  panel 
could  be  painted  a  square  of  another  color.  After  you 
are  sure  the  background  is  practically  air  tight,  you 
can  fix  a  ventilating  system  as  follows : 

If  the  window  glass  is  set  in  a  heavy  frame  with 
the  floor  of  the  window  dropped  several  inches  below 
the  lower  edge  of  the  glass  you  can  ventilate  the  win- 
dow by  boring  a  number  of  holes  along  the  frame  at 
the  bottom  and  also  at  the  top.  The  holes  at  the  top 
are  just  as  important  as  those  at  the  bottom.  The 
cold  air  will  come  out  at  the  top.  Thus  the  air  will 
circulate  continually  and  the  temperature  of  the  win- 
dow will  be  the  same  on  both  sides  of  the  glass.  If 
this  is  done  right,  no  frost  will  appear  on  the  glass. 


The  holes  should  be  covered  with  a  fine  screen  to  keep 
out  dust.  In  the  summer  the  holes  can  be  covered 
with  a  strip  of  wood  nailed  on  the  backw 

If  your  window  is  not  modern  and  if  the  floor  of  the 
window  is  even  with  the  lower  edge  of  the  glass  you 
can  use  another  scheme.  This  is  nothing  more  nor 
less  than  boring  a  hole  in  the  wall  under  the  glass  and 
in  the  floor  of  the  window  just  inside  the  glass  and 
putting  therein  a  tin  tube  or  a  stove  pipe  elbow,  cover- 
ing the  outside  part  with  screen  wire  to  keep  out  the 
dust.  Then  bore  holes  at  the  top  of  the  window  as 
recommended  for  the  other  type  of  window,  and  then 
you  will  have  a  requisite  circulation  which  will  keep 
out  the  frost. 

One  man  tried  it  last  winter  and  his  windows  were 
the  only  ones  in  the  town  that  did  not  frost  during  a 
couple  of  severe  cold  spells.  He  said  the  contrivance 
was  worth  fully  I500  to  him  during  the  winter. 

If  you  use  the  elbow  scheme  the  openings  in  the 
floor  should  be  covered  with  cloth,  such  as  cheese 
cloth.  Don't  put  paper  over  the  openings.  Air  can't 
go  through  paper. 

Some  merchants  who  doubtless  will  be  impressed 
with  the  value  of  this  plan  will  hesitate  because  it 
calls  for  an  enclosed  background.  Don't  be  one  of 
those.  Having  an  enclosed  background  not  only  will 
enable  you  to  keep  your  windows  free  from  frost,  but 
they  will  equip  you  so  you  can  have  real  window  dis- 
plays. —  Butler  Way. 


One  night  early  in  April,  in  a  small  Iowa  town,  dur- 
ing a  severe  thunder-storm,  a  stroke  of  lightning  again 
proved  how  little  man  knows  of  the  laws  governing 
this  wonderful  phenomenon.  Upon  this  evening  a 
bolt  of  apparently  cold  lightning  came  down  through 
the  roof  of  a  hou^e  and  tore  a  round  hole  through  it 
about  three  feet  across,  doing  the  job  as  neady  as  a 
carpenter  could  have  accomplished  it.  To  strike  the 
house  in  the  spot  where  it  did,  the  charge  must  have 
had  to  pass  through  and  between  the  branches  of  a 
tree  which  hung  over  the  roof  at  this  point.  It  would 
be  expected  that  the  lightning  would  follow  the  tree, 
which  was  wet  from  the  rain,  to  the  ground,  its  dam- 
age, if  any,  being  inflicted  on  the  tree.  But,  upon 
examination,  not  so  much  as  a  single  twig  had  been 
disturbed.  More  than  this,  six  feet  from  the  hole  an 
iron  pipe,  which  ran  straight  to  the  ground,  extended 
three  or  four  feet  above  the  roof. 

Although  the  lightning  missed  the  tree  and  pipe 
and  tore  up  the  roof,  throwing  splinters  fifty  or  sixty 
feet,  none  of  the  splinters  showed  marks  of  having 
been  even  scorched,  while  another  building  a  few 
blocks  away  was  struck  at  almost  the  same  instant 
and  burned  to  the  ground.  —  Popular  Electricity. 


tJasolllsb* 

Please  send  me  a  copy  of  the  October  Spatula.    I 
like  it  fine  and  am  trying  to  interest  my  friends  in  it 
Des  Moines,  lowa^  Nov,  10^  IQ14,        Wm.  E.  Stile. 
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GlaJ^ou  had 
a  Merry  CKrist- 
mas,  Now  for 
a  big  Prosperous 
New  Year. 


(Firm  Name  Hen.) 
( Telephone  Here. ) 


WAR  OR  NO  WAR 

we  all  need 

Drugs 

Toilet  Goods 

Cigars 

Candy 

Soda 

Etc. 

and — 

(Finn  Name  Here.) 

Can  always  supply  you  with  the 

best. 

Start  The  New  Year 
Right 

Come  to  headquarters  for 
Drugs.  We  sell  the  best — 
always  for  less. 

( Firm  Name  Here ) 


Beauty  is  what  you  make 
it  and  the  use  of  (brand 
here)  helps  to  make  and 
keep  it. 

(Firm  Name  Here.) 


See  Our  Windows 
They  Tell  The  Story 

Jones'  Pharmacy 


MAKE  1915 
LIVELY! 

Its  going  to  be  a 
big,  prosperous  year 
for  everyone. 

Don't  economize 
on  things  you  need. 

Start  things!  Buy 
now!  We'll  keep  the 
money  going  and 
pass  it  along  to  the 
other  fellow. 

(Firm  Name  Here.) 


Ads  By  Archbold. 


Make  1915  Prosperous— Business  is  what  we  make  it— Advertise.    Here  are  the  ads.  and  we*l  do  our  part 
by  .uyplylng  cut.  at  fifty  cents  each.  ^.^.^.^^  ^^  GoOglC 
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Profit  Fitf«iriB^.  however,  is  that  they  do  not  keep  well,  and  while 

For  easy  profit  figuring,  the  following  table  will  be  ^.^^^^^  ^l^""^^^^^^'  *  ^"'^  ^T  .^^f  ^'^^f''^  ^^- 

found  valuable.    It  shows  the  percentage  which  must  ^'^^*y-     ^he  Department  of  Agriculture,  therefore, 

be  added  to  the  cost  to  efiEect  a  given  percentage  of  ^*^°»  manufacturers  that  preparations  claiming  to 

profit  on  the  seUing  price :  ^^'^^^'^  digestive  enzyms  should  be  put  up  in  such  a 

To  make  on                                      Add  to  ^*y  ^*^  *^^y  ^'*^  ^^^^  suffered  little,  if  any,  loss  of 

selling  price.                                  delivered  cost.  activity  when  sold  to  the  consumer.                   , 

15  per  cent 17.65  per  cent  In  the  case  of  preparations  which  are  liable  to  de* 

16  per  cent 19.05  per  cent  terioration  within  a  few  months,  the  Department  sug- 

17  per  cent 20.49  per  <^c°^  gtsts  that  each  lot  should  be  dated,  and  that  sales 

18  per  cent 21 .96  per  cent  after  a  certain  fixed  time  should  be  prevented. 

19  percent 23.46  per  cent  

20  per  cent 25.00  per  cent  larfrowiarf  Nails. 

21  per  cent 26.58  per  cent  The  writer  has  found  that  copious  application  of 

22  per  cent 28.21  per  cent  dried  powdered  alum  is  sufficient  to  cure  every  case 

23  per  cent 29.88  per  cent  o^  ingrowing  nail  in  his  experience  in  about  five  days. 

24  per  cent 31.58  per  cent  The  applications  were  never  painful  in  the  least,  and 

25  per  cent 33.33  per  cent  ^^^  destruction  of  the  pathologic  tissue  result^  in  the 

26  '  per  cent 35-oo  P^r  cent  formation  of  a  hard,  resistant  and  non-sensitive  bed 

27X  per  cent 37.50  per  cent  ^^r  the  nail,  a  perfect  cure  for  the  ingrowing  tendency. 

2S}i  per  cent 40.00  per  cent  The  non-toxicity  of  the  alum,  its  easy  application,  and 

30  per  cent 42.86  per  cent  ^^  fine  results  render  it  the  chosen  treatment  for 

31  per  cent 45.00  per  cent  cases  in  which  surgical  intervention  is  not  contcm- 

32  percent 47.00  per  cent  plated. 

33yi  per  cent 50.00  per  cent  The  writer  applies  a  fomentation  of  soap  and  water 

35     per  cent 53.85  per  cent  ^^^  twenty-four  hours  beforehand,  and  then  pours  the 

35^  per  cent 55.00  per  cent  ^^^^"^  ^^^^  t^e  space  between  the  nail  and  its  bed, 

37^  per  cent 60.00  per  cent  tampooning  with  cotton  to  keep  the  alum  in  place, 

39^  per  cent 65  00  per  cent  and  repeating  the  application  daily.    The  suppuration 

40  per  cent 66.67  per  cent  rapidly  dries  up,  and  pain  and  discomfort  are  relieveB 

41  percent 70.00  per  cent  almost  at  once.  —  Health. 

42jl^  per  cent 75  00  Per  cent  j^^^^^  MontH. 

44«  per  cent I 80.00  per  cent  j^j^^j^  ^^jj  ^^  ^  g^,^  ^^^^^  ^^^  p.^     5^^  ^^^^ 

46     per  cent 85.00  per  cent  ^^  .^  November  number  of  your  interesting  Spatula, 

47 >4  per  cent 90.00  per  cent  ^j^.^j^  j  ^^^^    ^^^^  pleasure  each  month  in  reading. 

50     per  cent 100.00  per  cent  Halifax,  N.  5".,  Dec  5. 19^4-          G.  MacGillvary. 

The  Service  and  Regulatory  Announcements  of  the  j.^^,^^^     ^^^  ^^^  ^^^^  ^^^  ^^^  ^^j,^^  ^^^  ^^^^j^^^ 

Bureau  of  Chemistry,  U.  S.  Department  of  Agncul-  year  of  The  Spatula.    We  look  upon  it  as  a  neces- 

ture,  state  that  the  examination  of  a  number  of  prod-  shy.                                  Michinova  Chemical  Co. 

ucts  which  purport  to  contain  certain  enzyms  or  fer-  Detroit^  Mich.,  Dec.  j,  igi4 

ments  supposed  to  be  useful  in  promoting  digestion  ^ 
show  that  these  contain  little,  if  any,  of  these  active 
agents.  Further  investigation  shows  that  the  m'knu- 
facturers  frequently  have  employed  a  sufficient  quan- 
tity of  pepsin,  di^tase^  pancreatin,  trypsin  or  similar 
material,  but  in  many  cases  no  attempt  has  been  made 
to  determine  whether  the  material  used  is  really  active. 
In  certain  cases  manufacturers  have  combined  pepsin 
and  trypsin,  which  tend  to  negative  each  other,  and  in 
other  cases  they  have  used  its  pepsin  in  alkaline  media, 
which  destroy  activity,  and  have  combined  trypsin 
with  acid  substances  which  are  not  suited  to  it.  Under 
certain  methods  of  preparing  the  remedies,  heat  is  ap- 
plied to  a  degree  that  may  destroy  the  activity  of  the 
pepsin  or  other  enzyms.    Similarly,  many  of  these 

substances  which  owe  their  properties  to  the  action  , 

of  enzyms  are  put  up  in  too  strong  alcoholic  solutions  ._        .  ^        J^^  ^^a?^^\  ^  Tl^^'  t*     a  w    r    * 

■^ ,                     ,  r ,   .              L    .      rr      .  (From  photo  contnbuted  to  the  Spatula  by  Mr.  Aubrey  Lester 

or  in  Other  ways  which  lessen  their  effectiveness.  Canterbury,  Eng.,    whose  own  picture,  being  of  lets  beauty  and 

The  great  trouble  with  many  of  these  preparations,  interest,  will  not  be  pubUshed  until  a  later  issue.  See  page  13a ) 
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Fountain  Uses  for  Milk. 

( From  the  forth  coming  Fourth  Edition  of  the  Spatula  Soda  Water  Guide.) 


Hot  KM  DrtalKs. 

With  the  increasing  demand  for  hot  drinks  at  the 
soda  fountain  there  is  also  an  increase  in  the  call  for 
hot  egg  drinks.  When  hot  drinks  began  to  be  popu- 
lar the  public  looked  askance  at  all  signs  calling  their 
attention  to  hot  drinks  with  an  egg  in  them,  but  grad- 
ually the  skilled  dispenser  has  overcome  the  prejudice 
of  the  public,  and  now  there  is  quite  a  demand  for  this 
class  of  beverages. 

Like  the  cold  egg  drink,  it  requires  no  small  amount 
of  skill  and  practice  to  properly  prepare  and  dispense 
this  kind  of  hot  beverages.  You  cannot  throw  them 
together  and  build  up  a  trade  in  them  as  some  dis- 
pensers seem  to  think  you  can.  If  you  donH  want 
drinks  that  are  absolutely  worthless  you  will  have  to 
take  pains  to  mix  these  drinks  properly.  Mix  them 
as  rapidly  as  you  like,  for  rapidity  is  good,  but  your 
speed  must  be  made  through  skill  and  not  through 
neglect.  To  my  mind  a  lo-ounce  glass  is  about  the 
right  size  for  hot  egg  drinks.  You  should  not  use  too 
small  a  container,  for  if  you  do  your  drinks  will  never 
be  hot ;  neither  do  you  want  too  large  a  glass,  for  one 
does  not  care  to  have  a  beverage  of  this  kind  too  long. 
Hot  Egg  Phosphate. 

Into  a  lo-ounce  glass  draw  an  ounce  and  a  half  of 
orange  syrup ;  into  this  break  an  egg  and  add  a  few 
dashes  of  phosphate  and  a  tiny  bit  of  fine  ice,  shake 
thoroughly  and  strain  into  a  clean  glass.  At  this 
point,  if  desired,  add  a  little  powdered  nutmeg.  Place 
the  glass  in  a  holder,  and  let  the  water,  which  should 
be  boiling  hot,  run  in  slowly,  stirring  briskly  all  the 
while  to  prevent  the  egg  from  cooking. 
Hot  Egg  Lemonade. 

Into  a  lo-ounce  glass  draw  i  ounce  of  simple  syrup, 
or  more  if  the  case  requires  it,  add  a  tiny  bit  of  shaved 
ice  and  squeeze  into  this  the  juice  of  i  lemon,  and  last 
of  all  break  the  egg  into  the  glas§,  shaking  immedi- 
ately, strain  into  a  clean  glass  and  fill  with  hot  water 
as  directed. 

Hot  Egg  Chocolate. 

Into  a  lo-ounce  glass  draw  an  ounce  and  a  half  of 
hot  chocolate  syrup  and  a  small  quantity  of  sweet 
cream ;  into  this  break  an  egg  and  shake  thoroughly. 


strain  into  a  clean  glass  and  fill  with  boiling  water, 
and  top  off  with  whipped  cream.    This  is  perhaps  the 
most  popular  of  all  the  hot  egg  drinks. 
Hot  Egg  Coffee. 

Into  a  mixing  glass  draw  an  ounce  of  good,  fresh- 
made  coffee  extract  and  an  ounce  of  sweet  cream,  and 
sugar  enough  to  sweeten  to  taste,  generally  about  2 
teaspoonfuls.  Into  this  break  an  egg  and  shake  thor- 
oughly. Strain  into  a  clean  loounce  glass  and  fill 
with  boiling  water. 

No.  2. 

Into  a  mixing  glass  draw  an  ounce  of  sweet  cream 
and  add  sugar  to  sweeten  to  taste.  Simple  syrup  may 
be  used  if  more  convenient.  Into  this  break  an  egg 
and  shake  thoroughly.  Strain  into  a  clean  lo-ounce 
glass  and  fill  with  finished  coffee. 

Hot  Egg  Consomme. 

Pour  a  small  amount  of  extract  of  beef  into  a  10- 
ounce  glass  and  am  ounce  of  sweet  cream ;  into  this 
break  an  egg,  adding  a  little  celery  salt,  and  if  desired 
some  mixed  spices ;  then  shake  thoroughly,  strain  into 
a  clean  glass,  add  a  small  quantity  of  butter  and  fill 
with  boiling  water. 

Delmonico  (Hot). 
Generally  called  Celery  Egg  Nog.  Into  a  mixing 
^lass  break  an  egg  and  add  2  teaspoonfuls  of  liquid 
extract  of  beef,  ^  ounce  of  sweet  cream  and  3  or  4 
dashes  of  tincture  of  celery  seed.  At  this  point  add 
a  little  cinnamon  or  nutmeg  if  desired.  Shake  thor- 
oughly and  strain  into  a  clean  lo-ounce  glass  and  fill 
with  boiling  water. 

Hot  Lime  Juice  Flip. 
Into  a  lo-ounce  glass  draw  an  ounce  of  lemon  syrup 
and  add  |^  ounce  of  lime  juice ;  into  this  break  an  egg, 
then  shake  thoroughly  and  strain  into  a  clean  glass, 
then  fill  with  hot  water  and  serve. 

GiNGERETTE  (Hot). 

Into  a  mixing  glass  draw  i  ounce  of  ginger  syrup 
and  into  this  break  an  egg.  Add  >^  ounce  of  sweet 
cream  and  a  dash  of  Jamaica  ginger.  Shake  thor- 
oughly and  strain  into  a  clean  lo-ounce  glass.  Fill 
with  boiling  water. 
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BONNB  BOUCHE. 

Into  a  mixing  glass  draw  2  oances  of  cherry  juice. 
Into  this  br^ak  an  egg  and  add  i  teaspoonf  ul  of  pow- 
dered sugar.  Shake  thoroughly  and  strain  into  a  lOr 
ounce  glass  and  fill  with  hot  water.  ' 
Checkerberry  Tea. 
.  Into  a  tea-cup  pour  ^  ounce  of  wintegreen  syrup 
and  fill  with  fresh-made  tea.  Serve  without  milk  or 
cream. 

MoNTAUK  Warmer. 

Into  a  hot  soda  mug  draw  i  ounce  of  clam  juice,  add 
a  little  tomato  catsup,  X  ounce  of  cream,  a  little  butter 
and  a  dash  of  celery  extract    Fill  with  hot  water  and 
season  to  taste  with  pepper  and  salt. 
Piping  Pepsin. 

Into  a  hot  soda  mug  draw  i  ounce  of  lemon  syrup ; 
add  I  tablespoonf  ul  of  essence  of  pepsin  and  a  dash 
of  acid  phosphate.  Fill  with  hot  water.  This  is  very 
good  for  indigestion. 

Hot  Ching  Chino. 

Into  a  mug  draw  i  ounce  of  mint  julep  syrup  and  i 
ounce  of  hot  milk,  then  fill  with  hot  water  and  top 
with  whipped  cream.    If  you  don*t  have  the  mint 
julep  syrup  the  peppermint  can  be  used. 
Asparagus  Bouillon. 

This  is  one  of  the  latest,  and  can  be  procured  in 
a  concentrated  form.  Pour  from  i  to  2  ounces  into  a 
mug,  fill  with  hot  water,  season  and  top  with  whipped 
cream.  A  sprig  of  parsley  stuck  in  the  cup  adds  to 
the  looks. 

Hot  Birch  Tea. 

Into  a  mug  draw  from  i  to  !><  ounces  of  birch  syrup 
and  fill  with  hot  water.  If  you  want  a  good  birch  tea 
make  a  special  syrup,  using  at  least  twice  as  much 
birch  extract. 

Hot  Cream  of  Celery. 

Into  a  mug  pour  }^  to  i  teaispoonful  of  liquid  beef 
and  I  ounce  of  sweet  cream.     Flavor  strongly  of 
celery,  using  either  celery  extract  or  celery  salt,  and 
season  to  taste.    Fill  with  hot  water  and  mix. 
Hot  Ginger  Lemonade. 

Pour  I  ounce  of  ginger  syrup  into  a  mug,  add  the 
juice  of  I  lemon,  and  fill  with  hot  water  and  ^ix. 
Hot  Mint  Julep. 

Put  2  teaspoonf uls  of  sugar  into  a  mug,  add  10 
drops  of  essence  of  peppermint  and  2  ounces  of  milk. 
Fill  with  hot  water,  mix  and  top  with  whipped  cream. 
Sprinkle  with  nutmeg. 

Cold  Night  Warmer. 

Into  a  hot  soda  mug  draw  i|^  ounces  of  clam  juice, 
add  I  ounce  of  sweet  cream,  a  couple  of  dashes  of 
Jamaica  ginger  and  a  little  butter.  Then  fill  with  hot 
water,  mix  thoroughly,  and  season  to  taste  with  salt 
and  pepper. 

Hot  Oxheart  Cherry. 

Make  a  syrup  by  dissolving  t}i  pounds  of  sugar  in 


a  mixture  of  12  ounces  of  oxheart  cherry  juice  and  6 
ounces  of  water.  Draw  i  to  i  ;^  ounces  of  this  syrup 
in  a  mug  and  fill  with  hot  water. 

Hot  Caramel  Egg  Fizz. 
Into  a  mixing  glass  pour  }i  ounce  of  chocolate 
syrup,  I  ounce  of  cream,  }i  ounce  of  vanilla  syrup,  2 
drams  of  cofiFee  extract  Into  this  break  an  egg  and 
shake  thoroughly.  Strain  into  a  lo-ounce  glass  and 
fill  with  hot  water  and  sprinkle  with  cinnamon. 


B«ir«a«i  of  CHmtnimtrr  R«90vt« 

The  false  and  fraudulent  labeling  of  medicines  and 
mineral  waters  has  recently  received  a  great  deal  of 
attention  from  the  Bureau  of  Chemistry,  according  to 
the  Bureau's  report  for  the  year  ending  June  30, 19 14. 
A  large  number  of  instances  have  been  fuund  in  which 
impossible  claims  for  the  preparations  in  question 
have  been  made,  and  in  these  cases  steps  have  been 
taken  to  compel  the  owners  to  alter  the  labels.  This 
is  true  of  a  large  number  of  veterinary  n^edicines,  and 
in  particular  of  (so-called)  cures  for  hog  cholera.  As 
for  taineral  waters,  the  position  long  held  by  the 
Bureau,  that  so-called  lithia  water  must  contain  enough 
lithia  to  produce  an  appreciable  therapeutic  e£Eect,  has 
now  been  sustained  by  the  Supreme  Court  of  the  Dis- 
trict of  Columbia,  and  in  consequence  action  has  been 
taken  to  enforce  this  ruling.  Measures  are  being  taken 
to  prevent  the  exploitation  of  so-called  radio-active 
waters  in  which  the  amount  of  radium  i^  negligible. 
Furthermore,  mineral  waters  to  which  has  been  added 
carbonic  acid  gas  or  mineral  salt  are  not  any  more  sold 
as  ^  natural,*'  but  are  properly  labeled. 

Altogether  there  were  nearly  12,000  samples  of  food 
and  beverages  collected  and  analyzed.  The  co-opera- 
tion of  other  branches  of  the  Government  has  been 
secured  for  the  prosecution  of  cases  not  fully  covered 
by  the  Food  and  Drugs  Act.  For  example,  in  one' 
case  connected  with  illegal  traffic  in  bad  eggs,  a  num- 
ber of  persons  ^ere  indicted  for  conspiracy.  In  an- 
other case  a  manufac^^urer  of  beverages  received  a 
long  prison  sentence  for  putting  wood  alcohol  in  his 
products. 

AatiQiAity  of  Vaaits^  Box«s* 

A  woman's  vanity  box,  with  receptacles  for  paints 
and  powders,  has  been  received  at  the  university  of 
Pennsylvania  museum,  being  the  gift  of  the  British 
School  of  Archeology  in  Egypt.  Under  the  lid  is  a 
piece  of  highly  polished  stone,  which  served  as  a  mir* 
ror.  

VfiHm  Bad  O^lors* 

Two  members  of  the  French  Academy  of  Science 
prepared  strips  of  paper  with  "  cultures"  of  the  germs, 
of  typhoid  fever,  diphtheria,  etc.,  and  placed  them  in 
flasks,  some  of  which  were  filled  with  pure  air,  while 
in  others  was  placed  decaying  animal  matter.  After 
24  hours  these  strips  were  taken  out  and  used  to  raise 
germ  colonies^  It  was  found  in  every  case  that  the 
germs  that  had  been  exposed  to  the  bad  odors  grew 
better  than  the  others. 
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HERB  FARM  OF  W.  F.  YOUNG  AT  BNFIELD,  CONN. 


A  Connecticut  Herb  Farm. 


Those  of  us  who  have  childhood  memories  that  go 
back  to  some  old  farm-house  may  remember  a  great 
musty-smelling  attic  in  one  corner  of  which  the  smell 
of  must  and'  cobwebs  was  dispelled  by  the  fragrance 
of  great  bundles  of  herbs.  These  herbs,  raised  in 
corners  among  the  box  borders  of  the  old-fashioned 
garden,  says  a  writer  in  The  Springfield  Republican, 
occupied  an  important  place  in  the  domestic  economy 
in  many  New  England  homesteads.  The  medicines, 
lotions  and  **  simples  *'  that  were  made  from  the  herbs 
were  held  in  high  esteem  by  our  grandmothers.  Suc- 
ceeding generations  have  lost  their  veneration  for  the 
therapeutic  value  of  these  herbs,  and  the  cultivation 
of  them  for  domestic  purposes  has  become  more  or 
less  of  a  lost  art.  Yet  there  is  still  use  for  many  of 
the  herbs  in  the  manufacture  of  medicinal  products,  1 
and  science  has  proved  that  many  of  them  possess  a 
greater  therapeutic  value  than  many  who  scofiEed  at 
the  healing  art  of  our  grandmothers  believed.  In  the 
days  when  herb  raising  was  a  household  art,  nearly 
every  farm-house  in  the  Connecticut  valley  had  its 
herb  patch,  and  now  the  culture  of  some  of  the  once 
familiar  but  now  almost  forgotten  herbs  is  being  re- 
introduced on  a  larger  scale  within  a  few  miles  of 
Springfield,  Mass.  This  renascence  of  the  art  of  herb 
growing  is  due  to  the  enterprise  of  a  Springfield  man- 
ufacturer, William  F.  Young,  who  uses  a  large  quan- 
tity of  the  oil  of  wormwood  in  the  manufacture  of  an 
antiseptic  preparation  known  as  Absorbine. 

The  difficulty  in  obtaining  a  supply  of  the  oil  of 
wormwood,  which  is  one  of  the  principal  ingredients 
ol  Mr.  Young's  preparation,  at  reasonable  prices  and 


in  steady  quantities,  suggested  to  Mr.  Young  the  idea 
of  raising  it  himself.  His  own  boyhood  recollections 
carried  him  back  to  the  days  when  an  herb  patch  oc- 
cupied a  prominent  place  in  his  grandmother's  garden. 
Yet  he  knew  that  to  make  a  success  of  herb  cultiva- 
tion on  a  large  scale  would  require  a  much  more  com- 
plete study  of  soil  conditions  than  was  possible  in  the 
old  herb  patches. 

To  acquire  this  knowledge  'and  familiarise  himself 
with  the  actual  work  of  herb  cultivation,  Mr.  Young 
visited  the  places  where  herbs  are  raised  now  or  had 
been  in  the  past  with  particular  success.  The  Shakers 
at  their  community  in  Lebanon,  N.  Y.,  had  in  the 
past  devoted  a  great  deal  of  attention  to  the  cultiva- 
tion of  herbs  and  had  attained  a  high  skill  in  the  work, 
including  the  distillation  of  the  oil  of  wormword. 
They  did  their  work  with  the  same  standards  of  skill 
and  care  that  made  them  famous  farmers  a  generation 
or  two  ago.  Mr.  Young  visited  the  elders  of  the 
Lebanon  settlement.  He  was  told  that  the  art  of  herb 
raising  and  distillation  had  been  perfected  a  genera- 
tion or  two  ago.  Those  who  were  skilled  in  the  art 
guarded  the  secrets  of  their  craft  with  the  jealousy  of 
the  members  of  the  mediaeval  trade  guilds.  They  were 
loath  to  impart  it  to  the  members  of  the  younger  gen- 
eration, and  as  a  result  the  secrets  of  the  art  had  been 
lost  as  one  by  one,  the  old  herb  growers  had  died. 

Mr.  Young  tried  to  induce  the  Shakers  to  raise  an 
acreage  of  herbs  under  contract  by  the  terms  of  which 
he  would  buy  the  entire  product  and  thus  relieve  the 
Shakers  of  the  necessity  of  seeking  a  market.  The 
few  remaining  members  of  the  Shaker  community  are 
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very  old,  and  they  did  not  care  to  undertake  this  new 
enterprise,  so  they  declined  Mr.  Young's  offer. 

For  many  years  the  wormwood  plant,  the  botanical 
name  of  which  is  artemisia  absinthium,  has  been  cul- 
tivated in  Germany,  and  German  farmers  who  had 
settled  in  Michigan  have  cultivated  the  plant  on  a 
commercial  scale  in  connection  with  their  other  crops. 
This  is  at  present  the  chief  source  of  the  plant,  and 
from  these  growers  Mr.  Young  has  for  many  years 
obtained  his  supply  of  the  oil.  The  fact  that  the  de- 
mand for  the  plant  is  comparatively  limited  has  led 
to  much  fluctuation  in  the  price,  the  quotations  for 
the  oil  varying  from  $4  to  $S  z  pound  in  large  lots, 
while  the  regular  retail  price  for  small  quantities  has 
averaged  about  1 12. 

When  Mr.  Young  had  finally  determined  to  under- 
take the  cultivation  of  the  herb  for  himself  he  bought 
30  acres  of  the  old  Hazard  Hall  farm  in  Enfield.  The 
land  has  a  frontage  of  200  feet  on  Enfield  street  and 
extends  easterly  down  the  slope  of  the  hill.  He  had 
the  soil  analyzed,  to  determine  its  needs  in  the  way  of 
fertilization.  Much  of  it  was  old  pasture  that  had  not 
been  turned  up  for  a  score  of  years.  The  land  which 
was  bought  last  fall,  was  at  once  sowed  to  rye  as  a 
cover  crop,  and  early  this  year  brought  25  acres  under 
cultivation. 

Between  six  and  seven  acres  are  now  set  to  worm- 
wood. Besides  the  plants  on  the  Enfield.farro,  an  ex- 
perimental plot  was  grown  this  past  summer  on  a 
neighboring  farm.  Besides  the  wormwood,  Mr.  Young 
has  set  out  several  rows  of  Japanese  peppermint,  a 
variety  of  plant  that  has  not  hitherto  been  grown  to 
any  extent  in  this  country,  and  several  rows  of  calen- 
dulum,  a  beautiful  golden-hued  flower  of  the  marigold 
variety,  the  petals  of  which  are  used  in  surgical  dress- 
ings. 

The  wormwood  is  a  perennial  plant  that  grows 


from  one  to  four  or  five  feet  high.  Its  leaves  are  dee^dy 
serrated  and  are  of  a  dull  grayish  green.  It  attains  a 
luxuriant  growth  by  midsummer  and  each  year  sends 
out  suckers,  so  that  rows  of  the  (dants  set  out  five  or 
six  feet  apart  will  grow  together  within  a  year  or  two. 
It  is  harvested  in  August. 

In  an  old  barn  on  his  farm  Mr.  Young  has  built 
two  Urge  distilling  vaults,  each  of  12,000  gaUons  ca- 
pacity. The  entire  plants  as  they  are  cut  are  thrown 
into  the  vats.  Steam  from  a  near-by  boiler  forces  the 
distillation.  From  30  to  40  pounds  of  oil  may  be  ob- 
tained from  an  acre  of  wormwood.  On  the  Michigan 
farms,  where  the  cultivation  of  the  herb  is  not  the 
principal  occupation  of  the  growers  the  average  pro- 
duction per  acre  is  considerably  less  than  this  amount. 
Mr.  Young  hopes  by  careful  cultivation  and  distilla- 
tion to  average  at  least  40  pounds  to  the  acre.,  He 
will  devote  special  effort  to  the  cultivation  of  the  grow- 
ing plant,  so  that  the  oil  will  not  be  contaminated  by 
the  presence  of  oils  of  other  weeds. 

The  wormwood  production  of  100  acres  is  needed 
annually  to  supply  Mr.  Young  with  raw  material.  He 
intends  to  bring  the  entire  Hazard  farm  tract  that  he 
owns  under  cultivation,  and  has  recently  bought  in  ad- 
dition the  Grant  homestead,  also  on  Enfield  street. 
This  farm  is  of  125  acres  and  on  its  highest  part  is  a 
great  old  rambling  mansion,  built  nearly  a  century  ago. 
For  many  years  it  was  one  of  the  show  places  of  the 
Connecticut  valley.  A  large  part  of  this  acreage  may 
be  set  to  wormword  and  other  herbs.  Other  farmers 
may  be  encouraged  to  enter  this  field  and  before  long 
the  Connecticut  valley-may  produce  as  much  worm- 
wood as  it  did  in  the  days  when  our  grandmothers 
made  their  famous  lotions  and"  simples." 


Quicksilver  has  risen  from  I35  to  1 100  or  more  a 
flask  (75  pounds).  According  to  the  Mining  World, 
that  is  by  far  the  highest  price  for  mercury  in  modern 
times.  The  United  States  and  Austria-Hungary  pro- 
duce each  about  one-sixth  of  this  amount,  Italy  a  little 
more,  and  Spain  nearly  one-third.  The  war  in  Europe 
has  shut  off  the  Austrian  supply,  and  made  it  difficult 
to  transport  the  product  of  Italy  and  Spain.  It  has 
also  caused  a  greatly  increased  demand  for  mercury, 
which  is  now  principally  used  in  the  manufacture  of 
fulminate  for  explosive  caps.  Mercury  is  also  used 
extensively  in  drugs  and  medicaments,  and  in  ther- 
mometers and  instruments  of  precision.  Formerly  a 
considerable  amount  of  quicksilver  was  consumed  in 
silvering  mirrors  and  in  the  amalgamation  of  process 
of  extracting  gold  and  silver  from  their  ores,  but 
mirrors  are  now  silvered  with  nitrate  of  silver,  and  the 
cyanide  process  has  virtually  supplanted  the  amalga- 
tion  process  in  metallurgy. 


MR.  WILLIAM  F.  YOUNG. 


R«tri«v«s  an  £rror* 

I  believe  The  Spatula  an  Ai  book,  and  was  care- 
less enough  to  stop  getting  it 

W.  A.  MacFarlane. 
Philadelphia^  Pa.,  Nov.  27^  igj4. 


Digitized  by 


Google 


THE  SPATULA 


143 


Just  in  Jest. 

They  met  on  a  bridge.  Each  held  out  his  hand, 
and  they  shook,  and  insUntly  realized  that  they  were 
utter  strangers.  Had  not  one  of  them  been  a  genuine 
Hibernian  the  situation  might  have  been  embarrassing. 

"  Begorra,  that's  quare,"  said  Pat.  "  When  we  wor 
so  far  o£E  that  we  couldn't  see  aich  other  I  thought  it 
was  yon  an'  you  thought  it  was  me,  and  now  we're 
here  together  it's  nayther  of  us."  —  Royal. 

Qerk  (wrapping  up  corn  cure  and  hair  tonic)  — 
Fixed  from  top  to  toe. 

Customer  —  Yes,  you  manage  to  make  both  ends 
meet  — Fun. 

Boss  — I  would  like  to  employ  you,  young  man, 
but  I'm  afraid  you  don't  know  enough  about  our  busi- 
ness. 

Applicant  —  Oh,  yes,  I  do.  I've  been  keeping  com- 
pany with  your  bookkeeper  for  the  last  six  months.— X. 

It  is  said  figures  do  not  lie,  yet  317  come  pretty 
near  doing  so,  according  to  the  Royal  Magazine,  if 
turned  upside  down.  The  same  publication  calls  at- 
tention to  the  fact  that  there  is  one  word  of  four  let- 
ters which  reads  the  same  backward,  or  forward,  or 
upside  down  —  NOON. 

A  Kansas  man  wrote  to  his  newspaper  and  asked, 
"What's  the  matter  with  my  hens?  Every  morning 
when  I  go  to  feed  them,  I  find  some  of  them  have 
keeled  over  to  rise  no  more."  To  which  the  editor  re- 
plied :  "  They  are  dead."—  X. 

*'  Do  any  shooting  during  the  season  ? " 

"  Yes,  shot  a  brace  of  ducks." 

**Wcre  they  wild?" 

*•  No,  but  the  farmer  was."  —  Boston  Transcript. 

Meandering  Mike— Here's  a  New  York  druggist 
calling  soap  a  luxury. 

Weary  Willie  —  Luxury  nothin',  it's  a  nuisance.— 
Buffalo  Express. 

Son  —  Dad,  when  you  put  a  hen  on  eggs  to  hatch 
them,  do  you  say  she  is  "  sitting  "  or  "  setting? "  A 
hen  can't  really  sit,  can  she? 


Dad  — Don't  bother  about  little  things  like  that. 
What  concerns  me  most  is  to  know  when  she  cackles 
whether  she  has  laid  or  lied.  —  Chicago  News. 

Doctor  —  I  am  sorry  to  tell  you,  but  this  illness  has 
left  you  a  broken  man. 

Patient— You  bet  I  am,  doc ;  I  got  your  bill  this 
morning.  —  Chicago  News. 

Doctor  (to  operetta  diva  who  wishes  to  be  vacci- 
nated) —  Shall  I  vaccinate  your  arm  ? 

Diva  —  Heavens  I  No,  of  course,  not.  Think  of 
me  as  an  artist  with  a  scar  on  my  arm.  You  must 
vaccinate  me  where  it  won't  show. 

Doctor  —  I  think  you  had  better  take  it  internally. 
—  X. 

"  Do  lawyers  tell  the  truth  ?  " 

"  Lawyers  will  do  anything  for  money."— Picayune. 

"John,"  said  the  teacher,  "  tell  me  what  is  pasteur- 
ized milk." 

"  Milk  from  a  cow  that  has  been  turned  out  to  pas- 
ture," promptly  answered  John.  —  X. 

'  Visitor  — Is  your  husband  in,  Mrs.  O'Brien? 

Mrs.  O'Brien  —  Yes,  sor.  \ 

Visitor  —  I'd  like  to  see  him. 

Mrs.  O'Brien  — Ye  can't,  sor,  he's  in  for  free 
months.  —  X. 

The  dentist  (getting  even  with  his  photographer)  — 
Look  pleasant,  please !  —  Tatler. 


Adopt  and  use  only  an  original  word  or  title. 

Do  not  use  anything  whidh  is  so  near  an  imitation 
of  a  trade  name  already  in  use  as  to  create  a  likeli- 
hood of  deception  or  trade  confusion. 

Do  not  use  geographical  names  or  terms. 

Do  not  use  terms  which  indicate  quality,  kind  or 
place  of  origin,  or  which  others  have  an  equal  right 
to  use. 

Do  not  use  the  name  or  portrait  of  any  living  per- 
son as  a  trade  name  or  for  advertising  purposes  with- 
out the  written  consent  of  such  person  first  obtained. 

Do  not  use  the  flags,  coats  of  arms,  escutcheons  or 
national  emblems  of  this  or  any  foreign  country  in 
connection  with  trade  names. — Printer's  Ink. 

The  world's  production  of  tea  is  roughly  700,000,000 
pounds  per  annum.  It  will  surprise  most  storekeepers 
to  know  that  the  annual  consumption  of  coffee  is  ap- 
proximately 2,600,000,000  pounds.  It  would  require  a 
fleet  of  250  steamers  of  5000  tons  each  to  transport  in 
one  voyage  the  world's  annual  production  of  coffee. 
The  United  States  is,  of  course,  the  world's  greatest 
coffee-drinking  country. 


There  are  9,742  locks  and  keys  in  the  Grand  Opera 
House,  Paris. 
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TK«  CbaiA  Stor«s« 

In  the  following  list  are  the  principal  ** chain"  drug 
stores  in  the  United  States.  There  are  doubtless 
many  more  of  less  importance,  but  these  are  enough : 

Riker-Hegeman  Corporation,  New  York ....  105 

Louis  K.  Liggett  Co.,  Boston,  Mass 52 

Owl  Drug  Company,  San  Francisco 20 

Square  Drug  Co.,  Syracuse,  N.  Y 20 

Marshall  Drug  Company,  Cleveland 15 

Sun  Drug  Co.,  Los  Angeles 13 

Day  Drug  Co.,  Akron,  O la 

Jacob's  Pharmacy  Co.,  Atlanta,  Ga 11 

M.  C.  Dow,  Cincinnati,  O n 

SUndard  Drug  Co.,  Qeveland,  O 11 

Hook  Drug  Co.,  Indianapolis 10 

May  Drug  Co.,  Pittsburgh g 

Detroit  Drug  Co.,  Detroit,  Mich 8 

Public  Drug  Co.,  Chicago 8 

£.  C.  Osbom,  New  York 8 

Kradwell  Drug  Co.,  Racine,  Wis 7 

Shumate's  Pharmacy,  San  Francisco 7 

Bentson  Drug  Co.,  Fargo,  N.  D 7 

Scholtz  Drug  Co.,  Denver,  Colo 6 

T.  P.  Taylor  &  Co.,  Inc.,  Louisville,  Ky . . . .    6 

Acme  Association,  New  Orleans,  La 6 

S.  B.  Davis,  Philadelphia 6 

J.  Fred  Gibson  &  Co.,  Providence,  R.  I . . . .    6 

Bartell  Drug  Co.,  Seattle 6 

Wakelee,  San  Francisco —    6 

Buck  &  Raynor,  Chicago 6 

Geoige  B.  Evans,  Philadelphia 5 

W.  B.  Hunt  Company,  Boston 5 

Standard  Drug  Co.,  Detroit 5 

The  American  Druggists*  Syndicate,  New  York,  is 
said  to  have  about  16,000  drug  store  members;  the 
United  Drug  Company,  Bo'ston,  SfOoo;  and  the  Phila- 
delphia Wholesale  Drug  Company,  550. 


Som«  Facts* 

A  steel  rail  lasts,  with  average  wear,  about  eighteen 
years. 

Iron  corrodes  with  great  rapidity  at  or  about  the 
temperature  of  boiling  water. 

Sea  weeds  do  not  obtain  nourishment  from  the  soil 
at  the  bottom  of  the  sea,  but  from  the  matter  con- 
tained in  sea  water. 

Canned  fruit  should  be  opened  an  hour  or  two  be- 
fore it  is  used.  It  is  far  richer  after  the  oxygen  of  the 
air  has  been  restored  to  it. 

The  deepest  gold  mine  in  the  world  is  at  Bendigo, 
in  Australia.  Its  main  shaft  is  sunk  to  a  depth  of 
3,900  feet,  or  only  60  feet  short  of  three-quarters  of  a 
mUe. 

To  cure  the  craving  for  tobacco  a  time  lock  for  to- 
bacco boxes  has  been  invented.  The  lock  is  set  for  a 
certain  time  and  refuses  to  open  until  the  right  mo- 
ment The  cure  is  effected  by  gradually  extending 
the  intervals  of  abstinence. 


n^rm  PriBt«a  Matter. 

Manufacturers  and  others  are  invited  to  put  the  name  of 
The  Spatula  on  their  mailing  list,  that  ive  may  receive  their 
business  literature  as  issued.  Acknowledgment,  as  a  rule,  will 
be  made  in  this  column.  Such  information^  we  believe,  is  of 
much  interest  to  our  subscriber S^  and  in  some  cases  its  publico'- 
tion  may  result  in  advantage  to  those  accepting  our  invitation, 
which  is  extended  as  freely  to  those  if  ho  do  not  as  to  those  who 
do  advertise  with  us. 


The  Erie  Spedalty  Co.,  Erie,  Penn.,  have  sent  out  new 
drcalar  matter  relatuig  to  their  **  Quick  and  Easy"  lemon 
sqaeezers,  also  a  circalar  letter  calling  attention  to  a 
recent  decision  in  their  favor. 

Thk  Dietbtic  and  Hygiknic  Gazette,  which  is  just 
completing  the  the  thirtieth  year  of  its  existence,  has  been 
purchased  by  the  Critic  and  Guide  Company,  and  begin- 
ning with  January,  191 5,  will  be  consolidated  with  The 
Critic  and  Guide,  and  the  combined  journals  will  be 
under  the  editorship  of  Dr.  William  J.  Robinson.  The 
offices  of  publication  are  at  12  Morris  Park  W.,  New 
York  City. 

**  Our  Native  Crude  Drugs  and  their  Uses,"  com- 
pUed  by  C.  W.  Ballard,  M.A.,  Ph.C.,  Phar.D.,  pharma- 
cognodst,  and  published  by  S.  B.  Penick  &  Co.,  Marion, 
N.  C,  has  just  reached  us.  It  is  a  booklet  of  20  pages, 
and  contains  much  valuable  information.  The  drugs  are 
arranged  under  heads,  according  to  their  therapeutic  uses 
—  both  the  common  and  botanical  names  being  given. 

To  THE  Front  in  Europe's  War  :  A  Photographic 
Review  of  the  Equipping  and  Loading  of  the 
Steamship  Red  Cross  and  her  Departure  from 
New  York"  is  a  i6page  booklet  filled  with  pictures 
published  gratuitously  oy  Haver  &  Block,  New  York  and 
Chicago. 

Three  edidons  of  the  **  Wellcome  Photographic 
Exposure  Record  and  Diary"  are  published,  one  for 
the  Southern  Hemisphere,  one  for  the  Northern  Hemi- 
sphere, and  the  third,  a  special  edition,^  for  the  United 
States  of  America.  It  mav  be  obtained  from  photo- 
graphic dealers  and  booksellers  at  50  cents. 


A  Soda  FottSfttalA  Mas^val* 

The  Walrus  Manufacturing  Company,  Decatur,  III, 
has  prepared  for  free  distribution  to  prospective  buyers 
of  soda  fountains  a  very  complete  manual,  fully  describ- 
ing and  illustrating  the  many  exclusive  features  embodied 
in  Walrus  Soda  Fountain  construction.  The  manuaJ 
briefly  puts  forth  the  informarion  the  buyer  of  a, soda 
fountain  should  have.  It  deals  with  everv  part  of  the 
fountain  in  a  clear  and  concise  manner,  and  is  one  of  the 
very  best  soda  fountain  bnvers'  guides  ever  published. 

Too  many  buyers  of  soda  fountains  are  influenced  by 
price  and  exterior  appearance  of  fountains  as  illustrated 
in  catalogues.  The  really  vital  parts  of  soda  fountains 
are  seldom  looked  into  by  the  average  buyer,  and  he  only 
learas  of  their  real  quality  or  real  inferiority  by  actual  ex- 
perience. While  experience  is  a  splendid  teacher,  still  in 
the  matter  of  buying  a  soda  fountain  it  proves  to  be  quite 
expensive,  and  the  manufacturer  of  a  soda  fountain  should 
be  able  to  place  before  hit  buyers  such  information  as 
will  give  the  buyer  an  insight  to  every  working  part  of 
the  fountain,  together  with  an  honest  and  unbiased  state- 
ment as  to  the  quality  of  every  material  that  enters  into 
its  construction.  The  Walrus  Company  has  done  this 
with  regard  to  their  product,  and  it  has  brought  about  a 
confidence  on  the  part  of  buyers  of  their  fountains. 

These  booklets  or  manuals  are  free  to  prospective  buy- 
ers of  soda  fountains  for  the  asking. 


One  inch  of  rain  falling  upon  one  square  mile  is 
equivalent  to  about  17,500,000  gallons  of  water. 
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What  to  Read  in  191 5. 


^VUCV^  This  famous  old  humorous  publication  has  nu- 
dergone  during  the  past  year  one  of  the  most  amazing 
changes  in  publishing  history.  Readers  who  have  picked 
it  up  at  the  newsstand  lately  have  been  absolutely  amazed 
at  the  enterprise  and  progress  shown  by  the  new  owners 
in  revising  the  oldest  and  most  celebrated  of  all  American 
humorous  weeklies.  Not  only  are  the  cleverest  wits  and 
satirists  of  the  day  numbered  among  the  regular  contribu- 
tors to  the  new  Puck  but  it  prints  in  every  issue  from  one  to 
four  pages  of  color  reproductions  from  the  most  celebrated 
artists  in  the  world.  Many  of  these  pages  are  genuine 
wo^ks  of  art  well  worth  framing.  Readers  of  The  Spat- 
ula vnll  find  a  keen  delight  in  getting  the  next  copy  of 
Puck  and  looking  thrugh  it  for  old  times  sake.  A  special 
trial  subscription  offer  is  made  by  this  publication  which 
includes  thirteen  numbers  for  |i.  The  regular  subscrip- 
tion price  is  I5.00  a  year ;  with  The  Spatula,  I5.50.  Ad- 
dress, 301  Lafayette  street.  New  York  City. 

TIm  C«iitur7.  A  notable  group  of  writers  contribute 
their  work  to  this  magazine.  In  191 5  writers  on  either  side 
wiU  present  authoritative  articles  on  the  great  war.  There 
will  be  four  notable  serials,  one  by  Jean  Webster.  Among 
many  other  live  articles,  there  will  be  a  number  of  life- 
stories  of  "Constructive  Americans,"  by  George  Creel, 
Harvey  O'Higgins,  and  Harold  Kellock.  Mr.  Kellock's 
article  on  George  W.  Perkins,  "A  Study  of  an  Anomaly," 
will  appear  in  an  early  number,  The  publishers,  The 
Century  Co.,  New  York,  are  making  a  special  offer  to  new 
subscrioers  of  the  twelve  months  of  1915  for  the  regular 
subscription  price  of  I4.00,  with  October,  November  and 
December  of  I9i4free  thus  giving  new  subscribers  James 
Lane  Allen's  story  **  The  Sword  of  Youth,"  complete ; 
with  The  Spatula,  I4.50. 

St.  Nieliol«a.  For  the  coming  year  this  magazine  gives 
promise  of  making  stronger  than  ever  the  place  in  the  af- 
fections of  young  people  it  has  held  for  more  than  a  gen- 
eration. One  of  the  most  interesting  features  will  be 
Frances  Hodgson  Burnett's  fascinating  serial, "  The  Lost 
Prince,"  a  story  of  our  own  times  but  founded  on  an  old 
world  legend.  A  story  of  real  adventures  in  Mexico  will 
interest  the  older  boys.  Other  serials  by  well-known 
writers,  all  bright,  clean,  virile  fiction,  and  the  various  fea- 
ture departments  that  are  familiar  to  juvenile  readers  the, 
world  over,  will  delight,  instruct  and  enterain  boys  and 
girls  of  all  ages.  The  publishers.  The  Century  Co., 
Union  Spuare,  New  York,  are  offering  to  new  subscribers 
the  October,  November  and  December  numbers  free,  and 
the  year  of  191 5  complete  for  the  usual  subscription  price 
of  I3.00 ;  with  The  Spatula,  I3.50. 

Review  of  Reviews.  It  is  an  illustrated  monthly  re- 
view of  the  most  important  happenings  of  the  mouth.  It 
gathers  from  all  over  the  world  news  and  information  of 
vital  interest  to  every  person  who  values  being  well  in- 
formed. In  each  number  there  are  lucid  editorials  on  the 
progress  of  the  world,  subtle  cartoons  from  the  leading 
papers,  special  articles  on  the  great  questions  of  the  day 
by  authorities,  a  financial  department,  a  review  of  the  new 
books,  and  of  the  best  that  appeared  the  preceding  month 
in  the  world's  magazines.  Asa  record  of  to-day's  events, 
as  a  summary  of  all  other  magazines,  and  as  a  library  of 


current  history,  art  and  letters,  the  Review  of  Reviews  is 
**  a  liberal  education."  Address,  New  York.  Subscription, 
I3.00 ;  with  THE  Spatula,  I3.50. 

Leslie's  Weekly.  This  is  the  great  American  ilus- 
trated  weekly  that  has  'pictured  the  world's  contempo- 
raneous history  for  two  generations.  It  is  brimful  of 
pictures  —  everything  is  illustrated  and  whole  pages  are 
devoted  to  pictorial  reviews  of  the  world's  news.  It  is 
friend  of  both  large  and  small  legitimate  business,  and 
above  all  in  everything  thoroughly  American.  It  pleases 
and  enlightens  the  entire  family.  Its  pictorial  record  of 
the  great  war  is  unexcelled.  Address,  225  Fifth  Ave., 
New  York.  Subscription,  I5.00;  with  The  Spatula, 
$5.50. 

The  American  Me^eziBe.  Features  of  unusual  and 
varied  interest.  A  series  of  striking  articles  vdll  appear 
by  writers  who  kre  experts  in  the  various  subjects  covered. 
A  new  novel  will  appear  by  David  Grayson  entitled 
"  Hempfield."  Other  novels  and  stories  are  scheduled  by 
the  following  authors:  Edna  Ferber,  Marjorie  Benton 
Cooke,  Maravene  Thompson,  Will  Irwin,  Inez  Hayes  Gil- 
more,  Ellis  Parker  Butler,  Lincoln  Colcord,  John  A.  Mor- 
oso,  Huj^h  Fullerton,  Alice  Hegan  Rice  and  many  others. 
Satires  and  cartoons  are  regular  features,  as  are  the  de- 
partments "  Interesting  People,"  "  The  Theatre,"  "  Tkc 
Interpreter's  House."  There  will  be  also  exciting  prize 
contests.  Address,  New  York.  Subscription,  1^1.50;  with 
The  Spatula,  I2.00. 

The  MetropoliUB.  This  live  magazine,  with  its  big 
and  costly  editorial  program  for  191 5,  and  the  brillant  ar- 
ray of  famous  writers  who  will  contribute  to  its  pages,  will 
merit  the  favor  it  enjovs  among  American  readers.  For 
the  next  three  years  Theodore  Roosevelt  will  write  exclu- 
sively for  it  on  great  social,  political  and  international 
questions.  Articles,  serials  and  short  stories  by  such 
world-famous  authors  as  Richard  Harding  Davis,  Rudyard 
Kipling,  Joseph  Conrad,  Booth  Tarkington.  George  Ber- 
nard Shaw,  Israel  Zangwill,  Inez  Haynes  Gillmore  and 
others  «how  that  the  high  standard  of  the  magazine  will 
be  fully  maintained.  A  unique  feature  will  be  a  series  of 
detective  stories,  in  which  the  plot  puzzle  is  written  by 
one  author  and  the  mystery  solved  by  another.  Address, 
New  York.  Subscription,  $1.50;  with  The  Spatula, 
$2.00. 

Red  Book  Magazine.  This  is  the  greatest  all-fiction 
magazine  in  the  world.  It  is  serting  the  pace  among 
magazines  of  all  kinds.  It  was  the  first  publication  to 
recognize  in  Rupert  Hughes  the  biggest  writer  this  gen- 
eration of  Americans  has  produced.  His  novels,  in  serial 
form,  are  one  of  the  regular  features  of  The  Red  Book. 
In  adrition  it  has  closed  contracts  for  serials  during  191 5 
from  Sir  Gilbert  Parker,  Mrs.  Humphrey  Ward,  Frank  N. 
Westcott,  brother  of  the  author  of  "  David  Harum,"  Cy- 
rus Townsend  Brady  and  James  Oliver  Curwood.  Among 
the  short  story  masters  whose  work  will  be  featured  are ; 
Irvin  S.  Cobb,  Melville  Davison  Post,  Meredith  Nichol- 
son, Harris  Merton  Lyon,  Ring  W.  Lardner,  Edwin 
Balmer,  Peter  B.  Kyne,  Ellis  Parker  Butler,  Ida  M.  Evans, 
Frederick  R.  Bechdolt,  Walter  Jones,  Harris  Dickson, 
Berthe  Knatvold  Mellett,  that  new  woman  writer  who  has 
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all  the  power  Jack  London  used  to  put  in  his  stories; 
Will  Payne,  Wallace  Irwin,  Mrs.  Wilson  Woodrow,  and 
many  others.  The  Red  Book  is  profusely  illustrated. 
Among  the  artbts  whose  work  grace  ifs  pages  are  James 
Montgomery  Flagg,  J.  H.  Gardner  Soper,  Walter  Tittle, 
C.  H.  Taffs,  C.  B,  Falls,  William  Oberhardt,  M.  Leone 
Bracker,  Edmund  Frederick  and  others.  Address,  Chi- 
cago, 111.  Subscription  price,  I1.50 ;  with  The  Spatula, 
I2.00. 

The  Woman's  Home  Companion.  A  rich  variety  of 
good'  things  which  appeal  to  women  of  every  class  and 
age,  is  announced  for  191 5.  Unusual  fiction  is  scheduled 
and  there  will  be  articles,  news  and  suggestions  full  of 
practical  value  for  the  mother  and  home-maker  as  well  as 
for  the  business  woman.  Most  striking  among  the  series 
of  articles  announced  is  one  by  Ida  M.  Tarbell,  in  which 
she  answers  manv  disturbing  questions.  Fashions  for  all, 
practical  articles  by  Grand  Opera  stars,  a  series  for  church 
workers  by  an  expert  in  sociology,  cookery,  handicraft, 
care  of  children,  fascinating  serials  and  stories  by  the  bc»t 
living  writers,  and  an  entirely  new  feature,  "  How  to  get 
Good  Motion  Pictures  in  Your  Town,**  make  up  a  maga- 
zine program  for  the  coming  year  that  should  prove  irre- 
sistible to  women  readers.  Address,  New  York.  Sub 
scription,  $1.50;  with  The  Spatula,  $2.00. 

Carrent  Opinion.  The  charm  of  the  magazine  lies  in 
its  vitality  its  timeliness,  its  impartiality.  It  is  an  illus- 
trated monthly  review  not  only  of  the  big  events  of  the 
world  but  its  most  important  mtellectual  activities  in  all 
fields  of  endeavor.  It  is  as  broad  as  life,  as  fresh  as  a 
great  daily  newspaper.  The  issues  that  are  stirring  the 
world  now,  in  politics,  in  industry  and  finance,  in  science 
and  religion  in  literature,  art  and  the  drama,  throb  in  all 
its  pages.  It  has  started  a  big,  new  department,  called 
**  The  Business  World,**  which  is  proving  wonderfully  pop- 
ular and  is  meeting  a  real  need,  as  no  other  high-erade 
popular  magazine  gives  service  of  this  kind.  Address, 
New  York.  Subscription,  $3.00;  with  The  St>ATULA, 
I3.50. 

Popnlar  Mechanics'  Magnaine.  A  great  continued 
story  of  the  world's  progress,  which  you  mav  begin  read- 
ing at  any  time,  and  which  will  hold  your  interest  forever. 
Are  you  reading  it  ?  Two  millions  of  your  neighbors  are. 
It  appeals  to  all  classes  —  old  and  young,  men  and  women. 
The  *'  Shop  Notes  *'  Department  (20  pages)  gives  easy 
ways  to  do  things  —  how  to  make  useful  articles  for  home 
and  shop,  repairs,  etc.  **  Amatenr  Mechanics  **  (10  pages) 
tells  how  to  make  furniture,  wireless  outfits,  boats,  en- 
gines, magic,  and  all  the  things  a  boy  loves.  Address, 
Chicago.  Subscription,  I1.50 ;  with  The  Spatula,  I2.50. 
One  free  sample  copy  if  you  mention  The  Spatula. 

Teciinical  World  JMagazine.  Its  pages  are  more  fas- 
cinating than  fiction.  It  describes  and  illustrates  in  a 
plain,  complete  yet  interesting  way  whatever  is  new,  im- 
portant and  inter^ting  in  the  whole  range  of  discovery, 
invention,  industry,  engineering  and  science.  It  is  accu- 
rate, but  not  technical ;  thrilling,  but  not  sensational ;  fas- 
cinating, but  not  trashy.  Each  number  is  a  mine  of  up- 
to-date  taken-on-the-spot  Illustrations  Its  prospectus  for 
191 5  promises  a  year  of  articles  and  illustrations  that  will 
be  of  the  greatest  value  to  anyone  interested  in  the  cur- 
rent development  of  sdentlnc  and  mechanical  history. 
Address,  Chicago.  Subscription,  I1.50 ;  with  The  Spat- 
ula, I  year,  $2.00. 

Bine  Book  Mafasine.  Here  is  the  greatest  value  in 
the  magazine  world.  Each  issue  contains  340  pages  of 
the  livest,  best,  most  up-to-date  fiction  money  can  buy. 
At  present  it  is  printing  serial  novels  by  H.  Rider  Hag- 
gard, author  of  the  famous  **She,**  **King  Solomon*s 
Mines,**  etc.,  and  Detective  Burns,  and  a  delightful  four- 
part  feature  called  "The  Love  Letters  of  a  Divorced 
Couple,'*  by  William  Farquhar  Payson.  A  new  series  of 
stirring  adventures  in  Europe,  by  that  master  short  story 
man,  £.  Phillips  Oppenheim,  has  just  got  under  way,  and 


each  month  sees  the  publication  of  the  best  short  stoiy 
efforts  of  such  noted  writers  as  James  Oliver  Curwooa, 
Bessie  R.  Hoover,  Frederick  R.  Bechdolt,  Seumas  Mac- 
Manus,  Albert  Payson  Terhune,  Clarence  Herbert  New, 
John  Barton  Oxford,  Crittenden  Marriott,  George  Hib- 
bard,  Elliott  Flower,  Minnie  Barbour  Adams,  Kennett 
Harris,  Harris  Merton  Lyon,  John  Fleming  Wilson  and 
a  number  of  others.  Addlress,  Chicago,  lU.  Subscription, 
I1.50;  with  Spatula,  $2.00. 

Yovth's  Companion.  The  Cbmpanion  is  a  family 
paper  in  the  completest  sense.  It  provides  reading  that, 
without  failing  to  interest  the  young,  still  interests  the 
mature.  It  unites  young  and  old  through  their  common 
enjoyment  of  delightful  fiction,  agreeable  miscellany,  and 
the  clear  exposition  of  public  questions.  So  carefully  is 
it  edited,  so  varied  are  its  contents  that  it  would  easily 
supply  a  family  with  entertaining  fiction,  up-to-date  infor- 
mation and  wholesome  fun,  if  no  other  periodical  entered 
the  house.  New  subscribers  receive  free  a  copy  of  The 
Companion  Practical  Home  Calendar.  Address,  Boston. 
Subsciption,  I2.00 ;  with  Thr  Spatula,  I2.50. 

Popular  Electricity  and  Modem  Mechanics  is  a  con- 
solidation of  Popular  Electricity  and  the  World's  Advance 
of  Chicago,  Modern  Electrics  and  Mechanics  of  New^ 
York,  and  Electrician  and  Mechanic  of  Boston.  It  is 
written  in  an  easy  flowing  style,  in  simple  terms,  and  has 
scores  of  illustrations  that  appeal  to  all,  the  boy  of  16, 
the  man  or  woman  of  60.  Each  number  averages  over 
200  pages  of  live,  red-blooded  matter  of  interest  to  every- 
body. It  covers  the  progress  in  electrical,  mechanical 
and  genera]  fields,  ana  describes  how  various  electrical, 
mechanical  and  general  articles  may  be  made.  The  drug- 
gist will  find  much  of  practical  value  in  his  business. 
Address,  New  York.  Subscription,  $1.50;  with  The 
Spatula,  I2.00. 

Green  Book  Magasine.  This  publication  is  unusual 
in  that  it  devotes  much  of  its  space  to  the  theatre,  but 
thaf  its  theatrical  articles  are  written  and  editedlo  interest 
and  entertain  those  who  go  to  the  theatre  and  not  those 
who  work  there.  In  other  words,  it  is  not  in  any  sense  a 
"  trade  publication.'*  In  addition  to  its  theatrical  articles, 
the  Green  Book  Magazine  prints  some  of  the  most  note- 
worthy fiction  which  is  published  in  America.  It  has  just 
begun  the  serial  publication  of  **  The  Foolish  Virgin,**  the 
new  novel  by  Thomas  Dixon,  author  of  **  The  Clansmin  " 
and  "  The  Leopard's  Spots,*'  and  a  new  novel  of  Broad- 
way life,  by  W.  Carey  Wonderly,  who  wrote  "  Manhattan 
Mad.**  It  also  makes  a  feature  of  the  short  stories  of 
such  writers  as  Gertrude  Brook  Hamilton,  Ida  M.  Evans, 
Walter  Jones,  Frank  R,  Adams,  Cosmo  Hamilton  and 
others.  Address,  Chicago.  Subscription,  j^i.50;  with 
Spatula,  |2.oo. 

Strand  Magasine.  Magazine  lovers  who  want  *<  some- 
thing different  **  will  find  it  In  The  Strand.  It  has  a  char- 
acter all  its  own.  Every  page  is  full  of  human  interest. 
Among  its  regular  contnbutors  are  such  writers  as  Conan 
Doyle,  W.  W.  Jacobs,  E.  Phillips  Oppenheim,  Arthur 
Morrison,  Richard  Marsh  and  Randolph  Bedford.  Ex- 
President  Roosevelt  writes,  **  I  am  a  steady  reader  of  the 
Strand  Magazine.**  Each  number  contains  144  pages  and 
there  are  one  or  more  illustrations  on  nearly  every  page. 
Address,  New  York.  Subscription,  1 1.50;  with  The 
Spatula,  I2.00. 

Piioto  Era.  The  leading  photographic  monthly  for 
business  or  pleasure.  Famous  writers  and  photographers 
contribute  exclusive  features.  Superb  half-tone  repro- 
ductions illustrate  the  best  of  the  world's  photo-art.  For 
the  beginner  are  provided  a  correspondence  department, 
print  criticism,  technical  data  of  every  illustration,  monthly 
exposure  table,  ^26. 50  in  monthly  prizes  for  photographs, 
separate  competitions  for  beginners  and  advanced  workers. 
Address,  Boston.  Subscription,  I1.50 ;  with  The  Spat- 
ula, I2.00.    Sample  free  it  mention  Spatula. 
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lAt*r«stiB^  Facts* 

There  is  nothing  like  a  tree  to  keep  air  pure,  re- 
marks a  scientist.  If  a  single  tree  of  moderate  size 
were  growing  where  a  dozen,  or  even  as  many  as  20, 
men  were  sleeping  the  purifying  action  of  its  leaves 
would  keep  the  air  fresh. 

One  of  the  ancient  city  guilds  of  London,  the  Glass 
sellers'  company,  was  given  the  right  in  1664  of  smash- 
ing glass  of  foreign  manufacture  wherever  it  was  found. 
The  charter  has  never  been  revoked.  Perhaps  the 
charter  can  be  transferred  to  the  suffragettes. 

From  the  first  of  February  until  the  last  day  of  May 
from  fifty  to  a  hundred  tons  of  flowers  are  shipped  to 
Penzance  every  week  from  the  "  flower  farms  "  of  the 
Scilly  Isles. 

A  curious  well  in  Canada  produces  sand  instead  of 
water.  The  sand  comes  up  in  a  fine  stream  like  a 
fountain.  The  force  which  drives  it  to  the  surface 
from  a  depth  of  100  feet  has  not  yet  been  discovered. 

Si  James  Crichton-Browne  once  emphasized  the 
curative  value  of  light.  Sunlight,  he  remarked,  will 
cure  more  of  our  ailments  than  any  other  single  agent. 

Japanese  inns  furnish  fresh  tooth-brushes  every 
morning  free  to  every  guest.  The  brush  is  of  wood, 
shaped  like  a  pencil,  and  frayed  to  a  tufty  brush  of 
fibre  at  the  large  end. 

^  Tobacco  from  frazil  is  the  most  combustible  but 
the  tobacco,  though  growing  large  handsome  leaves, 
has  little  substance.  The  United  States  leads  all 
other  countries  in  tobacco  production,  of  which  it  ex- 
ports at  least  one-half. 


BE  UP  TO  DATE. 


Tlkm  Joy  of  Lrlvia^* 

Pyorrhocide  is  said  to  b^  very  efficacious  in  the  treat- 
ment and  prevention  of  pyorrhea  (Rigg's  disease),  and  at 
the  same  time  is  an  oral  prophylactic  tor  general  use.  It 
is  extensively  advertised  to  the  dental  and  nedical  profes- 
sion. It  Is  composed  of  substances  unaffected  in  price  by 
the  European  disturbance,  and  its  sales  are  likely  to  in- 
crease material) y  in  the  near  future. 

In  order  to  stimulate  the  demand  for  this  preparation, 
the  makers,  the  Dentinol  and  Pyrrhocide  Co.,  1 10  West 
40th  St,  New  York,  are  distributing  to  dealers,  upon  re- 
quest, charges  prepaid,  a  window  display  cut-out,  48  by  36 
inches,  handsomely  lithographed  in  seven  colors,  which  is 
a  radical  departure  from  the  stereotyptd  display  card  in 
its  unkjue  design  and  forceful  attractiveness.  With  each 
display  a  supply  of  the  new  booklet,  **  The  Joy  of  Living,** 
Is  included.  The  booklet  is  likewise  original  in  its  man- 
ner of  treating  of  the  value  of  pyorrhocide  in  the  care  of 
the  teeth  and  in  maintaining  oral  hygiene.  This  booklet 
is  also  sent  to  dentisu  aUid  physicians  for  distribution. 


A  "Saf^tjr  First »»  Miac«r. 

Considerable  trouble  has  been  experienced  by  users  of 
electric  drink  mixers  from  shocks  caused  by  the  operator's 
hands  coming  in  contact  with  the  exposed  surface  of  wire, 
or  In  some  cases  throttfh  the  metal  paru  of  the  machine. 
This  is  not  only  attended  by  inconvenience,  but  is  also  a 
source  of  no  little  danger  in  the  way  of  bums,  etc.  The 
Wisconsin  Electric  Company,  of  Racine,  Wis.,  have  just 
placed  a  new  mixer  on  the  market,  so  designed  that  the 
special  feature  is  '*  Safety  First.*' 

"  The  Dumore  **  mixer  is  so  constructed  that  all  chance 
of  shock  is  done  away  with,  inasmuch  as  the  switch  knob, 
as  well  as  the  button  on  the  agitator  shaft,  are  made  of  a 
high  grade  Insulation  compoond,  ahd  all  parts  of  the 
motor  properly  insulated  from  the  paru  coming  |n  contact 
with  the  operator's  hands.  "  The  Dumore  "  is  very  clev- 
erly constructed,  doing  away  with  many  of  the  awkward 
features  of  other  machines,  it  being  necessary  only  to  lift 
the  agitator  in  placing  the  glass  with  the  drink  to  be 
mlxe^  instead  of  the  entire  motor.  The  parts  are  all 
standardized  and  Interchangeable,  and  the  base  of  machine 
when  In  operation  is  illumined,  ailso  the  contents  of  the 
glass  are  lighted  up,  making  a  color  tffect  which  attracts 
much  attention.  We  predict  a  sensational  sale  for  this 
new  machine. 

Corks  mwkA  Yo«r  R«]»«itatiosft* 

To  the  average  consumer,  who  knows  little  or  nothing 
of  the  cost  of  ingredients  or  pharmaceutical  skill  required, 
the  appearance  of  a  prescription  is  a  criterion  of  your  pro- 
fessional ability.  Consequently,  the  effect  of  a  poor  cork 
is  obvious.  Unhappily,  too.  Its  Inflaence  extends  farther 
than  the  Impression  made.  After  being  removed  from  the 
bottle  two  or  three  times  a  poor  cork  breaks,  and,  like 
most  mishaps,  this  usually  occurs  at  the  most  inopportune 
moment  A  highly  provoked  customer  is  the  result,  and 
your  reputation  for  service  suffers  proportionately. 

According  to  the  Armstrong  Cork  Company,  it  was  this 
that  created  the  demand  for  a  better  grade  of  prescription 
corks,  which  they  met  with  their  Circle  A  Brand.  Their 
view  of  the  matter  Is  that  It's  just  as  essential  to  put  a 
good  cork  in  a  prescription  as  it  is  to  put  pills  in  boxes 
instead  of  envelopes,  which  woald  be  cheaper — and  the 
ever-ii^reasing  sales  of  Circle  A  Corks  seem  to  be  con- 
clusive proof  that  their  opinion  is  correct.  To  stack  your 
reputation  for  service  against  the  difference  in  price  be- 
tween the  best  corks  and  the  cheaper  grades  is  giving 
mighty  big  odds.  But  even  this  wouldn't  be  so  bad  if  it 
was  a  **  sure  thing " ;  but  it  isn't.  Sooner  or  later  some 
customer,  because  of  a  broken  cork,  loses  his  temper  and 
you  lose  his  trade,  and  this  leads  to  the  question :  Is  the 
chance  worth  what  you  save  ? 


An  infant  grows  eight  inches  during  the  first  year. 
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No.  I.    Patent  No.  1,116,523.    Bottlb. 
10  by  Albert  Watlake,  New  York,  N. 


Patlented  Nov. 
Y. 
Patented  Not- 


No.  2.    Patent  No.  1,117,431.    Funnel: 
17  by  Ira  P.  Olds,  Santa  Rosa,  Fla. 

Na  3.  Patent  No.  1,116,983.  Bottlb-Caf.  Patented 
Nov.  10  by  Leon  W.  Brown,  New  York,  N.  Y. 

No.  4.  Patent  No.  1,116,67a  Bgcttle-Protector.  Pat- 
ented Nov.  10  by  Ella  G.  Brewer,  New  York,  N.  Y. 

No.  5.  Patent  No.  1,115,754.  Lemon-Squeezer.  Pat- 
ented Nov.  3  by  Edwin  Walker,  Erie,  Pa. 

No.  6.  Patent  No.  1,117,327.  Water-Bottle.  Pat- 
ented Nov.  17  by  Marcellns  B.  Clark,  Akron,  Ohio. 

No.  7.  Patent  No.  1,115,506.  Sealing- Pack.  Patent- 
ed Nov.  3  by  Eugene  D.  Chellis,  Portland,  Me.,  as- 
signor to  Nation^  Metal  Seal  Corporation,  Boston, 
Mass. 

No.  8.  Patent  No.  1,116,663.  Bottle-Stopper.  Pat- 
ented Nov.  10  by  Willis  W.  Woodruff,  Minneapolis, 
Minn. 

No.  9.  Patent  No.  1,117,284.  Sticky  Fly  Paper  De- 
vice. Patented  Nov.  17  by  Gustave  Wagner  and 
Myron  H.  Hopkins,  Grand  Rapids,  Mich.,  assignors 
to  the  O.  &  W.  Thnm  Company,  Grand  Rapids,  Mich. 

No.  10.  Patent  No.  1,116,677.  Drinking-Cup.  Pat- 
ented Nov.  10  by  Henry  B.  Cooley,  New  Britain, 
Conn.,  assignor  to  the  American  Paper  Goods  Com- 
pany, Montclair,  N.  J. 

No.  II.  Patent  No.  1,117,764.  Cork-Remover.  Pat- 
ented Nov.  17  by  Floyd  J.  Bell,  Meadville,  Pa. 

No.  12.  Patent  No.  1,118,244.  Stopper.  Patented  Nov. 
24  by  Thomas  C.  Spelling,  New  York,  N.  Y. 

No.  13.  Patent  No.  1,118,134.  Nursing  Bottle  De- 
signed FOR  Use  with  Rubber  Nipples.     Pat- 


ented Nov.  24  by  Samuel  Aogusttts  Jones,  Washing- 
ton, D.  C. 

No.  14.  Patent  No.  1,115.518.  Mixing  Device  for 
Soda  Fountains.  Patented  Nov.  3  by  John  Frank 
Dwiggins,  Petersburg,  Tenn.       ^ 

No.  15.  Patent  No.  1,116,833.  Medicine-Dropper. 
Patented  Nov.  10  by  Ralph  M;  Myers,  Muir,  Mich. 

No.  16.  Patent  No.  1,116,683.  Hot- Water  Bottle. 
Patented  Nov.  10  by  Anton  C.  Eggers,  New  York, 
N.  Y. 

No.  17.  Patent  No.  1,11^,561.  Syringe.  Patented  Nov. 
3  by  Frederick  O.  Northey,  New  Orleans,  La.,  as- 
signor to  Parke,  Davis  &  Company,  Detroit,  Mich. 

No.  18.  Patent  No.  1,115,597.  Vaccine-Container. 
Patented  Nov.  3  by  George  H.  Sherman  and  Arthur 
G.  Sherman,  Detroit,  Mich. 

No.  19.  Patent  No.  1,116,567.  Weigh ing-Scale.  Pat- 
ented Nov.  10  by  George  M.  Conway,  Jersey  City, 
N.  J.,  assignor  to  the  Torsion  Balance  Company, 
New  York,  N.  Y. 

No.  20.  Patent  No.  1,116,014.  Hot-Water  Bottle. 
Patented  Nov.  3  by  Marcellus  B.  Clarke,  Akron,  O. 

No.  21.  Patent  No.  1,146,62a  Poison-Bottle.  Pat- 
ented Nov.  3  by  William  H.  Pollgreen,  Bisbee,  Ariz. 

No.  22.  Patent  No.  1,116,006.  Tumbler- Washer. 
Patented  Nov.  3  by  Joseph  Benzlon,  New  York,  N.  Y. 

I«ilc«s  tlkm  I^tt^riatf  Plates. 

The  articles  on  the  use  of  the  shading  and  similar 
pens  for  show-card  writinp;  are  just  the  thing  I  have 
been  wanting  for  a  long  time.  Ask  your  contributor 
if  he  can  give  us  recipes  for  the  inks,  proportions  of 
eum,  water  and  color,  or  give  us  something  more 
definite  than  "  not  too  tnin.'^  Wishing  you  success. 
Liverpool^  Eng.^  Nov,  16,  rgi^.  ^        M.  S.  Hughes. 
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Recently  Applied  for  Trade -Marks 


OLD  ...„ 

Mission         iW« 


ZINOLIN 


4^  THAYERS 


Tm^H- 


•  »7«»-* 


"^gq^^gou 


ALOCOU) 

TABLETS 


•^%»i«t 


;r- &^  m  .;;^«  ^ 

war  rapitf  si.^^2^  ^ 


ncNERYISAHA 
';     TreatioMt 


IjraL^ 


Note.  —  The  following  numbers  are  all  Class  6  "  serial 
nambersi'^^'and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  farther  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

81,615.     W.  G.  Rogers,  Madison,  Ind.    A  toilet  cream* 

Sept,  20,  1914. 
80,136.    Rite  Specialty  Co.,  New  York,  N.  Y.    A  rasp- 
berry confection,  a  laxative.    July  13,  19 14. 
81,213.    Stej>hen  Fargo,  Cleveland,  Ohio.    A  remedy  for 

the  various  affections  of  the  lungs  and  throat.    Aug. 

10,  1914. 
73f539-     Mattie   Clisby,   Birmingham,  Ala.     Hair-salves 

and  hair-tonics.    June  i,  19 13. 
79,926.    Frank  J.  Nelson,  Hallock,  Minn.    A   chemical 

preparation  noxious  to  insects  and  vermin.    June  29, 

1914. 


78,422.  Irving  MoEwen,  Omaha,  Neb.  Face-creams, 
Florida  water,  violet  witch-hazel,  foot-powder,  etc. 
April  20,  1914. 

76,878.  Eva  Isabell  Simons,  San  Francisco,  Cal.  Toilet 
creams,  etc    November,  191 3. 

79,866.  George  W.  Collins,  Coffeyrille,  Kans.  Cough- 
syrup  and- hair-tonic.     July  13,  1914. 

80,265.  Francois  Bosano,  Marseilles,  France.  Denti- 
frices, including  dental  powders,  pastes,  elixirs,  soaps. 
April  3,  1914. 

^t977*  Stephen  Fargo,  Cleveland,  Ohio.  A  liniment. 
Aug.  22,  1914. 

81,130.  The  Franklin  Co.,  Jersey  City,  N.  Y.  A  medi- 
cmal  preparation  for  malaria,  chills  and  fever,  and 
diseases  resulting  from  malarial  poison.   May  8, 1878, 

80,079.  '^h®  Nervisana  Company,  C^cago,  111.  A  nerve 
remedy.    June  10, 1914. 


/-\  HOW  ARE  YOU  BIDOING 

/  ^  J  fo'  *he  trade  of  the  new  families  moving 
into  your  vicinity  ? 

First  impressions,  you  know,  count  for  a 
lot  with  strangers. 

Are  year  windows  the  advertisement 
they  should  be  for  your  store  ? 

Barlow  Fixtures  make  attractive  win- 
dow trimming  an  easy  matter.  If  you 
liaven't  our  catalog,  drop  us  a  Hue  today. 

THK  BARI^OW  COMPANY 

No.  79-G  Race  St.,         Holyokb,  Mass' 


ROBERTSON'S 

fruit  tablets  flavors  soldom  found,  oxoopt  in 
tho  original  fruits,  oonsoquontly  aro  businoss 
buiidors  I  paokod  6  lb.  round  Jars  \  and  4  lb. 
aquaro  Jars.  Estafolishod  rotail  prioo  40o  lb. 
or  2  OSS.  for  60. 

If  not  at  your  Jobbors  writs  us  dir«ot. 

ROBERTSOII-BIUDSHAW  CO., 
288  6mMtt  SM,       Nm  rMk  CHr 
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BUY  A  GROJ5  l^f  |^JU..„, 


^33. 60  per  gross.     f2.S0  per  doz. 

JOBBERS  SELL  IN  GROSS  LOTS.  6%  AND  2H%  Off. 

This  is  the  Genuine, 


THE   KIND  YOU  MAVE   ALWAYS   HANDLED. 
IT    PAYS   TO    HANDLE    RELIABLE    GOODS. 


.  • .  Smnd  for  •  •  • 

Cards,  Cut  Outs  and  Counter  Wrappers. 


THE  CEjqr^UR  COMPJkHY, 

250  West  Broadway, 
New  York  City. 


Prmmldmnt, 


BUY  A  GR0^5  ^^i'^l"'       . 

— — ^— — — ..— ^     and  2  1*2  per  cent. 

l^Ko  can't  sell  IS  dosen  per  anmim? 
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Mr.  Walrus  says:— 

WALRUS  SODA  FOUNTAINS 

Arraogtsm 'Dt  and  M4terials,  aam-ly: 

THE  EITHERWAY. 


embody    Three    Distinct 
Grades  of  Construction, 


THE  COMMONER. 
THE  WONDER. 


i^as 


An  Absolute  Sovereign.  No  other  Apparatus 
nearly  approaches  it.  Ice  or  Iceless.  Use  it 
EITHERWAY.  The  Syrup  Jar  that  jars  competition.  Syrup  Lifts 
Guaranteed  a  Life  Time. 

Tust  like  all  otiiers  are  offering,  only  we  naake  it 
better  and  sell  it  for  less.  Let  us  prove  it. 
Far  ahead  of  anything  in  its  class.  Substantially 
built,  well  designed,  durable  A  whole  lot  of  Foun- 
tain for  a  very  little  money.  Made  tor  the  man  who  requires  a  good  but 
inexpensive  outfit. 

SBND  FOR  CATALOGS 

WALRUS    MANUFACTURING   COMPANY 

DKCATUft,  ILLINOIS 

Largest  Builders  and  Distributors  of  Soda  Fountains  through  Jobbers 

AGBNCIBS  IN  ALL  fRINCIPAL  CITIBS 


81,182.  The  Bluetts  Company,  Madison,  Wis.  Tablets, 
pills  or  boles  composed  principally  of  methylene-blue 
used  as  a  disinfectant  and  germicide.     Feb.  6,  191 4. 

81,786.  Thomas  N.  Kenyon,  Minneapolis,  Minn.  A  medi- 
cinal salve  or  ointment.    Oct.  i,  1914. 

81,748.  Reuben  A.  Hine,  New  York,  N.  Y.  Bitters- 
Jaly  25,  1914. 

81,705.  Edwin  Burgess,  London,  England.  Ointment. 
Nov.  19,  1876. 

81,327.  Louis  J.  Smith,  South  Bend,  Ind.  Local  Anaes- 
thetics.    Jan.  I,  1909. 

79,819.  Bessie  Lee  Mosso,  Chicago,  111.  A  remedy  for 
fatigue  poison,  syphilitic  poison,  blood  poison,  ca- 
tarrhal poison,  etc.    Dec.  i,  1885. 

71,596.  Dr.  Pasquale  M.  Marafioti,  New  York,  N.  Y. 
Medicinal  lozenges  to  be  used  as  a  treatment  for  the 
throat.     June  i,  1913.       • 

75,344.  Sharp  &  Dohme,  Baltimore,  Md.  Filed  Jan.  21, 
19 1 4.  Fluid  extracts,  solid  extracts,  powdered  ex- 
tracts, concentrations,  pills,  etc. 

79,821.  The  Strong  &  Cobb  Company,  Cleveland,  Ohio. 
Preparations  for  the  treatment  of  headaches,  etc. 
June,  1914. 

81,009.  Sazel  Corporation,  Pierre,  S.  D.,  and  Chicago, 
111.    Antiseptic  compound  medicines.    Nov.  30, 1913. 

82,007.  Louise  M.  Yenny,  New  York,  N.  Y.  A  hair- 
tonic    Oct.  15,  1913. 

81,957.  Broma-Mist  Co.,  Boston,  Mass.  A  remedy  for 
headache,  heartburn,  etc.     May  i,  191 4. 

81,768.  The  Liver  Squafe  Company,  Cotter,  Ark.  A 
laxative  or  purgative.     January,  191 2. 

80,074.  Stockholms  Superfosfat  Fabriks  Aktiebolag* 
Stockholm,   Sweden.      Chlorates  and  perchlorates* 


calcium  carbid,  urea,  guanidin,  calcium  cyanamid  and 
sulphate  of  ammonia.     May  10,  1897. 

81,429.  Irving  McEwen,  Omaha,  Neb.  Toilet  lotions, 
face  cream,  massage  cream,  vanishing  cream,  etc. 
Aug.  20,  1 91 4. 

81,376.  Charles  K.  Levy,  Minneapolis,  Minn.  A  disin- 
fectant liquid.     June  19,  1909. 

77,224.  The  C.  B.  Woodworth  Sons  Co.,  Rochester, 
N.  ¥.  Perfumes,  toilet  waters,  talcum  powder  and 
toilet  creams.     Jan.  5,  191 4. 

79,724.  Henry  Thayer  &  Company,  Cambridge,  Mass. 
Carbolic  salve,  cathartic  pills,  pile  remedy,  soothing- 
syrup,  etc.     1847. 

81,431.  William  L.  Puckett.  Los  Angeles,  Cal.  Lini- 
ment for  external  use.     May  17,  191 1. 


Christmas  Rush 
for  Candies  Begins 

Right  now  is  your  great  opportunity  to 
make  old  1914  the  banner  year  of  your 
business.  Are  you  doing  all  in  your 
ix)wer  to  make  it  a  reality  instead  of  a 
dream }    Carry 

Necco  Wafers 

Glased  Paper  Wrapper 

Hub  Wafers 

Transparent  Paper  Wrapper 

and  reap  the  benefit  of  our  big  Christmas  advertis 
ing  campaign.  You  can't  fail  to  feel  the  effect  of 
this  nation-wide  publicity  if  you  carry  these  famous 
wafers  in  stock  to  meet  the  big  Christmas  demand. 
The  tremendous  response  to  this  advertising  is 
evidenced  by  the  daily  rush  orders  we  have  received 
since  this  campaign  began.  Let  it  help 
you  to  swell  your  Christmas  profits. 
If  not  at  your  jobber's  write  us  immedi- 
ately 

NEW  ENGLAND  CONFECTIONERY  CO. 
Boston,  Mass. 


Digitized  by 


Google 


152 


THE  SPATULA 


80,983.  Stephen  Fargo,  Cleveland,  Ohio.  A  liniment. 
Aug.  22,  1914. 

73,679.  W.  T.  Mahon,  St  Louis,  Mo.  Proprietary  medi- 
cines for  treatment  of  cases  requiring  an  alterative 
and  nerve  stimulant.     1902. 

79,614.  J.  E.  Snyder,  Portsmouth,  Ohio.  A  hair-curling 
fluid.    June  i,  19 14. 

Cjctraots  and  TiAottsr^s* 

The  vast  promotion  machinery  of  Parke,  Davis  &  Co. 
has  been  set  in  morion  in  the  interest  of  the  company's 
fine  line  of  fluid  extracts  and  tinctures.  The  merits  of 
the  products  are  being  told  in  page  spaces  in  the  medical 
journals.  They  are  being  proclaimed  to  physicians  by 
word  of  mouth  by  an  army  of  detail  representatives. 
Stress  is  laid  upon  the  importance  to  the  practitioner  (and 
to  his  parient)  of  specifying  the  name  of  a  reliable  manu- 
facturer when  he  prescribes  a  fluid  extract  or  tincture. 
Parke,  Davis  &  Co.  are  in  a  peculiarly  advantageous  posi- 
tion in  conducting  a  campaign  of  this  character.  Their 
persistent  advocacy  of  standardization  for  more  than  forty 
years,  their  pioneership  in  both  chemical  and  physiologi- 
cal assay,  their  unceasing  work  in  behalf  of  scientific  medi- 
cine, their  unequalled  manufacturing  equipment — these 
things  give  them  a  prestige  that  is  hardly  attainable  by 
any  other  manufacturer  in  their  line. 

N«iv  PKarmaoists. 

The  Massachusetts  Board  of  Registration  in  Pharmacy 
registered  in  November,  after  examinations,  these  phar- 
tnacists  and  assistants  : 

Pharmacists:  Humphrey  Minahan,  Lawrence;  James 
A.  Sweeuey,  Melrose;  I^wis  A.  Webber,  Medford;  Joseph 
Weinrebe,  Boston  ;  F.  J.  McGuigan,  Cambridge. 

Assistants  :  Nathan  Abrahamson,  Boston ;  Victor  H. 
Chase,  Brookline;  Philip  H.  Gregory,  Beverly;  Walter 
Hoffman,  Lawrence ;  Paul  A.  Jatulevicius,  South  Boston ; 
Alfred  E.^Weinrich,  Willimansett. 


Just  as  these  signs  were 
symbolic  of  the  different 
metals  to  the  ancieht  al- 
chemists, so  the  @  mark  is. 
symbolic  of  the  best  corks 
to  the  modern  druggist. 
The  standard  for 

Circle  A  Corks 

is  definitely  fixed.  Every  one  is 
guaranteed  to  be  bright,  clean,  strong 
and  practically  flawkss.  When  you 
order  them  from  your  jobber,  you 
always  know  in  advance  what  you 
arc  going  to  get 

Twenty  cents  in  stamps  brings  a  trial 
package  of  100— Nos.  2  to  6.  Try 
them  once  you  will  alwa>'s  use  them. 

Armstrong  0>rk  0>mpany 

121  Twenty-third  Street 
PitUburgh,  Pa. 


Before  you  purchase  an  El^lectric  Mixer 

IXTrit*  for  lAformatioA  s*«tfardiAtf 

"THE  DUMORE" 

PATENTED 

THE  HOST  PRACTIid.,  ATTRACTIVE,  SAFE  AND 
SANITARY  MACHINE  ON  THE  MARKET 

ATTRACTIVEt 
THe  drinR  and  base  illtAinine. 

SAFEt     , 
THe  points  of  contact  are  non»con» 
dtActors. 

SANITARY  t 

Mixer  rod  protected  iP^Hen  not  in 

«Ase. 
PRICE  t 
l¥itH  tHese  excltAsive  featt^res  less 

tHan  tKat  of  otHer  macKines. 


IXTrito  tfts  for  particvilars 

Wisconsin  Clectric 
Company 

Mfrs   of  tK«D«imoroMiiK«r 
Racine,  VTis. 
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OronriAtf  Hydrastis* 

Goldenseal  is  a  native  drug  plant  of  admitted  com- 
mercial value,  which  is  rapidly  becoming  scarce,  and 
farmers  wl^o  have  had  experience  with  ginseng  may 
find  in  goldenseal  an  admirable  side  or  succession  crop. 
This  is  the  opinion  of  one  of  the  U.  S.  Department  of 
Agriculture's  drug-plant  specialists,  whose  pamphlet, 
"  Goldenseal  Under  Cultivation,'*  has  just  been  issued 
as  '*  Farmers'  Bulletin  613.  Goldenseal,  known  to  the 
pharmacist  and  physician  as  hydrastis,  is  native  to  open 
woodland  where  there  is  ample  shade,  good  natural 
drainage,  and  an  abundance  of  leaf  mold.  It  is  most 
abundantly  found  in  Ohio,  Indiana,  West  Virginia  and 
Kentucky,  though  it  grows  west  to  Minnesota,  south 
to  Georgia,  and  in  southern  New  York.  It  is  not  grown 
in  Europe  on  a  commercial  scale  and  the  United  States 
exports  quantities  of  this  drug  to  Germany. 

In  general,  drug  plants  are  difficult  to  grow,  labor 
costs  are  high,  and  the  market  limited.  These  draw- 
backs are  true  of  goldenseal,  but  ginseng  growers  who 
are  already  equipped  for  the  culture  of  exacting  wood- 
land plants,  but  whose  ginseng  crops  have  been  at- 
•  tacked  by  pests  and  diseases,  should  meet  with  some 
success  with  goldenseal.  The  latter  requires  essentially 
the  same  conditions  as  the  other  crop,  but  is  easier 
to  grow  being  far  less  subject  to  disease  and  attacks 
from  mice. 

There  began  to  be  a  commercial  demand  for  golden- 
seal about  i860  and  since  then  its  use  has  become 
world-wide,  although  most  of  it  is  consumed  in  this 
country.  It  is  valued  solely  for  its  remedial  properties 
and  was  commonly  used  by  Indians  and  early  settlers 
as  a  remedy  for  sore  mouth  and  inflamed  eyes ;  also 
as  a  bitter  tonic  in  stomach  and  liver  troubles. 

Until  about  the  year  1880  the  prices  paid  for  crude^ 
goldenseal  rarely  ranged  over  8  to  12  cents  a  pound, 
these  prices,  as  a  matter  of  course,  being  based  on  the 
actual  cost  of  collectipg  and  curing  the  material  where 
it  was  abundant  In  1890,  however,  the  approaching 
scarcity  of  the  root  was 'manifested  by  rising  pricesi 
and  at  the  close  of  the  next  decade  the  cost  had  ad' 
vanced  to  an  average  of  58  cents  a  pound.  Early  in 
1904  the  price  passed  the  dollar  mark,  the  year  closing 
with  wholesale  quotations  varying  from  I1.35  to  I1.50. 

With  .the  exception  of  slight  fluctuations  in  191 2, 
which  were  apparently  the  result  of  over-collection, 
there  has  been  a  steady  advance  in  the  price  of  the 
dried  root,  both  wild  and  cultivated.  The  prices*paid 
to  growers  and  collectors  of  goldenseal  for  the  last 
^three  years  have  ranged  from  I3  to  #4.25  a  pound,  and 
these  prices  are  thought  to  afford  a  fair  basis  of  profit  in 
goldenseal  culture,  even  after  taking  into  consideration 
the  rather  exacting  requirements  of  the  plant  and  its 
relatively  slow  progress  toward  commercial  maturity. 

It  costs  about  11,500  an  acre,  exclusive  of  the  value 
of  the  land,  to  start  a  goldenseal  plantation.  This  in- 
cludes the  average  cost  for  propagating  material,  but 
makes  no  provision  for  irrigation  during  dry  weather. 
Of  course,  special  conditions,  such  as  local  cost  of 
labor,  lumber  and  fertilizers  will  influence  this  esti-' 
mate.  This  outlay  might  well  discourage  those  who 
wish  to  cultivate  the^plant  on  a  large  scale,  but  small 
home  and  experimental  plantings  may  usually  be 
started  at  a  very  small  cost.    In  any  case  the  plan 


"Supremely 
The  Best." 


Rowe's  No-Thump 

AU-Over-Wasli 

Tumbler  Washer 

Its  SUPREMITY  is  founded  on  the  solid 
bedrock  of  recognized  SUPERIORITY. 

The  brushless  spray ;  the  " All-Over"  Wash ; 
the  patent  spray  regulator ;  the  thumpless  water- 
Valve  ;  and  the  rodless  rubber  glass-rest — these 
and  every  other  mentionable  improvement  in 
the  evolution  of  the  PERFECT  tumbler  wash- 
er, had  their  origin  in  the  ROWE. 

The  Riker-Jaynes  Drug  Co.,  The  Hall  & 
Lyon  Drug  Co.,  The  J.  Fred  Gibson  Co.,  and 
The  Liggett  Drug  Co.,— the  acknowledged 
drug  and  soda  magnates  of  the  land— have 
written  their  names  on  the  roster  of  its  endors- 
ers with  the  gold-dipped  pen  of  ripened  judg- 
ment and  experience. 

When  ordering  new  apparatus,  remember 
that  vital  part  upon  which  hygienic  dispensing 
ultimately  depends— ROWE'S  NO-THUMP 
TUMBLER  WASHER— and  write  it  out  in 
black  and  white  in  your  contract  paper.  Re- 
member, it  costs  no  more  than  worthless  de- 
vices purporting  to  be  "practically  the  same." 
915  in  nickle  plate ;  $18  in  silver  plate.  Ab- 
solutely Guaranteed.  Write  to-day  for  Cat- 
alog. 

L  L.  ROWE,  Mfr. 

U  PORTLAND  ST.,  -  BOSTON,  MASS. 
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requires  special  care  and  suitable  conditions  at  all 
stages  of  its  development. 

Goldenseal  takes  considerable  time  to  develop.  If 
it  is  grown  from  seed  under  favorable  conditions  it 
only  reaches  its  best  development  for  market  after, 
about  five  years.  If  it  is  grown  from  root  buds  or  by 
division  of  the  rootstock,  it  reaches  its  best  develop- 
ment in  three  or  four  years.  Successful  growers  have 
outputs  of  about  2,000  pounds  of  dried  root  per  acre 
after  five  years  from  seed.  Better  showings  might  be 
made  by  well-equipped  small  growers. 

A  market  for  goldenseal  is  found  with  the  crude 
drug  dealers  and  manufacturing  druggists  in  most 
large  cities.  This  root  is  also  handled  on  commission 
and  is  readily  purchased  by  fur  buyers  and  traders  in 
miscellaneous  forest  products.  The  estimated  annual 
consumption,  however,  is  only  100  tons,  and  as  only 
about  500  acres  would  be  needed  to  produce  that 
amount,  over  production  would  be  easy.  Prospective 
planters  must  bear  this  in  mind  as  well  as  the  fact  that 
this  estimate  makes  no  allowance  for  the  wild  supply 
of  the  root  which  is  still  a  factor,  although  rapidly  de- 
creasing. 

Ginseng  growers  will  be  interested  in  the  new  bulle- 
tin on  goldenseal.  It  goes  into  great  detail  regardinp; 
methods  of  cultivation,  and  may  be  had  free  on  appli- 
cation to  the  Division  of  Publications,  U.  S.  Depart- 
ment of  Agriculture,  Washington,  D.  C. 

Ita-ag  stores  (snaps)  for  sale,  also  positions,  in  all  states. 
Physicians,  Dentists,  Veterinarians,  Nurses, furnished  and  located. 
F.  v.  Kriiest,  R  P.  Omaha,  Nebraska.    EsUblished  1904. 

Consult  Moore  on  all  Adirertlslnif  questions.  Writing 
planning, illustrating,  printing  and  placing  of  advertising  carefully 
bundled!  Booklet  fne.  Write  MOORE.  Adv.  Spedatist,  Mew 
Egypt,  N.  J. 


HENRY  TROEMNER 


STAIVBARD  OF  HXCIXIiEIVCE 
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1913 


New  Triumph  Prescription  Scale 

Built    like    the    Wise  Man's  House  —  upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    sensCtive  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalogue  No.  1913. 

91 1  Arch  Street,        PHILA.,  PA. 


A  Guaranty 

of  complete  satisfaction  or  money  re- 
funded goes  with  ever)r  package  of 

PINEX 

Behind  you,  when  you  make  this  guar- 
anty to  your  customer,  stands  our 

Old,  Strong  Company 

There  is  no  quibbling  nor  side-stepping 

when  a  customer  is  to  be  satisfied. 

We  refund  the  full  retail  price. 

No  lost  profits. 

The  Pinex  Company  . 

FORT  WAYNE.  IND. 
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Mount    WasHington 
Impei^vf 
Boxes 

For  Your  Olntme 

▲yetd  chemical  reactlia 
«M  of  aetal  corir  or  comti 

Thej  are  luperior  in  beau 
of  finish,  ligntneM   and 
strength,  ji  ox.  to  16  os.     ^ 

BUukWainutandSUver    I 
P§flar,  I 

Sf^Hf;,  '*Mi.^  Washings  ^ 
ton  "  tn  ortUrtng  ^y^ur  U| 
wkcUsaUr. 

Mt.  Washington  Box  Co.,  Boston,  M ass. 
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DON'T  FORGET 

If  you  want  up-to-date 
copy  prepared  for 

BookleU 
Folders 
Counter  Slips 
Letters        1 
Newspaper  Ads 
Write 

ARCHBOLD.,  AD-MAN 

1562  E.  93rd  St..  CLEVEUND.O. 
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Fluid  Extracts  andTinctures 

that  will  bring  you  business. 


When  a  physician  sends  you  a  prescription  for  a  fluid 
extract  or  tincture,  he  wants  a  product  that  will  be  medicinaUy 
efficient;  that  will  be  active,  yet  not  too  active;  that  will 
produce,  in  short,  the  desired  therapeutic  result.  If  you 
dispense  one  of   our  products  on  his  order  you  will  give  him 

what  he  wants. 

♦  ♦      ♦ 

Our  fluid  extracts  and  tinctures  are  made  from  thoroughly 
tested  drugs,  under  ideal  conditions,  by  expert  pharmacists. 
They  are  accurately  assayed,  chemically  or  physiologically. 
Not  an  ounce  of  any  fluid  extract  or  tincture  goes  forth 
under  our   label    that    does   not   measure  up   to   the   adopted 

standard. 

♦  ♦       ♦► 

Specialize  in  our  fluid  extracts  and  tinctures.  They  will 
give  you  prestige  with  physicians.  They  will  bring  business  to 
your  prescription  department. 


PARKE,  DAVIS  &  COMPANY 

Laboratories:  Detroit,  Mich.,  U3.A.;  Walkerville,  OnL;  Hounslow,  Eng. 

Brmnckes:   New  York,  Chicago,  Kansas  Qty,  St  Louis,  Baltimore,  New  Orleans,  Minneapolis,  Seattle,  Boston, 

Pittsburg,  Qncinnati,  Buffalo,  Indianapolis,  U.  S.  A.;    Montreal,  Que.;    London,  Eng.;    Sydney, 

N.  S.  W.;  Petrograd,  Russia ;  Bombay,  India ;  Tokio,  Japan ;  Buenos  Aires,  Argentina. 
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A  gold  typewriter  was  recently  built  for  the  personal 
use  of  King  Alfonso  of  Spain.  Neariy  every  part, 
even  including  the  smallest/screw,  is  heavily  plated 
with  gold,  the  space  bar  made  of  mother-of-pearl, 
while  the  royal  arms  occupy  the  space  ordinarily  held 
by  the  name-plate.  The  case  is  made  of  mahogany* 
and  is  inlaid  with  rare  woods  and  pearl. 


iIoos«Kold  D«odoris«r« 

A  deodorizer  for  home  and  office  use  has  been  pro- 
duced which  operates  by  catalyptic  action.  It  is  de- 
scribed in  Popular  Mechanics  as  a  small,  bottle-shaped 
lamp,  which  has  the  appearance  of  being  merely  an 
alcohol  burner  A  heated  piece  of  platinum  kept 
glowing  by  alcoholic  fumes  acts  as  the  catalyptic 
agent  by  converting  the  vapor  into  formaldehyde. 
This  permeates  the  air  and  removes  from  it  the  odors 
of  stale  tobacco  smoke,  kitchen  smells  and  gases.  By 
mixing  a  small  quantity  of  perfume  with  the  alcohol 
the  lamp  gives  off  its  antiseptic  vapor  and  at  the  same 
time  scatters  the  aroma  of  the  perfume. 


A  popular  drink  among  the  peasants  of  Russia  is 
called  quass.  It  is  made  by  pouring  warm  water  over 
rye  or  barley  meal.  It  is  a  fermented  liquor  and  is 
very  sour,  but  has  been  used  for  years  by  these  pover- 
ty-stricken people. 

The  Arabs  were  the  first  to  use  orange  blossoms  as 
bridal  wreaths,  according  to  an  exchange.  The  orange 
branch  bears  fruit  and  flowers  at  the  same  time,  and 
is  therefore  regarded  as  an  emblem  of  prosperity. 


PYORRHOCIDE 


Unhrersally  ttcogtikzed  as  THE 
specific  in  the  tfcatment  and  pre- 
vention of  Pyorttxea  (Riggs^  Dis- 
ease)* Concededly  unequaOed  as 
a  prophylactic  dentifrice. 

Write  To-day  for  Attractiye  Dis- 
play Stand,  Uteratmre  for  distri- 
bution and  detaik  of  New  Sales 
Campaign,  free. 

THE  DENTINOL  AND 
PYORRHCX3DE  CX)., 

Worlds  Tower  Btsildlng, 
nO-nZ  W.  40th  St.       New  York  Qty. 


WINTER  FIXTURES. 

THe  Standard  of  Quality  and  Style. 


No.  502  Display 
Case  is  one  of  tHe 
many  neiv  crea- 
tions significant  of 
«« Winter  Qtiality'\ 
selling  at  a  poptilar 
price. 

Write  for  catalog 
14-f  illtistrating 
shoiv  oases  or  cata- 
log 14-f  illtistrating 
Qtiality  Drtag  Store 
Ftirnittire. 

1^  ither  will  be  sent 
on   reQtiest. 


SHEBOYGAN 


WINTER  COMPANY. 

rOVNDKD  1805. 
R«P3E**s«Atativ«s  at  all  pjpiAolpal  G«nt«rs. 


IXriSCONSIN. 
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An  Illfftstrated  MoatKlr  Publication  for  Dragtftota. 


Webb's  Alcohol. 

THE  ACKNOWLEDGED  STANDARD. 

JAMES  A.  WEBB  <&  SON.       ^^^^^t^^JS^  ^^^ 
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DO  BL£  PROFIT 


Maplewood  Mills  Absorbent  Cottons  are  the 
iosiist  sellers  and  the  BEST  profit  yeilders 

QJJ  ^SSORSENT    ^^^^  ^^^  '  —  ^*^  °^  ^^^  ^^^^  grades  they  mann- 
^  ^  facture  is  the  best  obtainable  at  the  price  and  pats  yon 

COlTOA[  on  ^^®  credit  side  of  your  customer's  good-will  account     It  costs  you 
less  than  similar  qualities  offered  by  others,  because  the  Maplewood 
Mills  complete  manufacturing  facilites  make      MM  £g1%t  W^WTM^i^Tk     TUtfWWC 
it  possible  to  produce  cotton  at  minimum    J^^nri^CLUKJlJU   JWiiM^M^^ 
cost  and  sell  a^t  prices  that  allow  a  liberal  margin  of  profit.  FJkLL  RiUER,  MJkSS, 

PWOOF  FOR  A  PO>T  CARP.  J 
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Fritzsche  Brothers  -  Nei^  York 
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Al)SOlute  Purity 

POLI^ANTIN 

in  HAY  FEVER 


Qnality  Standard 

F*«md*d  18** 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


Save  the  Freight  on  12  Case  Lots  of  Listerine 

Those  druggists  whose  demand  for  the  standard  antiseptic  preparation 
justifies  the  purchase  of  one  gross  large  size  Listerine  or  its  equivalent, 
should  corresp)ond  with  the  manufacturers  : 

LAMBERT  PHARMACAL  COMPANY,  LociKt  and  21st  Sts.,  St.  Uiiis,  Mo. 


Cckman's  Alterative 


new)  $r.oo 

'     '    200 


Constantly  Advertised    Cni>    TII1>nAT    ANI\   I  ITNPC      Small  Sise  (t 
Sells  the  Year  Round      rUK    lUKUAl    AUD   LUIllxO      Regular  Si ie 

CcRman  Mantifacttirin|(  Companxt  PHiiadeipHia»  Pa. 
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COLD  SODA  WATER 

Where  can  you  obtain  a  glass  of  cold  soda  watef  unless  drawn  from  a  PUFFER  SEALED  FOUNTAIN? 

(Patent  applied  for) 

The  construction  of  the  SEALED  FOUNTAIN  with  its  extra  largpe  sheet  block  tin  lined  coolers  insures  tbe 
G>Idest  and  Purest  Beveragfes^  with  a  Tremendous  Saving  of  Ice  in  comparison  with  any  other  fountain  made« 
The  SEALED  is  constructed  so  as  to  eliminate  circulation  of  warm  air  in  or  around  tbe  ice  receptacles^  and^at 
the  same  time  retaining  the  cold  air  within  makes  perfect  insulation* 


From  a  SANITATION  point,  the  SEALED  FOUNTAIN  has  every  advantage,  and  is  dirt  and  insect  prooL 
All  these  great  advantages  ate  found  only  in  the  SEALED^  and  for  your  own  benefit  can  you  afford  to  ignore 
them?  Each  year  you  operate  an  open  type  apparatus^  you  lose  about  one-fifth  the  entire  cost  of  a  SEALED 
FOUNTAIN,  and  can  you  afford  to  continue  such  waste* 

Buy  a  PUFFER  SEALED  FOUNTAIN  and  you  will  find  your  investment  about  as  good  as  new  when  your 
competitor's  open  fountain  is  ready  for  the  junk  man« 

WC  ARE  THE  SOLE  MAKERS  OF  THE  SEALED  FOUNTAIN 

AND  PATENTS  ARE  PENDING. 

SEVEN  SIZES  CARBONATORS,  all  automatic  and  pungent  soda  water  makers* 
Catalogues  mailed  on  request*    Terms  most  liberal*     Prices  Iow»  consistent  with  quality. 


U/>e  Puffer  Manufacturing^  Company^ 

Office  and  Warerooms,   51    Portland  Street*    Boston,  Massachtisetts. 

FactorXf  Winchester,  Mass. 
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Y  &  S  STICK  UCORICE 

PACKED  IN  INDIVIDUAL  5c.  CARTONS 


LOZENGES  FINEST 

AND  POWDERED 

»*^.  «  »-^«  EXTRACTS 

PELLETS  

IN  DECORATED  I  irCkUirr 

GLASS-FRONT  TINS  ROOT 


WAFERS  AMMON. 

^  GLYCYRRHIZIN 

5c  MUSUN  BAGS 

AU 

Etc.,  Etc  DruggUtt 

National  Licorice  Company 
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Massachusetts  College  of  Pharmacy 

72  St  Botolph  SU  Corner  of  Garrison,  Boston,  Nassachusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

TIm  Demand  for  GradvaUt  of  this  School  It  la  Ezcoss  of  tho  Sapplj. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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Divide  Your  Worries. 

ONT  try  to  shoulder  all 
the  responsibilities  of  your 
business.     Let  each  em- 
ploy^  carry    his    share. 
Nothing  puts  a  clerk  on 
his  mettle,  encourages  ini- 
tiative and  makes  for  gen- 
eral efficiency  in  the  busi- 
ness force  like  making  each  man  feel  that  a 
definite  share  of  the  responsibility  rests  upon 
him.  This  is  the  secret  of  successful  business. 

Send  It  Along. 

We  want  whatever  you  have  that  is  inter- 
esting, whether  a  paper,  a  formula,  an  account 


of  a  new  way  of  doing  things  or  a  photograph 
of  your  youngest  and  hopefulest.  It  is  an  easy 
thing  to  address  an  envelope  or  a  wrapper  and 
the  mails  will  do  the  rest.  The  more  you  send 
the  better  magazine  you  will  receive  in  return. 
Send  it  to  The  Spatula  —  send  it  at  once. 

Another  School  Needed.  « 

Too  bad  there  cannot  be  schools  for  buyers 
as  well  as  for  sellers.  The  man  or  woman  in 
front  of  the  counter  should  be  taught  to  rea- 
lize that  he  or  she  has  a  few  obligations  to  the 
man  behind  it  — that  having  the  money  to 
spend  does  not  necessarily  give  one  the  whip 
hand  to  apply  the  lash  of  grouchiness,  unrea- 
sonableness and  fifty-seven  other  varieties  of 
pure  cussedness. 

Studying  Salesmanship. 

The  great  majority  of  drug  clerks  have  no 
opportunity  to  attend  classes  in  salesmanship, 
but  any  clerk  who  has  the  right  ambition  can 
malce  a  good  salesman  of  himself.  Every  time 
he  buys  a  suit  of  clothes  or  a  pair  of  shoes  he 
should  study  the  methods  of  the  best  salesmen 
—  conversely  noticing  whatever  is  offensive  in 
dress,  manners  or  methods. 

Two  Sides. 

The  drug  business  is  unique  in  that  it  has 
two  sides,  the  professional  and  the  commercial. 
More  and  more  the  importance  of  the  com- 
mercial side  is  recognized.  '  It  is  the  side  by 
which  the  public  judges  the  capability  and 
knowledge  of  a  pharmacist.  A  prescription 
can  be  equally  well  dispensed  in  any  number 
of  pharmacies.  It  may  be  the  simplest  of 
simple  mixtures.  But  to  the  patient,  because 
of  his  ignorance  of  the  subject,  a  simple  or 
harmless  mixture  is  just  as  important  as  any 
other  mixture.  He  doesn't  know.  He  cannot 
tell.   But  he  decides  whether  to  return  to  that 
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particular  store  for  future  supplies  by  the  gen- 
eral appearance  of  the  pharmacy,  by  the  treat- 
ment he  receives,  by  being  told  to  return  in 
an  hour,  and  on  his  return  finding  the  druggist 
has  not  started  to  fill  his  prescription,  by  a 
good  cork,  a  decently  written  label,  and  a  hun- 
dred other  little  details  which  all  act  as  good 
or  bad  advertisements. 

Winter  Tonics. 

The  joys  of  a  summer  vacation  are  as  noth- 
ing compared  with  the  zest  of  the  winter  out- 
ing, say  those  who  know.  It  is  the  monotony 
of  the  daily  grind  that  wears  the  druggist 
out.  The  exhilaration  of  a  turn  on  a  frozen 
pond,  sleigh-riding,  toboganning,  snow-shoeing 
—  even  a  daily  brisk  walk  in  the  crisp  air  — 
these  are  the  greatest  vitalizers  and  chasers  of 
business  worries  ever.  Lay  aside  your  store 
cares  like  an  old  coat  and  get  out  into  the  open 
for  a  few  days  if  possible.  Then  feel  the  joy 
of  getting  back  to  work  fit  as  a  fiddle  and  dy- 
namic with  energy  and  courage. 

Which  Kind? 

Even  though  you  may  never  use  a  line  in 
a  newspaper,  your  store  is  being  advertised 
every  day.  Your  customers  do  it  —  it's  free  — 
you  couldn't  stop  it  if  you  wanted  to  —  but  it's 
up  to  you  whether  or  not  it's  the  kind  of  adver- 
tising you  would  have.  Obliging  service,  an 
attractive  interior,  truthful  statements,  stand- 
ard quality,  or  the  reverse  of  all  these,  which 
ever  you  merit,  will  establish  your  reputation 
in  your  neighborhood  by  word-of-mouth  adver- 
tising—  the  most  helpful  or  the  most  harmful 
form  of  publicity  in  the  world. 

Tact 

The  tactful  salesman  does  not  try  to  press 
on  a  customer  an  article  he  very  evidently  does 
not  want.  Tact  teaches  him  to  show  and  sug- 
gest until  the  customer  is  suited  and  satisfied. 
Put  yourself  in  the  customer's  place  and  try 
to  see  the  thing  from  his  angle,  and  a  tactful 
way  to  settle  differences,  and  disputes  will  be 
more  likely  to  suggest  itself.  If  a  customer 
gets  disgruntled  without  cause,  however,  it  is 
sometimes  wiser  to  take  no  notice  of  it.  Ten 
to  one  he  will  tire  of  the  other  store,  and  in 
time  come'back. 


Oddities. 

Most  people  dread  being  thought  odd,  but 
there's  a  significant  fact  about  oddities ;  they 
are  either  striking  successes  or  striking  fail- 
ures ;  and  they  succeed  quite  as  often  as  they 
fail.  In  fact  one  must  be  odd  enough  to  at- 
tract attention  in  order  to  succeed.  Unnatural 
oddness  is  Hkely  to  make  a  fool  of  one  and  be 
repellent,  but  natural  oddness,  which  is  simply 
the  oddness  of  being  natural,  is  usually  attrac- 
tive. Society  is  so  thickly  veneered  with  con- 
ventionalities and  so  hedged  by  conservatism, 
that  the  man  who  has  the  courage  to  break 
through  these  without  offending  good  taste 
attracts  interest  by  so  doing. 

Friends  Worth  While. 

Every  successful  business  man  is  a  whole 
storehouse  of  useful  and  practical  knowledge, 
if  he  can  be  induced  to  talk.  He  has  followed 
no  beaten  trail.  He  has  theorized,  reasoned 
things  out  for  himself,  experimented,  failed, 
succeeded,  made  many  false  starts  and  wrong 
moves,  but  one  fact  stands  out  clearly  —  none 
of  these  things  could  keep  him  down.  He 
took  loss  and  failure  and  disappointment  as 
part  of  the  necessary  training.  They  taught 
him  the  fine  points  of  the  game.  His  eye  was 
on  the  goal  and  he  stopped  at  nothing  short. 
Experience  is  a  gruelling  trainer,  but  when 
she  gets  hold  of  the  right  material  she  turns 
out  a  winner.  No  man  can  hand  over  his  ex- 
perience as  a  complete,  ready-made  guide  to 
any  other,  but  the  young  merchant  who  asso- 
ciates with  older,  successful  business  men,  and 
succeeds  in  drawing  them  out  in  conversation, 
will  gain  stimulus  from  their  ripened  judgment 
and  invaluable  ideas,  not  taught  in  college 
courses  and  not  found  in  books. 

Borrowing  Ideas. 

Few  ideas  in  modern  times  are  wholly  origi- 
nal. Even  those  inventions  that  appear  most 
wonderful  almost  invariably  had  their  inception 
in  borrowed  ideas.  The  enterprising  merchant 
to-day  is  on  the  alert  for  workable  ideas  wher- 
ever they  are  to  be  found.  That  they  are  not 
original  does  not  bother  him,  so  long  as  he  is 
clever  enough  to  give  them  a  twist  of  his  own 
that  will  adapt  them  to  his  purpose.  He  seeks 
wherever  the  gleaning  is  good  —  ideas  from 
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trade  magazines,  hints  from  competitors,  or 
from  other  lines  of  business  than  his  own.  He 
gathers  every  scrap  of  information  he  can.  If 
he  is  methodical  he  will  devise  a  scrap  book 
or  card  system  for  this  information,  sathat  he 
may  always  have  ideas  on  tap.  If  he  is  too 
busy  for  this,  what  he  sees  or  reads  will  lie 
dormant  in  his  brain  until  the  occasion  arises, 
when  it  will  blossom  into  a  profitable  sales 
booster.  The  fundamental  idea  is  what  counts 
—  circumstances  and  his  own  ingenuity  will 
supply  the  rest.  If  he  has  the  truly  progres- 
sive modern  spirit  he  will  give  others  credit 
for  knowing  something.  His  clerks  will  be 
encouraged  to  offer  ideas.  Brains  are  a  great 
factor  in  business  success,  and  two  heads  are 
better  than  one.  Better  business  is  the  target, 
and  ''  the  shots  that  count  are  the  shots  that 
hit." 

The  Outward  Sign. 

You  want  it  obvious  to  every  passer-by  that 
yours  is  a  drug  store,  whether  he  is  looking 
for  one  or  not.  Then  have  a  sign  that  shouts 
your  presence  into  every  available  ear.  If  you 
will  look  around  you  in  any  city,  you  will  be 
impressed  with  the  fact  that  every  inch  of 
space  has  a  value  for  advertising  purposes.  If 
you  live  in  a  small  town,  you  can  make  your 
outdoor  wall  space  just  as  valuable.  Modem 
publicity  methods  include  the  use  .of  all  the 
opportunities  for  advertising  that  present  them- 
selves —  more,  they  include  the  necessity  for 
digging  hard  to  find  opix)rtunities.  Unless 
you  are  a  very  rare  exception,  there  is  a  lot  of 
space  on  the  outside  of  your  store  that  is  not 
working.  It  is  not  necessary  to  overdo  the 
thing  and  make  your  store  look  like  a  crazy 
quilt.  Be  dignified,  if  you  will,  in  your  signs, 
but  let  them  talk  plainly.  Have  it  patent  first 
that  yours  is  a  drug  store.  Try  to  have  that 
fact  show  as  well  at  night  as  in  the  daytime. 
Colored  show  bottles  in  the  window  are  the 
best  thing  you  can  get  —  unless  you  are  sporty 
enough  to  have  electric  signs.  Everyone  recog- 
nizes the  colored  lights  as  the  druggists'  em- 
blems, even  if  their  use  is  a  time-worn  custom ; 
and  there  is  a  lot  of  drug  business  travelling 
the  streets  at  night.  If  you  have  some  space 
on  your  outside  walls  that  is  visible  for  a  long 
distance  up  or  down  the  street,  remember  that 


it  is  worth  more  to  announce  your  location  than 
several  times  that  space  on  the  very  front  of 
the  building.  Don't  under  any  circumstances 
let  the  patent  medicine  people  utilize  your  out 
door  space  to  exploit  some  nostrum  that  can 
be  bought  ^t  any  store. 

Most  Attractive. 

What  department  in  the  drug  store  attracts 
the  average  woman  first.?  Toilet  goods,  un- 
questionably. These  should  be  so  attractively 
displayed  and  so  easily  accessible  that  a  cus- 
tomer can  make  her  selection  deliberately  or 
hastily  as  she  may  desire.  Nothing  puts  a 
damper  on  a  woman  like  stepping  up  to  a  her- 
metically sealed  showcase  filled  with  toilet 
articles,  not  a  price  card,  not  a  name  of  an 
article  or  its  maker  can  be  distinctly  read,  and 
not  a  sample  that  she  can  feel,  smell  or  in- 
spect. Only  as  she  asks  for  them  are  a  few 
specimens  gingerly  passed  out  for  her  inspec- 
tion. A  good  trade-killer,  this.  Handsome 
containers  and  wrappers  have  much  weight 
with  some  women,  others  are  influenced  largely 
in  their  choice  by  the  names  of  well-known 
manufacturers  or  the  much  advertised  articles, 
while  still  others  want  to  try  the  very  newest 
goods  on  the  market.  But  there  is  one  com- 
mon point  of  agreement  —  every  woman  wants 
a  chance  to  sample  and  test  freely,  and  the 
top  of  the  showcase  or  a  special  table  should 
be  devoted  to  a  full  assortment  of  such  goods, 
plainly  placarded  and  priced. 


REPUDIATES  HIS  FATHER'S  BUSINESS. 
( From  photo  contributed  to  the  Spatula  by  W.  G.  Rook,  Wet- 
aakiwin  Alta,  Canada. ) 
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iIaAdk*rcKi«f  M^tamorpKosis. 

Tricks  with  flags  are  always  popular  on  account  of 
the  patriotism  they  arouse  in  the  minds  of  the  spec- 
tators, and  for  novelty  and  originality  this  one  is  not 
easily  beaten.  It  is  worked  on  a  new  principle  di£Fer- 
ing  entirely  from  any  other  change  of  a  similar  nature. 


the  e£Fect  is  quite  equal  to  the  best  Chinese  puzzle  in 
existence.  If  desired,  the  order  of  the  change  may  be 
reversed,  the  Union  Jack  being  made  to  change  to  the 
Stars  and  Stripes.  Flags  of  any  desired  nations  may, 
of  course,  be  employed.  —  Ellis  Stanyon. 


The  performer  takes  a  silk  flag,  say  of  the  U.  S.  A., 
and  shows  it  freely  on  both  sides.  Then  holding  it  by 
the  corners  at  the  finger  tips,  as  shown  in  the  illustra- 
tion, he  gives  it  a  slight  shake,  when  it  disappears  en- 
tirely, and  in  its  place  is  seen  a  silk  Union  Jack  of  the 
same  size  as  the  original  flag. 

The  Union  Jack  is  also  shown  on  both  sides.  The 
change  takes  place  while  the  flag  is  held  at  the  finger 
tips,  exactly  as  shown  in  the  figure,  no  other  movement 
being  made. 

This  trick  is  entirely  self-contained.  Its  secret  de- 
pends upon  a  couple  of  flaps,  each  representing  half 
of  a  flag,  one  flap  on  either  side  of  the  upper  half  and 
hinged  horizontally  across  the  centre.  In  the  absence 
of  a  block  to  illustrate  the  construction,  I  will  endeavor 
to  give  a  pen  picture  of  it. 

Held  as  shown  to  the  left  in  picture,  the  flag  repre- 
sents an  American  on  both  sides,  i.  e.,  there  are  two 
American  flags  back  to  back,  so  to  speak.  The  lower 
halves  of  these  two  flags  are  sewn  together  all  round ; 
therefore  there  is  one  flap  only  at  the  bottom.  The 
upper  half  of  the  flag,  still  held  in  the  same  position, 
consists  of  three  flaps,  arranged  as  follows : 

The  front  flap  American  backed  with  English. 

The  middle  flap  English  on  bothlsides. 

The  rear  flap  English  backed  with  American.  The 
three  flaps  are  arranged  between  the  fingers  in  the  fol- 
lowing manner : 

The  front  flap  between  the  thumb  and  first  finger. 

The  middle  flap  between  the  first  and  second  fingers. 

The  rear  flap  between  the  second  ,and  third  fingers. 

Holding  the  flag  in  the  manner  described  admits  of 
the  front  and  rear  flaps  being  let  fall  under  cover  of 
the  shake ;  it  also  enables  the  performer  to  retain  a 
firm  hold  on  the  centre  flap  (English)  with  the  first  and 
second  fingers.  The  falling  of  the  flaps,  of  course, 
transforms  the  American  into  the  English  flag,  and 
also  admits  of  the  latter  being  shown  on  both  sides. 

The  practicability  of  the  change  is  all  that  can  be 
desired,  and  of  this  I  am  able  to  speak  with  certainty, 
having  one  of  the  prepared  flags  to  hand  at  the  time 
of  writing ;  the  effect  also,  on  account  of  its  rapidity, 
is  most  astonishing.  Even  should  one  suspect  the 
existence  of  flaps,  their  arrangement  for  producing 


S«icc«ss  D«spit«  Obstacles. 

The  recent  death  of  Dr.  Charles  Martin  Hall,  in- 
ventor of  the  process  which  has  given  America  the 
lead  in  the  production  of  aluminum,  recalls  the  fact 
that  his  career  is  a  fresh  illustration  that  genius  will 
make  its  way  despite  the  apparent  lack  of  opportunity, 
says  the  Springfield  Republican. 

It  was  an  odd  chance  that  sent  Hall,  while  still  a 
boy,  to  the  old  text-book  of  chemistry  which  his  father 
had  used  in  college.  Nothing  could  be  much  more 
obsolete  than  an  out-of-date  book  on  chemistry,  but 
he  came  upon  a  chapter  on  aluminum  which  fascinated 
him  and  shaped  his  life.  It  had  been  manufactured 
on  a  small  scale  as  early  as  1837  by  Prof.  Woehler  of 
the  university  of  Gottingen,  but  it  was  not  till  1855  that 
it  was  produced  to  any  considerable  extent,  at  a  cost 
of  about  ^  a  pound.  Hall  read  with  absorbed  atten- 
tion that  it  was  the  most  abundant  of  metals,  available 
in  unlimited  quantities  if  only  a  cheap  way  to  produce 
it  could  be  found.  At  college,  with  the  limited  means 
available,  and  in  a  little  home  laboratory,  he  worked 
assiduously  to  that  end.  In  1885  he  began  to  experi- 
ment with  electrolysis,  and  on  February  10,  1886,  he 
found  in  cryolite  the  agent  he  needed.  At  22  genius 
and  good  fortune  had  led  him  to  a  discovery  which 
not  only  earned  for  him  a  vast  fortune,  but  added 
immiensely  to  the  wealth  of  the  world.  He  had  suc- 
ceeded where  chemists  of  world  renown,  after  labori- 
ous researches,  had  failed. 

His  priority  was  not  admitted  without  a  contest,  but 
Hall  had  a  strong  case  and  was  more  fortunate  than 
many  inventors  in  being  able  to  hold  to  his  title  during 
wearisome  litigation.  William  Howard  Taft,  then  a 
federal  judge,  passed  on  the  case  in  1888  and  upheld 
the  patent,  saying:  *'Hall  is  a  pioneer  and  is  entitled 
to  the  advantage  which  that  fact  gives  him  in  the  pat- 
ent laws."  When  he  began  to  manufacture  in  his  fac- 
tory near  Pittsburgh,  with  a  capacity  of  but  50  pounds 
a  day,  the  cost  was  $2  a  pound.  Improved  methods 
and  manufacture  on  a  great  scale  have  brought  the 
price  of  the  metal  down  to  18  cents  a  pound,  and  while 
it  still  holds  a  place  subordinate  to  the  old  familiar 
metals,  its  practical  use  is  immense  and  is  destined  to 
grow  steadily.  In  the  building  up  of  his  great  business 
Dr.  Hall  showed  himself  a  good  business  man  as  well 
as  an  inventor,  and  naturally  his  energies  were  wholly 
absorbed  in  following  up  and  developing  his  discovery. 
It  is  possible  that  as  an  investigator  he  might  have 
won  greater  fame  if  his  good  fortune  had  been  less 
exceptional,  for  he  had  in  a  high  degree  the  qualities 
of  originality,  patience  and  clear  thinking.  Yet  to  hit 
upon  one  fruitful  idea  and  exploit  it  to  such  good  pur- 
pose is  achievement  enough  for  one  man,  and  Hall 
will  rank  high  among  American  inventors. 
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Training  for  a  Salesman. 

The  tfielveth  in  a  terits  of  articles  on  Commercial  Pieparatloii  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "Commercial  Pharmacy.'* 


ERYBODY  lives  by  salesman- 
ihip.  Generally  speaking,  all 
business  is  salesmanship  wheth- 
er brains  or  goods  are  sold,  It 
is  estimated  that  ninety-five  per 
cent  of  the  successful  merchan- 
disers of  to-day  were  at  one 
time  salesmen.  To  become  a 
luccessful  druggist  you  must 
first  become  a  good  drug  clerk, 
and  you  are  not  a  good  drug  clerk,  in  the  meaning  of 
that  term  to-day,  unless  you  are  a  good  salesman. 

The  field  of  the  reuil  salesman  is  more  extensive 
than  that  of  the  wholesale  salesman.  The  latter  sells 
but  one  article  or  articles  of  one  particular  line.  The 
retail  salesman,  and  the  retail  drug  clerk  in  particular, 
sells  articles  in  many  different  lines  owing  to  the 
growth  of  departmentizing  methods  in  all  the  big  drug 
stores. 

The  big  department  stores  are  pushing  salesmanship 
to  the  front  on  the  principle  that,  no  matter  how  well 
goods  are  bought,  the  profit  is  not  made  on  them 
until  sold. 

All  the  big  department  stores  conduct  schools  of 
salesmanship  for  their  clerks.  The  big  salesmanship 
experts  of  the  country  are  in  charge  of  these  schools. 
Real  merchandise  from  the  store  is  used  in  applying 
the  principles  taught. 

The  part-time  schools  are  Ukhig  up  the  subject  of 
salesmanship  and  are  cooperating  with  the  depart- 
ment stores  in  framing  courses  so  that  the  school 
pupils  can  work  in  the  stores  part  of  the  time  and 
attend  school  part  of  the  time. 
•Copyright,  by  D.  Chas.  O'Couior. 


It  will  pay  you  to  visit  the  large  department  stores 
to  watch  the  salesmen  and  saleswomen  work.  Observe 
how  customers  are  approached,  the  arguments  used, 
and  how  the  sale  is  closed.  Every  time  I  go  to  a  large 
city  I  visit  the  department  stores,  to  see  how  they 
handle  the  immense  crowd  of  customers.  It  is  quite 
an  object  lesson  to  watch  how  the  sales  are  made. 
There  is  one  thing  I  always  notice,  and  that  is  that 
the  saleswomen  pay  more  attention  to  men  customers 
than  to  women  customers.  They  will  wait  on  the  men 
customers  as  soon  as  they  approach  the  counter,  while 
they  make  the  women  customers  wait  a  little  while. 
Evidently  those  saleswomen  have  studied  human 
nature  and  know  that  women  customers  are  not  in  a 
hurry  to  make  up  their  mind  what  they  want,  while 
men  customers  decide  quickly  just  as  soon  as  they  are 
shown  the  different  qualities  and  prices. 

You  must  make  up  your  mind  to  train  to  be  a  sales- 
man. You  can  never  get  very  high  in  the  drug  busi- 
ness if  you  don*t  Salesmanship  helps  you  in  buying 
and  advertising,  window  and  store  displays,  and  busi- 
ness building.  A  good  salesman  holds  the  old  cus- 
tomers and  wins  new  ones.  A  poor  salesman  nowa- 
days will  drive  trade  away.  In  Ireland  and  Scotland 
boys  are  not  allowed  to  wait  on  a  customer  until  after 
their  four  years*  apprenticeship  term  is  completed. 
They  must  know  the  store  and  its  stock  well  before 
they  can  wait  on  customers.  That  is  a  valuable  school 
of  salesmanship  and  makes  for  high  efficiency. 

Yourself,  your  customer,  and  your  goods  are  the 
fundamentals  to  consider  when  you  begin  your  train- 
ing for  a  salesman. 

Know  Yourself. 

Make  a  self-examination  and  find  out  if  you  lack  any 
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of  the  essentials  of  a  good  salesman.  Are  you  lacking 
in  sincerity,  truthfulness,  tact,  patience,  self-control, 
cheerfulness,  loyalty,  or  courtesy  ?  You  will  need  all 
those  qualities. 

Tact  will  tell  you  to  say  the  right  thing  at  the  right 
time.  Sincerity  will  carry  conviction.  Insincerity  cuts 
the  heart  out  of  all  argument.  Truthful  statements 
are  the  only  kind  that  will  stand  the  test  to-day. 
Patience  is  used  in  every  sale,  especially  when  the  cus- 
tomer is  a  woman.  Your  patience  will  not  be  severely 
tried  by  a  woman  if  you  admit  at  the  outset  that  a 
woman  is  entitled  (i) "  To  take  her  time  in  making  up 
her  mind,"  (2)  "  to  change  her  mind,"  and  (3)  "  to  have 
the  last  word." 

You  will  often  have  to  call  on  your  self-control.  You 
will  feel  like  getting  mad  a  good  many  times,  but  when 
you  do,  count  ten  and  then  talk  to  yourself.  You  will 
have  to  wait  on  a  good  many  customers  whom  you 
won't  like,  but  their  money  is  as  good  as  anybody's 
and  youMl  need  it. 

Cheerfulness  is  contagious.  If  you  can  smile  natu- 
rally all  the  time  you  have  a  good  asset.  A  smile 
don't  cost  anything,  yet  it  is  worth  a  good  deal  in  win- 
ning and  holding  customers. 

Courtesy  touches  everybody.  I  never  met  a  person 
yet  who  didn't  like  a  little  of  it.  Every  person,  no 
matter  what  his  station  in  life,  likes  to  be  treated  as 
though  he  was  somebody.  He  likes  courtesy.  He  is 
quick  to  notice  any  littie  extra  attention.  It  makes 
him  feel  good  way  down  deep.  He  will  come  back 
for  more. 

Loyalty  is  a  duty.  You  ought  to  work  just  a^  hard 
and  with  as  much  loyalty  when  you  are  a  drug  clerk 
as  you  would  if  you  were  a  partner  in  the  business.  In 
a  way,  you  are  a  partner,  for  the  greater  success  you 
achieve  as  a  salesman  the  greater  the  returns  to  the 
store.  Increased  store  sales  mean  increased  salary  to 
you.  Loyalty  carries  enthusiasm  along  with  it.  The 
more  loyal  you  are  to  your  employer,  the  better  you 
can  talk  up  his  goods. 

I  always  think  a  lot  of  a  clerk  who  has  built  up  a 
strong  personal  following.  In  a  way,  he  is  independ- 
ent. He  can  get  a  job  in  any  drug  store  in  his  town 
and  take  his  personal  following  along  with  him  When 
an  employer  finds  a  clerk  like  that  he  makes  it  an 
object  for  him  to  stay,  but  in  case  an  employer  doesn't 
do  the  right  thing  by  him,  he  has  a  strong  asset  in  his 
personal  following  to  get  a  new  job. 

By  all  means  build  up  a  large  personal  following. 
The  way  to  do  it  is  to  master  salesmanship.  Sell 
goods  differently  than  any  other.  Talk  them  up  dif- 
ferently. Tell  a  new  story  about  them.  Be  polite  to 
everybody.  The  first  thing  you  know  you  will  find 
yourself  selling  goods  naturally  and  without  extra  ef- 
fort. When  it  comes  easy  to  you  like  that  people  will 
say,  "  There  is  one  drug  clerk  who  knows  his  business 
and  acts  like  a  natural  bom  salesman."  If  you  are  a 
good  salesman  you  can  get  a  better  salary  than  the 
ordinary  drug  clerk. 


Know  Your  Customer. 

Don't  look  upon  salesmanship  as  something  beyond 
you.  If  you  know  your  goods  well  and  know  how  to 
talk  them  up  in  a  truthful  and  convincing  way,  and 
know  enough  about  human  nature  to  handle  a  cus- 
tomer in  the  right  way,  you  can  become  a  good  sales- 
man. Knowing  your  customer  is  absolutely  necessary, 
so  after  you  have  made  good  any  of  the  essentisds 
found  wanting  in  your  self-examination,  your  next 
step  is  to  study  your  customer. 

A  drug  clerk  certainly  has  a  good  chance  to  study 
human  nature.  "  It  takes  all  kinds  of  people  to  make 
a  world,"  and  a  drug  store  certainly  gets  representa- 
tives from  all  kinds.  Just  take  particular  notice  of  all 
the  different  types  of  humanity  that  enter  your  store 
in  a  single  day.  The  dirty  little  kid  fresh  from  the 
coal  dump  with  a  penny  in  his  mouth ;  the  children  of 
the  rich  who  come  in  autos ;  men  and  women  crippled 
with  rheumatism ;  customers  of  both  sexes  and  of  all 
ages  "  cranky  "  beyond  description  from  chronic  dys- 
pepsia ;  customers  whose  dear  ones  are  at  the  point 
of  death ;  a  woman  who  has  just  lost  her  husband ;  a 
man  all  broken  up  over  the  loss  of  his  wife  or  child ; 
customers  with  a'  headache,  earache,  toothache,  sore 
feet,  and  broken  down  nervous  systems ;  about  every 
type  that's  going  has  occasion  to  call  at  a  drug  store. 

This  little  summary  should  show  you. that  drug  store 
customers  need  sympathy,  encouragement,  and  kind 
treatment.  They  are  up  against  it  pretty  hard,  and 
some  of  them  just  about  down  and  out,  and  people  in 
that  condition  expect  and  ought  to  get  the  best  you 
can  give  them.  They  are  not  in  any  mood  to  accept 
a  sarcastic  dig,  an  unkind  remark,  or  any  indifference. 
They  want  to  pour  out  their  troubles  to  somebody  ;  so 
they  choose  the  druggist.  Listen  to  them,  sympathize 
with  them,  show  them  that  you  are  interested,  give 
them  what  encouragement  you  can.  There  is  iu>  siirer 
way  to  win  a  personal  following  than  that  Those 
very  people  who  are  about  down  and  out  get  back  on 
their  feet  again,  and  there  is  one  sure  thing,  that  they 
always  remember  those  who  sympathized  with  them 
during  their  troubles.  People  that  have  hard  luck  this 
year  have  good  luck  next  year,  and  vice  versa.  The 
pendulum  swings  both  ways  and  the  tide  goes  clear 
out  and  comes  clear  in. 

The  first  point  for  you  to  drive  home  in  your  study 
of  your  customer  is  that  he  or  she  is  entitled  to  the 
best  you  can  possibly  g^ve.  The  best  illustration  of 
your  best  that  I  can  give  is  to  act  the  way  you  act 
when  people  visit  your  house.  You  "  put  oa^our  best 
manners  then ;  you  listen  to  any  troubles  they  want  to 
air  out ;  you  are  all  attention,  all  sympathy,  all  encour- 
agement ;  you  give  them  the  best  that's  in  you." 

Treat  every  customer  the  same  way  in  your  store  as 
you  would  in  your  bouse  and  you  will  make  a  good 
many  more  sales  and  add  largely  to  your  personal 
following. 

Don't  hurry  a  customer.  Don't  show  any  signs  of 
impatience  either  by  words,  looks,  or  actions.    If  a 
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customer  gets  cranky  and  says  things  you  don't  like, 
put  the  curb  bit  on  your  rising  temper,  try  all  the 
harder  to  please  him,  and  in  the  end  you  will  make 
him  buy  the  article,  which  is  another  way  of  apologiz- 
ing to  you.  That  is  a  great  chance  to  test  your  char- 
acter. I  know  of  nothing  that  will  make  a  man  feel 
so  cheap  as  to  receive  polite  attention  from  a  person 
to  whom  he  has  acted  rudely.  While  he  may  not  want 
to  apologize  outright,  he  will  do  it  by  changing  his 
tone  and  finally  taking  your  advice  and  buying  the 
article.  He  embraces  that  means  of  acknowledging 
your  superiority  over  him  in  character  and  self-control. 

A  common  mistake  of  drug  clerks  is  this:  When  a 
customer  says,  "  I  want  to  get  a  tooth  brush,''  the 
clerk  replies,  *'  What  kind  of  a  tooth  brush  do  you 
want,  and  how  much  do  you  want  to  pay  ? "  That  is 
bad  form,  and  the  customer  usually  says,  **  I  don't 
know,  show  me  what  you've  got"  The  proper  thing 
to  say  is,  "  Yes,  sir,  right  this  way  and  I'll  show  you 
our  line."  Say  this  when  he  first  asks  for  the  tooth 
brush.  Never  ask  anybody  what  kind  of  a  tooth  brush, 
hair  brush,  sponge,  soap,  nail  brush,  or  any  other  ar- 
ticle he  wants.  ft 
What  Kind  of  Goods  to  Show  First. 

It  is  quite  a  question  as  to  which  kind  of  goods  to 
show  first,  the  cheap,  medium,  or  high  priced.  Some 
believe  it  is  better  to  start  in  with  the  cheap  goods 
first,  then  explain  the  medium  priced  goods  and  finish 
with  the  high  priced.  I  have  had  better  luck  in  show- 
ing the  high  priced  goods  first  and  have  often  made 
many  sales  of  them  before  I  had  a  chance  to  talk  of 
the  medium  or  cheap  goods. 

Just  for  experiment,  I  tried  the  two  methods  on 
patent  medicines.  When  one  customer  asked  for  a 
certain  medicine,  I  said,  "  We  have  three  sizes,  25c., 
50c.,  and  90c."  He  took  the  25  cent  size.  The  next 
customer  who  came  in  asked  for  a  medicine  and  I 
said,  "  We  have  three  sizes,  90c.,  50c.,  and  25c."  He 
took  the  90c.  Another  customer  asked  for  an  emul- 
sion and  I  said,  "  The  90c.  size  ?  "  He  ^aid,  "  Yes,  I 
guess  I  might  as  well  take  the  large  size."  Again,  a 
customer  asked  for  a  bottle  of  liniment  and  I  said* 
"  The  50c.  or  the  25c.  size  ?  "  He  hesitated,  and  when 
he  did  I  said,  *'  The  50c.  size  is  much  cheaper,  as  it 
contains  more  than  twice  as  much  as  the  25c.,"  then 
he  replied,  «*  Is  that  so?  WeD,  I'll  take  the'soc.  size.'» 
You  will^nd  that  you  can  sell  a  good  many  50c.  pack- 
ages of  pills,  ointments,  patent  medicines  and  special- 
ties if  you  will  put  your  greater  efforts  on  that  size 
and  your  lesser  efforts  on  the  25c.  size. 

I  asked  the  president  of  a  big  retail  store  what  posi- 
tion he  took  regarding  which  kind  of  goods  to  show 
first,  and  he  said,  *'  The  high  priced  always ;  work  for 
the  big  sale  all  the  time." 

Many,  however,  claim  that  the  medium  priced  goods 
shoum  be  shown  first,  on  the  ground  that  it  is  easy  to 
go  up  or  down,  whichever  the  customer  desires.  They 
argue  also  that  showing  the  high  priced  goods  first 
scares  some  customers  and  they  will  leave  at  once 
without  looking  farther. 


Choose  either  the  high  price  or  the  medium.  Don't 
show  the  cheap  goods  first  People  look  for  quality 
in  a  drug  store,  and  they  are  willing  to  pay  for  it  if 
you  can  show  them  the  advantage  in  buying  the  high 
priced  articles. 

I  am  strong  for  the  high  priced  goods  first.  This 
method  increases  your  own  personal  sales  and  the 
average  purchase  of  the  store's  customers,  and  that  is 
what  every  druggist  wants  to  do. 

How  TO  Increase  Your  Sales. 

Suppose  that  you  wait  on  twenty  customers  a  day, 
selling  each  a  25c.  article,  your  total  sales  for  the  day 
will  be  I5.00.  By  exercising  good  salesmanship  you 
persuade  five  of  these  customers  to  buy  a  90c.  package, 
and  five  to  buy  a  50c.  package,  then  your  total  sales 
from  the  twenty  customers  will  be  19.50.  You  have 
increased  your  sales  by  I4.50,  and  the  beauty  of  it  is 
that  you  haven't  increased  the  store  expenses.  It 
didn't  cost  one  cent  more  to  get  that  19.50  than  to  get 
get  the  $s  00.  With  good  salesmanship  you  have  in- 
creased the  average  purchase  price  of  the  customers 
you  waited  on  from  25  cents  to  47^  cents,  an  increase 
of  22}i  cents.  If  the  average  purchase  of  too  of  the 
store's  customers  could  be  increased  by  22^  cents  it 
would  mean  I22.50  increase  in  that  store's  sales  every 
day,  with  no  increase  in  the  store  expenses. 

Another  good  chance  for  you  to  increase  your  sales 
is  at  the  cigar  counter,  by  talking  up  box  trade.  Many 
regular  customers  will  become  box  customers  if  you 
talk  it  up  strong  enough  to  them.  When  you  sell  a 
man  a  quarter's  worth  of  cigars  he  lights  one  and  on 
his  way  down  street  meets  a  couple  of  his  chums,  and 
his  cigar  stock  is  gone.  He  buys  the  next  quarter's 
worth  where  he  happens  to  be  at  the  time.  It  may  be 
in  the  barber  shop,  the  hotel,  the  club,  the  summer 
park,  the  cigar  store,  or  the  restaurant  When  you 
sell  him  a  box  he  always  carries  a  big  supply  with 
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him  and  you  hold  him  as  a  customer  until  that  box  is 
used  up;  then  he  is  pretty  apt  to  buy  another  and 
become  one  of  your  steady  box  customers. 

Studying  your  customer's  hobbies  and  catering  to 
them  is  a  sure  way  of  increasing  your  customer's  pur- 
chases. If  one  of  your  customers  is  a  dog  fancier  you 
can  keep  on  the  right  side  of  him  by  being  able  to  talk 
dog  a  little.  Another  is  crazy  about  horses ;  ask  him 
questions,  praise  such  and  such  a  horse,  etc.  Another 
is  a  music  enthusiast;  if  you  are  musically  inclined 
you  can  hold  his  trade.  Attention  to  children  is  a 
good  way  to  hold  trade.  Offer  to  buy  one  of  their 
curls  or  make  believe  to  steal  one  of  them.  Do  some 
little  thing  to  notice  them  and  gain  the  good  will  of 
their  parents. 

I  know  of  no  better  way  of  studying  human  nature 
than  to  watch  the  post  cajd  buyers.  You  can  sell  a 
post  card  customer  a  half  dollar's  worth  just  as  easy 
as  ten  cents'  worth  if  you  study  their  hobby.  If  they 
don't  gire  it  away  themselves  yoCi  can  draw  it  out  of 
them.  If  you  learn  that  their  hobby  is  cats  you  can 
sell  them  any  kind  of  a  card  with  a  cat's  picture  on  it 
Another's  hobby  will  be  historic  monuments ;  another, 
railroad  stations;  another,  bridges;  another,  State 
capitols ;  another,  flowers ;  another,  scenery  and  land- 
scape views;  another,  old  historic  landmarks;  an- 
other, farm  scenes;  another,  horses;  another,  groups 
of  children.  I  sold  a  member  of  a  State  railroad 
commission  hundreds  of  post  cards  showing  railroad 
curves,  bridges,  and  depots.  I  sold  a^lady  hundreds 
of  cat  picture  post  cards.  If  yon  want  a  good  practi- 
cal lesson  in  human  nature  you  can  get  it  by  watching 
the  post  card  buyers. 

A  good  habit  to  get  into  is  that  of  having  your  em- 
ployer's preparations  constantly  in  mind ;  so  that  when 
you  are  asked  what  you  have  got  that's  good  for 
rheumatism,  dyspepsia,  headache,  kidneys,  blood,  etc., 
you  will  at  once  talk  up  his  preparation.  Sell  your 
employer's  preparations  every  time  you  can  without 
substituting. 

Salesmanship  vbrsus  Substitution. 

Don't  get  good  salesmanship  mixed  up  with  substi- 
tution. Substitution  means  using  a  different  ingredi- 
ent than  the  one  prescribed  in  a  prescription,  and 
doing  it  without  the  physician's  knowledge  and  con- 
sent ;  or  it  means  selling  an  article  with  the  name  and 
label  of  another;  or  it  means  forcing  upon  the  cus- 
tomer, without  his  knowledge  and  consent,  an  article 
other  than  the  one  he  called  for. 

If  a  customer  calls  for  a  bottle  of  Dr.  Paine's  Pills 
and  you  put  up  Dr.  Pearl's  Pills  without  letting  him 
know  you  have  done  it,  that  is  substitution.  On  the 
other  hand,  il,  when  he  calls  for  Dr.  Paine's  Pills,  you 
start  to  do  them  up,  then  in  a  nice  way  call  his  atten- 
tion to  Dr.  Pearl's  Pills,  telling  him  how  your  custom- 
ers praise  them  and  what  a  lot  of  them  you  sell;  and 
by  means  of  your  argument  you  convince  him  that  it 
is  to  his  interest  to  buy  Dr.  Pearl's  Pills  instead  of 
Dr.  Paine's  Pills ;  he  does  it  with  his  own  knowledge 
and  consent,  and  that  is  salesmanship,  not  substitution. 


In  that  case  your  argument  in  favor  of  Dr.  Pearl's 
Pills  was  more  convincing  than  the  arguments  in  the 
advertising  of  Dr.  Paine's  Pills  which  induced  the 
customer  to  go  to  your  store  and  ask  for  that  brand. 
The  customer  was  only  half  convinced  in  favor  of  Dr. 
Paine's  Pills  when  he  called  for  that  brand ;  so  your 
persuasive  talk  switched  him  over  to  the  other  hand. 

Great  is  the  power  of  the  personal  element  in  a 
retail  drug  store.  The  druggist  and  Eis  clerks  come 
in  personal  contact  with  the  customer,  and  that  is  the 
big  advantage  a  retailer  has  over  mail  order  and  cata- 
logue houses  and  big  department  stores.  The  mail 
order  houses  never  see  their  customers  and  the  cus- 
tomers of  a  department  store  never  see  the  proprietors 
of  that  store. 

You  can  drive  away  trade  by  pushing  your  employ- 
ers' goods  at  the  wrong  time.  When  a  customer  is 
bound  to  get  what  he  calls  for  it  is  better  to  give  it  to 
him,  for  he  will  *'  beat  it"  the  minute  you  spring  that 
old  chestnut,  '*  something  just  as  good,"  and  he  won't 
come  back  agaiii.  I  have  had  customers  say  to  me 
after  I  have  done  up  the  bottle  of  medicine  they  called 
for,  "  I  called  for  this  at  a  drug  store  down  the  street, 
but  they  tried  to  pawn  off  something  "  just  as  good  " 
on  me,  so  I  told  them  I  would  do  my  trading  where  I 
could  get  what  I  called  for.  I  don't  intend  to  be  an 
easy  mark  all  my  life." 

A  customer  will  usually  show  by  his  manner  when 
he  is  firm.  Sometimes  he  will  say,  "  That  is  the  best 
stuff  I  ever  tried,  I  owe  a  lot  to  it,  I  don't  know  what 
I  would  do  without  it " ;  when  he  talks  like  that  you 
had  better  give  it  to  him.  There  is  no  harm  in  saying 
a  good  word  for  your  employer's  article  after  you  have 
done  up  the  package ;  you  can  do  it  then  and  he  won't 
get  mad  about  it,  and  you  may  gradually  win  him  over 
in  favor  of  it. 

Oftentimes  a  customer  will  say,  *'  Give  me  a  bottle 
of  Daniels'  Dandelion  Bitters;  that  seems  to  be  pretty 
good  stuff ;  it's  about  as  good  as  anything  you've  got, 
isn't  it?  "  There  is  your  cue  to  get  busy  on  your  em- 
ployer's preparation,  and  if  you  don't  make  the  sale 
then  you  might  get  so  far  as  to  make  the  customer 
say,  *'  Well,  I'll  try  one  more  bottle  of  Daniels',  and  if 
it  don't  help  me  I'll  get  yours  next  time."  The  next 
time  he  buys  yours.  I  have  seen  this  happen  quite 
often. 

Making  Sales  by  Suggestion. 

Suggestion  in  salesmanship  is  a  big  power  for  in- 
creasing sales.  It  is  really  wonderful  how  many  sales 
you  can  make  in  a  drug  store  by  suggesting  articles 
to  customers.  You  can  suggest  articles  better  if  you 
have  them  on  your  tongue's  end. 

While  you  are  selling  a  man  a  razor  think  up  a  few 
other  articles  that  he  could  find  use  for:  a  lotion  to 
put  on  his  face  after  shaving,  a  styptic  pencil  to  stop 
bleeding  when  he  cuts  a  pimple  or  shaves  too  close; 
if  you  sell  him  both  of  these  articles  you  have  increased 
your  sales  by  35  cents  or  60  cents.  If  he  don't  buy 
these  he  may  buy  a  new  shaving  brush,  or  shaving 
mug,  shaving  stick,  or  a  nail  brush,  or  some  other  toilet 
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article.  Almost  every  man  who  shaves  himself  will 
buy  a  styptic  pencil  or  a  blackhead  remover  if  his 
attention  is  called  to  it  in  the  right  way. 

If  a  customer  buys  a  tooth  brush  suggest  a  roll  of 
dental  floss.  A  great  many  don't  know  what  a  valu- 
able article  dental  floss  is.  Suggest  milk  of  magnesia 
for  a  mouth  wash.  Tell  how  it  gives  you  that  nice, 
sweet  taste  in  your  mouth  when  you  wake  up  in  the 
morning.  Suggest  Sellers'  tablets  for  a  mouth  wash 
in  the  morning ;  suggest  a  tooth  brush  holder,  a  tooth 
brush  cleaner,  tooth  paste,  tooth  soap,  tooth  picks,  etc. 
Peroxide  of  hydrogen  is  good  for  a  mouth  wash  and 
will  cleanse  a  tooth  brush  by  allowing  it  to  soak  in  it. 
You  can  make  many  sales  of  peroxide  ot  hydrogen  if 
you  will  only  suggest  its  many  uses. 

Seidlitz  powders  sell  fast  when  you  suggest  them 
and  their  many  uses.  People  who  buy  headache  pow- 
ders will  buy  cathartics  and  liver  pills.  Phosphate  of 
soda  is  another  article  you  can  sell  if  you  will  only 
suggest  it. 

Perfumery  sells  rapidly  by  suggestion.  Every  lady 
is  looking  for  a  new  perfume.  No  matter  what  a 
lady  buys  in  your  store,  suggest  a  new  perfume  to  her. 
Demonstrate  it  with  cigarette  papers,  by  wetting  the 
cigarette  paper  with  the  glass  stopper;  waving  it  back 
and  forth  until  it  dries,  the  lady  gets  the  true  odor, 
and  if  she  don't  buy  then  she  will  as  }ioon  as  her  per- 
fumery botde  at  home  is  empty. 

No  matter  what  article  a  customer  buys,  there  are 
always  other  articles  closely  associated  with  it  which 
can  be  sold  at  the  same  time  byiproperly  si^gesting 
them. 

I  have  sold  many  pounds  of  candy  by  suggesting  a 
new  kind  and  getting  the  customer  to  taste  it  right 
there  in  the  store.  If  he  took  the  sample  home  he 
might  not  have  bought  the  candy,  but  with  that  nice 
taste  in  his  mouth  and  the  goods  right  in  front  of  him 
and  his  hand  on  the  loose  change  in  his  pocket,  he  is 
easily  convinced  that  he  wants  the  candy  more  than 
he  does  the  money. 

Many  an  extra  college  ice  can  be  sold  by  sugges- 
tion. Buttermilk  is  a  good  drink  to  suggest.  There 
is  big  money  in  it  and  you  can  build  up  a  steady 
trade  on  it 

A  straw  hat  cleaner,  a  nail  clipper,  an  orange-wood 
stick,  a  hand  brush,  a  hand  soap,  a  menthol  inhaler,  a 
Japanese  nail  stone,  a  nail  file,  etc.,  are  all  useful  arti- 
cles and  are  easily  sold  by  suggestion. 

If  a  customer  comes  into  the  store  with  ink-stained 
fingers  suggest  to  him  your  latest  fountain  pen ;  he  is 
a  good  prospect  for  a  fountain  pen,  an  ink  eraser,  a 
box  of  hand  soap,  writing  paper,  etc.  Talk  suspen- 
sories to  the  fellows  in  the  Y.  M.  C.  A.  gymnasium 
classes  or  to  those  on  the  high  school  baseball  and 
foot  ball  teams.  Show  your  new  automatic  pocket 
cigar  lighter  to  the  smokers,  get  the  candy  buyers  to 
taste  of  your  new  sour  orange  chocolates,  peppermint 
patties,  etc.  There  is  no  end  to  the  field  of  sugges- 
tion in  drug  store  salesmanship. 

There  is  one  thing  in  particular  which  goes  against 


the  grain  in  a  drug  store,  and  that  is  to  lose  sales.  A 
druggist  hates  to  lose  a  sale.  It  is  pretty  tough  to 
attract  a  customer  to  your  store  through  advertising 
and  then  lose  that  sale  because  the  clerk  who  waited 
on  him  didn't  know  that  the  goods  were  in  stock,  or  if 
so,  he  didn't  know  where  they  were.  Always  look  for 
goods  before  saying  you  haven't  them.  Even  though 
you  know  you  haven't,  make  a  bIu£E  to  look  for  them, 
and  that  will  give  you  time  to  think  of  something  else 
to  ofifer  in  its  place.  I  have  seen  lots  of  sales  made  in 
this  way.  Sometimes  it  was  to  a  customer  who  had 
trotted  all  over  town  looking  for  an  article,  and  she 
would  say  finally,  *'  Well,  I  won't  look  any  further;  if 
you  are  sure  this  will  do  the  work  I  will  take  it." 

If  a  lady  brings  in  a  rubber  nipple  and  says,  "  Can 
you  match  that?"  look  through  your  stock^and  you 
can  nearly  always  find  something  silmost  like  it  Don't 
send  her  out  by  saying  that  yon  don't  carry  that  make 
of  nipple.  If  a  lady  asks  for  a  certain  brand  of  tooth 
paste  that  you  don't  carry,  look  through  your  stock 
any  way,  try  to  sell  her  something  else ;  if  you  can't 
do  that  ofiEer  to  go  out  and  get  it  for  her,  or  to  send 
direct  to  the  manufacturer  for  it,  or  to  get  it  on  your 
next  order  from  the  jobber.  Do  something  to  show 
that  you  want  to  accommodate  her. 

The  sales  that  are  lost  in  a  drug  store  every  month 
through  the  indifference  of  clerks,  their  failure  to  use 
suggestion,  and  their  carelessness  in  keeping  up  the 
want  book  would  pay  the  rent 

Now  that  you  have  made  a  study  of  yourself  and 
your  customer,  your  next  step  should  be  the  study  of 
your  goods. 

Know  Your  Goods. 

The  more  you  know  about  a  thing  the  better  you  can 
talk  it  up.  You  cannot  sell  goods  well  unless  you  know 
all  about  them.  It  is  humiliating,  when  a  customer 
asks  you,  '*  Will  this  salve  heal  these  pimples  on  my 
forehead  ?  "  "  Is  it  any  good  for  ivy  poison  ?  "  if  you 
have  to  say  you  don't  know.  The  customer  won't 
have  much  faith  in  the  salve  if  you  don't  know  what 
it  is  good  for. 

If  a  lady  is  looking  at  some  fancy  brushes  for  brush- 
ing velvets,  hats,  etc.,  and  is  stroking  the  bristies  and 
says  to  you,  **  What  kind  of  a  brush  is  this?  What  is 
it  made  of?"  wouldn't  it  be  better  if  you  could  say 
that  it  was  made  of  live  horse  hair  than  to  say  you 
didn't  know  ? 

You  wouldn't  want  to  sell  a  lady  a  veneer-back 
bn^sh  and  tell  her  it  was  a  solid-back ;  or  an  ebonoid 
toilet  set  and  tell  her  it  was  genuine  ebony ;  or  a  deco- 
rated porcelain  mirror  and  tell  her  it  was  celluloid ; 
or  a  silverine  manicure  set  and  tell  her  it  was  sterling 
silver ;  or  a  viscoloid  comb  and  tell  her  it  was  horn ; 
or  a  greasy  face  cream  and  tell  her  that  it  was  a  dry 
cream ;  or  a  pound  of  machine-dipped  chocolates  and 
tell  her  they  were  hand-dipped ;  or  a  perfume  made 
from  chemicals  and  synthetics  and  tell  her  it  was 
made  from  the  flowers  direct ;  or  a  hot  water  bottle 
made  of  several  pieces  and  tell  her  it  was  made  of  all 
one  piece  of  rubber ;  or  a  Florida  sheep's  wool  sponge 
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and  tell  her  it  is  a  Alediterranean  bath  sponge ;  such 
kind  of  salesmanship  would  soon  drive  customers  out 

I  have  seen  clerks  tell  cig^ar  customers  that  a  cigar 
had  a  Sumatra  wrapper  when  it  had  a  Connecticut ; 
that  a  Spanish  made  cigar  had  a  Havana  binder  when 
Spanish  made  cigars  don't  have  binders ;  that  a  cigar 
was  clear  Havana  when  the  wrapper  was  either  Suma- 
tra or  Connecticut ;  that  a  cigar  had  a  long  filler  when 
it  had  a  short  filler;  there  is  no  end  to  the  mix-ups  a 
clerk  gets  himself  into  at  the  cigar  case. 

There  is  no  way  out  of  it  but  to  study  your  goods. 
Analyse  them  for  selling  points  just  the  same  as  you 
would  if  you  were  going  to  write  an  ad  about  them ; 
then  you  will  be  in  a  posidon  to  answer  promptly  any 
question  a  customer  may  put  to  you.  It  is  surprising 
the  things  they  ask  about  and  the  knowledge  of  goods 
that  they  themselves  have  acquired.  You  never  know 
what  question  they  are  going  to  spring  on  you ;  so  it 
makes  you  feel  pretty  good  to  be  able  to  answer  them. 
You  ought  to  know  more  about  your  goods  than  your 
customer,  and  later  on^more  than  your  competitor. 

The  sources  of  information  about  the  goods  in  a 
drug  store  are  your  employer,  the  traveling  man,  the 
public  library,  the  encyclopaedias,  the  trade  journals, 
the  house  organs,  the  manufacturers  and  the  whole- 
salers. 

Find  out  what  an  article  is  for ;  its  nature  and  its 
use.  What  is  it  made  of?  What  is  the  material  and 
the  process  of  manufacture?  Where  is  it  made? 
What  is  its  history?  Is  it  a  good  value?  Is  it  a 
necessity  or  a  luxury  ?  Is  it  better  than  rival  goods, 
and  how  is  it  better?  When  you  have  analyzed  the 
article  arrange  its  selling  points  in  their  most  natural 
and  convincing  order  and  you  will  find  that  you  have 
prepared  a  nice  little  selling  talk,  which  will  not  only 
sound  good  but  will  sell  goods. 

Story  of  a  Tooth  Brush. 

When  you  have  studied  a  tooth  brush  your  selling 
talk  might  frame  up  something  like  this : 

This  tooth  brush  is  made  by  Dupont  and  Company, 
of  Paris,  one  of  the  leading  brush  makers  of  the  world. 
The  bristles  are  obtained  from  the  wild  boars  of 
Russia.  At  certain  seasons  of  the  year  the  wild  boars 
shed  their  bristles,  they  rub  themselves  against  trees, 
dislodging  large  quantities  of  bristles,  which  are  gath- 
eerd  by  the  Russian  peasants.  These  bristles  are 
bleached,  and  then  bunched  by  hand.  The  operators 
are  so  skilful  that  they  know  just  how  many  bristles 
to  pick  up  at  a  time  and  how  to  distribute  each  bristle 
so  the  ends  will  stick  up  in  the  brush  at  different 
heights.  The  handles  are  made  from  the  bone  of  an 
ox  or  other  animals,  sawed  up  in  the  proper  sizes,  and 
placed  in  rows  in  the  sun  to  be  bleached.  These  han- 
dles are  pressed  with  the  flat  side  against  a  machine 
which  bores  holes  for  the  bristles,  then  another 
machine  bores  the  four  or  five  holes  lengthwise  of  the 
handles,  one  hole  for  each  row  of  bristles.  A  stout 
thread  almost  like  wire  is  placed  in  the  holes  bored 
lengthwise  and  is  drawn  up  in  the  form  of  a  loop 
through  the  holes  for  the  bristles  by  means  of  a  small 


hook.  The  bristles,  previously  bunched  and  sorted 
by  hand,  are  placed  through  the  loop  and  the  stout 
thread  is  drawn  down  tight,  which  doubles  the  bristles 
in  the  centre,  making  the  ends  stick  up  straight.  The 
thread  is  now  drawn  up  in  the  next  hole  and  another 
bunch  of  bristles  added,  and  so  on  until  the  last  hole 
in  the  row  is  reached.  Here  the  thread  is  tied  and  the 
hole  blocked  up  with  a  plug.  So  in  this  tooth  brush 
every  bristle  is  a  whole  bristle  passing  down  into  the 
hole  in  the  handle,  through  the  loop  and  back  up  again 
through  the  same  hole.  This  prevents  the  bristles 
from  falling  out  and  lodging  in  a  person's  throat,  which 
often  happens  with  brushes  where  the  bristles  are  cut 
and  glued  in.  You  will  get  better  results  from  this 
tooth  brush  by  letting  it  soak  in  lukewarm  water  over 
night  before  using  it.  To  clean  it,  soak  it  in  peroxide 
of  hydrogen  once  a  week  or  so.  So  this  brush  is  made 
by  one  of  the  largest  brush  makers  in  the  world,  of 
the  best  wild  boar  bristles,  every  bristle  a  whole 
bristle  and  drawn  firmly  into  place  by  a  stout  thread, 
preventing  it  from  coming  out;  the  handles  are  of 
selected  bone,  sun-bleached  and  carefully  polished. 
This  tooth  brush  is  warranted  and  will  be  exchanged 
if  not  satisfactory.    It  sells  for  25  cents. 

When  yon  are  able  to  tell  a  story  like  that  any  cus- 
tomer will  be  convinced  and  buy  the  brush.  In  ail 
your  selling  talks  it  is  better  to  summarize  the  main 
points  of  the  story  just  before  stating  the  price,  which 
should  come  last. 

Sblling  Talks. 

You  can  arrange  a  nice  little  selling  talk  on  almost 
every  article  in  a  drug  store.  You  will  find  that  the 
selling  talk  will  not  only  be  interesting  to  a  customer, 
but  convincing  as  well.  It  will  make  sales  and  give 
you  a  higher  standing  in  the  eyes  of  your  customer. 

When  you  are  selling  a  Mediterranean  bath  sponge 
a  customer  will  be  interested  in  how  it  is  gathered ; 
how  deep  sea  diving  is  done;  how  long  the  native 
sponge  divers  can  stay  under  water ;  how  sponges  are 
bleached;  whether  the  sponge  is  considered  as  an 
animal  or  a  vegetable ;  why  London  is  the  sponge 
market  of  the  world. 

Customers  are  interested  in'perf  umery.  Be  able  to 
tell  them  how  the  odor  is  extracted  from  the  flowers ; 
how  the  perfumer's  lard  or  perfumer's  pomades  are 
made  and  used;  how  the  flowers  are  cultivated  in 
Fradce,  Spain,  Bulgaria,  and  other  countries. 

Oriental  perfumes,  powders,  toilet  articles  all  have 
an  interesting  history  as  well  as  odd  customs  of  the 
country  where  they  are  made.  You  can  sell  a  lot  of 
sea  salt  by  telling  customers  what  a  powerful  stimu- 
lant salt  is.  How,  when  a  patient  doesn't  respond  to 
the  administration  of  a  salt  solution  before  an  opera- 
tion, the  vitality  is  low,  etc. 

Oftentimes  you  will  be  asked  these  questions: 
Where  does  ebony  come  from  ?  Is  it  naturally  black 
or  brown?  How  are  chocolates  dipped?  How  are 
starch  moulds  used  for  the  cream  centreis  ?  Are  the 
cream  centres  made  by  beating  together  sugar,  glucose 
and  water,  or  is  real  cream  used  ?    What  makes  the 
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spots  OD  cigars?  How  are  crushed  fruits  made? 
what  keeps  them  ?  Is  it  true  that  celluloid,  viscoloid, 
xylonite  are  made  from  camphor  and  pyroxylin  and 
will  they  explode  if  a  match  drops  on  them  or  if  they 
are  held  too  near  a  lamp  ?  What  is  medicated  cotton  ? 
Is  carbolic  acid  solution  all  right  to  use  undiluted  on 
an  open  sore  or  anywhere  where  the  skin  is  broken? 
What  is  meant  by  a  Key  West  cigar  ?  What  are  clear 
Havana  goods?  This  soap  is  called  a  milled  soap, 
what  does  that  mean? 

Always  make  it  a  point  to  look  up  every  question 
you  can't  answer,  so  as  not  to  be  caught  a  second 
time.  I  have  found  this  policy  to  be  a  great  adjunct 
to  my  education.  Many  times  a  little  kid  will  ask  you 
something  that  you  don't  know  and  will  have  to  look 
up,  which  will  make  you  realize  how  little  you  know 
after  all. 

You  will  make  many  sales  before  getting  a  chance 
to  finish  your  selling  taJk,so  don't  attempt  to  finish  it. 
When  the  sale  is  made  you  hav;:  accomplished  what 
you  started  out  to  do,  and  any  talking  you  do  after 
that  may  undo  the  sale.  Pause  every  once  in  a  while 
to  let  your  customer  talk.  Let  him  ask  questions  and 
express  his  opinions.  Give  him  a  hearing.  Don't 
rattle  o£E  your  selling  talk  without  giving  him  a  chance 
to  get  a  word  in  edgewise.  Watch  the  traveling  sales- 
man. Take  notice  of  the  way  he  puts  his  proposition 
up  to  your  employer  and  how  well  he  answers  every 
question  and  explains  away  all  your  employer's  criti- 
cisms of  his  proposition. 

What  I  have  written  here  should  bring  home  to  you 
the  importance  of  making  a  study  of  your  goods'and 
being  able  to  answer  any  question  put  to  you  concern- 
ing them. 

Read  the  drug  journals  and  house  organs.  They 
contain  some  good  articles  on  salesmanship.  "The 
New  Idea"  of  Frederick  Stearns  &  Co.,  "  Pharmacal 
Notes"  of  Parke,  Davis  &  Co.,  "Red  Cross  Notes" 
of  Johnson  &  Johnson,  "The  Voice  of  the  Retajl 
Druggist"  of  the  American  Druggists'  Syndicate,  are 
all  house  organs  of  great  value.  If  your  employer 
takes  them  be  sure  to  look  them  over,  and  if  he 
doesn't,  write  to  the  publishers  and  have  your  name 
put  on  their  list.  All  the  leading  drug  journals  are 
boosting  salesmanship.  You  ought  to  subscribe  to  at 
least  two  of  them,  so  you  can  look  them  over  at  home 
and  file  some  of  the  articles  for  future  use. 

The  Sheldon  School  of  Chicago  conducts  a  Course 
in  the  Science  of  Successful  Salesmanship  which  I 
take  pleasure  in  endorsing.*  I  took  this  course  and 
was  greatly  benefited  by  it  It  is  a  course  in  Charac- 
ter Building  as  well  as  in  Salesmanship. 

Mr.  Sheldon  emphasizes  the  mental  law  of  sale, 

which,  covers  the  four  mental  steps  Uken  by  the  mind 

of  the  customer  at  every  sale  —  Attention,  Interest, 

Desire,  Resolve.   To  complete  a  sale  you  must  attract 

attention,  arouse  interest,  create  desire,  and  bring 

about  a  resolve  to  buy  —  to  close  the  sale. 

•  Th«  Sheldon  School  of  the  Sdence  of  Successful  Salesmen- 
ship,  Lesson  XI,  page  17- 


Another  point  emphasized  by  Mr.  Sheldon  is  —  the 
law  of  mutual  benefit  which  crystallizes  into  this  sen- 
tence or  maxim :  "  There  can  be  no  rightful  or  sound- 
selling  unless  it  be  beneficial  to  the  buyer  as  well  as 
to  the  seller." 

Keep  in  mind  always  "  the  square  deal "  when  you 
sell  any  article  to  a  customer. 

To  sum  up, — to  become  a  good  drug  clerk,  a  suc- 
cessful druggist  or  an  efficient  manager,  you  must  be 
a  good  salesman.  The  time  has  gone  by  when  a  drug 
clerk  can  hold  down  his  job  merely  by  taking  orders, 
making  change,  and  wrapping  bundles.  He  must  b% 
a  salesman  in  the  present  meaning  of  that  term.  You 
must  recognize  that  np  matter  how  well  you  can  buy 
goods,  the  profit  is  not  made  on  them  until  they  are 
sold.  Selling  is  the  important  thing  in  a  drug  store. 
The  schools  of  salesmanship  in  the  big  department 
stores  testify  to  its  importance.  You  must  be  a  good 
salesman  to  hold  your  trade  and  develop  your  business. 

Know  yourself.  You  must  make  a  thorough  self- 
examination  to  find  out  what  essentials  of  a  good 
salesman  are  lacking  in  you.  Be  sure  and  develop  the 
two  essentials*  of  tact  and  sincerity.  Remember  that 
a  woman  is  entitled,  to  take  her  time,  to  change  her 
mind,  and  to  have  the  last  word.  Cheerfulness  is  con- 
tagious. Courtesy  touches  everybody.  Loyalty  is  a 
duty. 

Know  your  customer.  To  do  this  you  must  study 
human  nature.  You  get  every  kind  that's  going,  in  a 
drug  store.  Be  generous  with  your  sympathy,  encour- 
agement)  and  kind  treatment.  Such  generosity  will 
build  up  a  strong  personal  following.  Give  every  cus- 
tomer your  best,  and  that  means,  treat  them  as  you 
treat  visitors  in  your  own  home.  Work  for  the  big 
sale.  Show  high  priced  goods  first.  Talk  quality. 
Try  to  boost  the  average  purchase  of  your  customers. 
Cater  to  their  hobbies.  Boost  your  own  preparations. 
Distinguish  between  good  salesmanship  and  substitu- 
tion. Practice  suggestion  in  salesmanship.  No  mat- 
ter what  article  you  sell,  suggest  some  other  article 
closely  associated  with  it  Call  attention  to  new  goods 
and  to  useful  articles.    Don't  lose  a  sale. 

Know  your  goods.  You  must  know  them  well  in 
order  to  sell  them  and  to  answer  questions  about  them. 
Analyze  the  leading  articles.  Frame  up  some  inter- 
esting and  convincing  traveling  talks.  Sound  the 
traveling  men  about  them.  Write  to  manufacturers 
and  wholesalers.  Be  able  to  talk  up  goods  better  than 
your  competitors.  Know  more  about  the  goods  than 
your  customers.  Never  get  caught  on  the  same  ques- 
tion twice. 

Subscribe  to  and  read  the  drug  journals.  Send  your 
name  to  the  publishers  of  house  organs.  Take  a 
course  in  the  Sheldon  School  if  you  can.  Remember 
what  Mr.  Sheldon  says  about  the  mental  law  of  sale 
and  the  law  of  mutual  benefit  All  salesmanship  is 
founded  on  these  two  fundamentals.  In  short,  sales- 
manship is  telling  the  truth  about  your  goods  in  a  con- 
vincing way  and  giving  the  customer  a  square  deal. 
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Vital  Sal««  r^ctovs* 

A  baok  mif  ht  be  just  as  strong  fiQandaUy  if  it  didnH 
have  marble  waioscoting,  bronze  doors  and  other  deco- 
rations; but  it  wouldn't  get  so  mach  business.  It 
would  hardly  retain  the  confidence  of  the  company. 

A  policeman  could  do  his  duty  just  as  well  if  dressed 
in  overalls.  But  who  would  have  respect  for  the  law 
that  he  represents?  That  is  the  very  reason  we  laugh 
at  the  village  constable  on  the  stage ;  he  does  not  look 
his  part  as  a  preserver  of  the  law. 

The  band  around  a  cigar  adds  nothing  to  its  smoking 
quality.  Yet  the  fact  remains  that  the  majority  of  good 
cigars  are  banded.  Therefore,  the  band  adds  prestige 
—  adds  an  " impre^ion  of  quality**  to  the  cigar. 

Why,  then,  should  you  or  any  other  merchant  be 
content  to  do  business  in  a  shabby-looking  structure, 
or  even  in  a  store  where  some  appurtenance  is  not 
strictly  modern?  The  above  principle  applies  to  you, 
your  clerks  and  your  store.  Antiquated  fixtures,  old- 
fashioned  store  front,  or  uncreased  trousers  on  your 
clerks  may  not  have  the  slightest  bearing  upon  the 
quality  of  the  goods  you  sell,  but  they  very  likely  will 
injure  your  standing  with  the  public. 

Anything  that  tends  to  prepossess  the  passer-by  in 
favor  of  your  establishment  is  a  vital  sales  factor  and 
must  not  be  ignored.  Your  window  fixtures,  price 
tickets  and  show  cards,  your  display  cases  and  store 
front,  the  sign  above  your  door,  the  covering  on  your 
wareroom  floor,  the  cut  of  your  clerk*s  hair— all  of 
those  should  be  properly  seen  to  and  have  their  efiEect 
before  the  clerk  advances  with  his :  ^  What  can  we  do 
for  you  to-day,  madam  ?  *' 

Every  man,  woman  or  child  that  enters  your  doors 
is  impressionable,  susceptible  to  the  "atmosphere*'  of 
the  store.  One  of  the  greatest  reasons  why  the  down 
town  shoe  store  in  a  city  takes  so  much  trade  away 
from  the  neighborhood  store  is  that  the  down  town 
merchant  strives  to  create  the  quality  atmosphere  in 
his  shop,  whereas  the  average  family  shoe  merchant 
is  neglectful  of  all  save  the  quality  of  his  stock.— Boot 
and  Shoe  Recorder. 


^whlch  had  been  shut  down,  are  being  reopened  to  meet 
this  extraordinary  demand. 

But  at  this  point  the  chemical  industry  appears  to 
stop.  **  If,**  says  the  committee,  *'  it  be  desired,  and  if 
public  necessity  requires  the  introduction  of  the  manu- 
facture of  explosives  and  further  chemicals  and  dye- 
studs  into  our  home  industry,  such  as  coalHar  product 
explosives,  pharmaceuticals,  medicinals  and  other  in- 
termediates and  finished  coal-tar  dyes,  then  alterations 
of  our  tariff  law  are  inevitable,  and  the  consumers  in 
the  first  and  the  public  in  general  must  share  in  the 
burden  thus  imposed.'*  In  brief,  the  committee  would 
view  the  American  chemical  industry  as  an  *Mnfant 
industry  **  and  would  accord  to  it  all  the  advantages 
which  monopolies  in  the  making  have  enjoyed. 

A  further  remedy,  the  committee  believes,  would  be 
*'  an  effective  anti-dumping  clause  that  would  certainly 
prevent  underselling  of  domes^c  manufactures  in  the 
United  States  by  unfair  methods.**  The  whole  theory 
is  based  on  absolute  protection,  it  being  assumed  that 
the  history  of  the  industry  in  this  country  —  even  under 
such  protection  as  has  be^  afforded— reveals  a  de- 
mand for  more  protection  in  order  to  i»'osper.  *'  Once 
established,**  the  committee  declares,  "such  an  indus- 
try could  develop  and  ultimately  cope  with  any  foreign 
combination  upon  fair  and  equal  terms." 

It  all  depends  on  the  viewpoint.  But  the  "  infant 
industry  "  is  a  dead  industry  in  this  country.  Absolute 
protection  and  industrial  nursing  have  been  outgrown. 
Present  times  require  newer  business  methods,  ^f  the 
chemical  and  dye  manufacturers  are  too  timid  to  seize 
what  appears  to  many  to  be  an  exceptional  industry, 
they  cannot  be  forced  to  do  so.  The  demand  for  in- 
dependent manufacture  of  needed  chemicals  and  dye. 
stuffs  is  meeting  with  response  in  England  —  and  Eng- 
land supports  a  policy  of  free  trade.  The  committee's 
report,  which  shows  evidence  of  research  and  convic- 
tion, can  only  be  accepted  or  rejected  according  to 
the  reader*s  economic  understanding  of  protective  tar- 
iffs versus  free  trade  or  a  tariff  for  revenue  only.— 
Indianapolis  News. 


IMTKr  TK«r  Don't  Start  It. 

Careful  reading  of  the  full  report  which  an  investi- 
gating committee  made  to  the  New  York  section  of 
the  American  chemical  society  confirms  the  belief  that 
the  chemical  industry  in  this  country  is  clinging  to 
opinions  which  most  other  people  seem  to  have  out- 
grown. The  committee  was  appointed  to  inquire  into 
the  feasibility  of  expanding  the  chemical  and  dye-stuff 
business.  The  investigators  were  all  men  of  standing 
in  their  profession,  thoroughly  qualified  to  judge  the 
business  from  within.  They  went  fully  into  the  situa- 
tion, scanned  the  present  industry  in  this  country, 
studied  the  lists  of  contraband,  and  obtained  data  from 
abroad.  They  found  that,  in  a  number  of  instances, 
the  importation  of  chemicals  and  dye-stuffs  had  been 
stopped,  but  they  also  found  that,  to  meet  some  of 
these  needs,  American  manufacturers  had  expanded 
their  operations.    Indeed,  it  appears  that  some  plants 


Mftk*  YotAV  Ourn  VmrttJLmkm. 

You  can  make  your  own  perfume  from  your  favorite 
flower.  Procure  a  glass  funnel  with  a  finely  pointed 
stem.  Fill  this  with  small  pieces  of  ice  sprinkled  with 
salt  and  place  in  a  small  tumbler ;  then  leave  the  appa- 
ratus quite  close  to  the  flower  in  a  warm  room.  The 
perfume  will  collect  in  a  liquid  state  in  the  bottom  of 
the  glass.— The  Technical  World. 


CotAAts  on  DaokA^As* 

A  suit  for  |25fOoo  damages  was  filed  recently  in  the 
Superior  Court,  Atlanta,  Ga.,  by  Mrs.  Mamie  Counts 
against  F.  D.  Pierson,  owner  of  a  soda  water  fountain. 
Mrs.  Counts  alleges  that  her  husband,  W.  G.  Counts, 
went  into  Pierson's  place  and  called  for  a  glass  of 
mineral  water,  but  was  given  citric  acid.  This,  she 
said,  destroyed  his  health  and  caused  his  death  a  year 
later.    Counts  was  a  printer  and  linotype  operator. 
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Temperature  in  Plants. 


The  question  of  the  degree  of  warmth  which  is  evi- 
,  denced  in  liviog  plants  is  of  great  interest.  Although 
the  matter  is  one  concerning  which  our  knowledge  is 
by  no  means  complete,  certain  remarkable  facts  have 
been  established.  In  the  first  place  the  process  of 
respiration  is  associated  with  a  considerable  liberation 
of  heat.  This  is  commonly  illustrated  in  a  simple  ex- 
periment with  germinating  seeds,  such  as  peas.  A 
thermometer  is  placed  among  the  seeds  which  are 
starting  into  life.  This  shows  a  distinct  rise  of  tem- 
perature, usually  about  2^  Fahr.  when  compared  with 
a  thermometer  whose  bulb  is  not  among  the  germinat- 
ing seeds.  The  respiration  of  the  seeds  involves  the 
taking  in  of  oxygen  and  the  giving  out  of  carbon  di- 
oxide, the  same  process  as  that  of  animals.  During 
respiration  a  greater  or  less  amount  of  heat  is  produced. 

As  we  ascend  in  the  scale  of  vegetable  life  we  shall 
find  that  the  respiration  of  the  seedlings  is  trifling 
compared  with  that  of  certain  plants.  At  some  periods 
in  the  development  of  a  plant,  and  especially  in  par- 
ticular parts,  extremely  high  temperatures  are  pro- 
duced. The  case  of  the  Alpine  soldanellas  is  very 
remarkable  in  this  direction.  It  is  the  habit  of  these 
plants  to  start  active  growth  very  early  in  the  spring, 
long  before  the  crust  of  frozen  snow  has  disappeared. 
Yet,  owing  to  the  large  amount  of  heat  which  is  liber- 
ated by  the  shooting  flower  stalks,  these  are  able  to 
bore  their  way  up  through  the  snow  just  as  if  they 
were  so  many  hot  wires.  It  should  be  borne  in  mind 
that  the  flower  stalks  are  of  an  exceedingly  slender 
growth,  and  it  is  simply  owing  to  the  heat  they  liberate 
that  they  can  make  a  way  through  the  snow  crust, 
which  is  often  exceedingly  hard.  Where  the  covering 
of  snow  is  very  deep  the  flowers  of  the  soldanella  often 
do  not  reach  the  surface  at  all.  In  such  a  case  they 
expand  in  a  little  cavity,  which  they  thaw  out  in  the 
shape  of  a  dome.  Strangely  enough,  even  under  these 
untoward  conditions,  the  blossoms  are  able  to  develop 
their  pollen.  Certain  species  of  Aroids  are  remarkable 
on  account  of  the  great  heat  which  they  produce  in 
their  flower  buds  at  the  time  of  opening.  The  case  of 
the  Brazilian  Monstera  deliciosa  is  notable.  Experi- 
ments have  shown  that  inside  the  spathe  of  this  plant 
the  temperature  was  100^  Fahr.,  while  the  air  outside 
was  78^  Even  more  astonishing  was  the  case  of  the 
Arum  italicum,  a  common  species  on  the  Mediterra- 
nean coast.  Here,  when  the  outside  air  was  registered 
at  60^,  the  inside  of  the  spathe  showed  a  temperature 

of  lit?*. 


Apart  from  the  question  of  respiration  it  is  known 
diat  plants  are  able  to  maintain  a  ceruin  temperature 
within  themselves.  Protoplasm  is  killed  by  extremes 
of  heat  or  cold,  and  it  is  obvious  that  some  means 
must  be  taken  to  prevent  a  harmful  rise  or  fall  in 
temperature.  Here  the  facts  are  not  entirely  under- 
stood, but  some  very  fascinating  experiments  have 
been  carried  out.  These  seem  to  show  that  in  a  gen- 
eral way  the  temperature  of  the  plant  is  a  fairly  stable 
feature,  whatever  the  external  conditions  may  be.  The 
ordinary  temperature  of  the  blood  of  human  beings 
remains  at  about  98^  Fahr.,  whether  the  individual  is 
living  in  the  tropics  or  the  Arctic  regions.  It  is  very 
much  the  same  with  plants.  The  long  spells  of  hot 
dry  weather  experienced  in  Australia  are,  of  course, 
notorious ;  but,  however  scorching  the  sun  may  be,  the 
sap  of  the  plants  remains  cool.  It  is  a  common  prac- 
tice  in  some  parts  for  the  natives  to  cut  open  the  roots 


HOWEVER  HOT  THE  SUN,  THE  GOURD  REMAINS  COOI.. 
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THE  ALPINE  SOLDANELLAS  BORE  THROUGH  THE  SNOW 
LIKE  HOT  AWLS. 

of  eucalyptus  trees  in  order  to  avail  themselves  of  the 
store  of  water.  The  method  of  procedure  is  on  the 
following  lines.  The  long  side  roots  are  laid  bare  for 
a  distance  of  20  or  30  feet;  these  are  then  cut  into 
short  lengths,  from  which  the  water  drips  steadily. 
The  soil  through  which  these  roots  are  running  may 
be  baking  hot,  seeing  that  the  roots  are  often  only 
about  6  inches  below  the  surface,  yet  the  water  which 
drips  out  is  always  deliciously  cool.  It  is  quite  whole- 
some and  free  from  any  unpleasant  taste.  Melons  and 
gourds  of  all  kinds  are  astonishing  in  their  powers  of 
keeping  cool,  even  under  the  most  scorching  condi- 
tions. The  cool  feeling  of  the  skins  of  these  fruits  is 
not  simply  an  illusionary  effect,  for,  if  tested,  it  is 
found  that  the  temperature  is  really  much  below  that 
of  the  atmosphere.  An  accompanying  photograph 
shows  a  singular  experiment  in  the  testing  of  the  tem- 
perature of  a  gourd.  The  thermometer,  in  a  fairly 
strong  sun,  ran  up  to  no®  Fahr.,  yet  the  temperature 
in  the  interior  of  the  fruit  was  little  more  than  60®. 

This  maintaining  of  the  temperature  in  the  plant  is 
a  process  which  is  directly  associated  with  the  life  of 
the  specimen.  The  coolness  in  the  gourd  only  remains 
so  long  as  it  is  atUched  to  the  plant;  when  the  fruit 
is  cut  it  rapidly  becomes  as  warm  as  the  atmosphere 
surrounding  it,  just  like  any  other  object.  Of  course 
it  is  well  known  that  even  in  an  inanimate  object  a 
certain  coolness  may  be  brought  about  by  evaporation. 
Thus  the  water  in  a  porous  vessel  keeps  cool  even  in 
a  hot  sun.  This  is  owing  to  the  fact  that  the  water  is 
constantly  passing  through  the  porous  sides  of  the 
vessel,  and  being  turned  into  vapor.  As  a  consequence, 
the  air  surrounding  the  vessel  is  kept  in  a  cool  condi- 
tion. The  moisture  in  plants  cannot  be  kept  cool  by 
evaporation  or  else  during  spells  of  dry  weather  the 
sap  would  disappear  altogether.  As  a  matter  of  fact, 
everything  we  know  about  plants  which  live  in  hot  dry 
countries  shows  that  all  kinds  of  devices  are  employed 
to  check  and  prevent  loss  of  moisture.  The  loss  of 
water  by  evaporation  through  the  thick  skin  of  the 
gourd  must  be  very  slight,  while  the  leathery  cover- 
ing of  the  cacti  probably  hardly  transpires  at  all. — 
S.  Leonard  Bastin  in  Scientific  American,  by  whom 
copyrighted,  19 15,  and  republished  with  permission. 


Enclosed  find  check  for  |io.  I  think  this  entitles 
me  to  The  Spatula  for  life ;  if  not,  let  me  know.  I 
also  enclose  some  ad  matter.  Kindly  let  me  know 
what  you  think  of  it.  The  letter  I  send  to  the  doctors 
throughout  the  State  whose  prescriptions  come  to  my 
store  to  be  filled.  A  great  many  people  from  this 
town  go  to  Hartford  and  New  Haven  to  see  specialists, 
so  I  thought  this  letter  would  fit  in  O.  K. 
Bristol^  Conn,y  Dec,  31^  igi^.  W.  J.  Madden. 

The  following  extract  from  the  letter  referred  to 
will  give  an  idea  of  its  general  tenor :  *'  I  shall  be  very 
glad  to  receive  your  Bristol  patients,  whom  you  may 
be  able  to  send  to  us  with  your  prescriptions,  and  as- 
sure you  that  they  will  get  honest,  square  dealing  from 
us  at  all  times.  Your  prescriptions  will  be  put  up  just 
as  you  write  them.  We  never  change  the  least  or 
smallest  thing  without  first  making  you  acquainted 
with  it,  and  getting  your  wishes  as  to  what  you  desired.'^ 

This  letter  should  make  a  good  impression  on  the 
M.  D.'s,  and  the  idea  is  excellent,  although  we  think 
it  might  be  improved  by  condensing  the  matter  some- 
what Several  re-readings  of  a  letter  or  other  ad 
matter  seldom  fail  to  reveal  superfluous  phrases  and 
repetitions  that  need  the  pruning  hook.  A  sentence 
may  be  twisted  and  turned  until  it  expresses  just  the 
right  idea-  in  the  tersest  and  most  forceful  English 
possible. 

Mr.  Madden  further  shows  his  enterprise  and  pro- 
gressiveness  by  the  use  of  package  slips  pushing  vari- 
ous lines,  such  as  confectionery,  his  prescription  de- 
partment, a  beef,  iron  and  wine  tonic  and  a  hot  water 
bottle.  This  last  is  especially  good,  being  described 
as  a  seamless  hot  water  bottle  of  forty  uses,  the  entire 
forty  uses  being  given  on  the  slip  —  a  good  example 
of  suggestive  advertising. 

The  chief  criticism  we  have  to  offer  is  with  regard 
to  the  printing.  In  the  hands  of  a  competent  printer 
these  slips  might  be  made  to  present  a  vastly  more 
attractive  appearance. 

A  Cav  I#oadl« 

You  often  want  to  know  what  constitutes  a  carload. 
Well,  paste  this  in  your  hat  and  you  will  have  an 
answer  handy.  Nominally  a  carload  is  20,000  pounds. 
It  is  also  79  barrels  of  salt,  99  of  flour,  208  sacks  of 
flour,  10  cords  of  wood,  18  to  20  head  of  cattle,  64  to 
70  hogs,  50  to  100  head  of  sheep,  6,000  feet  of  boards, 
17,000  feet  of  siding,  13,000  feet  of  flooring,  45,000  feet 
oif  shingles,  one-half  less  of  hard  lumber,  one-third  less 
of  joint  scantling  and  other  large  timber,  340  bushels  of 
corn,  400  bushels  of  wheat,  580  of  oats,  156  of  flaxseed, 
780  of  apples,  340  of  potatoes,  and  1,000  of  bran. — 
Confectioners'  Journal. 


A  CritAvioA* 

Please  send  me  "One  Thousand  Ways  and  Schemes," 
also  the  Spatula  Sign  Making  Outfit.    If  the  above 
articles  are  ^  big  a  value  as  The  Spatula  they  are 
certainly  worth  the  money. 
Dallas^  Texas^  Dec.  7,  /p/^.  Roy  L.  Gaskbll. 
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NOTE^It  is  the  desire  of  the  editor  of  this  de 
partment  to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  Professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article^  let  us  hear 
from  you.  Do  not  expect  however^  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 

Dr.  M.  P.  S.,  Indorewala,  Kapadwanj,  India. 

Powdered  dtrlc  ftcid i  lb. 

Oil  of  sweet  orange afl.  dn. 

Azo-oruige  aniline  dye lagn. 

Rub  the  aniline  with  a  dram  of  warmed  alcohol,  then 
add  the  oil  and  gradually  mix  with  the  acid.  Wrap  in 
waxed  i>aper  packers  of  one-half  ounce  each.  One  of 
these  packets  and  i  gallon  of  water  sweetened  to  taste 
will  make  i  gallon  of  orangeade. 

(Regarding  the  above  quoted  aniline  dye,  be  sure  to 
purchase  the  dye  known  as  Certified  Aniline  Orange. 
This  is  obtainable  through  any  wholesale  drug  house. 
"  Certified  "  dye  means  that  which  has  been  certified 
by  the  Government  and  may  be  legally  and  safely  used 
for  food  purposes.) 

Directions:  Mix  one  half -ounce  packet  with  i  gal- 
lon of  water,  sweeten  with  sugar  to  taste,  and  if  not 
for  immediate  consumption,  put  in  tightly  corked  bott- 
les or  jugs.  This  can  be  guaranteed  harmless,  being 
made  from  fruit  entirely  with  a  harmless  coloring 
agent,  and  will  keep  in  any  climate. 

The  orange  coloring  which  is  permitted  in  food  stufiFs 
and  which  should  be  used  for  this  preparation  is  cer- 
tified orange  aniline,  and  be  sure  you  get  the  certified. 
Before  the  government  undertook  to  guarantee  or  cer- 
tify certain  colors,  they  were  known  by  their  distinc- 
tive names  as  '*Azo**  which  signified  the  chemical 
class  to  which  the  orange  color  belongs. 

However  they  are  known  as  pure  food  colors,  certi- 
fied, and  are  furnished  in  sealed  cans,  with  the  govern- 
ment stamp,  by  such  firms  as  Fritzsche  Bros.,  New 
York  City.  They  charge  from  I1.75  to  I2  a  can,  and 
the  cheaper  grade  is  entirely  satisfactory.  These  col- 
ors arenot  permittied  to  be  sold  in  broken  lots,  but  the 


Government  expressly  permits  the  grades  of  colors  in 
foods  under  Food  Inspection  Decision  No.  76,  July 
13. 1907. 

The  proper  way  to  put  up  orangeade  powders  is  to 
place  them  in  what  is  known  as  "  glass  "  or  transparent 
envelopes.  These  are  also  known  as  glove  envelopes. 
Then  they  are  placed  in  small  but  substantial  envel- 
opes, size  3  X  5^.  The  envelope  containing  the  pow- 
der should  be  smaller  than  the  outer  envelope.  The 
transparent  envelope  is  made  by  the  U.  S.  Envelope 
Company,  Springfield,  Mass.  These  powders  may  also 
be  put  up  in  waxed  paper  packets,  but  this  requires 
more  time. 

Deodorisiia^  M •tlaylatotf  Spirit. 

Dr.  M.  P.  S.,  Indorewala,  Kapadwanj,  India. 
Add  to  the  barrel  of  alcohol  i  gallon  of  water  satu- 
rated with  chlorine  gas ;  agitate  thoroughly,  let  rest  for 
twelve  hours  then  saturate  with  chalk  (which  combined 
with  the  chlorine  forms  chloride  of  lime)  and  distill. 
Filtering  through  animal  charcoal  after  precipitating 
the  chlorine  with  the  chalk  afEords  a  fair  substitute  for 
redistilled  alcohol.  The  fusel  oil  can  be  separated  from 
the  alcohol  in  a  small  quantity  by  adding  a  few  drops 
of  olive  oil  and  thoroughly  agitating  in  a  bottle  and 
allowing  it  to  settle  and  decant.  The  olive  oil  com- 
bines with  and  retains  the  fusel  oil. 

Violet  AflaoaoniA* 

B.  &  N.,  Los  Angeles,  Cal. 
A  violet  ammonia  is  made  by  adding  any  acceptable 
violet  extract  or  a  tincture  of  orris  to  ammonia  water. 
The  latter  produces  a  more  pleasant  effect  than  might 
be  imagined.  Two  drams  of  the  extract  or  the  tinc- 
ture per  pint  is  enough  to  impart  a  pleasant  odor  and 
usually  mixes  without  clouding.  As  to  color,  the  only 
really  permanent  colors  are  the  mineral  colors.  If  the 
ammonia  is  to  be  used  without  soap,  a  trace  of  copper 
sulphate  with  just  enough  of  potassium  bichromate  to 
develop  a  green  color,  will  give  a  handsome  and  per- 
manent color,  and  is  not  likely  to  be  objectionable. 
But  the  aniline  or  vegetable  colors  will  all  fade  out  in 
time,  and  we  have  no  means  of  knowing  which  varie- 
ties will  last  the  longest.  Unless  the  ammonia  is  to 
-be  used  with  soap,  the  mineral  colors  are  not  likely  to 
be  objectionable,  and  they  are  bright  and  permanent. 
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A.  D.  C,  NorristowD,  Pa. 

Letches  are  best  kept  in  hard  water,  or  in  water  to 

which  a  very  little  lime-water  has  been  added.    Two 

to  four  drams  of  lime  water  per  quart  is  sufficient  Do 

not  change  the  water  too  often,  and  have  some  organic 

matter  in  the  water  also. 

To  H^lp  tK*  Haas* 

S.  P.  G.,  Bristol,  R.  I. 

The  following  preparations  are  perhaps  as  good  as 

any  to  make  hens  work  overtime. 

No.  I. 

Powdered  Ay  tter  thclls lib. 

Dried  sodium  «ulphate 8oss. 

Dried  iron  sulphate 8ozs. 

Gentian  root,  in  powder —  8  ots. 

Black  pepper,  in  powder 8oss. 

Cumin,  in  powder 8*»ss. 

Capsicum, in  powder aoss. 

No.  2. 

Bone  meal slbs. 

Lintf^meal albs. 

Dried  mvat s  Ibe. 

Spent  lime s  Ibe. 

Oatmeal '....  albt. 

Red  pepper toza. 

Sulphur aozs. 

Salt 4  OSS. 

Iron  sulphate 4oas. 

Mix,  and  give  one  teaspoonful  per  hen,  in  soft  food, 

three  times  a  week. 

C.  D.  S.,  Chelsea,  Mass. 

Petrolatum jr.    sogm. 

Almdtad  or  cod  liver  oil .'«.  aoocc. 

Powd.acad? 40 gm- 

Powd. tragacanth .'.    isgm. 

Syrup  of  hypophosphites aoo  cc. 

water  to  make 1000  cc. 

Melt  the  petrolatum  and  mix  with  the  oil,  then  cool 
the  mixture.  Place  the  acacia  in  a  dry  mortar,  add 
160  cc.  of  oil  carefully  measured,  triturate  together, 
then  add  80  cc.  of  water.  Triturate  rapidly  until  a 
smooth,  creamy  mixture  is  obtained,  then  add  alter- 
nately 5  cc.  of  water  and  10  cc.  of  oil,  emulsifying  well 
by  trituration  after  each  addition,  until  all  the  oil  has 
been  emulsified.  Now  add  100  cc.  of  water  gradually^ 
then  the  tragacanth,  then  the  syrup,  and  finally  enough 
water  to  make  1000  cc. 
BftU  Postwrs  Pastw. 

P.  L.  T.,  Washington.  D.  C. 

Stir  into  the  fiour  paste  alum  in  powder  in  the  pro- 
portion of  10  ounces  to  every  666  ounces  of  flour  used 
in  making  the  paste.  Any  paste  will  not  long  resist 
the  action  of  wet  weathet,  but  it  may  be  made  to  do 
so  by  giving  the  bill,  after  sticking  it,  a  wash  of  soap 
water,  sugar  of  lead  solution  (this  is  dissolved  lead 
acetate(  or  a  solution  of  crude  lac  in  naptfaa. 
Ink  for  l^Titiwkg  oaa  GIawi. 
H.  D.  C,  Benton,  Mich. 

The  following  has  been  used  at  the  University  of 
Berne,  and  is  reported  as  very  satisfactory:  Three 
parts  of  a  13  per  cent  solution  of  shellac  in  alcohol  are 
mixed  with  5  parts  of  a  13  per  cent  solution  of  borax 
in  water.  The  solutions  must  be  mixed  carefully,  a 
drop  at  a  time,  and  if  a  {u-ecipitate  forms  the  mixture 
is  heated  until  clear.  Finally  methylene  blue  is  added 
to  color  it  a  deep  blue. 


M AvKtatf  lAlC. 

M.  P.  G.,  Sioux  City,  Iowa. 

Genuine  India  ink  in  the  hands  of  an  artist  will  give 

excellent  results.    If  the  work  is  to  be  done  with  a 

stencil  we  would  suggest  the  following: 

Black. 

Nigrosio i  part 

Water 14  parts 

Glycerine 4  parts 

Red— No.  i. 

RotaniUne  acetate ^.  a  parts 

Alcuhol I  part 

Water 10  parts 

No.  2. 

Bordeaux  red 3  parts 

A  Icohol a  pt  rts 

Water ao  parts 

Glycerine i  part 

Violet  and  Blue. 
Aniline  riolet  or  blue  (a  R.  B.  to 

3B.) I  OS. 

Hot  water 7!!.  ozs. 

Allow  to  cool  and  add 

Alcibol ifl.oz. 

Glycerine afl.drs. 

Ether sdropt 

Carbolic  add 1  drop 

Kfta  Gloww  Clwaaawr. 

J.  W.  K.,  Jackson,  Mich. 

White  castile  soap,  dry 15  parts 

Water ic  parts 

Solu.  chlorinated  soda 16  parts 

Ammonia  water  i  part 

Cut  or  shave  up  the  soap,  add  the  water  and  heat 

on  a  water  bath  to  a  smooth  paste.    Remove,  let  cool, 

and  add  the  other  ingredients  and  mix  thoroughly. 

Bloo4  Ptavftflwr* 

P.  J.  H.,  Meadville,  Pa. 

Fid. est  sarsapaiilla 3i¥ 

Fid  est  yellow  dock 3i¥ 

Fid. est. taraxacum 3iv 

Fld.ext  senn;i fii 

Fid  est  podophyllum 3i 

Oil  of  sassafras RttzxT 

Oil  of  wintergreen ffttzxv 

Alcohol 5iv 

Syrup 3vi 

Glycerine ^ri 

Potassium  iodide 31 

Water  4.  s.  to  make Oil    M. 

To  IRTatwrisroof  SKows* 

A.  T.  M.,  Houston,  Texas. 

Spermaceti 3ii 

Yellow  wax 3ii 

Suet 31 

OUveoil .\ 3lv    M. 

SKftanpoo  PAstw. 

C.  L.  T.,  Knoxville,  Tenn. 

Castile  soap 3xiv 

Potassium  carbonate Siiiss 

Glycerine 3vii 

Oil  of  bergamot 3ss 

Oil  of  lavender 3ss 

Water 3xxviii    M.B.a. 

CAvbolftc  Salww. 

S.  &  W.,  Lead,  S.  D. 

Petrolatum 3zvi 

Paraffin  3  las 

Camphor 3i 

Carbolic  add 3iiiss 

Oil  of  sassafras 3ss    M. 

AlkAllaaw  Aatiswptic  Soltatioaa. 

L.  E.  D.,  Akron,  O. 
We  cannot  give  a  formula  to  imitate  the  particular 
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kind  asked  for.  The  following  is  highly  recommended 

by  a  medical  correspondent  of  the  Medical  World,  who 

uses  it  in  his  practice : 

Thymol gr.  xv 

Eocalyptol Mxv 

Menthol , er.  xzx 

Menthyl salicvHkte 3ss 

Sodium  chlonde 3iv 

Sodium  borate 3iv 

Sodlnm  phosphate gr.  xlv 

Sodium  sulphate gr.  xvi 

Sodium  bicarbonate 3iss 

Alcohol 3ir 

Hot  rain  water  to  make Oii 

StalpKtav  Mftxttar*. 

Dr.  M.  P.  S.,  Indorewala,  Kapadwanj,  India. 
The  following  mixture  may  answer  for  your  prepa- 
ratl9n:  Here  is  a  specialty  that  has  made  several  men 
independent.  It  has  all  the  medical  qualities  of  sul- 
phur, but  has  the  advantage  in  being  in  liquid  form. 
As  a  skin  remedy  it  is  unexcelled  for  both  external  and 
internal  use.  It  is  inexpensive  to  make,  and  will  find 
a  ready  sale  wherever  introduced: 

Lime '. i  oz. 

Sulphur a  ozs. 

Water i  qt. 

Put  all  together  and  boil  for  thirty  minutes  in  an 

enameled  porcelain  vessel,  and  when  cold  filter  through 

filter  paper,  and  bottle  at  once. 

Aiatfts«ptio  Ointsn^aat. 

Dr.  M.  P.  S.,  Indorewala,  Kapadwapj,  India. 

Aluminum  hydrate Gr.  xx 

Carbolic  acid 3ss 

Isarol 9ii 

Lead  oxide 3  ss 

Corrosive  sublimate Gr.  1 

Zinc  sulphocarbolate 3ss 

Base  quantity  to  make 3  i 

1 

BssABtftal  Oil  Sftttaatioaa. 

The  first  few  days  after  the  exchange  of  the  various 
declarations  of  war  produced  a  state  of  stupefaction 
in  this  country,  which  after  the  realization  of  the  fact 
that  the  state  of  war  in  Europe  had  practically  cut  ofiF 
the  American  Continent  from  all  regular  traffic  with 
European  countries,  produced  an  almost  hysterical 
condition,  which  can  only  be  signified  as  a  "  buying 
mania." 

This  predicament  was  aggravated  by  the  fact  that 
the  general  conditions  of  the  preceding  season  had  not 
been  such  as  to  encourage  business  operations  for  the 
future,  and  many  buyers  were,  therefore,  caught  rather 
off  their  guard.  The  result  of  this  was  a  disruption 
of  the  market  as^  probably,  has  never  been  experienced 
before,  at  least  not  for  generations. 

The  onslaught  on  the  available  stocks  of  the  im- 
porters was  such  that,  without  protective  measures  on 
their  side,  they  would  have  been  cleared  out  of  every- 
thing in  a  short  time.  The  unavoidable  consequence 
of  which,  naturally,  would  have  resulted  in  conditions 
causing  utter  detriment  to  these  immoderate  buyers. 

On  the  other  hand,  many  of  the  importers  and  deal- 
ers also  seemed  to  have  lost  their  heads,  and  announced 
a  discontinuance  of  all  contract  obligations  under  the 
protection  of  the  usual  contingency  clause  in  their  con- 
tracts. Though  this  may  have  been  perfectly  correct 
from  a  nyere  legal  standpoint,  it  did,  in  our  opinion. 


not  solve  the  question  of  moral  responsibility  towards 
those  that  entrusted  their  future  business  dispositions 
to  the  foresight  of  their  purveyors. 

We,  therefore,  adopted,  as  a  just  and  best  possible 
solution  of  the  intricate  and  diflScult  problem  before 
us,  the  maxim  that  all  of  our  stock  on  hand  belonged 
to  those  who  had  contracts  for  future  delivery  on  these 
commodities.  In  accordance  with  this  principle,  we 
apportioned  our  stock  pro  rata  of  all  the  obligations 
which  we  had  at  the  outset  of  the  war  for  the,  various 
commodities  in  question,  and  are  pleased  to  state  that 
this  equitable  distribution  and  impartial  management 
met  with  the  general  approval  on  the  part  of  our  pa- 
trons, and  has  greatly  facilitated  our  dispositions  dur- 
ing this  trying  period. 

Aside  from  this  contract  feature,  everyone  control- 
ling certain  stocks  of  imported  goods  felt  it  incjimbent 
to  protect  whatever  he  had  on  hand  by  an  adequate 
advance  in  price  for  all  open  business  transactions 
which,  as  can  easily  be  seen,  led  through  the  unprece- 
dented rush  of  purchasing  orders  to  an  economic  con- 
dition Which  we  could  best  characterize  as  a  "  frenzied 
market."  Prices  went  up  "over  night"  in  jumps  of 
10,  15  and  20  per  cent,  without  checking  the  hysterical 
demand  in  the  least,  so  that  transactions  sometimes 
assumed  the  features  of  actual  "  wild  cat "  business. 

This  condition  lasted  practically  without  any  abate- 
ment all  through  the  month  of  August,  while  a  slight 
amelioration  took  place  in  the  month  of  September. 
It  was,  however,  not  before  the  month  of  October  that 
the  market  adjusted  itself  somewhat  to  the  actual  con- 
ditions and  again  assumed  a  more  normal  appearance. 

Renewed  supplies  of  European  products,  which  the 
importers  secured  by  way  of  neutral  ports  in  October 
of  last  year,  made  it  again  possible  to  re-establish 
prices  on  a  fairly  normal  base. 

It  would  serve  no  actual  purpose  to  record  the  ex- 
treme prices  which  were  paid  for  certain  commodities 
during  this  critical  period,  and  it  may,  therefore,  suf- 
fice to  refer  only  to  certain  groups  of  oils  which  have 
shown  particularly  marked  developments. 

Among  the  large  staple  articles  in  our  line,  the  Mes- 
sina essences  created  quite  an  excitement  in  the  early 
weeks  of  August,  most  probably  on  account  of  the 
doubtful  position  of  Italy  in  reference  to  the  European 
conflagration.  General  opinion  tending  to  the  pre- 
sumption that  Italy  would  be  drawn  into  the  conflict 
on  the  side  of  the  Allies,  produced  a  mad  rush  of  or. 
ders  for  prompt  delivery  of  goods  that  made  the  stocks 
in  the  hands  of  the  importers  dwindle  in  a  very  short 
time  and  drove  the  prices  up,  for  instance  in  the  case 
of  oil  of  lemon,  from  $2  to  I3.75  per  pound  within  a 
week.  Then,  when,  some  time  after,  new  shipments 
reached  the  American  market  from  Sicily,  and  a  more 
conservative  view  in  reference  to  the  political  standing 
of  Italy  began  to  prevail,  the  prices  of  this  commodity 
receded  again,  until  they  have  now  reached  a  lower 
level  than  they  have  occupied  fqr  quite  a  number  of 
years.  This  is  not  to  be  considered  simply  as  a  reac- 
tion upon  the  forced  previous  advance  in  prices,  but 
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the  natural  consequence  of  the  fact  that,  on  account 
of  the  greatly  curtailed  consumption  in  the  European 
market,  the  offer  in  this  oil  exceeds  the  demand  con- 
siderably. Yet  any  possible  change  in  the  political 
constellation  could  again,  on  a  moment's  notice,  drive 
the  prices  up,  may  be  higher  than  they  have  ever  been 
before. 

Similar  conditions,  with  somewhat  changed  premises, 
have  prevailed  for  a  number  of  other  articles  and  have 
produced  like  price  developments. 

Extreme  prices,  for  instance,  prevailed  very  shortly 
after  the  outbreak  of  the  war  for  methyl  salicylate, 
benzaldehyde,  artificial  oil  of  mustard,  oil  of  limes, 
coumarin,  thymol,  and  some  less  important  commodi- 
ties; in  all  instances  for  special  reasons  which  indi- 
vidually affected  the  respective  articles. 

To  touch  briefly  upon  these  various  causes,  it  was,  in 
the  case  of  methyl  salicylate,  the  difficulty  of  obtaining 
salicylic  acid,  which  compelled  the  American  manu- 
facturers to  advance  the  price  of  this  article  not  only 
n  order  to  meet  the  increased  cost  of  the  raw  material, 
but  also  to  regulate  and  restrict  the  output  of  same  to 
a  certain  extent 

For  the  other  articles  mentioned  above,  impediments 
to  free  transportation  and,  most  particularly,  extreme 
shortness  of  stocks  in  the  hands  of  the  importers  were 
responsible  for  the  excessive  advances  in  price  these 
products  were  subjected  to. 

As  far  as  the  market  for  specifically  American  oils 
is  concerned,  entirely  different  conditions  were  respon- 
sible for  their  price  development,  and  we  may  say  that 
these  have,  at  least  in  reference  to  the  American  mar- 
ket, followed  a  more  logical  course  than  .the  imported 
oils.  For  these,  it  was  from  the  beginning  to  the  end, 
only  the  proper  application  of  the  basic  commercial 
principle  of:  *' supply  and  demand.'*  With  a  rather 
favorable  crop  result  for  oil  of  peppermint,  for  in- 
stance, as  the  most  important  commodity,  and  in  view 
of  the  necessarily  curtailed  demand  for  exportation, 
the  development  of  the  market  wasc  bound  to  be  down- 
ward, until  we  have  now  arrived,  most  probably,  at  the 
lowest  mark  that  may  be  expected  for  this  oil,  when 
we  consider  that  we  have  not  seen  as  low  prices,  as 
those  prevailing  now,  for  a  number  of  years. 

Another  important  commodity,  oil  of  sweet  birch, 
has,  contrary  to  oil  of  peppermint,  shown  a  rather 
strong  position,  but  also  in  absolute  accordance  with 
its  logical  commercial  relation.  The  extreme  prices 
that  the  synthetic  substitute  for  this  natural  product, 
methyl  salicylate,  commanded,  at  least  for  a  time,  and 
its  still  high  level  and  uncertainty  of  supply  for  the 
future,  have  naturally  increased  the  demand  for  this 
oil,  which,  coupled  with  a,  by  no  means,  plentiful  sup- 
ply, have  raised  the  prices  fully  30  per  cent  above  those 
ruling  before  the  inception  of  the  crisis. 

Other  American  oils,  such  as  oils  of  cedar  leaves, 
hemlock,  sassafras,  tansy,  wormseed  and  wormwood, 
have  not  shown  any  unusual  fluctuations  during  the 
critical  period,  while  oil  of  spearmint  has  undergone 
quite  a  slump  in  price,  on  account  of  a  plentiful  crop. 


As  stated  in  our  initial  remarks,  conditions  of  the 
market  in  general  assumed  a  more  normal  aspect  in 
the  month  of  October  after  the  arrival  of  new  supplies, 
which,  at  the  time  of  this  writing,  enables  us  to  do  an 
almost  unrestricted  business  again. 

This  induced  us  to  publish  our  price  list,  which  we 
had  suspended  for  the  two  preceding  months,  in  No- 
vember, at  the  same  time  apprising  our  patrons  of  the 
fact,  that  we  could  re-esublish  our  old,  normal  prices 
for  a  great  majority  of  our  goods,  such  as  had  ruled 
before  the  outset  of  the  present  crisis,  and  that  ad- 
vances, where  made,  expressed,  generally,  only  the 
increased  cost  of  transportation  connected  with  the 
difficulties  of  the  present  traffic  conditions. 

To  speak  about  the  future  development  of  the  mar- 
ket and  to  foreshadow  any  price  constellation  that  may 
confront  us  during  the  winter  season,  appears  too  haz- 
ardous at  the  present  moment,  since  all  will  depend 
upon  the  further  course  and  the  final  outcome  of  the 
gigantic  conflict  which  is  still  raging  with  undiminished 
force  in  Europe. 

We  may,  however,  state  for  the  benefit  of  our  pa- 
trons that  we  are  well  provided  for  another '*  siege," 
If  such  should  come,  and  that,  enabled,  as  we  were, 
^  to  manage  our  affairs  without  causing  serious  dis- 
appointment to  our  friends  during  the  trying  months 
passed  through,  we  are  now  in  a  position  to  ''hold 
out"  considerably  longer,  in  fact  for  any  length  of 
time  that  might  reasonably  be  expected  to  be  weathered 
again  on  account  of  possible  renewed  complications 
in  the  world's  traffic— Fritzsche  Bros.,  New  York. 


NoA*Ov*rlloiirftA^  F«mn*l« 


A  new  type  of  funnel  has  a 
small  pipe  soldered  on  the  in- 
side of  the  funnel  with  its  vent 
opening  on  the  outside.  When 
filling  a  bottle  by  means  of  a 
funnel  which  fits  snugly  into  the 
neck,  difficulty  is  met  by  reason 
of  the  air,  which  can  find  no 
escape  from  the  bottle.  With 
the  new  funnel  the  air  finds  a 
ready  outiet,  and  the  flow  of  the 
liquid  into  the  bottle  is  steady. 
The  device  is  patented.—  Popu- 
lar Mechanics. 


Experiments  with  the  dynamometer  show  that  a  man 
is  his  weakest  when  he  turns  out  of  bed.  Our  muscular 
*torm  is  gready  increased  by  breakfast,  but  it  attains 
to  its  highest  point  after  the  mid-day  meal.  It  then 
sinks  for  a  few  hours,  rises  again  toward  evening,  but 
steadily  declines  from  night  to  morning. 


The  government  is  encouraging  experiments  in 
France  with  a  device  to  protect  against  hail.  The 
device  is  a  large  lightning  rod  of  pure  copper,  which 
is  said  to  affect  atmospheric  electricity  so  that  bail- 
stones  cannot  form. 
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TRADE  TIPS  AND  TOPICS 

A  Deparhneht  «f  LIVE  BUSINESS  IDEAS  and  PROFIT  POINTERS  m  Various  Lines 


^m 


Uni<|tte  Advertising  Stunt. 

The  Savannah  Press  describes  an  unusual  advertis- 
ing stunt  carried  out  in  that  city  by  the  manufacturers 
of  a  summer  beverage  popular  in  the  south.  Each 
afternoon  a  large  war  balloon  goes  up  and  carries  Prof. 
Fred  Owens,  the  most  daring  balloonist  now  living, 
who  when  the  balloon  is  at  its  height  drops  from  it  at 
the  risk  of  his  life  and  comes  down  to  earth  in  a  para- 
chute From  the  bottom  of  the  balloon  hangs  a  large 
bottle  advertising  the  drink  and  Prof.  Owens  is  con- 
cealed in  this  bottle.  He  is  not  able  to  see  the  ground 
and  this  fact  makes  his  drop  doubly  dangerous.  When 
the  balloon  attains  its  height  he  cuts  loose  the  bottle 
and  he  drops  still  concealed  in  the  bottle.  Just  as  the 
crowd  is  holding  its  breath  and  expecting  to  see  him 
killed  the  bottom  of  the  bottle  comes  out  and  down 
falls  a  shower  of  tickets,  each  one  of  which  is  good 
for  a  bottle  of  the  beverage. 

Following  the  shower  the  bottle  becomes  a  parachute 
as  Prof.  Owens  pulls  a  string  and  from  the  top  end  of 
the  bottle  there  appears  a  large  parachute,  and  on  this, 
and  still  in  the  bottle,  he  comes  safely  to  earth.  It  is 
a  very  thrilling  and  exciting  exhibition  by  one  of  the 
best  artists  in  the  world  to-day. 

At  each  performance  the  advertising  man  who  has 
this  feature  of  the  work  in  charge  for  the  company, 
distributes  novelties  of  all  sorts  such  as  mirrors,  key 
rings,  puzzles,  absolutely  free  to  the  crowd.  He  has 
also  made  arrangements  to  throw  away  1,000  free  tick- 
ets for  a  bottle  of  the  beverage  each  and  every  day. 
For  Valentine's  Dasr. 

A  confectionery  window  last  year  on  St.  Valentine*s 
Day  was  arranged  as  follows:  The  floor  was  overlaid 
with  white  crepe  paper,  the  sides  and  back  with  a  warm, 


deep  crimson.  Spirals  of  alternate  red  and  white  strips 
stretched  from  the  front  to  meet  the  red  background 
at  the  back. 

A  large  red  heart,  about  two  feet  in  height,  fashioned 
from  heavy  cardboard,  occupied  the  centre.  On  it  were 
displayed  in  white  letters  such  words  as  "  High  Qual- 
ity," "Purity,"  " Toothsomencss,"  "Variety,"  "Im- 
maculate Cleanliness,"  "  Deliciousness,"  each  of  the 
words  being  pierced  by  a  white  cardboard  arrow. 

In  front  of  the  heart  was  a  display  of  box  confec- 
tionery, with  a  placard  reading :  "  A  Valentine  she  will 
appreciate."  Valentines  were  displayed  in  the  balance 
of  the  window,  and  numerous  litde  Cupids  were  sus- 
pended from  the  ceiling. 

CKaritsr  Begins  at  Home. 

The  following  ad  by  Liggett*s  appeared  in  the  Bos- 
ton papers  on  New  Year's  morning: 

To  Boston's  Worthy  Poor. 

While  we  are  heartily  in  aceord  with  the  various 
movements  on  foot  to  render  aid  to  those  needy  souls 
in  Belgium  and  other  foreign  countries  devastated  by 
the  war,  we  also  believe  that  the  worthy  poor  of  Boston 
should  not  be  forgotten. 

In  order  that  the  sick,  especially,  may  be  given  proper 
attention,  the  Liggett  Drug  Stores  will  fill  prescrip- 
tions for  all  poor  people  free  of  charge. 

This  ofiFer  is  in  efiEect  now  and  throughout  the  entire 
year,  and  is  a  regular  feature  of  the  Liggett  Stores. 

All  that  is  needed  is  a  note  from  the  physician  in 
charge  that  the  prescription  is  necessary  and  that  the 
patient  is  a  worthy  subject. 

We  wish  you  all  a  happy  New  Year. 
Up  to  tKe  Minute. 

Owing  to  the  building  of  the  new  subway  in  Times 
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Square,  New  York,  the  sidewalk  has  been  cut  and  re- 
placed with  boards  about  three  feet  above  the  regular 
level.  This  has  necessitated  the  raising  of  the  floors 
in  all  the  windows  on  this  walk  to  bring  the  displays 
nearer  the  eye.  The  LongacrevDrug  Co.  were  the  first 
to  take  advantage  of  the  change  by  advertising  them- 
selves as  Broadway's  Original  boardwalk  Drug  Store. 
—  Signs  of  the  Times. 

MTindo^MT  Card  Suggestions. 
Confectionery  for  those  who  appreciate  quality,  pu- 
rity and  freshness. 


Mr.  Smoker— here  are  some  values  for  Saturday 
you  can't  duplicate  elsewhere. 


The  man  who  smokes  thinks  like  a  sage,  acts  like  a 
Samaritan.    Smoke  1 


Superb  Cold  Cream  —  A  natural  complexion  beau- 
tifier,  daintily  perfumed,  not  greasy. 


Any  purchase  not  entirely  to  your  satisfaction  will 
be  made  right. 

It's  not  a  matter  of  luck  that  you  get  better  goods 
for  your  money  when  you  come  to  us  than  you  can 
elsewhere.    It's  our  better  knowledge  of  quality. 

Our  prices  speak  for  themselves  •—  come  in  and  have 
a  talk  with  them. 

Made  in  V.  S.  A. 

Two  Boston  drug  stores  are  giving  the  "  Made  in 
America  "  slogan  a  boost.  Green's  Drug  Store  adver- 
tises: "We  are  giving  you  an  opportunity  to  buy  a 
beautiful  dinner  set,  '  Made  in  America,'  at  factory 
cost.**  The  set,  worth  $S,  was  offered  for  I2.98  and 
20  coupons.  A  coupon  was  given  with  each  25-cent 
purchase ;  the  coupons  were  made  to  do  advertising 
service,  each  one  showing  several  cuts  of  the  dishes. 

The  J.  G.  Godding  Co.  used  advertising  slips  read- 
ing: "The  war  between  the  nations  of  Europe  has 
advanced  the  price  of  foreign  soaps,  and  in  many 
instances  the  supply  is  exhausted.  We  recommend 
J.  G.  Godding  Co.'s  Palm  Violet  Soap.  This  soap  is 
made  for  us  by  one  of  the  best  soap  manufacturers  in 
America.  It  is  pure,  delicately  perfumed,  and  has 
been  used  and  recommended  by  one  of  the  leading 
dermatologists  of  this  state.  It  has  all  the  quality  of 
the  finest  French  and  English  soaps.  Price  20  cents 
a  cake ;  box  3  cakes  50  cents." 

This  latter  firm,  by  the  way,  follows  the  excellent 
custom  of  using  a  different  set  of  these  advertising 
slips  monthly.    The  one  used  in  December  read : 
Sponges 

We  have  just  received  a  stock  of  select  Mandruka 
and  Turkey  Cup  Bath  Sponges.  These  sponges  are 
of  the  highest  grade,  are  soft,  durable,  and  of  such 
shapes  in  this  fine  selection  as  to  leave  little  to  be  de- 
sired. These  merit  your  attention.  Your  inspection 
invited. 


Luring  tKe  £l«isive  Dollar. 

Druggists,  particularly  through  the  great  Middle 
West,  are  employing  many  devices  to  ginger  up  sales, 
according  to  the  following,  taken  from  the  Novelty 
News : 

The  Loraine  Drug  Co.,  Loraine,  111.,  recently  in- 
stalled a  locent  counter.  To  introduce  this  depart- 
ment to  its  customers  the  company  featured  the  gift  of 
any  article  from  the  lo-cent  counter  with  each  purchase 
of  $1  or  over,  lead  and  oil  purchases  being  excluded. 

Faulkner's  Drug  Store,  Rollo,  Mo.,  made  purchas- 
ing lively  through  the  offer  of  souvenir  plates,  showing 
the  School  of  Mines  at  Rollo.  Premiums  were  given 
with  purchases  of  25  cents,  50  cents  and  75  cents  or 
|i~the  premiums  were  stated  to  be  of  equal  value 
as  the  purchases  which  customers  made. 

The  Foster  Drug  Co.,  Richmond,  Ind.,  collared  the 
cigarette  trade  of  the  town  through  a  recent  offer  of 
a  silver-plated  cigarette  case  free  with  every  purchase 
of  a  25-cent  box  of  cigarettes. 

H.  A.  Baumann,  druggist.  Grand  Island,  Neb.,  is  a 
wise  man.  He  made  many  friends  among  the  children 
of  the  city.  A  free  balloon  was  offered  to  every  child 
calling  at  (he  store. 

Wolff- Wilson  Drug  Co.,  St.  Louis,  Mo.,  recently 
stimulated  purchases  of  tooth  powders  and  pastes 
through  the  gift  of  a  good  quality  tooth  brush  free 
with  each  purchase  amounting  to  15  cents  and  upward. 

A  number  of  merchants  of 'Mankato,  Minn.,  com- 
bined in  the  operation  of  a  Dunlap  pony  contest, giving 
away  a  Shetland  pony  with  vehicle  and  harness.  In 
addition  to  giving  votes  with  cash  purchases,  mer- 
chant issued  them  with  payments  of  accounts.  Chil- 
dren were  given  trade  cards  which  were  sold  to  their 
friends.  These  cards  had  numerous  values  and  were 
punched  by  the  merchant  in  whose  store  the  goods 
were  purchased.    The  pony  made  many  friends. 

J.  F.  Bomm  Drug  Company,  Evansville,  Ind.,  stimu- 
lated afternoon  business  through  the  gift  of  a  pound 
of  chocolates  with  every  purchase  amounting  to  $1  or 
more  between  the  hours  of  2  and  3  o'clock.  The  candy 
was  stated  to  be  a  6o-cent  value. 

Stoddart  Brothers,  druggists,  Buffalo,  N.  Y.,  intro- 
duced their  Peerless  Liquid  Complexion  Preparation 
through  the  gift  of  a  velvety  face  sponge  free  with 
every  25-cent  bottle. 

E.  J.  Schlabach,  druggist,  Canton,  O.,  made  busi- 
ness in  the  optical  department  lively  through  the  offer 
of  a  gold  eyeglass  chain  free  with  every  pair  of  eye- 
glasses fitted  for  I3.50. 

A  druggist  in  Massachusetts  who  handles  large 
quantities  of  cigars  and  cigarettes,  recently  gave  an 
electric  flashlight  with  the  purchase  of  cigars  to  the 
value  of  1 1. 50. 

In  Kalamazoo,  Mich.,  McDonald  Drug  Co.  added 
largely  to  their  number  of  customers  through  the  offer 
of  a  safety  razor  with  purchases  of  a  popular  line  of 
cigars  amounting  to  50  cents.    The  safety  razor  has 
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always  been  a  most  excellent  premium,  and  the  pages 
of  the  Novelty  News  carry  the  announcements  of  sev- 
eral houses  vvho  can  supply  any  rtquirements  in  that 
line. 

Pointers. 

Neat  signs — and  plenty  of  them — help  along  sales. 

A  sign  in  a  bookstore  window  during  the  holidays 
read:  '*  Come  in  and  browse  around." 

Think  over  the  unpleasant  features  you  have  no- 
ticed in  stores  where  you  have  bought;  then  consider 
whether  your  store  is  similarly  handicapped. 

When  a  competitor  gets  one  of  your  customers, 
there's  a  reason.  To  know  that  reason  and  to  counter- 
act its  efiEect  is  your  business. 

Speaking  of  premiums,  there  is  one  premium  that 
costs  you  nothing  and  always  pleases  the  customer, 
and  that  is  a  cheerful  smile. 

The  store  clerk  is  a  human  being,  just  the  same  as 
the  proprietor.  He  will  be  affected  by  a  few  cordial 
words  of  praise  out  of  all  proportion  to  them  or  to  the 
effort  needed  to  speak  them.—  Hardware  Trade. 

Push  your  seasonable  goods  so  hard  while  they  are 
in  season  that  there  will  not  be  any  stock  of  them  left 
to  be  sacrificed  when  the  season  ends. 

A  sign  in  a  Broadway  drug  store  window  reads: 
**  Choice  cigars  made  of  tobafco."— Signs  of  the  Times. 

Do  not  neglect  to  have  fresh  window  cards  with 
catchy  phrases  on  each  for  each  different  display. 
Watch  other  windows  for  novelty  suggestions  and 
change  such  plans  to  suit  your  own  windows.  Do  not 
copy  from  competitors  but  rather  try  to  improve  on 
them.  Study  the  methods  of  dealers  in  other  linesi 
too,  for  what  is  usable  in  one  business  is  very  often 
adaptable  in  another.  Be  active,  be  progressive,  and» 
above  all,  be  honest,  and  you  will  be  pretty  sure  to 
find  the  road  to  success.— Parcel  Post  Journal. 

The  wise  selfishness  that  regards  the  interests  of 
others  is  becoming  the  chief  and  most  potent  influence 
in  American  business  life.—  American  Paint  and  Oil 
Dealer. 

TKe  Optimist's  Corner. 

Pessimism  is  based  more  on  what  you  are  afraid 
may  happen  than  on  what  has  happened,  or  what  is 
really  apt  to  happen. 

Don't,  at  any  rate,  lie  down  and  look  at  life  as  a 
steam  roller  bound  to  crush  you  flat.  Stand  up  erect 
and  look  at  it  as  what  it  is  —  the  greatest  of  adventures. 
No  man  knows  the  end  of  that  adventure  till  he  gets 
to  the  end  of  it.  Because  it  begins  in  a  cabin  is  no 
reason  why  it  shouldn't  end  in  a  palace.  History  proves 
this.—  International  Confectioner. 

The  European  war  has  built  a  wall  of  protection 
around  American  industries  higher  than  anything  the 
most  extreme  tariff  advocate  would  dare  to  erect.  We 
need  now  self-confidence,  an  unlimited,  underscored, 
big  black  typed  self-confidence.  To-day  is  our  chance, 
and  if  through  nervousness  or  dilatoriness  or  hyper- 


conservatism  we  let  it  slip  by  we  shall  be  branded  as 
a  nation  of  commercial  cowards.  Let  us  take  our 
finger  off  our  pulse,  stop  sticking  out  our  tongue  to 
every  self-appointed  stock  market  health  officer  that 
comes  around  and  then  just  saw  wood.  American 
business  does  not  need  pre8c;riptions  and  a  diet  table, 
but  a  spell  of  good  hard  work,  in  which  every  muscle 
of  the  mind  and  body  is  given  healthy  exercise. — 
Philadelphia  Public  Ledger. 


After  all  is  said  and  done  the  prime  requisite  in 
business  building  these  days  is  confidence.  And  the 
best  of  confidence  is  that  which  reaches  sturdily  into 
the  future  because  rooted  firmly  in  the  past  Next  in 
importance  is  optimism.  Smile  at  a  cloud  and  its 
blackness  won't  worry  you  so  much.  Chances  are  it 
was  not  a  cloud  at  all.—  Filene's. 


IHTlAdo^ir  Oisplajr  Pima. 

Herewith  is  shown  a  method  which,  if  used,  together 
with  an  attractive  display  of  merchandise,  will  compel 
any  passerby  to  stop  and  take  notice,  so  to  speak. 


Select  the  lines  of  goods  you  desire  to  display,  say 
for  instance,  a  special  line  of  boxed  chocolate  candies, 
mints,  etc.,  and  then  secure  some  bright  red  or  yellow 
baby  ribbon  and  stretch  it  from  each  section  of  your 
disi^ay  to  the  window,  as  shown  in  the  descriptive 
illustration  herewith.  Cut  a  round  or  square  piece  of 
cardboard  of  red  or  yellow,  whichever  you  prefer,  and 
fasten  the  ribbon  to  same,  after  which  paste  the  card 
to  the  glass  either  on  the  top  or  bottom  of  the  card,  so 
that  there  will  be  no  danger  of  it  being  dislodged,  and 
you  will  find  that  you  will  have  succeeded  in  discover- 
ing a  very  attractive  window  trim,  and  one  that  will 
be  bound  to  attract  attention.— Five  and  Ten  Cent 
Magazine. 

A  San  Francisco  undertaker,  according  to  an  ex- 
change, has  built  a  funeral  automobile  that  carries  37 
persons,  in  addition  to  a  coffin  and  ample  space  for 
flowers.    A  canned  funeral,  as  it  were. 

The  bark  of  the  black  mangrove,  a  tree  which  grows 
abundantly  in  the  Bahamas,  has  been  found  to  yield 
an  excellent  Unning  extract. 

It  is  said  that  a  British  entomologist  recently  paid 
1 1 ,000  for  a  rare  specimen  of  flea  which  is  occasionally 
found  in  the  fur  of  the  sea  otter. 
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ltov«l  IHTiAdo^ir  AttrmotioA. 


The  apparatus  illustrated  and  described  below,  when 
properly  made  and  displayed,  will  command  consider- 
able attention. 

Three  8-inch  horseshoe  magnets  are  secured  in  the 
manner  shown  to  a  wooden  strip  about  12  inches  long. 
The  clamps  which  hold  the  magnets  should  be  made 
of  brass  or  some  other  non-magnetic  substance. 

Remove  the  mainspring  and  escapement  mechanism 
froqp  an  old  alarm  clock,  and  in  some  suitable  manner 
attach  the  hour  hand  to  the  wooden  strip  in  its  centre. 
Fasten  a  little  grooved  pulley  to  the  high-speed  wheel 
in  the  clock,  using  a  strong  waxed  string  for  a  belt- 
A  small  buzz  fan  or  a  toy  motor  will  serve  to  drive 
the  mechanism,  which  will  revolve  the  magnets  very 
slowly. 

A  perfectly  flat  and  thin  glass  mirror  is  now  placed 
above  the  apparatus  so  that  the  magnets  will  just  clear 
the  underside  of  the  glass.  This  adjustment  is  easily 
and  accurately  made  by  resting  the  mirror  on  four 
wooden  pegs,  a  flat  head  screw  being  driven  into  each 
peg  so  that  the  screws  may  be  raised  or  lowered  until 
the  right  clearance  is  obuined.  These  pegs  should 
be  secured  to  the  wooden  base  which  supports  the 
clockwork  and  magnets,  in  order  that  the  entire  ap- 
paratus can  be  placed  in  the  show  window  without 
further  adjustment.  When  placed  in  the  window  all 
moving  parts  should  be  concealed  in  some  suitable 
manner,  leaving  only  the  mirror  in  sight.  This  may 
be  readily  done  with  crepe  paper  and  small  articles  of 
display. 

Now  sprinkle  about  a  quarter  of  a  pound  of  iron 
filings  on  the  mirror  directly  over  the  large  circle  de- 
scribed by  the  outer  magnets,  as  well  as  a  small  quan- 
tity of  filings  in  the  centre  of  the  mirror  over  the  inner 
magnet.  Care  need  not  be  taken  to  make  the  circles 
perfect,  for  the  revolving  magnets  will  soon  accom- 
plish that. 

The  peculiar  action  of  the  filings  under  the  influence 


[of  the  magnets  is  difficult  to  describe,  while  their  re- 
flection in  the  mirror  greatly  adds  to  their  strange 
"^  havior.  In  the  original  attraction — a  shot  and  pow  - 
'der  display,  from  which  this  article  is  taken  —  a  pla- 
card above  the  mirror  bore  the  fitting  inscription, 
l"War  Germs  from  Germany.'* 

The  attraction  may  also  be  varied  by  substituting 
steel  balls  for  the  filings,  placing  eight  or  ten  small 
balls  over  the  inner  magnet  and  one  larger  ball  over 
each  of  the  outer  magnets.  The  outer  balls  will  travel 
around  the  mirror  slowly  in  a  perfect  circle,  but  with 
a  peculiar,  jerky  motion,  the  balls  not  centering  them- 
selves steadily  between  the  opposite  poles  of  the  mag- 
nets, as  might  be  supposed.    The  inner  and  smaller 
balls  will  act  much  in  the  manner  as  soldiers  drilling, 
I  j  forming  in  little  squads,  in  single  file,  three  and  four 
I  ^abreast,  and  seldom  assuming  the  same  position  twice  ^ 
'.  tnus  enhancing  the  interest  of  the  display.  —  Modem 
Mechanics. 

J  

VA«cm,al  Competition* 

G.  P.  Altenberg,  President  of  the  Icy-Hot  Bottle 
Company,  Cincinnati,  O.,  says :  "  Our  business  was  25 
per  cent  greater  this  year  than  last ;  we  expect  100  per 
cent  increase  in  19 15.  I  believe  this  country  is  on  the 
verge  of  a  great  business  boom,  and  see  nothing  to 
prevent  it  except  the  German  menace. 

"  After  the  war  the  markets  of  the  world  outside  of 
America  will  be  closed  to  Germany.  Allies  and  the 
English  colonies  will  refuse  German  goods  from  senti- 
ment, and  this  will  force  them  to  dump  their  cheap 
products  on  our  market. 

"  Just  before  the  war  I  investigated  a  metal  specialty 
which  we  contemplated  marketing  and  found  that  Ger- 
man manufacturers  were  ofiEering  to  sell  it  at  40  cents 
in  Chicago,  freight  and  duty  paid,  including  the  ex- 
pense of  selling.  The  actual  cost  to  manufacture  this 
article  in  Cincinnati,  covering  only  labor  and  material 
without  profit  or  selling  expense,  was  between  80  and 
90  cents.  That  is  the  menace  which  is  to-day  threaten- 
ing our  prosperity. 

"  America  with  its  high  cost  of  doing  business,  and 
its  working  people  earning  enough  money  to  live  de- 
cently and  save  something,  has  no  chance  to  compete 
with  Germany,  where  women  work  twelve  hours  per 
day  for  75  cents,  and  do  the  same  work  for  which  we 
pay  men  I3  to  I3.50  a  day  of  nine  or  ten  hours. 

"  Should  Germany  win  the  war  we  will  still  be  her 
dumping  ground,  but  with  her  great  military  organiza- 
tion, flushed  with  victory,  Germany  would  not  permit 
us  to  raise  a  tariff  wall  to  keep  her  out,  where  duties 
are  at  present  merely  nominal." 


The  aniline  dye  trade,  it  is  interesting  to  recall,  was 
made  possible  by  an  Englishman's  discovery.  The 
Germans  came  to  monopolize  the  trade,  and  now  an 
attempt  is  being  made  to  build  up  an  aniline  dye  in- 
dustry in  England.  Prof.  Perkin  first  produced  colors 
from  coal  tar. 
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Qeah 

Sweep 

Sale 


Here 
you  are 
at  spec- 


ial prices — 

( Lbt  of  foods  hert. ) 


(Firm  Name  Here.) 


No  Corns 
if  you  use 

(Brand  Here.) 

it  cures  corns  quickly  giving  al- 
most inatant  relief  to  your  feet 

25c. 


(Firm  Name  Here.) 


We  celebrate  Feb.  12 
Abrabam  Lincoln's  birtbday 
with  a  sale  of  dependable 
ifoods  at  extremely  low  pri- 
ces 

(Prices  and  Goods  Here.) 


Tell  your  friends  about  our 
Lincoln  sale. 

(Firm  Name  Here) 


A  Welcome  Visitor 

has  just  arrived  and  its  the  Glad 
New  Year 

1915 

Watch  this  space  for  specials 
throaghont  the  year. ' 


(Firm  Name  Here.) 


We  will  treat  ^ou 
on  the 


the  whole  ^ear 

o 

Try  us  and  see. 

( Firm  Name  Here  ) 


Grape  Juice 

Pure,  sparkling  juice  from  the 
best  grapes. 

You'll  never  get  a  "head"  drink- 
ing  this  wholesome  beverage. 
By  the  glass,  bottle  or  case. 


(Firm  Name  Hera.) 


Ads  By  Archbold. 


1015  is  going  to  be  a  big,  prosperous  year.    Merchants  who  advertise  are  the  ones  who  will  not  need  any  oi] 
to  lubricate  rusty  Cash  Registers.    Get  busy  now— we'll  help  by  supplying  any  cut  ftoiwif  at  60  cents  each.^  l^ 
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Attention  is  called  in  a  recent  bulletin  (No.  165)  of 
the  United  States  Department  of  Agriculture  to  the 
possibilities  of  quassiin  as  a  contact  insecticide.  There 
is  reason  to  believe,  says  this  bulletin,  that  quassiin  can 
be  cheaply  prepared  and  possibly  sold  at  a  lower  price 
than  some  of  the  materials  now  used  in  Commercial 
insecticides.  The  only  experiments,  however,  that 
have  been  made  up  to  the  present  were  conducted  at 
Sacramento,  Cal.,  and  it  is  posiiible  that  in  a  more 
humid  climate  quassiin  would  not  be  so  satisfactory. 

Quassiin  is  0>e  active  principle  in  quassia  wood 
which  is  found  in  considerable  quantities  in  Jamaica.' 
Quassia  chips  have  been  employed  for  many  years  in 
the  preparation  of  spray  solutions  for  the  control  of 
the  hop  aphis.  The  percentage  of  quassiin  in  these 
chips  varies  somewhat,  but  it  has  been  stated  to  be 
75  per  cent  by  one  author.  If  this  is  correct,  the  bulle- 
tin says,  it  would  take  only  i  >^  pounds  of  the  chips  to 
100  gallons  of  spray  to  make  an  effective  insecticide  * 
3  pounds  or  double  this  quantity,  would  certainly  be 
sufficient;  and  with  3  pounds  of  whale-oil  soap  at  4 
cents  a  pound  would  make  the  total  cost  of  materials 
for  100  gallons  of  spray  only  24  cents. 

In  investigating  the  efficiency  of  the  quassiin  spray 
the  author  of  the  bulletin  compared  it  with  a  standard 
insecticide  known  as  nicotine  sulphate,  a  tobacco  prod 
uct    The  quassiin  he  believes  to  be  equally  effective 


Avoid  Pris«  COAt«StS. 

The  revival  of  the  prize  contest  idea  has  led  to  a 
corresponding  revival  of  activity  on  the  part  of  the 
authorities,  and  particularly  on  the  part  of  the  post 
office  department,  along  the  lines  of  barring  the  use 
of  the  mails  to  publications  that  contain  announce, 
ments  of  such  contests  as  are  held  to  violate  the  federal 
postal  lottery  statutes.  There  seems  to  be  lack  of  a 
clear  understanding  of  the  limits  within  which  prize 
contests  may  safely  be  operated  and  conducted  on  the 
one  hand,  and  that  class  of  contests  which  are  abso- 
lutely contraband  and  prohibited  on  the  other  hand. 

It  may  be  stated,  as  a  general  proposition,  that  all 
contests  in  which  the  element  of  chance  is  present, 
always  violate  the  lottery  provisions,  and,  therefore, 
are  illegal,  and  thus  the  attempt  to  circulate  announce- 
ments of  such  contests  through  the  mails  will  inevi- 
tably lead  to  a  denial  of  the  use  of  the  postal  facilities 
of  th-  government. 

It  becomes  important,  then,  to  point  out  the  things 
that  in  the  official  eye  constitute  the  element  of  chance. 
In  the  first  place,  it  may  be  said  that  all  guessing  con- 
tests contain  practically  100  per  cent  of  i:hance,  and, 
therefore,  as  a  class  are  outlawed.  In  this  category 
may  be  included  all  guesses,  as  already  intimated,  as 
to  the  number  of  beans  in  a  jar,  the  kernels  of  corn 
that  a  chicken  can  eat  within  a  given  space  of  time, 
the  number  of  empty  kodak  spools  in  a  pile  in  a  store 
window^  the  number  of  visitors  at  a  fair  or  other  gath- 
ering on  a  certain  day,  the  number  of  cigarettes  or 
cigars  upon  which  internal  revenue  tax  was  paid  during 


a  certain  month,  the  weight  of  a  cake  of  soap,  the 
number  of  seeds  in  a  watermelon  or  pumpkin  —  all 
these  and  all  others  of  similar  nature  are  lotteries 
simon  pure,  and  tho.se  who  launch  such  campaigns 
will  find  themselves,  in  the  event  of  official  action, 
absolutely  without  meritorious  defense  of  any  kind. — 
The  Novelty  News. 


Importations  R«stim«d. 

Imports  of  chemicals  and  drugs,  which  were  seri- 
ously interrupted  in  the  first  three  months  following 
the  outbreak  of  the  European  war,  have  again  resumed 
normal  proportions.  The  November  imports  were 
valued  at  17,904,944,  against  ^,746,147  in  November, 
1913, 18,042.567  in  November,  1912,  and  15,702,747  in 
November,  19 11.  The  importation  of  chemicals,  drugs 
and  dyes  has  averaged  17,700,000  per  month  during  the 
last  five  years,  but  in  August  the  total  fell  to  ^5,622,000 
and  in  September  to  15,519,000.  With  a  partial  re- 
opening of  trade  channels  there  has  been  a  marked 
increase  in  imports  of  chemicals  and  drugs,  which  rose 
to  17,382,082  in  October  and  November,  as  above 
noted,  amounted  nearly  to  |8,ooo,ooo. 

Practically  all  lines  of  chemicals  show  larger  im- 
ports in  November  than  in  any  prior  month  of  the 
current  fiscal  year  and  many  of  them  equal  or  exceed 
the  imports  in  corresponding  periods  of  earlier  years. 
Of  coal  tar  colors  and  dyes,  for  example,  the  month's 
figures  are  double  the  normal  average,  being  1 1,08 1,000 
in  value,  compared  with  1520,000  in  November,  1913, 
and  showing  a  marked  recovery  from  the  low-record 
figure  of  1233,000  worth  imported  in  September.  Ali- 
zarin and  alizarin  dyes,  imports  of  which  were  greatly 
depressed  in  August,  September  and  October,  made  a 
remarkable  gain  in  November,  the  total  being  $414,643 
as  against  131,751  in  November,  191 3,  and  a  monthly 
average  of  $145,000  in  the  calendar  year  19 13. 


RtisK  to  CKomistry. 

That  544  students,  or  more  than  one-third  the  total 
student  body,  are  pursuing  chemistry  courses  in  Prince- 
ton University  is  the  statement  made  by  Prof.  L.  W. 
McCay.  Several  Princeton  professors  attribute  the 
stimulus  to  an  immediate  demand  for  American  chem- 
ists in  positions  which  had  been  previously  held  by 
Germans,  on  whom  the  chemical  industry  in  this  coun- 
try had  been  obliged  to  depend  largely,  prior  to  the 
outbreak  of  the  war.  Realizing  this  and  the  prepon- 
derance of  the  chemical  interests  in  New  Jersey  it  is 
pointed  out  that  the  Princeton  students  were  quick  to 
seize  the  opportunity.  Although  each  course  in  the 
chemistry  department  shows  a  considerable  increase, 
the  most  remarkable  showing  is  in  the  course  in  gen- 
eral chemistry,  in  which  there  are  now  405  enrolled,  as 
compared  with  50  in  1904,  or  an  increase  of  over  700 
per  cent.  The  popularity  of  this  course  is  astonishing, 
and  this  year  five  men  are  working  at  the  same  desk, 
one  afternoon  being  given  to  each  man.  In  qualita- 
tive analysis,  with  a  laboratory  accommodating  60  men, 
77  this  year  elected  this  course. 


^Digitized  by 


Google 


THE  SPATULA 


195 


TK«  014«st  Ia  KmkglmmkA* 


The  market-place  of  Knaresborough  contains,  or  un- 
til recently  did  contain,  what  is  said  to  be  the  oldest 
chemist's  shop  in  England.  Just  inside  the  doorway 
stands  a  large  pestle  and  mortar,  worked  in  olden  times 
by  a  dog.  Two  strips  of  leather  nailed  against  a  pillar 
in  the  shop  were  formerly  used  to  hold  quills  of  quick- 
silver, sold  as  charms  against  witchcraft,  or  talisman, 
to  ward  o£f  diseases.  The  proprietor's  deeds  date  from 
1720,  but  he  has  good  grounds  for  believing  that  the 
business  has  been  handed  down  from  Elizabethan  days 


Scarcitjr  of  Olass  Ejr^s, 

Glass  eyes  are  getting  scarcer  and  higher  iq  price* 
wholesale  dealers  say,  with  no  prospect  of  an  increased 
supply  while  the  war  continues.  The  authorities  in 
the  trade  say  that  more  than  300,000  people  in  this 
country  wear  glass  eyes  and  keep  on  buying  them  from 
time  to  time,  as  the  eyes  usually  wear  out  within  a  year 
or  two.  New  York  is  the  centre  of  the  trade  in  this 
country.  The  wholesalers  there  say  that  all  of  their 
imported  eyes  are  from  Germany.  The  importers  also 
manufacture  eyes  in  New  York,  but  all  of  the  material 
used  in  making  the  eyes  comes  from  Germany.  This 
material  includes  special  qualities  of  clear  and  colored 
glass  which  are  combined  in  the  process  of  manufacture 
in  order  to  imitate  as  closely  as  possible  the  appearance 
of  natural  eyes.  No  shipment  of  eyes  or  material  for 
eyes  has  been  received  since  the  war  began.  The 
present  supply  of  manufactured  eyes,  the  wholesalers 
say,  will  last  only  a  few  months. —  New  York  Sun. 


IHTiAdow  CatttioA. 

It  is  common  knowledge  these  days  that  all  sorts  of 
combustible  material  should  be  kept  clear  of  lamps 
and  sockets,  but  apparently,  it  is  not  generally  under- 
stood that  the  presence  of  cotton  batting  and  other 
inflammable  material  used  for  decorations  is  a  serious 
fire  hazard,  anywhere.  Of  course,  there  is  00  danger 
as  long  as  everything  goes  well,  but  the  moment  a 


small  fire  develops  in  the  vicinity  of  the  highly  inflam- 
mable material,  the  speed  with  which  it  spreads  makes 
the  presence  of  this  material  exceedingly  undesirable. 

In  1905  the  business  district  of  Sioux  City,  la.,  was 
seriously  damaged  by  fire  which  originated  in  some 
cotton  batting  decorations  used  to  represent  snow,  and 
many  other  cities  have  experienced  disastrous  fires 
brought  about  by  the  prodigal  use  of  this  material. 
These  experiences  have  resulted  in  the  adoption  of 
ordinances  prohibiting  the  use  of  cotton  batting  and 
similar  material  for  decorative  purposes.  It  is  import- 
ant that  combustible  goods  be  kept  clear  of  fusible 
cutouts,  flashers  and  other  devices  having  movable 
contacts  or  exposed  live  parts. 

Keep  inflammable  material  well  removed  from  elec- 
trical wires  and  devices.— Signs  of  the  Times. 


TK«  Prescriptions  ^iroro  Fillod* 

The  monotony  of  the  day's  routine  in  a  New  Eng- 
land drug  store  was  enlivened  the  other  day  by  the 
appearance  of  a  very  small  and  bright-eyed  little  boy, 
bearing  a  note  from  his  mother.  He  was  evidently  of 
foreign  race,  and  the  note,  in  the  round,  painstaking 
script  of  a  recently  instructed  immigrant,  read  thus : 

"  Please  give  the  bearer  a  box  of  coal  cream  or  any- 
thing else  soothing  for  a  fierce  chap." 

The  smiling  druggist  looked  over  the  counter  and 
down  on  the  bright  eyes  and  mop  of  curls  of  the  very 
small  boy. 

"  Are  you  the  *  fierce  chap '  ? "  he  inquired  gravely. 

''  My  mother  she  washes,  and  she  has  a  chap,"  the 
small  boy  explained,  with  equal  gravity. 

'*  Well,  but  you're  the  chap  your  mother  has,  aren't 
you?"  persisted  the  druggist,  teasingly. 

The  very  small  boy  saw  he  was  being  made  fun  of, 
and  drew  himself  up  with  resentful  dignity. 

"  My  mother's  hands  have  the  chap.  It  is  a  fierce 
chap,  and  she  wants  coal  cream.  Here  is  the  money," 
he  announced,  severely. 

**  Odd,  how  quick  these  foreigners  get  hold  of  Ameri- 
can slang."  commented  the  druggist  to  the  other  cus- 
tomer present,  as  he  handed  over  the  cold  cream. 
"  Here,  sonny,  this'll  help  your  mother's  hands.  But 
the  little  fellow  was  a  *  fierce  chap,'  wasn't  he  ?  "—The 
Youth's  Companion. 


Fotil  Air  or  Btittonnilk. 

"Uncle  Johnny"  Vickers  of  Chapel  Hill,  N.  C,  is 
an  illustration  of  MetchnikofiPs  theory  that  buttermilk 
—  or,  to  be  more  precise,  lactic  acid  —  makes  for  long 
life.  "Uncle  Johnny"  is  no  years  old,  and  drinks  a 
half-gallon  of  buttermilk  a  day.  He  takes  other  nour- 
ishment, too ;  at  all  events  he  eats  red  peppers,  if  those 
count  as  nourishment.  A  hygienic  principle  of  "  Uncle 
Johnny  "  is  to  shun  fresh  air. 


The  camel  is  the  only  animal  that  cannot  swim.  It 
is  an  extraordinary  fact  that  the  moment  it  loses  its 
footing  in  a  stream,  it  turns  over  and  makes  no  ef- 
fort to  save  itself  from  drowning. 
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Just  In  Jest. 


"Now  this  one  is  stuffed  with  antiseptic  sawdust 
and  dressed  in  thoroughly  sterilized  clothes.*' 
"  I  see.    A  eugenic  doll  baby.** —  Puck. 

Bragmore :  I  use  a  three-thousand-dollar  electric  car 
in  going  to  and  from  business. 
Calldown:  Subway?  — Puck. 

The  Bishop  (to  child  on  his  lap) :  My,  my  1    What 
sturdy  (ittle  legs  I 
Their  owner :  Oh,  but  you  ought  to  see  muwer*s  I 

—  Puck. 

*'  Your  wile  is  out  of  danger  then  ?  *' 
"  I  shall  think  so  unless  the  doctor  comes  back.*'— 
Qeveland  Plain  Dealer. 

Examiner —  Do  you  know  what  nasal  organ  means? 

Boy— No  sir. 

Examiner  —  Correct  1  —  London  O  pinion. 

The  street  car  conductor  examined  the  transfer 
thoughtfully,  and  said  meekly :  "  This  here  transfer  ex- 
pired an  hour  ago,  lady." 

The  lady,  digging  in  her  purse  after  a  coin,  replied, 
*'  No  wonder,  with  not  a  single  ventilator  open  in  the 
whole  car.**—  Puck. 

Parson — I  intend  to  pray  that  you  forgive  Casey 
for  having  thrown  that  brick  at  you. 

Pat— Maybe  yer  riverince  *ud  be  savin*  toime  if 
you*d  just  wait  till  I  get  well  and  then  pray  for  Casey. 

—  X. 

John :  Now  that  you  have  failed  in  business  what 
are  you  going  to  do  ? 
Tim :  Write  a  book  on  How  to  Succeed. 

<*  Doctor,**  he  said,  **  my  hair  is  perfectly  black,  but 
my  whiskers  are  turning  white  rapidly.  Now  how  do 
you  account  for  that?  ** 

"  Well,**  replied  the  physician, "  I  don't  know,  unless 
it  is  because  your  jaws  have  worked  a  great  deal  harder 
than  your  brains.*'—  X. 

**  I  never  give  to  missions,"  he  whispered. 
*'  Then  take  something  out  of  the  plate,  sir,"  whis- 
pered the  deacon.  "  The  money  is  for  the  heathen."— X. 


First  Cornishman  — What  do  *ee  think  I've  a-zeed? 
Bill  Smith  strung  up  in  the  bam.    *Anged  'uself  1 

Second  Cornishman — 'Anged  'usclf  'ave  'ee?  And 
what's  do  ?    Cut  'en  down  ? 

First  Cornishman  —  Cut  'en  down?  No ;  'ee  warn't 
dead  yet—  Wrpe. 

Harry —  Is  Jones  in  business  for  himself? 
Larry  — I  guess  so.    He  never  advenises.— Town 
Topics. 

*' What's  the  matter.  Smith?"  asked  the  keeper  of 
a  museum  of  his  assistant  **  Is  there  anything  you 
don't  understand  ?  '* 

'*Yes,"  answered  Smith.  *^Here  is  a  papyrus  on 
which  the  characters  are  so  badly  traced  that  they  are 
undecipherable.    How  shall  I  class  it  ? " 

*'  Let  me  see,"  returned  the  keeper,  examining  the 
curio.  ''Just  call  it  a  doctor's  prescription  in  the  time 
of  Pharaoh." 

Queer  requests  are  often  received  for  prescriptions, 
which  might  puzzle  either  doctor  or  chemist,  far  more 
skilled  than  the  proprietor  of  the  ordinary  drug  store. 
Here  is  one  recently  reported  by  Mr.  Morris  Wade. 
It  is  a  note  from  an  excitable  mother,  whose  nerves 
were  apparently  as  much  in  need  of  treatment  as  the 
digestion  of  her  infant : 

*'\f  y  little  baby  has  et  up  its  father's  parish  plaster. 
Please  to  send  an  anecdote  by  the  inclosed  little  girl." 
—  The  Youth's  Companion. 

Countryman  (Buying  a  Cigar)  —  I  hoi>e  this  isn't  one 
o'  those  weeds  that  burn  out  in  no  time  at  all.  .  I  want 
a  good,  long  smoke. 

Tobacconist  (Impressively)  —  Mine  friend,  dat  cigar 
will  last  till  you  vas  sick  of  it. —  Boston  Globe. 


Stops  BI««4iiiiC* 

A  preparation  which,  it  is  claimed,  will  stop  almost 
instantly  the  flow  of  blood  from  a  wound  has  been  dis- 
covered by  Prof.  Theodor  Kocher  of  Berne,  Switz., 
winner  of  the  Nobel  prize  for  surgery  in  1912,  and  his 
assistant.  Dr.  A.  Fonce.  The  preparation  has  been 
named  coagulen.  It  is  in  the  form  of  a  powder  and  is 
dissolved  in  water  before  being  applied  to  a  wound. 
The  discoverers  have  made  a  gift  of  the  preparation 
to  the  armies  in  the  field  and  have  sent  large  quanti- 
ties of  it  to  both  the  German  and  French  army  head- 
quarters. It  is  believed  that  its  use  will  save  thousands 
of  lives. 


These  are  a  few  of  the  many  reasons  for  the  popu 
larity  of  ginger  ale.  No  statistics  as  to  the  actual  con 
sumption  of  this  beverage  are  available,  but  from  the 
writer's  knowledge  of  the  number  of  bottlers  who  are 
selling  large  quantities,  it  is  safe  to  assume  that  it  is 
easily  the  leader  among  soft  drinks,  and  we  believe 
that  a  careful  investigation  would  show  that  more  gal- 
lons of  ginger  ale  than  whiskey  are  drunk  everyyear. 
—  Southern  Cabr  Bottler. 
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Btijr  Ooods  Mmd«  iA  V*  S«  A* 

D$ar  Mr.  Editor:  Collier's  is  doing  commendable 
work  in  urging  the  American  people  to  buy  goods 
^  Made  in  U.  S.  A.''  The  future  welfare  of  our  coun- 
try and  the  prosperity  of  our  people  depend  very 
largely  upon  the  success  of  the  **  Made  in  U.  S.  A.'* 
propaganda. 

Many  publications  are  encouraging  the  American 
people  to  buy  American-made  goods  without  giving 
specific  reasons  why  they  should  do  so.  Don*t  you 
think  that  the  movement  will  gain  greater  impetus 
and  accomplish  more  for  the  manufacturer,  as  well  as 
the  consumer,  if  substantial  **  reason  why  "  arguments 
are  presented? 

You  are  a  student  of  national  problems,  while  we 
manufacturers,  who  are  engaged  in  import  and  export 
commerce,  are  deeply  involved  in  the  problems  of 
manofacturing  and  marketing  merchandise.  I  believe 
we  should  work  together ;  therefore  I  offer  you  some 
feicts  based  on  my  personal  experiences  in  European 
countries. 

With  my  associates,  I  am  engaged  in  the  manufac- 
ture of  an  article  which  is  consumed  in  every  part  of 
the  civilized  globe.  Our  business  originated  thirty- 
three  years  ago,  and  in  its  entirety  is  owned  by  Ameri- 
can people.  We  maintain  headquarters,  offices  and 
warerooms  on  this  continent,  also  factories  in  many 
foreign  countries,  including  France,  Germany,  Austria 
and  Spain. 

Americans  and  Britishers  always  have  traveled  ex- 
tensively. Years  ago  they  began  to  demand  our 
product  when  abroad,  and  to  satisfy  this  demand  we 
attempted  export  shipment  Our  American  factories 
were  then  large  enough  to  supply  the  universal  de- 
mand, but  when  entering  the  foreign  field  we  found  it 
impossible  profitably  to  clear  our  merchandise  in  many 
ports.  Germany,  Austria,  France  and  Spain  demanded 
prohibitive  duties.  This  left  us  the  choice  of  discon- 
tinuing our  export  business  or  yielding  to  the  demands 
of  the  foreigner,  which  in  substance  were:  *'  If  you 
want  to  do  business  in  our  country,  you  must  pay  rents 
to  our  landlords,  use  our  raw  materials  and  employ  our 
labor."  We  were  practically  forced  to  equip  and 
maintain  factories  in  the  above-mentioned  places. 

Without  any  desire  to  criticise  the  spirit  which 
prompted  the  demands  of  these  countries,  I  will  say 
that  the  disadvanuge  to  us  has  been  very  great.  But 
we  have  had  an  even  greater  disadvantage  to  contend 
with,  to  illustrate  which  I  will  relate  a  part  of  my  ei« 
perience  in  Germany : 

In  Berlin  I  advertised  for  a  highly  trained  city  reprr. 
sentative.  Many  responded,  and  I  interviewed  and 
discharged  all  but  two,  who  were  requested  to  report 
to  me  the  following  Friday.  When  one  man  reported 
he  immediately  asked  for  his  references,  stating  that 
he  did  not  want  the  position.  Upon  being  questioned 
he  replied  about  as  follows : 

'*  I  have  spent  the  last  two  days  interviewing  the 
trade  and  investigating  your  product.  It  is  American- 
ownedi  and  the  retailers  will  not  push  a  foreign-owned 


product.  Their  customers  prefer  and  demand  articles 
made  only  in  the  Fatherland.  I  see  no  future  for  me 
with  your  company." 

The  other  man  accepted  the  position,  but  resigned 
shortly  afterwards.  He  also  found  that  German  people 
demand  goods  made  in  the  Fatherland,  by  concerns 
owned  in  the  Fatherland, 

Germany  has  asked  us  to  buy  her  goods,  and  we 
have  cheerfully  complied  with  the  request.  American 
dollars  have  made  German  manufacturers  wealthy,  yet 
the  German  people  refuse  to  buy  our  goods. 

Germany  has  become  a  strong  nation  because  her 
people  sdck  together  and  work  together.  They  pat- 
ronize home  industry.  Nowhere  else  in  the  world  is 
the  term  "  home  industry  "  understood  and  appreciated 
as  it  is  in  Germany. 

Many  foreign-made  cosmetics,  proprietary  medi- 
cines, textiles,  toys  and  other  articles  are  sold  in  Amer- 
ica in  competition  with  American  made  and  owned 
products  that  are  really  as  good,  and  in  some  cases 
vastly  better,  at  no  higher  price  than  the  imported 
goods.  Millions  of  dollars  are  expended  by  American 
people  for  French  soaps,  toilet  articles,  silks,  millinery, 
gowns,  etc.  One  great  Paris  firm  does  a  tremendous 
toilet  soap  business  in  America,  despite  the  fact  that 
our  domestic  manufacturers  produce  superior  soaps  at 
less  cost. 

Within  the  last  few  years  foreign  manufacturers 
have  established  distributing  points  and  even  factories 
on  American  soil,  but  they  are  foretgn-owned. 

When  we  confine  our  demand  for  articles  we  eat, 
wear  or  use  to  those  made  in  America  by  American 
capital  and  labor,  then  will  our  American  enterprises 
grow  in  leaps  and  bounds;  and  since  many  foreign- 
owned  articles  are  made  in  this  country  or  sold  through 
domestic  agents,  each  article  should  be  carefully  scruti- 
nized and  its  ownership  determined^  so  that  those 
which  are  foreign-owned  can  be  avoided  whenever 
siihilar  products  of  home  manufacture  are  obtainable. 


A  DRUGGIST  AND  HIS  PETS. 
( From  photo  contributed  to  the  SpAtoki  by  Mr.  Aubrey  Letter 
Canterbury,  Bng.) 
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The  German-American  press  and  the  agents  of  the 
Kaiser  are  vigorously  protesting  against  the  lack  of 
American  sympathy  for  their  cause,  but  perhaps  it 
does  not  occur  to  them  that  our  spirit  of  fair  play, 
even  our  sense  of  humor,  does  not  permit  us  to  ap- 
prove or  enjoy  what  may  be  styled  a  travesty  on  reci- 
procity—a burlesque  on  equity ! 

Foreign  governments  have  done  much  to  assure 
tariff  protection  of  their  industries,  but  in  some  coun- 
tries it  has  rested  with  the  people  as  individuals  to  do 
far  more  than  it  is  possible  to  accomplish  by  stringent 
legislation.  True  patriotism  means  loo  per  cent  pro- 
tection. 

I  am  withholding  the  name  of  the  company  in  which 
I  am  interested  for  the  reason  that  I  am  not  seeking 
free  publicity  for  its  product. 

(The  writer  of  the  above  letter  is  Mr.  Jordan  W.  Lambert,  of 
the  Lambert  Pharmal  Company,  St  Louis,  manufacturers  of  Lis- 
terine.  We  give  this  information  because  the  letter  is  fair,  inter- 
esting and  informative,  and  we  are  glad  to  give  the  writer  of  it 
whatever  benefit  may  accrue  from  our  doing  so.->£.  C.  P.) 

We  like  the  above  letter  because  it  gives  real  facts, 
based  upon  real  experience.  Americans  are  a  toler- 
ant, easy-going  people  in  business  matters,  largely 
because  prosperity  generally  has  come  to  us  without 
great  efiEort.  Our  commerce  of  the  future  must  be 
based  upon  more  conscious  effort,  more  skill  in  mar- 
keting and  more  patriotic  support  of  our  own  Indus' 
tries,  because  more  than  ever  we  are  going  to  face 
the  effort,  skill  and  commercial  patriotism  of  foreign 
nations. 

Foreign  commerce  is  crippled  now,  but  when  the 
war  is  over  it  will  meet  us  with  redoubled  effort  in 
every  market  of  the  world,  particularly  our  own. 
Therefore  it  behooves  us  to  see  that  the  goods  we 
consume,  wherever  possible,  are  made  in  the  United 
States,  and  that  they  bear  the  name  and  trade-mark 
of  the  manufacturer  as  well  as  the  national  trade- mark, 
"  Made  in  U.  S.  A."  —  Collier's,  Jan.  i6, 1915. 


TKmt  Soap  Tax. 

The  Commissioner  of  Internal  Revenue  has  made 
a  ruling  under  the  war  revenue  stamp  tax  on  the  tax. 
ability  of  soap,  holding  that  where  claims  are  made 
by  manufacturers  of  soaps  as  to  the  cosmetics  and 
beautifying  effects  of  their  soaps  on  the  skin,  hair, 
etc.,  the  tax  must  be  paid.  This  ruling  was  made  in 
an  open  letter,  in  which  the  commissioner  said : 

**  It  is  held  that  Woodbury^s  facial  soap  and  ben- 
zoin and  almond  lotion  soap  are  justly  taxable  under . 
said  act. 

**  It  may  be  stated  for  your  information  that  such 
soaps  as  Packer's  tar,  resinol,  Palmer's  skin  success, 
Cuticura,  Palm  Olive,  Pears,  Glycerine,  Nyal's  face 
cream  soap  and  other  high  grade  soaps,  in  the  same 
class  for  which  claims  are  made  as  cosmetics,  skin 
and  hair  improvers  and  beautifiers,  may  be  regarded 
as  good  examples  of  soaps  taxable  under  the  statute. 
Where  claims  are  made  by  manufacturers  of  ordinary 
toilet  and  laundry  soaps  as  to  the  cosmestic  and  beau- 
tifying effects  of  their  soaps  on  the  skin,  hair,  etc.,  the 


tax  must  be  paid,  or  the  labels  and  advertising  be  so 
modified  as  to  justify  placing  them  in  the  category 
with  ordinary  toilet  or  laundry  soaps. 

"  Such  medicated  soaps  as  ichthyal,  carbolic,  iodi- 
form,  sulphur,  etc.,  are  exempt,  provided  the  medica- 
tion is  actual  and  bona  fide,  and  no  claims  are  made 
for  same  as  cosmetics  and  beautifiers  of  the  skin  or 
hair  or  both. 

"Ordinary  laundry  soaps,  simple  soap  shampoos, 
liquid  and  solid,  and  tincture  of  green  soap  are  ex- 
empt, provided  as  above  stated  no  claims  are  made 
for  same  as  cosmetics  or  beautifiers  of  the  skin  and 
hair." 


Aia  V9«to -Dat«  Soda  Otiid«« 


SPATULA 

SODA  WATER 

GUIDE 


« 


The  fourth  edition  of  the  Spat- 
ula Soda  Water  Guide,  which 
has  just  been  published,  is  prac- 
tically a  new  book.  It  has  been 
almost  entirely  re-written  and 
made  to  conform  to  the  advance 
in  the  science  of  compounding 
and  the  art  of  serving  modem 
fountain  drinks.  The  entire  field 
is  covered  in  a  most  thorough 
manner.  The  first  chapter  is 
addressed  to  the  beginners  and  this  is  followed  by 
other  chapters,  on  buying  apparatus,  on  the  making  of 
syrups,  carbonating  water,  mixing  drinks,  etc.  Each 
subject  is  treated  comprehensively  and  in  great  detail. 
For  instance  under  sundaes  there  are  287  formulas, 
under  fancy  drinks  230  formulas,  and  under  ice  cream 
dressings  72  formulas.  The  same  generosity  in  giving 
working  up-to-date  recipes  appears  under  all  the  nu- 
merous headings. 

The  book,  however,  is  much  more  than  a  formulary 
as  everything  connected  with  the  management  of  the 
fountain  is  discussed,  even  to  the  care  of  marble  and 
silver.  The  manufacture  of  ice  cream  has  a  long  chap- 
ter devoted  to  it,  and  the  fountain  luncheonette  is  given 
many  pages  even  to  the  publishing  of  simple,  profit- 
able menus  and  a  diagram  of  a  model  fioor  lay-out 

The  author  of  the  Guid^  Mr.  E.  F.  White,  through 
its  three  earlier  editions  and  his  numerous  contribu- 
tions, covering  many  years,  to  several  of  the  leading 
drug  and  confectionery  journals,  is  known  to  soda 
water  dispensers  throughout  the  world,  and  it  can 
safely  be  said  that  no  one  is  looked  upon  as  a  higher 
authority. 

The  book  contains  160  double  column  pages,  loyi 
X  8,  is  illustrated  by  many  engravings  and  bound  in 
a  flexible  ornamental  cover.  It  is  published  by  the 
Spatula  Publishing  Co.,  Boston,  and  its  price  is  li.oo 
postpaid. 


It  is  said  that  the  camel,  while  never  a  companion, 
able  beast,  has  one  human  ^'  weakness  " —  an  insatiable 
love  of  tobacco.  Arabs,  in  taming  wild  camels,  are 
said  to  give  them  fat  cigars  to  smoke,  and  the  beast 
become  remarkably  docile. 
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Start  the  Season  Right. 


By  E.  R.  Forrest. 


HEN  a  soda  dispenser  has  pur- 
chased and  installed  a  soda 
fountain  he  should  not  deceive 
himself  into  the  belief  that  he 
has   done  everything  that  is 
necessary  to  enable  his  clerks 
to  handle  the  trade  in  such  a 
manner  as  to  assure  success. 
The  simple  installation  does  not  complete  the  neces- 
sary equipment  for  business;  in  fact,  it  only  begins  it. 
Just  a  little  forethought  at  the  time  of  purchasing  the 
apparatus  would  often  save  much  after  worry. 

Every  season  hundreds  of  fountains  are  installed 
that  do  not  have  proper  refrigerator  or  ice  box  facili- 
ties. This  may  seem  a  strange  statement  to  many  of 
my  readers  who  have  ample  facilities  in  this  line,  but 
it  is  true.  What  i^  the  reason?  Simply  a  lack  of  fore- 
thought at  the  time  when  the  purchase  was  made.  The- 
fountain  would  cost  a  little  more  with  a  refrigerator 
base  or  back  bar,  as  the  case  may  be,  and  you  think 
that  you  will  not  need  it  and  order  the  fountain  with- 
out one.  You  discover  in  a  very  short  time  that  you 
must  have  one,  and  then  ifind  that  it  is  going  to  be  an 
expensive  job  to  have  done,  to  say  nothing  of  the 
trouble  you  will  be  put  to.  For  the  benefit  of  any  who 
are  contemplating  the  purchase  of  a  fountain  and  who^ 
may  not  know  the  value  of  an  ice  box  at  the  fountain, 
I  would  say  that  it  is  necessary  as  a  storage  place  for 
milk,  cream  and  any  syrups  or  fruits  that  are  likely  to 
sour  if  kept  in  a  warm  room ;  besides,  there  must  be 
a  place  to  keep  bottled  soda,  ginger  ale  and  mineral 
waters  cold.  Many  dispensers  are  losing  money  every 
year  because  they  did  not  equip  themselves  at  the 
start  to  handle  these  fountain  requisites. 

While  on  the  subject  of  ice  boxes  is  a  good  time  to 
ofiEer  a  word  of  caution.  Failing  to  put  in  an  ice  box 
and  discovering  the  need  of  one,  I  often  find  dispens- 
ers usiiig  the  ice  chambers  of  the  fountain  as  a  place 
to  keep  things  cold.  I  have  no  doubt  that  it  answers 
the  purpose,  but  it  endangers  the  coils  and  coolers  and 
is  very  likely  to  make  leaks  and  do  other  damage 
enough,  so  that  the  repairs  would  eat  up  the  profit  on 
all  you  could  sell.  Of  course  it  is  your  fountain  and 
you  can  do  as  you  please,  but  don*t  complain  if  it  gives 


out  before  it  ought  to.  Only  one  or  two  bottles  need 
to  be  broken  and  the  pieces  of  glass  mixed  in  with  the 
ice  to  work  havoc  with  t}ie  block  tin  pipes. 

Quite  as  important  as  the  proper  installation  of  the 
fountain  is  the  proper  construction  of  the  work  board 
that  is  attached  to  your  counter  or  bar,  and  to  have 
your  sinks  and  drains  handy  it  is  necessary  that  the 
counter  itself  be  built  with  the  end  for  which  it  is  to 
be  used  in  view.  Many  dispensers,  when  they  have 
their  first  experience,  think  that  they  can  take  any  old 
counter,  put  a  marble  slab  on  top  and  call  it  a  soda 
counter;  but  such  a  counter  is  generally  far  from 
being  satisfactory.  The  soda  counter  should  be  a 
little  higher  than  the  ordinary  run  of  counters,  so  that 
the  sinks  will  not  be  so  low  that  they  will  be  incon- 
venient for  the  dispensers  when  washing  glasses.  In- 
convenient arrangement  will  certainly  delay  the  work 
or  cause  it  to  be  slighted.  The  space  behind  the 
counter  should  be  so  arranged  as  to  give  as  much 
room  as  possible  to  drains,  for  the  reason  that  one  of 
the  most  important  things  in  the  handling  of  a  large 
volume  of  business  is  to  have  plenty  of  clean  glasses 
handy.  While  you  must  not  neglect  to  have  your  ice 
cream  cabinets  handy,  still  don*t  crowd  your  drains 
to  make  room  for  them.  Good  sinks  are  also  neces- 
sary ;  they  should  be  of  fair  size  and  at  least  two  in 
number  for  every  three  dispensers,  and  it  would  be 
better  for  every  man  to  have  his  own  sink. 

If  you  have  an  ice  cream  parlor  I  would  suggest 
that,  if  it  is  possible,  you  serve  the  cream  for  the  par- 
lor from  some  other  place  than  the  soda  fountain,  as 
having  so  many  kinds  of  cream  at  the  fountain  takes 
up  too  much  valuable  space,  to  say  nothing  of  the 
way  it  complicates  your  service  at  the  fountain  when 
you  are  busy. 

One  of  the  reasons  why  the  modem  counter  foun- 
tains are  proving  such  a  success  is  that  for  the  first 
time  the  store  owner  can  buy  a  fountain  with  a  coun- 
ter that  is  properly  constructed.  Being  counter  foun- 
tains, the  counters  are  receiving  proper  attention,  and 
are  built  in  such  a  way  as  to  make  rapid  service  easy. 
If  you  buy  a  wall  fountain,  see  to  it  that  you  get  a 
good,  serviceable  work  board.  If  the  fountain  build- 
ers sa;> ,  as  they  often  do^  "  We  will  throw  in  a  work 
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board  that  will  answer,"  just  tell  them  that  that  is  not 
the  kind  you  want.  Buy  6nt  and  have  it  right,  for  the 
plumber  will  not  charge  any  more  to  connect  a  good 
one  in  the  first  place  than  he  will  to  connect  a  poor 
one,  and  when  you  rip  the  poor  one  out  he  charges  just 
as  much  to  put  in  the  second.  It  is  good  figuring  to 
buy  the  best  when  you  buy  a  work  board,  and  then 
when  things  are  properly  arranged  for  quick  service 
two  men  can  do  as  much  as  three  men  can  where 
things  are  not  convenient 

Lack  of  conveniences  either  mean  less  business  or 
more  help,  and  far  too  many  fountains  are  being  run 
—  that  is,  some  one  is  trying  to  run  them — without 
the  little  modern  appliances  that  enable  the  dispenser 
to  serve  his  customers  both  rapidly  and  correctly. 
Among  these  necessities  are  such  appliances  as  auto- 
matic cork  pullers,  automatic  lemon  squeezers,  egg 
shakers,  strainers,  tumbler  washers  and  ice  shavers. 
There  are  many  other  little  things  too  numerous  to 
mention  here  that  quickly  repay  their  cost  in  time 
saved. 

Many  times  in  my  experience  I  have  asked  at  a  soda 
fountain  for  a  lemonade,  only  to  be  informed  that  they 
did  not  serve  it.  Certainly  it  was  not  because  it  would 
have  been  too  large  an  investment  to  have  kept  a  few 
lemons  on  hand.  It  was  simply  a  lack  of  good  busi- 
ness sense.  In  other  places  I  have  been  forced  to  wait 
until  the  dispenser  could  squeeze  the  juice  from  the 
lemon  with  a  smaU  hand-squeezer  that  looked  very 
dirty.  It  may  have  been  clean,  but  those  things  always 
look  dirty  anyway.  These  are  the  fellows  who  will  tetf 
you  that  lemonades  are  a  back  number.  With  them 
they  are,  that  is  certain,  for  they  seldom  serve  any,  and 
when  they  do  they  are  so  poor  that  no  one  would  ever 
want  the  second  one.  It  is  the  worse  kind  of  false 
economy  to  try  to  conduct  your  fountain  in  such  a 
manner. 

A  good  lemon  squeezer  can  be  purchased  for  from 
$2,2 s  to  I3  50,  and  as  you  can  secure  10  cents  in  almost 
any  place  for  a  real  good  lemonade,  you  would  only 
have  to  sell  70  of  them  to  get  your  money  back.  I 
have  often  served  that  many  in  a  day  at  a  fountain 
employing  two  dispensers.  The  squeezer,  when  at- 
tached to  your  fountain  counter,  is  itself  an  advertise- 
ment of  your  lemonade ;  it  looks  clean  and  people  are 
tempted  to  try  one. 

This  same  principle  can  be  applied  to  every  other 
article  that  you  need  at  your  counter,  for  they  are  sure 
to  pay  for  themselves  in  a  remarkably  short  time. 
While  it  is  true  that  a  man  can  only  do  a  certain 
amount  of  work  in  a  day,  it  is  also  true  that  the  same 
amount  of  energy  backed  by  proper  facilities  and  these 
modem  appliances  can  accomplish  twice  as  much  in 
the  way  of  results.  It  is  not  that  he  does  any  more 
work,  but  because  what  he  does  counts  for  more. 

Modern  methods  not  only  mean  that  you  will  need 
fewer  clerks,  thus  saving  money,  but  it  also  means  that 
those  you  do  have  will  find  their  work  much  more 
agreeable,  and  that  is  a  big  Item  at  the  fountain.  A 
pleasant,  good-natured  man  behind  ycmr  counter  will 


be  a  great  help  to  you  in  keeping  your  trade,  but  the 
best-natured  of  us  would  find  it  a  hard  task  to  be 
pleasant  when  everything  about  us  is  unhandy  and 
calculated  to  get  us  out  of  sorts.  When  the  hol^busy 
days  come  at  the  poorly  equipped  fountain,  as  a  gen- 
end  rule  what  few  things  there  are  to  work  with  have 
a  way  of  being  out  of  order,  so  that  when  night  comes 
the  dispenser  is  more  worn  out  from  worry  than  he  is 
from  overwork.  Put  yourself  in  his  place  and  plan  to 
have  things  a  little  more  convenient.  Don't  be  afraid 
to  discard  some  of  those  old  worn-out  appliances  that 
you  have  and  purchase  some  that  are  up  to  date,  and 
thus  get  your  fountain  on  a  paying  basis,  for  proper 
equipment  means  nothing  less. 

The  public  prefer  to  trade  in  a  wide-awake,  up-to- 
date  store,  and  the  very  best  soda  often  fails  to  draw 
trade  when  dispensed  under  unfavorable  conditions. 
Don*t  think  that  I  would  teach  that  the  small  dispenser 
must  have  all  the  appliances  that  the  large  dispenser 
has,  but  if  you  are  small  be  progressive,  and  you  will 
not  have  to  remain  so.  Keep  your  eyes  open  and  keep 
adding  the  needed  improvements  to  your  fountain  as 
fast  as  you  can.  Just  let  the  public  see  that  you  are 
determined  to  give  them  proper  service  and  the  result 
will  be  in  your  favor. 

It  is  not  possible  for  me  to  touch  upon  every  item 
that  would  come  under  this  head  even  were  I  inclined 
to  do  so  (which  I  am  not,  as  many  of  my  readers  are 
perhaps  as  well  informed  as  I  am),  but  I  do  want  to 
impress  upon  you  the  necessity  of  bejng  prepared  to 
do  your  business  right.  Your  business  is  dispensing 
soda,  and  if  you  are  going  to  make  money  doing  it, 
you  will  have  to  do  it  in  a  manner  that  is  pleasing  to 
the  public.  If  you  are  not  willing  to  do  this  you  need 
not  anticipate  going  ahead  with  any  degree  of  rapidity 
even  should  you  progress  at  all. 

We  should  be  very  suspicious  of  a  liquid  paraffin 
that  had  "developed  a  light  straw  color  and  a  marked 
paraffin  flavor."  It  would  be  inadvisable, says  the  Phar- 
maceutical Journal  of  London  in  answering  a  corre- 
spondent, to  use  it  for  medicinal  purposes  even  if  you 
succeeded  in  purifying  it  in  such  a  way  as  not  to  offend 
the  senses.  You  will  doubtless  find  that  your  stock 
does  not  conform  in  any  single  particular  with  the  re- 
quirements of  the  Pharmacopceia.  It  could,  perhaps, 
be  purified  by  simple  means  so  as  to  disperse  color 
and  odor  to  a  considerable  extent,  but  you  would  do 
well  to  keep  it  for  manufacturing  preparations  that 
are  not  used  in  medicine.  Try  the  effect  of  the  follow- 
ing process  on  a  few  ounces  of  the  liquid  paraffin: 
Shake  well  in  a  separator  with  strong  sulphuric  acid ; 
draw  ofiE  the  acid  and  repeat  the  process  if  it  takes 
up  much  color ;  then  shake  with  distilled  water  made 
alkaline  with  caustic  potash  or  soda ;  separate  again, 
and  finally  shake  with  clean  water.  It  might  also  be 
worth  while  leaving  it  in  contact  with  animal  charcoal 
for  some  time  and  then  filtering. 

The  artificial  incubation  of  eggs  originated  in  Egypt. 
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No.  I.  Patent  No.  1,122,357.  Insufflator.  Patented 
Dec.  29  by  Joeeph  C.  Cramer,  Rotebarg,  Ore. 

No.  2.  Patent  No.  1,121,062.  Adhesive  Plaster  Box. 
Patented  Dec.  15  by  Perry  S.  Baaer,  Chicago,  111., 
assignor  to  Baner  &  Black,  Chicago,  111.,  a  corpora- 
tion of  Illinois. 

No.  3.  Patent  No.  1,122,089.  Capsule.  Patented  Dec* 
22  by  Robert  J.  Estes,  Coalgate,  Okla. 

Na  4.  Patent  No.  1,119,666.  Combined  Syringe, 
Hot- Water  Bag  and  Ice-Bag.  Patented  Dec  i 
by  Ira  L.  Tnrman,  Cynthiana,  Ind. 

No.  5.  Patent  Na  1,146,719.  Poison-Bottle.  Patent- 
ed Dec.  8  by  Zoe  Armstrong,  McPherson,  Kan. 

No.  6.  Patent  No.  1,121,459.  Bottle  Attachment. 
Patented  Dec.  15  by  Arthur  £.  Blake,  Rochester,  N.  Y. 

No.  7.  Patent  No.  1,122,876.  Mixing  Apparatus. 
Patented  Dec  29  by  William  H.  Doty,  West  Somer- 
▼ille,  Mass. 

No.  9.  Patent  No.  1,122,868.  Collapsible  Tube.  Pat- 
ented Dec  29  by  John  B.  Davis,  Lansdowne,  Pa.,  as- 
signor to  the  S.  S.  White  Dental  Manufacturing 
Company,  Philadelphia,  Pa. 

Na  la  Patent  No.  1,122,306.  Nipple.  Patented  Dec 
29  by  Edward  F.  Reschke,  Chicago,  IlL 

No.  II.  Patent  No.  1,121,489.  Ice  Cream  Dipper. 
Patented  Dec  15  by  Tudcerman  C.  Fuqua,  Rich- 
mond, Va. 

Na  12.  Patent  No.  1,119,370.  Rotary  Drink-Mixer. 
Patented  Dec  i  by  Henry  B.  Queal,  Kewanee,  III. 

No.  13.  Patent  No.  1,121,349.  Casing  for  Nursing 
AND  other  Bottles.  Patented  Dec.  15  by  Charles 
C.  Goss,  New  York,  N.  Y. 


No.  14.    Patent  No.  1,120,906.    Bottle  Attachment. 

Patented    Dec    15  by  William  Rockwell  Clough, 

Alton,  N.  H. 
No.   15.     Patent  No.   1,120,888.     Ice-Cream  Dipper. 

Patented  Dec  15  by  Edson  C.  Baughman,  Topeka, 

Kan. 
Na  16.    Patent  No.  1,120,448.    Filter.    Patented  Dec. 

8  by  Edward  Cousens,  Chiswick,  London,  England. 
No.  17.    Patent  No.  1,120,476.    Brush.    Patented  Dec. 

8  by  William  D.  Hansey,  Chicago,  111. 


Ginger  is  a  remedy  commonly  overlooked  when  a 
stimulant  is  needed.  It  is  more  popular  in  domestic 
practice  than  with  the  profession.  Its  stimulating  is 
instantaneous  and  greater  even  than  alcohol.  It  has 
pain-relieving  qualities  which  are  difficult  to  explain. 
Whenever  there  is  a  sudden  reduction  of  temperature, 
with  coldness  of  the  skin  or  extremities,  or  chilliness, 
all  accompanying  some  severe  local  pain,  this  agent  is 
specific. 

TK«  Smmll  To^ira  BfssiA«ss« 

There  are  in  this  country  141,724  general  stores,  lo- 
cated in  towns  of  25,000  population  and  under,  selling 
each  year  merchandise  to  the  gross  amount  of  11,283,- 
895,000^000.  Yet  considerable  less  is  done  to  popularize 
by  advertising  merchandise  among  the  patrons  of  these 
stores  than  there  is  done  to  get  tiie  trade  of  the  con- 
sumers of  the  large  cities.  Here  is  a  field  capable  of 
the  greatest  and  most  profitable  development  by  adv 
vertising.—  Mail  Order  Journal.  1  fS (J  I P 
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Recently  Applied  for  Trade* Marks 


FIXOL 


BENEMCNTA 


S#MO^NG  SALT     -«» 

mm 


HEP- ox 


RED-BENO 


HERMET 


PE^KO 


LEAVE 


ni>^ 


V^h-hf 


SEIiFie 


Note.  —  The  following  numbers  are  all  Class  6  **  serial 
nambers,**  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

83,131.     The  Remmers  Soap  Company,  Cincinnati,  Ohio. 

Cold  cream,  face  powder,  sachet  powder,  etc    Nov. 

24,  1914. 
66,380.     Cassada  Manufacturing  Co.,  Chester,  Pa.     Tal- 
cum powder.     Sept.  5,  1912. 
81,214.     Stephen  Fargo,  Cleveland,  Ohio.     A  medicinal 

compound  for  catarrh,  cramps,  diarrhoea,  toothache, 

etc    Aug.  21,  19 14. 
81,216.     Stephen  Fargo,  Cleveland,  Ohio.     Remedy  for 

dyspepsia,  indigestion,  etc.     Aug.  21,  19 14. 
81,407.     Vincenzo  Genna,   De  Ridder,  La.     Toothache 

remedy.     Jan.  12,  1913. 
82,032.     The   National   Ammonia  Company,  St.  Louis, 

Mo.    Anhydrous  ammonia.     Sept.  i,  19 10. 
82,289.    Gustav  A.  Wester,  Chicago,  111.    A  remedy  for 

goitre.     Oct.  15,  1914. 
82,902.    Stephen   Fargo,   Cleveland,  Ohio.    A  liniment* 

Nov.  20,  19 1 4. 
82,911.     William  J.  Klein,  Toledo,  Ohio.    A  roach,  ant 

and  bedbug  exterminator.     Oct.  3,  19 14. 
82,790.     Mission  Chemical  Company,  Los  Angeles,  Cal. 

Laxatives.     Nov.  16.  19 14. 
^2,337.     Shirosaburo   Chiba,   Seattle,  Wash.     Digestive 

medicines  in  the  form  of  powders  and  tablets.    Oct. 

I,  1914. 
82,447.      New    England    Laboratory   Co.,   Lynn,   Mass. 

Tooth-paste.     July  8,1911. 
82,948.    George  G.  Repast,  Coatesville,  Pa.     Linfments 

for  rheumatism  and  the  like.    Oct.  24,  1914. 


82,975.    Erthol  Medicine  Co.,  Fort  Worth,  Tex.    Tonic 

medicines.     Oct.  i,  19 14. 
69,829.     Mutual  Drug  Co.,  Worcester,  Mass.     Remedies 

for  coughs,  colds,  etc.     March  5,  19 13. 
80,962.     The  Bako  Co.,  Oklahoma,  Okla.    A  preparation 

for  the  treatment  of  the  tobacco  habit.    March,  1914. 
68,918.   The  De  Pree  Chemical  Company,   Holland,  Mich. 

Beef,  iron  and  wine,  blackberry  cordial,  blood  purifier, 

etc.     Feb.  15,  1913. 
82,470.     Ellis  G.  Pclter,  New  York,  N.  Y.     A  laxative. 

Oct  30,  1 914. 
81,218.     Stephen  Fargo,  Cleveland,  Ohio.     An  ointment 

for  the  treatment  of  all  itchiness  of  the  skin,  piles, 

etc     Aug.  21,  1914. 
81,823.     William  D.  Markley,  Harrisburg.  Pa.     A  pain- 
allaying  antiseptic  liniment.    Aug.  29.  1914. 
80,415.    United  Drug  Company,  Boston,  Mass.    Perfume, 

toilet  water,  sachet  powders  and  smelling  salts.    Jan. 

28,  1903. 
80,982.     Stephen  Fargo,  Cleveland,  Ohio.     A  remedy  for 

laxative  purposes  and  for  purifying  the  blood.     Aug. 

22,  1914. 
80,981.     Stephen  Fargo,  Cleveland,  Ohio.     A  remedy  for 

constipation.     Aug.  22,  1914. 
82,236.    Edmund  Morse  Pond.  Rultand,  Vt.    Medicated 

compound  for  use  as  an  ointment  or  in  plasters.    Oct. 

10,  1914. 
80,979.     Stephen  Fargo,  Cleveland,  Ohio.    A  preparation 

for  cfamps,  spasms,  diarrhoea,  etc.     Aug.  22,  1914. 
69,901.     Parke,  Davis  &  Co.,   Detroit,   Mich.     Viruses, 

serums,  toxins  and  antitoxins.    Feb.  10,  1912. 
82,489.    Andrew  Montana,  Los  Angeles,  Cal.    Hair-tonic 

Dec  15.  1913. 
82,171.    Isidore  Goldstein,  Paterson,  N.  J.    A  laxative. 

Oct.  6,  19 14. 
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80,518.    Howard  B.  Shreve,  Nogales,  Ariz.    A  medicinal 

hair  restorer.    Nov.  15,  1913. 
82,684.    Isadore  M.  Dakes,  Knox,  Ind.    Rheumatic  reme- 

diea.    July  2,  19 14. 
82,445.    New  England  Laboratory  Co.,  Lynn,  Mass.   Cold 

cream.    October,  191 1. 
82,791.     Mission  Chemical  Company,  Los  Angeles,  Cal. 

Lajuitivee.    Nov.  16,  19 14. 
82,921.   Frederick  K.  Stearns,  Detroit,  Mich.   An  aperient 

or  laxative.    Oct.  21,  19 14. 
82,761.    Riker  &  Hegeman  Co.,  New  York,  N.  Y.   Prepa- 
rations for  tired,  sore  and  aching  feet,  excessive  per^ 

spiration,  etc.    March,  191 1. 
82,802.   Curtis  Hixon,  Tampa,  Fla.   An  ointment   March, 

1912. 
79,498.     Pasteur  Laboratories  of  America,  New  York,  N. 

Y.    A  disinfectant,  antiseptic  and  deodorant.    Janu-, 

ary,  1905. 
81,706.     Kirk   Geary  &  Co.,   Sacramento,   Cal.      Cold 

cream,  nail  shine,  pharmaceutical  preparations  for 

toilet  use,  etc    Sept.  i,  19 14. 
76,262.     Robert  J.  Wilson,  Philadelphia,  Pa.    Tablets  for 

sick,  sour,  gassy,  acid  stomachy  heartburn,  etc.    Aug. 

28,  1913. 
82,238.    Edmund  Morse  Pond,  Rutland,  Vt.     Laxative 

pills.    Oct.  10,  191 4. 
81,974.     Farbwerke  vorm.   Meister   Lucius   &   Briining, 

Hochst-on-the-Main,  Germany.  Preparation  for  tuber- 
culosis.   Sept.  12,  1 9 14. 

82.759.  Riker  &  Hegeman  Co.,  New  York,  N.  Y.  Prepa 
rations  for  laxatives,  biliousness,  constipation  and 
headaches.    May,  191 2. 

82.760.  Riker  &  Hegeman  Co.,  New  York,  N.  Y.  Nutri 
tive  tonics.     About  April,  19 14. 

81,537.  Garret  Van  Arkel,  Muskegon  Heights,  Mich 
Medicinal  tablets  for  the  treatment  of  col£,  la  grippe, 
headache  and  constipation.    Sept.  i,  1901. 

82,207.  Home  Chemical  Company,  Inc.,  New  York,  N.  Y, 
Laxative  tablets.     Feb.  i,  191 4. 

Optimism. 

A  card  which  appeared  in  the  window  of  a  Paris 
shop  shortly  after  the  outbreak  of  war,  bore  the  fol- 
lowing inscription :  *'  The  family  and  sta£E  have  gone 
to  join  the  colors.  The  re-opening  will  take  place 
after  the  victory." 

Would  not  like  to  be  without  The  Spatula,  as  it 
always  contains  something  new  and  interesting. 

J.  M.  MacDonald. 
Rylstofu^  N.  S.  W.,  Nov.  ig,  igi4. 


"Supremely 
The  Best" 


Rowe's  No-Thump 

AU-Over-Wash 

Tumbler  Washer 

Its  SUPREMITY  is  founded  on  the  solid 
bedrock  of  recognized  SUPERIORITY. 

The  brushless  spray ;  the  "All-Over"  Wash ; 
the  patent  spray  regulator ;  the  thumpless  water- 
Valve  ;  and  the  rodless  rubber  glass-rest — these 
and  every  other  mentionable  improvement  in 
the  evolution  of  the  PERFECT  tumbler  wash- 
er, had  their  origin  in  the  ROWE. 

The  Riker-Jaynes  Drug  Co.,  The  Hall  & 
Lyon  Drug  Co.,  The  J.  Fred  Gibson  Co.,  and 
The  Liggett  Drug,  Co.,— the  acknowledged 
drug  and  soda  magnates  of  the  land— have 
written  their  names  on  the  roster  of  its  endors- 
ers with  the  gold-dipped  pen  of  ripened  judg- 
ment and  experience. 

When  ordering  new  apparatus,  remember 
that  vital  part  upon  which  hygienic  dispensing 
ultimately  depends— ROWE'S  NO-THUMP 
TUMBLER  WASHER— and  write  it  out  in 
black  and  white  in  your  contract  papers.  Re- 
member, it  costs  no  more  than  worthless  de- 
vices purporting  to  be  "practically  the  same." 
915  in  nickle  plate ;  ^18  in  silver  plate.  Ab- 
solutely Guaranteed.  Write  to-day  for  Cat- 
alog. 

L.  L  ROWE,  Alfr. 

U  PORTLAND  ST.,  -  BOSTON,  MASS. 
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BUYAGR055  1SJ|^rp.',..„. 


^55. 60  per  gross.     f2.S0  per  doz. 

JOBBERS  SELL  IM  GROSS  LOTS.  0%  AND  aKS  OFF. 

This  is  the  Genuine, 


THE   KIND  YOU   HAVE  ALWAYS   HANDLED. 
IT   PAYS   TO    HANDLE    RELIABLE   GOODS. 

•  •  •  Smnd  for  •  •  • 

Cards,  Cut  Outs  and  Counter  Wrappers. 

THE  CENTJtUR  COMPJiHY, 

250  West  Broadway, 
New  York  City. 


Prmml^^mU 


I 


BUY  A  GR055  and  *ave  s 

...i—ii..—— _— __     and  8  1«8  per  cent. 

VTKo  cmA*t  ••!!  IS  doson  per  aAAvim? 
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N«w  PriAt«a  Matter. 

Manufacturers  and  others  are  invited  to  Put  the  name  of 
The  spatula  on  their  mailing  listj  that  we  may  receive  their 
business  literature  as  issued.  Acknowledgement^  as  a  rule^  will 
be  made  in  this  column.  Such  information y  we  believe^  is  of 
much  interest  to  our  subscriterSy  and  in  some  cases  its  publica' 
tion  may  result  in  advantage  to  those  accepting  our  invitation ^ 
which  is  extended  as  freely  to  those  who  do  not  as  to  those  who 
do  advertise  with  us. 

N 

Proftssor  £.  G.  Eberle,  editor  of  the  Southern  Phar- 
maceutical Journal,  Dallas,  Texas,  remembered  his  friends 
at  New  Year's  time  by  sending  each  a  four-folder  filled 
with  good  cheer  for  the  coming  year.  It  also  bore  a  pen- 
and-ink  sketch  of  the  genial  professor  a  hundred  years 
hence.  Our  confi^re  is  earning  his  salary  as  an  editor 
and  giving  his  readers  more  than  they  pay  for. 

Thb  Red  Book  Magazine  for  January  makes  a  feat- 
ure of  ••The  Valley  of  Plenty,"  by  Irvin  S.  Cobb,  the 
short  story  which  Mr.  Cobb  completed  just  before  he 
dashed  to  Europe  to  •*  cover  "  the  war. 

St.  Nicholas  for  January,  besides  ito  usual  wealth  of 
articles  and  pictures,  describes  how  a  boy  can  make  a 
serviceable  work  bench  for  forty-seven  cents. 

Messrs.  Fritsche  Brothers,  New  York,  American  repre- 
sentatives of  Schimmel  &  Co.,  Leipsig,  announce  that 
because  of  the  war  their  Semi-Annual  Report,  usually 
dated  October,  has  been  delayed,  but  will  be  pubUshed 
as  soon  as  possible. 

<•  Hints  and  Helps  to  Soda  Dispensers  "  is  a  most 
valuable  little  manual  of  fountain  dnnks  prepared  and 
published  by  the  Horlick's  Malted  Milk  Co.,  Racine,  Wis. 

Cartoons  MagasiBo.  What  the  various  nations  think 
about  each  other,  as  expressed  in  war  cartoons  which  go 
deep  down  into  the  soul  of  the  people,  is  told  pictorially 
in  the  February  Cartoons  Magazine  (Chicago).    It  offers 


a  unique  history  of  the  war,  written  from  maay  viewpoints. 
There  are  cartoons  that  make  you  laugh  or  weep,  cartoons 
biasing  forth  the  wrath  of  Germany  and  England,  car- 
toons  that  reach  the  heart  and  preach  sermons.  Cartoons 
by  French,  Spanish,  Austrian,  Russian,  South  African, 
Australian,  South  American,  Canadian  and  Japanese  ar-  ' 
tisu  present  an  international  symposium.  Special  articles 
include  one  on  war-time  humor  in  Great  Britain,  with  il- 
lustrations by  the  leading  London  artists,  one  on  Lincohi 
in  caricature,  accompanied  by  some  of  Tenniel's  famous 
drawings,  and  a  synopsis  of  Hansi's  new  Child's  History 
of  Alsace,  with  pictures  by  the  soldier-cartoonist.  Among 
other  subjects  treated,  both  in  text  and  cartoon*  are 
'America's  Problem  of  Defence"  «*The  Quickening  Fi- 
nancial Pulse,"  '*  German  Militarism,**  **The  Soldier  Life 
of  the  Cossacks,"  *'  The  ItaUan  Points  of  View,"  and  «' An 
Estimate  of  Emperor  Wilhelm,"  by  a  South  American 
writer,  illustrated  by  cartoons  from  Spanish  and  SpanisUi 
American  newspapers.  Address,  Chicago;  subscription, 
I3.00  (foreign  I4.00) ;  with  The  Spatula,  I3. 50  (foreign 
^50).  

Mor«  Oaik|C«rotio  tKaik  tla«  njr* 

Time  ftkes  and  **  fly  time  "  will  soon  be  here.  The  sum- 
mer pest  is  recognized  as  dangerous,  and  various  means 
of  lessening  iu  activities  are  used.  **  Swatting"  the  fly  is 
effective  to  the  insect  swatted,  6ut  it  is  a  nastv  process 
and  is  adculated  to  scatter  any  disease  germs  the  victim 
may  carry.  Fly  poisons  are  more  dangerous  than  flies. 
These  usually  contain  arsenic,  to  which  sugar  is  added, 
and  the  sweet  taste  attracts  children  from  two  to  six 
years  of  age.  In  July  and  August  last  year,  35  children 
were  thus  poisoned,  5  of  whom  died,  and  in  three  months 
and  a  half  45  were  poisoned,  9  fatally.  Arsenic  is  one  of 
the  most  dangerous  and  insicUous  poisons,  and  when  it  is 
dressed  up  as  something  sweet  to  suck  or  nice  to  drink, 
the  little  ones  are  in  the  gravest  danger. 

If  there  was  no  other  way  of  banishing  the  disgusting 


PROPER  WINDOW  RXTURES  ARE  A  NECESSIH 

You  mif  ht  as  well  try  to  ma  a  soda-water  business  with- 
out a  fountain,  as  to  endeavor  to  have  attractive  show  win- 
dows without  appropriate  Fittings. 

Up-to-date  Display  Fixtures  not  only  make  attractive 
trimming  easy,  but  tbejr  actoally  sell  goods. 

Wby  not  write  today,  for  oar  catalog? 


TH£  BARX^W  COMPANY 

No.  99^  Race  St.,      -      -      HOLYOKB,  MASS. 


ROBERTSON'S 

fruit  tablets  f  iavsni  ssldsm  found,  •xoopt  In 
th«  •riglnal  frulta»  ••nsoquontly  aro  business 
bulldani  1  paakad  6  lb.  round  Jars  \  and  4  lb. 
aquara  Jara.  Establlshad  ratall  prioa  40o  lb. 
ar  2  asa.  for  60. 

If  nat  at  yaur  Jabbara  writa  ua  d  I  root. 

ROBERTSOI-BIUDSIUW  CO., 
2t6  tanM  Stall,       NnYiitClr 
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and  dangeroas  fly  than  by  swatting  it  or  endangering  the 
lives  of  children,  then  hamanity  would  have  a  plague 
indeed.  But  there  is  a  way  that  causes  no  disgust,  no 
sickness,  no  death,  no  fear,  when  the  children  are  out  of 
mother's  sight.  "  Tanglefoot "  fly  paper,  a  sheet  coated 
with  a  very  strong  adhesive,  substance,  catches  the  fly  at 
once.  The  more  the  insect  struggles  the  more  firmly  is 
it  bound  until  it  is  covered  with  the  sticky  material. 
There  are  no  dead  flies  falling  here  and  there,  or  lying 
around.  The  work  of  banishing  the  fly  is  done  cleanly 
and  safely.  "  Tanglefoot  **  is  the  only  rational  remedy  for 
the  fly  danger,  and  its  cost  is  so  small  that  fly  poisons 
should  be  prohibited  by  law,  as  unnecessary  and  a  menace 
to  health  and  life.  Retail  druggists  who  refuse  to  handle 
flv  poison  devices  and  who  recommend  the  use  of  **  Tan- 
glefoot "  fl^  paper  will  perform  a  great  service  to  the  com- 
munity, aside  from  the  increased  patronage  which  such 
action  will  secure  and  deserve.  ^ 


Tbe  ClocH  StroHe. 

Editor  of  The  Spatula :  The  clock  is  about  to  strike 
twelve  midnight,  December  thirty-first.  That  will  mean 
the  year  19 14  is  dead  —  dead  and  gone.  Let  us  bury  with 
it  the  things  that  have  made  life  weak. 

Our  failures,  let  us  put  them  in  their  graves,  that  from 
them  may  arise  the  spirit  of  a  new  success.  Our  mis- 
takes, let  us  seize  the  soul  of  wisdom  from  them  and  go 
on  to  more  perfect  work.  Our  sins  and  follies,  waste  and 
thoughtlessness,  into  the  earth  of  forgetf ulness  with  them, 
and  cover  them  over  with  resolutions  fresh  and  green ! 

The  year  191 5  will  be  bom  to  us  on  that  clock-stroke. 
It  comes  an  unspotted  child  from  the  hands  of  destiny. 
Let  us  keep  it  clean  and  strong. 

No  more  worry,  but  hearts  of  poise.  No  more  whining 
and  self-pity,  but  courage  and  morning  faces.  No  more 
grudges,  but  a  wide  tolerance.  No  more  pettiness,  but 
the  practice  of  greatness. 

We  shall  have  strong  passions,  but  will  be  master  of 
them ;  bright  hopes,  but  we  will  not  be  deluded  by  them ; 
hard  work,  but  the  love  of  craftsmanship  and  not  the 
slavery  of  wage ;  love,  but  love  with  loyalty.  , 

Let  us  believe  the  most  redemptive  of  truths,  that  a 
man  can  start  over  again,  and  that  the  only  failure  is  to 
lose  heart. 

To  all  of  you,  to  those  with  whom  we  have  bought  and 
sold,  to  those  who  have  co-operated  with  us,  and  to  those  • 
who  .  ave  wished  us  ill  in  the  inevitable  frictions  of  life, 
we  send  this,  our  New  Year's  Greeting : 

Let  the  Dead  bury  their  Dead.  But  for  you,  may  your 
days  qe  full  of  the  Future,  its  sunshine,  faith  and  courage. 
New  rork,  Dec.  31^  1914-  E.  D.  Bradshaw. 

Some  time  ago  I  received  a  sample  copy  of  The 
Spatula,  which,  I  must  say,  is  the  most  interesting 
druggists'  magazine  in  the  United  States.  So  I  am 
enclosing  a  check  for  ;$i.5o,  for  which  please  send  me 
The  Spatula  one  year  and  "  Extracts  and  Perfumes." 
Brockton,  Mass,,  Dec.  26, 1914.       Ed.  Breault,  Jr. 


-  GASH  FOR 

OLD 
ACCOUNTS 

Comes  easy  and  direct  to 
you  if  you  use  Archbold's 
Improved  Collection  Sys- 
tem. Only  2c.  for  postage 
—there  is  do  futher  cost. 

What  Other 

Merchants  Say  is  Preof— 

''  I  sent  out  8  of  your  letters  on  accounts  a- 
mounting  to  ;$1S6.00  and  collected  in  a  very 
short  time  ;$00 11."  (Signed)  The  Greenlawn 
Store,  Greenlawn,  N.  Y. 


"Please  find  check  for  $\  for  which  send 

some  more  collection  letters.    They  work  to 

perfection."    (Signed)  L.  H.  Bourbeau,  Leo- 
minster, Mass. 


"  We  find  your  letters  very  e£Fective  on  some 
of  our  slow  paying  accounts,  and  as  we  sent  for 
the  second  lot  so  soon,  it  is  self-evident  that  the 
first  were  satisfactory."  (Signed)  Church  Qu- 
arry Co.,  Sibley,  Mich. 

Opcpill     Outfit  for  making  01 
OlLblHL  20  collections    -     *'■ 

50  Collection  Outfit  #2.  Outfit  consists  of  letters, 
envelopes,  record  cards  and  full  instructions 
"  how  to  collect." 
Money  back  if  not  satisfied. 

CHAS.  L.  ARCHBOLD 

1562  E.  93rd  St..    -    -    -    CLEVELAND,  OHIO. 
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Censored. 

Mr.  L.  Lw  Kowe,  74  Portland  Street,  Boston,  has  received 
a  letter  from  George  Smith  8c,  Sons,  which  reads,  after 
passing  the  censor,  as  follows:  **  We  are  np  against  it; 
we  allowed. the  Rowe  Tumbler  Washer  which   we  had 

been  using  to  be  substituted  with  a in  our  new 

equipment    We  have  been  stung  and  would  like  to  return 

to  the  old  system.     What  can  you  allow  us  for in 

exchange  for  a  Rowe  ($15.00)  Tumbler  Washer?" 


Tbe  Gr««A  Polar  ff*ofaAtaiA« 

One  of  the  very  oldest  soda  fountain  manufacturing 
concerns  in  the  world  is  the  house  of  Robert  M.  Green  & 
Sons,  1413  Vine. Street,  Philadelphia,  to  whom  is  due  a 
large  part  of  all  the  improvements  that  go  to  the  making 
of  a  modern,  up-tonlate  191 5  fountain.  Their  most  recent 
models  represent  the  highest  tvpe  of  apparatus.  They 
have  improved  and  effective  refrigeration,  and  are  made 
of  the  best  materials  by  skilled  workmen.  A  most  impor- 
tant point  connected  with  the  Green  Polar  Fountain  is  its 
wearing  qualities  and  its  refusal  to  get  out  of  order,  even 
when  unreasonably  treated  by  careless  dispensers.  An- 
other straw  that  should  have  much  weight  with  a  buyer  is 
the  fact  that  a  Green  fountain  ix  seldom  exchanged  for  a 
fountain  of  any  other  make.  The  manufacturers  issue 
a  catalogue  and  other  literature,  which  will  be  gladly  sent 
on  application. 

Dmg  lltares  (snaps)  for  sale,  and  positions  in  all  States 
Phvsl*  i  ins,  Vfterinari  in*.  Dentists,  furnished  for  all  locations 
F.  V.  Kaeist,  R.  P  Omaha,  Neb.    EsL.b.  1904. 

Balesmeii  Wanted.  15%  cnrnmission  paid  salesman  c^ili' 
ir  g  un  druK  tradt:  to  sell  specialty  as  side  line.  Address  L.  W 
Marshall,  Lexington,  Mo.  - 


Consult  Moore  on  all  Ad-vertlslng  questions.     Writing 

*  itinK' ndpii<(i)j£utadvtrtisii  g  cart  fully 

Write  MOOR£.  Adv.  Specialist,  New 


pUniiiiig  ilhistrAtiiiK,  p  i"J^"^ '  'ViR'^'n  Jl^f.*^!^^'  rtisiig  cart  fully 


Finndled.    Booklet  free. 
Egypt,  N.  J. 


HENRY  TROEMNER 

STAlfBARD  OF  EXCXXI^EIVCE 
1840  1913 


New  Triumph  Prescription  Scale 

BvOt   like   the   Wise  Man's  House — upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,   yet    sensitiye  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  CaUlogue  No.  1913. 

91 1  Arch  Street,        PHILA.,  PA. 


Your  Show  Windows 

PAY  * 

Bigger  Dividend 

than  any  part  of  you 
store  when  you  regi 
larly  use  the  force 
fully  attractive  dis 
play  material  of  ^    ^' 

PLUTO  WATER 

Investigate  our  quantity  lot  discount 
and  send  for  our  full  window  display  free 
on  request. 

Delay  means  lost  dollars.  Write  to- 
day for  details  of  the  plan  by  which  your 
profits  increase  in  percentage  as  your  sales 
grow  in  volume. 


French  Lick  Springs  Hotel  Co. 

French  Lick,  Indiana. 


Pharmaceutical  vC>^  Shorthand 


The  "A"  in  the  circle  is  just  a  shorter 
way  of  writing — clean,  strong,  sound 
and  close-grained — when  applied  to 
corks.  It'll  pay  you  to  get  the  habit 
of  using  it  in  placing  cork  orders  with 
your  jobber.    For  when  you  purchase 

Circle  A  Corks 

you  not  only  secure  the  best  corks  for  prescription  work, 
but  you  always  know  exactly  what  you're  going  to  get. 

The  standard  is  fixed  and  unchangeable.  For  27  years 
this  has  been  our  unalterable  rule:  Every  cork  packed 
under  the  Circle  A  label  must  be  as  nearly  perfect  as 
the  best  material  and  workmanship  can  ms[ke  it.  The 
result  is  that  Circle  A  Corks  are  recognized  to-day  as 

I     The  Standard  Prescription  Cork  of  America 

■  Simple  package  of  100  for  20  cents  in  stamps 


Aj      Arm^ong  Cork  Company      VCi 

121Tweiity.third  St.  Pituburgli,  Pi- 
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Mmynr  Pharmacists. 

The  Massachusetts  Board  of  Registration  in  Pharmacy 
registered  in  December,  after  examinations,  these  phar- 
macists and  assistants : 

Pharmacists  :  David  Carl  Barker,  Somerville ;  Jacob 
Berston,  Paal  Dalen,  Boston;  John  ScaTO,  New  York; 
Everard  Lincoln  Sweetser,  Maiden ;  IsidorTnrkanis,  Chel- 
sea; Patrick  Joseph  Barrett,  Lawrence;  David  Gorman, 
Worcester;  Waldo  Henry  Hebbard,  Lynn;  Frank  Am- 
brose Mahoney,  Joseph  Kaoul  Lyonnais,  Alfred  Eusebe 
Therrien,  New  Bedford ;  John  Joseph  McGreevey,  West- 
field;  Joseph  Gagne,  Qaincy;  Howard  Maxwell,  Beverly; 
Lonis  Abraham  Levin,  Springfield ;  John  White  Maloney, 
Amesbnry. 

Assistants:  John  Fenimore  Cooper,  Waltham;  Ar- 
thur Pierre  Lavallee,  Haverhill;  Vaclav  Nahlovskv,  West- 
field;  John  James  McCarthv,  Springfield;  Ralph  Erwin 
Whitmore,  Lynn ;  Morris  Giashow,  Maiden ;  Jules  Hec- 
tor Toapin,  New  Bedford. 


The  quill  is  not  yet  extinct  in  London.  The  legal 
profession,  which  is  very  conservative,  clings  to  it  tena- 
ciously and  none  of  the  courts  would  be  completely 
equipped  without  a  plentiful  supply  of  good  goose 
quills. 


Seidlitz  and  Headache 
Pewder  Manufacturers! 

MantOQ^s  Patented  Powder  Measurmg 
Machine  is  the  only  accurate  meas- 
uring machine  on  the  market ! 

This  is  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  S  to  200  grains 
at  the  rate  of  60  per  minute,  and  can 
be  run  by  steam  or  a  half  hor^e  power 
motor. 

The  0.  H.  Marston  Co.,  Stoneham,  Mass. 


300  FINE  IBAPORTED 

POST    CARDS 

Birthday,  B««t  Wish««,  Art,  ComlM 

NoOldStock.    All  Fresh,  U|Nlo-Dftt«Dulgiu 
No  advertiiinc  on  them.    With  erery  116.00  oxder  for 

CHI-CHES-TERS  DIAMOND  BRAND  HLLS 

Quick  Sellen  at  8  to  10  centi  each 
A  CliSLAB  CASH  BOIfVfl  OF  ilO.OO 

Choice  of  four  other  Premiums. 

Order  today  from  your  jobber.    We  tend  the 

Premium  Direct. 

CmCHESTBIt   CBORMICdkJj   COBCPAlfT 

2815-17-19  Madison  Square.  PHiiAniLrHiA.  Pa. 


A  Guaranty 

of  complete  satisfaction  or  money  re- 
funded goes  with  every  package  of 

PINEX 

Behind  you,  when  you  make  this  guar- 
anty to  your  customer,  stand&  our 

Oldp  Strong  Company 

There  is  no  quibbling  nor  side-stepping 

when  a  customer  is  to  be  satisfied. 

We  refund  the  full  retail  price. 

No  lost  profits. 

The  Pinex  Company 

FORT  WAYNE.  IND. 


tm 
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ABTOoeMndtDg  a  (rit0t<di  and  deeoriptlon  may 
quleklr  ascertain  oar  opinion  firee  whether  an 
InTention  is  probablriMuentable.  Commnnlea* 
tlonsBtrlotljoonfldentiaL  Handbook  on  Patents 
sent  free.  Oldest  agency  for  BecarinaMtents. 

Patents  taken  throufb  If unn  A  Co.  recelye 
ipeekU  notice,  without  oharge.  In  tht 


Scientific  Jlinericam 

A  handsomely  llhistrsted  weekly.  Larscst  elr« 
oalatlon  of  any  selentlllo  loamaL  Twms,  $8  a 
year ;  foar  months,  fL  Sold  by  all  newsdealers. 


Artistic  Show  Cards 
And  How 


ToWrite 


Our  lessons  for  Home  I 
Study  will  TEACH  YOU.  I 
Tells  how,  shows  how.  I 
Particulars  free.  Address,  I 
THE  THONPSON  SCHOOL  I 
Dew.  5.     PONTIAC.  MlCHIOAM  I 
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An  Illustrated  Monthlr  Publication  for  Druggists. 


Webb's  Alcohol, 

THE  ACXNOWLEDGED  STANDARD. 

JAMES  A.  WEBB  <Sk  SON.       ^^^^^""^^t^  ^^^ 


^^ 


DOUBLE  PROFIT 

O^  ABSORBENT 


Maplewood  Mills  Absorbent  Cottons  are  the 

iosiest  sellers  and  thi  BEST  profit  yeilders 

BECAUSE :  —  Each  of  the  four  grades  they  manu- 

facture  is  the  best  obtainable  at  the  price  and  puts  yon 

COTTOJ^  on  ^^^  credit  side  of  your  customer's  good-will  account.     It  costs  you 

less  than  similar  qualities  offered  by  others,  because  the  Maplewood 

Mills  complete  manufacturing  facilites  make     1# /12>F  C*//l/^/^T|     JbfWI  I  C 

it  possible  to  produce  cotton  at  minimum    Jy^^^ri^CU/V^VJU   JWMiM^M^*3 

cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit.  FJkLL  RIVER,  MJkSS. 

PROOF  FOR  A  POST  CARD. i 


I 


FritzscKe  BrotHers  -  Ne^^  YorK 


I! 

Absolute  Purity 

POLLrANTIN 

in  HAY  FEVER 


01 


Quality  Standard 

Foamdad  IS** 

OII^  OF  CYPRESS 

in  WHOOPING  COUGH 


Save  the  Freight  on  12  Case  Lotsot  Listerine 

Those  druggists  whose  demand  for  the  standard  antiseptic  preparation 
justifies  the  purchase  of  one  gross  large  size  Listerine  or  its  equivalent, 
should  correspond  with  the  manufacturers  : 

LAMBERT  PHARMAGAL  COMPANY,  Locust  and  21st  Sts.,  St.  Louis,  Mo. 
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Let  Men  See  Your  Good  Work! 

The  "domb  driven  cattle**  propensity  has  no  place  in  our  activities. 

We  Have  sometliing;  to  say,  and  we  say  it!\ 
We  have  something;  to  sho^r,  and  we  show  it! 


PUFFCR'S   UNEQUALCD   S£AI^£D   FOUNTAIN. 

(Patent  applied  for) 

Saires  at  least  50  per  G«At  of  s^otir  ice  bill Gives  s^oti  tHe  most  saAitars^  so«la  fotiAtain  sna«lo. 

Sbomrs  a  coAstructio a  forsniAtf  a  perfect  refrigerator Gives  a  fotintai a   «lirt  a a«1  insect  proof. 

Sjrrap  Lfifts  tbat  operate  mritb  ease  aA«l  accuracy,  aA«l  from  ivbicb  tHere  is  ao  possible  cbaAce  for 

trotible. 
L#ar^e  coolers,  sbeet  blocK  tin  liAe«l,  OAsuriA^  plentsr  of  pure  col«l  ivater. 
£Q«iippe«l  for  tbe  «lispeAsiA^  of  col«lest  beverages  all  tbe  time. 
Sbippe«l  assemblers,  aA«l  reatSs^  for  business  sHortls^  after  arrival. 

In  brief  we  give  a  few  more  of  the  advantages  which  are  yours 
in  the  possession  of  a  SEALED  FOUMTAIM : 
Heavier  silver  plate.  German  silver  sinKs. 

Heavier  metal  tbroti^Hout.  German  Silver  "SS"  Ttimbler  ^Vasbers. 

Cove  flasbin^  on  ivorKboartl.  ^Vorl£boar«S  of  soli«l  German  Silver  an«l  Heavy  iveif^Kt. 

German  Silver  basins  an«l  «SisHer  ivells.       Plumbing  bill  re«l«ice«S  to  a  minimum. 

S£V£N  SIZES  CARBONATORS,    a11  at&tosnatic  and  ptingent  soda  water  snaKers. 

In  tbe  S£AI^£D  FOUNTAIN  you  Have  tbe  latest  ana  best  invention, 
including  all  our  INIMITABLE  improvements  to  date. 
Sena  for  Catalogue.  _^__^^_^______^ 

U/ye  PufTer  Manufacturing^  Company^ 

Office  and  'Warerooms,   51    Portland  Street*    Boston,  Massaclitiaetts. 

Factory',  VkTincliester,  Mass.  Digitized  uy  ^.^v_^v_^^i'»^ 
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Massachusetts  College  of  Pharmacy 

72  St  Botolph  SU  Corner  of  Garrison,  Boston,  Massachusetts 


A  College  of  Pharmacy,  controlled  .and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  tjie  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

Tli«  Demand  for  Gradoatos  of  this  School  Is  In  Excoss  of  tho  Sappljr. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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life  subscription  |io.  Canadian  subscription  11.35  ^^^  y^'- 
Foreign  subscription  I1.35  (5s.  6d.)  each  year. 

New  subscriptions  may  begin  with  any  number. 

Unused  postage  stamps  of  the  United  States,  Canada,  or  Great 
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American  or  Canadian  currency  may  be  sent  for  subscription  in 
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Any  subscription  will  be  stopped  upon  receipt  of  a  written  re- 
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Every  subscriber  should  be  careful  to  notify  the  publishers  of 
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his  paper. 

Wanted  :  The  Spatula  wants  its  subscribers  to  send  it  pho- 
tographs of  any  views  or  objects  of  interest.  Photos  of  window 
displays,  their  homes,  stores,  wives  or  children  especially  desired. 
Correspondence  of  any  kind,  however  apparently  trivial,  is  always 
welcome.    Let  us  hear  from  you. 

Address  all  correspondence  and  make  all  checks  payable  to 
THE  SPATULA  PUBLISHING  CO., 
Telephone  Sudbury  Building, 

207  Haymarket  Sudbury  St.,  Boston,  Mass. 


Help  Push  It. 

The  movement  to  popularize 
goods  made  in  the  United  States 
is  a  good  one  and  worthy  of  the 
co-operation  of  any  manufacturer 
whose  product  is  of  first-class 
quality.  There  is  no  doubt  that  many  articles 
made  in  America  are  the  best  of  their  kind 
produced  in  the  world.  It  is  well  worth  while 
to  advertise  their  origin.  The  Spatula  is 
"made  in  the  U.  S.  A." 

Far  from  Prosaic. 

Some  distinguished  person  has  spoken  of 
having  escaped,  when  young,  entering  upon 
"the  prosaic  life  of  an  apothecary.*'    Wh^t 


life  he  did  enter  upon  we  do  not  know,  but  if 
it  was  upon  one  in  which  more  things  happen 
than  happen  in  the  career  of  the  average  phar- 
macist, it  must  have  been  the  life  of  a  dyna- 
miter or  of  a  burglar. 

Choose  the  Tough  Job. 

Don't  envy  the  man  who  has  a  "cinch." 
Where  the  spur  of  necessity  is  lacking,  energy, 
ambition,  initiative  lag,  and  the  brain  cells  that 
are  called  into  action  by  push,  hustle,  enthusi- 
asm and  success,  deteriorate  from  lack  of  use 
like  any  unused  bodily  muscle.  Envy  the  man 
who  has  to  tackle  a  tough  job  and  subdue  it ; 
pity  the  one  who  boasts  that  he  has  a  "  cinch." 

Follow  Our  Motto. 

The  pharmacist,  like  every  other  business 
man,  has  much  to  annoy  him.  Perhaps  he  has 
more  than  his  share.  Nevertheless,  if  he  is 
wise  he  will  never  allow  a  customer  to  provoke 
him  to  anger.  He  will  let  the  other  fellow  do 
all  the  fuming  and  fretting  and  say  all  the  dis- 
agreeable things.  Then  it  will  be  the  other 
fellow  and  not  the  pharmacist  who,  the  next 
day,  will  have  to  apologize. 

Keep  a  File. 

What  do  you  do  when  you  see  an  idea  for  a 
window  display,  or  an  advertising  stunt  that 
strikes  you  as  particularly  clever  ?  Simply  say, 
"That's  good,"  turn  the  page  and  forget  it.? 
That  usually  meanS  a  wasted  opportunity  — 
a  dollar-bringing  chance  thrown  away.  If  you 
are  "  canny,"  as  the  Scotch  put  it,  you  will  file 
all  the  valuable  and  practical  sales  and  display 
hints  you  can  find  in  such  a  way  that,  as  each 
month,  each  season,  every  kind  of  a  special 
occasion  or  celebration  comes  around,  you 
have  but  to  turn  to  your  files  for  help  and 
inspiration, 
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Make  Them  Favorable. 

First  impressions  are  said  to  be  lasting. 
They  are  being  made  every  day  upon  some- 
body. The  first  time  a  customer  comes  into 
the  store  he  gets  first  impression^, —  from  the 
store,  trom  the  clerk  or  proprietor,  and  from 
the  goods  he  may  buy.  Here  are  three  first 
impressions.  See  to  it  that  they  are  all  favor- 
able to  you,  for  you  will  never  have  the  same 
chance  with  him  again. 

A  Wise  Policy. 

In  a  recent  address  on  "  The  Fundamentals 
of  Advertising,"  the  publicity  manager  of  a 
large  establishment  made  the  significant  state- 
ment that  his  store  spent  more  money  in  ad- 
vertising things  that  people  want  to  buy  than 
things  that  the  store  wants  to  sell.  The  mer- 
chant who  keeps  this  vital  fact  always  in  view, 
and  uses  due  discrimination  in  the  buying  end, 
will  not  have  to  waste  good  money  and  adver- 
tising effort  in  trying  to  sell  what  people  are 
reluctant  to  buy. 

Letting  People  Know. 

Dig  out  the  advantages  your  store  possesses 
and  keep  them  in  the  public  eye.  Seize  upon 
every  available  thing  you  do  that  means  better 
service  to -your  customers  and  tell  them  about 
it.  If  you  get  new  fixtures  or  make  improve- 
ments, call  attention  to  how  much  more  pleas- 
ant, inviting  and  convenient  you  have  made 
the  store.  If  you  get  a  new  fountain,  describe 
its  improvements  and  tell  how  much  better 
soda  you'll  be  able  to  serve.  People  like  to 
have  their  comfort  considered.  They  like  to 
think  that  while  you  are  after  their  money, 
part  of  what  they  spend  comes  back  to  them 
in  a  better  store  and  better  service. 

More  Pharmacists. 

The  recently  published  Twenty-ninth  An- 
nual Report  of  the  Massachusetts  Board  of 
Registration  in  Pharmacy  contains  the  fol- 
lowing interesting  and  significant  paragraph  : 
"Although  there  is  a  growing  tendency  in  this 
State,  as  well  as  all  over  the  country,  towards 
commmercialism  in  the  drug  business,  rather 
than  the  professional  side  of  pharmacy,  there 
is  an  increasing  demand  for  examination,  the 
D'lmber  of  persons  examined  being  about  23 


per  cent  more  than  that  of  the  previous  year. 
This,  we  believe,  indicates  a  demand  among 
proprietors  for  a  better  supervision  of  their 
stores  by  registered  or  registered-assistant 
clerks,  also  a  creditable  ambition  among  clerks 
to  become  more  valuable  to  their  employers." 

Hot  Air. 

An  unfledged  divinity  student  prefaced  his 
first  service  with  a  long  prayer  embroidered 
with  such  phrases  as,  "  O  Lord,  who  art  from 
everlasting  to  everlasting,"  etc.,  until  an  abrupt 
old  clergyman  present  cut  him  short  with  — 
"  Stop,  brother,  stop  telling  the  Lord  how  old 
he  is."  Hot  air  is  just  as  useless  in  advertis- 
ing as  it  is  in  a  prayer.  "  Ours  is  the  largest 
store  in  town,"  and  "We've  been  in  business 
for  fifty  years,"  may  look  mighty  interesting 
from  your  point  of  view,  but  customers  care 
nothing  about  such  items.  There  may  be  a 
dozen  other  firnis  in  town  who  haven't  been 
in  business  a  year  who  are  selling  articles  of 
equal  quality  at  prices  as  low  as  yours.  Size 
and  antiquity  are  poor  arguments  on  which  to 
waste  advertising  space  unless  they  enable 
you  to  give  better  service. 

A  Pitfall  to  Avoid. 

A  young  druggist  who  starts  in  business 
without  installing  at  the  outset  an  adequate 
—  though  not  necessarily  elaborate  —  system 
of  bookkeeping  is  driving  the  business  car 
dangerously  close  to  the  edge  of  a  precipice. 
The  Merchants'  Journal  and  Commerce,  in 
discussing  the  question  of  why  men  fail  in 
business,  has  this  to  say  of  the  new  merchant 
who  enters  the  field  with  absolute  ignorance 
of  the  only  method  that,  under  modern  condi- 
tions, will  secure  profits :  **  He  regards  only 
the  C03t  price  plus  the  freights,  and  guesses 
at  an  amount  that  will  cover  his  running  ex- 
penses. For  instance,  it  is  usual  to  sell  an 
article  for  $1.  He  starts  in  business  and  sells 
the  article  for  $1  without  having  any  reason 
for  doing  so.  It  is  simply  because  tradition 
has  established  it.  The  young  man  is  not  the 
only  one.  The  old  merchant,  having  in  mind 
the  old-time  profits  and  small  expenses,  is  still 
continuing  the  system  that  leads  to  loss  of 
profit  and  ultimate  failure.  What  does  the 
average  retail  merchant  know  of  the  per  cent 
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ot  profits  he  makes  on  stocks?  How  many 
can  tell  how  much  they  have  bought  in  advance 
of  a  certain  season  or  how  much  they  sold  the 
previous  season  ?  Does  the  average  merchant 
do  his  buying  with  any  knowledge  of  what  he 
sold  last  year  and  has  on  hand,  or  when  those 
bills  are  coming  due  ?  Many  merchants  object 
to  the  systematization  of  their  business.  They 
call  it  '  red  tape.'  Too  many  merchants  labor 
under  the  delusion  that  their  profits  come 
frQm  increased  sales.  Frequently  it  happens 
that  the  more  goods  a  man  sells,  the  more 
money  he  may  lose." 

New  Capital. 

Every  dollar  of  new  capital  added  to  a  busi- 
ness is  expected  to  produce  more  business.  It 
may  be  employed  in  adding  new  lines,  carry 
ing  a  bigger  and  more  varied  stock  in  old  lines, 
enlarging  the  store,  adding  new  display  win- 
dows, show  cases,  fountain  or  fixtures.  The 
object  is  the  same  in  each  case -r- building 
batter  business.  Has  it  ever  occurred  to  you 
that  there  are  other  vital  business  factors  that 
might  be  capitalized  ?  Pleasant  relations  with 
your  customers  is  surely  as  valuable  an  asset 
as  a  show  case.  A  pleasing  personality  that 
radiates  cheeriness  and  friendliness,  a  reputa- 
tion for  whole-souled  honesty  and  for  carrying 
only  goods  of  high  standard  are  assets  of  in- 
calculable valve.  There  should  be  constant 
additions  of  such  new  capital,  and  the  more 
you  add  each  year  the  bigger  your  cash  divi- 
dends. 

Another  Side. 

Here  is  the  way  in  which  one  druggist  who 
has  built  up  a  successful  business  against  con- 
siderable odds  views  the  **  just  as  good  "  ques- 
tion :  **  I  know  many  other  druggists  will  not 
agree  with  me,  but  it  has  been  one  of  the 
details  that  has  helped  customers  to  return. 
Whenever  serving  a  patent  medicine  I  never 
ring  on  the  'just  as  good*  story  unless  the 
opening  is  given  by  the  customer.  Where 
there  appears  to  be  any  doubt  in  the  custom- 
er's mind  as  to  what  he  wants,  you  may  be 
sure  that  my  .article  is  quietly  talked  up.  But 
when  a  customer  asks  straight  out  for  some 
other  man's  article  he  gets  it  with  a  smile  and 
a  *  thank  you.'     I  put  up  about  thirty  proprie- 


taries—  with  the  exception  of  four  or  five  all 
are  made  on  the  premises  —  and  several  of 
them  enjoy  good  sales.  I  consider  it  pays  me 
better  to  give  a  customer  what  he  asks  for, 
and  use  the  time  which  would  be  necessary  in 
explaining  the  virtues  of  my  article  by  writing 
a  new  advertisement  for  the  paper,  thus  de- 
scribing it  to  several  thousand  readers  at  one 
time." 

An  Undeveloped  Field. 

In  the  spring  the  housewife's  fancy  is  given 
over  to  thoughts  of  house-cleaning.  Probably 
few  druggists  push  the  sale  of  household  drugs 
as  hard  as  they  might.  This  trade,  which 
rightfully  comes  within  their  province,  has 
largely  slipped  into  the  grocers'  hands.  Such 
drugs  as  sal  soda,  caustic,  soda,  banner  lye, 
turpentine,  household  ammonia,  borax,  etc., 
may  be  made  to  add  materially  to  the  drug- 
gist's income.  Besides,  it  gets  people  into 
the  way  of  buying  at  the  drug  store.  That 
alone  is  good  business,  and  may  lead  to  other 
business.  Somehow,  in  many  localities,  the 
idea  prevails  that  the  druggist's  prices  are 
high  for  goods  of  this  sort,  and  the  result  is 
that  the  grocer  and  hardware  dealer  get  the 
bulk  of  the  trade.  The  course  for  the  drug- 
gist is  plain  —  buy  in  quantities  and  sell  as  low 
as  the  grocer  or  hardware  dealer.  Then  ad- 
vertise. The  druggist  has  the  advantage  in 
this  respect.  He  can  tell  (^f  his  knowledge  of 
chemistry ;  his  ability  to  test  drugs  so  as  to 
be  sure  of  their  purity.  It  takes  very  little 
effort  to  get  people  to  believe  that  the  drug- 
gist's goods  are  superior. 


CLARABEL. 
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Have  you  increased  your  business  25  per  cent  in  the 
past  year  ? 

This  is  an  old  problem,  which  it  is  well  to  face  pe- 
riodically. It  means,  first,  selling  more  to  each  cus- 
tomer, and  secondly,  selling  to  more  customers. 

Selling  more  to  each  customer  means  that  you 
have  learned  to  understand  their  needs  better,  so  that 
you  — 

(a)  Find  more  in  your  own  stock  that  you  can  sell 
to  them,  and  (b)  have  added  to  your  stock  lines  that 
you  know  they  want. 

Selling  to  more  customers  means  that  you  have 
made  known  to  more  people  in  your  district  that  you 
have  goods  that  they  need.  Thatmeans  advertising 
by  window  display,  by  newspapers,  by  circular,  by 
letter. 

If  you  have  failed  to  increase  your  business  by  25 
per  cent.,  it  means  one  or  more  of  several  things  — 

(i).  That  you  have  become  more  or  less  content 
with  the  business  you  have  been  doing.  You  need  a 
fresh  sense  of  your  possibilities  and  more  ambition. 

(2).  You  have  not  quite  such  a  keen  interest  in  your 
business.  You  probably  need  a  holiday  in  another 
city,  spending  some  time  in  leisure  and  pleasure,  and 
some  in  calling  upon  your  fellow  merchants  and  ex- 
changing ideas. 

(3).  Your  health  may  have  sufiFered.  You  must 
look  to  this  very  carefully. 

(4).  Your  habits  may  have  deteriorated.  You  may 
be  getting  lazy.  You  need  to  take  stock  of  yourself 
and  "  buck  up." 

(5).  You  must  have  come  to  the  end  of  your  fresh 
ideas.  This  is  due  partly  to  lack  of  interest,  partly 
to  lack  of  intercourse  with  others,  and  partly  to  insuf- 
ficient study  of  the  trade  journals. 

The  failure  to  increase  the  business  you  may  claim 
is — 

(i).  To  decrease  of  population.  That  means  that 
you  must  seek  other  outlets  for  your  goods  or  find 
fresh  stock  that  you  can  sell  to  the  remaining  popu- 
lation. 

(2).  To  increased  competition.  The  remedy  in 
this  case  is  the  same  as  in  the  case  of  decreasing  pop- 
ulation. 

An  increase  of  25  per  cent  per  annum  in  the  returns 
of  a  business  is  an  ambition  that  is  not  too  high  for 
evei'y  one  to  attain.  If  business  can  be  looked  upon 
as  an  interesting  game  as  well  as  an  honorable  ser- 
vice and  a  means  of  livelihood  it  is  much  more  likely 
to  retain  the  full  exercise  of  the  energy  and  enter- 
prise of  the  owner.  —  The  Draper  of  Australasia. 

A  R««l«esniAtf  ff*eattire« 

The  scarcity  and  accompanying  increase  in  the  price 
of  drugs  is,  of  course,  only  one  of  the  many  burdens 
that  have  been  or  will  be  imposed  on  us  by  the  inter 
ruption  of  normal  trade  conditions,  but  this  burden 
may  have  a  redeeming  feature  in  that  it  will  teach  us 
to  exercise  greater  care  in  the  use  of  these  commodi- 


ties, will  tend  to  encourage  their  production  in  this 
country,  and  should  suggest  the  practicability  of  es- 
tablishing for  ourselves  and  for  the  American  conti- 
nent generally  a  distributing  centre  for  the  drug  prod- 
ucts of  the  world  that  will  be  independent  of  the  now 
existing  drug  markets  in  European  ports. —  M.  I. 
Wilbert. 

Recifirical  R«tfistrati<»n. 

Editor  of  The  Spatula :  Also  please  note  on  this 
letterhead  the  list  of  "  Active ''  Member  States  on  left 
margin  of  this  letterhead.  If  you  deem  it  of  interest 
to  your  readers,  I  should  very  much  appreciate  some 
mention  of  the  fact  that  a  pharmacist  registered  by 
examination  in  any  one  of  the  34  *'  Active  ^  Member 
States,  with  certain  grades,  can  now,  without  further 
examination  register  by  reciprocal  exchange  in  any 
other  of  the  states  mentioned  in  this  list. 

With  this  fact  generally  known  undoubtedly  a  great 
many  pharmacists  will  avail  themselves  of  reciprocal 
exchange  through  the  National  Association,  that  for 
some  reason  or  other  would  like  to  make  a  change 
from  one  state  to  another,  but  at  the  same  time  hesi- 
tate if  required  to  take  another  examination.  After 
all,  isn't  it  fair  to  assume  that  a  pharmacist,  having 
received  his  certificate  by  passing  an  examination  in 
any  one  state  and  practicing  bis  profession  in  that 
state,  is  considered  a  safe  person  to  dispense  drugs 
and  medicines  would  be  just  as  safe  in  any  other  state  ? 

The  constitution  and  by-laws  of  the  Association  re- 
quires that  request  for  reciprocal  registration  must  be 
made  on  the  official  application  blank.  This  with  in- 
structions for  proceeding  can  be  obtained  by  apply- 
ing to  H.  C.  Christensen,  Secretery,  450  Bowen  ave- 
nue, Chicago,  Illinois.  A  fee  of  $5.00  is  required, 
which  should  accompany  request  for  application ;  re- 
mittance should  be  made  in  the  form  of  a  money 
order  or  bank  draft.  Prompt  attention  will  be  given 
to  enquiries  regarding  reciprocal  registration. 
Chicago^  Jan,  16^  igij.  H.  C.  Christensen. 

Secretary,  N.A.B.P. 

[The  active  member  states  referred  to  above  are : 
Alabama,  Arkansas,  Arizona,  Connecticut,  Delaware, 
Florida,  Georgia,  Idaho,  Illinois,  Indiana,  Iowa,  Kan- 
sas, Kentucky,  Louisiana,  Maine,  Maryland,  Massa- 
chusetts, Michigan,  Minnesota,  Missouri,  Montana, 
Nebraska,  New  Hampshire,  New  Mexico,  North  Da- 
kota, Oklahoma,  South  Dakota,  Tennessee,  Texas, 
Utah,  Vermont,  Virginia,  West  Virgina,  Wisconsin. 

The  " Assoc iati ate *'  states  are:  Colorado,  New 
York,  North  Carolina,  Pennsylvania.  —  Ed.] 


^  To  satisfy  the  sweet  tooth  of  the  bluejackets  of  the 
Atlantic  reserve  fleet,  stationed  at  the  Philadelphia 
Navy  Yard,  the  Government  has  placed  an  order  for 
30  tons  of  candy  and  80,000  packages  of  salted  peanuts. 
The  sailors  are  very  fond  of  candy,  salted  peanuts  and 
tobacco,  and  these  three  luxuries  are  indulged  in  freely 
by  most  of  the  enlisted  men,  as  well  as  the  officers.  — 
Simmon^s  Spice  Mill. 
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Pharmacy  in  Europe. 


AST  year  it  was  my  pleas- 
ure to  be  invited  by  my 
brother  to  make  an  auto- 
mobile trip  through  Eu- 
rope, and  I  naturally  tried 
to  observe  the  condition  of 
pharmacy  as  practised  in 
the  places  through  which 
wetraveled.  Dr.H.L.Taylor,of theN.Y. State 
Education  Department,  gave  me  letters  of  in- 
troduction to  several  prominent  men  in  phar- 
macy in  the  several  countries,  and  as  far  as. 
educational  requirements  are  concerned,  I  can 
recommend  you  to  read  Doctor  Taylor's  report 
of  The  Practice  of  Pharmacology  in  Europe 
as  printed  in  The  Midland  Druggist  and  Phar- 
maceutical Review, 

The  first  country  we  visited  was  England, 
and  it  seemed  to  me  that  the  conditions  there 
were  similar  to  our  own.  Any  pharmacist 
with  a  certificate  of  examination  can  establish- 
a  drug  store  at  will,  and  the  financial  prospects 
of  the  so-called  chemist  are  no  better  than 
with  us.  To  illustrate  this  :  my  wife's  ances- 
tors came  from  the  southwestern  part  of  Eng- 
land and  we  had  the  pleasure  of  stopping  at 
one  of  her  ancestral  towns  of  about  15,000 
population.  In  wandering  about  on  the  streets 
we  noticed  in  the  window  of  a  drug  store  postal 
cards,  Lipton's  tea  in  packages,  Colgate's  toilet 
goods,  etc.,  and  upon  going  in  to  make  some 
purchases  we  found  Mr.  Chemist  behind  the 
prescription  counter  compounding  a  prescrip- 
tion. After  making  ourselves  known,  we  found 
out  that  his  assistants  in  the  store  were  his 
wife  and  son  ;  we  were  invited  upstairs  to  his 
living  apartment  above  the  store,  and  his  wife 


took  pride  in  showing  what  she  claimed  to  be 
the  most  beautiful  room  in  Devon.  This  room 
was  really  a  studio,  where  Mrs.  Chemist  was 
earning  money  by  painting  bric-i-brac  and 
china  cups,  plates,  etc.  While  we  were  look, 
ing  over  these  products  of  her  artistic  skill,  we 
observed  that  one  of  the  ladies  of  the  town 
entered  and  in  the  same  room  was  fitted  to 
a  hat  by  the  daughter  of  the  chemist.  This 
gentleman  later  informed  me  that  it  was  neces- 
sary for  every  member  of  his  family  to  engage 
in  some  useful  occupation,  in  order  to  make  a 
good  living.  The  store  proper  had  about  30 
feet  frontage  and  20  feet  depth,  and  was  filled 
with  anything  the  chemist  thought  he  could 
sell. 

In  London  we  found  a  Rexall  store  on  the 
Strand,  in  one  of  the  largest  hotels.  This 
store  had  an  American  soda  fountain  and  the 
price  for  a  glass  of  soda  was  one  shilling  in 
English  money,  or  about  24  cents.  You  could 
buy,  in  this  store,  a  great  many  of  our  popu- 
lar patent  medicines,  which  were  selling  at  an 
advanced  price  of  about  25^,  this  advance 
being  due  to  a  special  stamp  tax  on  all  such 
preparations.  The  clerk  in  charge  was  very 
kind  in  answering  my  questions  and  I  was  told 
that  the  profit  on  some  of  the  goods  sold  had 
been  reduced,  on  account  of  competition,  but  - 
they  managed  to  average  more  than  40%  gross. 
The  clerk  hire  was  much  lower  than  we  pay,  as 
two  pounds  (about  $10)  a  week  was  considered 
high  wages,  and  very  few  of  the  clerks  could 
demand  that  salary  ;  most  of  them  would  work 
for  ^5  and  $6  a  week ;  also  the  most  of  the 
drug  stores  are  keeping  open  about  twelve 
hours  a  day,  with  a  clerk  in  attendance   for 
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prescriptions  and  necessary  medicines  at  all 
times  during  the  twenty-four  hours. 

In  Holland  we  found  the  stores  divided  into 
two  distinct  classes:  First,  the  prescription 
pharmacy,  where  only  medicines  and  sick-room 
supplies  could  be  obtained ;  and  second,  the 
chemist  shop,  where  you  could  buy  anything, 
including  paints,  oils,  gasoline,  etc.  Some  of 
these  stores  carried  a  large  line  of  rubber  sun- 
dries, toilet  goods  and  perfumery,  but  we  found 
very  few  places  where  American  soda  water 
could  be  had,  and  when  we  found  one  of  these 
we  were  charged  about  25  cents  a  glass. 

The  law  of  Holland  is  very  clear ;  the  doc- 
tors prescribe  and  the  druggists  prepare  the 
medicines.  Physicians  cannot  sell  medicines 
unless  by  special  authority  in  districts  where 
there  is  no  apothecary.  A  pharmacist  is  pro- 
hibited from  entering  into  any  agreement  with 
a  physician,  directly  or  indirectly,  with  regard 
to  the  supply  of  medicines ;  this  prohibits  all 
secret  formula  prescriptions,  etc. 

In  Sweden,  Norway  and  Denmark  the  num- 
ber of  drug  stores  are  limited,  privileges  or 
permits  being  granted  to  examined  apothe- 
caries only  in  such  stores  as  are  already  estab- 
lished, or  when  the  population  increases  suffi- 
ciently to  warrant  the  establishment  of  a  new 
store.  There  is  only  one  store  for  every  1 5,000 
or  20,000  inhabitants.  There  are,  besides  these 
stores,  a  number  of  merchants  who  handle  the 
common  household  remedies,  toilet  articles,  a 
few  advertised  patent  medicines,  kodak  sup- 
plies, heavy  chemicals,  etc.  Some  of  these 
stores  do  an  excellent  business,  but  they  are 
not  allowed  to  fill  doctors'  prescriptions  and 
are  not  recognized  as  pharmacies.  The  privi- 
lege to  conduct  a  pharmacy  is  very  valuable 
and  $25,000  is  often  paid  for  the  same.  It  is 
impossible  for  a  young  man  to  obtain  such  a 
permit,  as,  when  a  vacancy  takes  place,  the 
applications  are  numerous  from  the  examined 
apothecaries  and  the  commissioners  decide  who 
shall  be  granted  the  privilege  by  the  number 
of  points  credited  to  the  applicants  ;  the  best 
marks  at  the  time  of  his  examination  and  the 
conduct  of  the  store  where  he  has  been  the 
head  clerk,  according  to  reports  given  by  the 
drug  store  inspector,  together  with  years  of 
service,  determine  the  chances  of  the  winner. 


This  precludes  the  possibility  of  an  ambitious 
young  man's  opening  a  store  of  his  own.  I 
have  a  relative  who  has  been  running  a  drug 
store  in  the  city  of  my  birth  for  the  past  eigh- 
teen years ;  he  bought  and  paid  for  the  store 
and  building,  but  must  every  year  pay  to  the 
retired  apothecary,  as  long  as  he  lives,  $2,000 
a  year,  because  this  man  has  the  permit  in  his 
name.  I  asked  my  relative- if  he  did  not  wish 
the  old  apothecary  would  die.  He  stated  that 
he  was  not  so  sure  that  he  would  be  able  to  get 
the  permit  even  now,  after  eighteen  years  of 
occupancy,  as  some  other  applicant,  should . 
this  man  die,  may  have  more  points  to  his 
credit  than  he  has  himself.  He  could  hardly 
feel  safe  until  he  had  been  there  at  least  twenty 
years.  If  the  present  owner  of  the  permit 
should  die,  the  new  man  receiving  it  may  not 
be  willing  to  sublet,  and  so  he  would *be  obliged 
to  pack  up  and  go  somewhere  else.  The  stores 
are  inspected  once  or  oftener  each  year,  and 
as  the  rating  of  the  man  in  charge  depends 
largely  on  how  the  stock,  etc.,  is  kept,  I  can 
assure  you  every  store  has  an  incentive  which 
keeps  it  in  nearly  perfect  shape.  It  was  a 
pleasure  to  go  into  their  stock  rooms  and  see 
the  clean,  splendid  condition  of  the  crude  drugs 
and  pharmaceutical  preparations.  The  busi- 
ness ability  of  my  relative  is  proven  by  a  large 
bottling  establishment  for  carbonated  water, 
which  he  operates  in  connection  with  his  drug 
store.  He  had  also  been  appointed  bank  ex- 
aminer for  the  city. 

The  social  position  of  an  apothecary  is 
among  the  te-st  inr  the  city.  He  is  certain  to 
make  a  very  good  living  after  he  has  reached 
the  age  when  he  can  obtain  the  permit  for  a 
store.  No  cut-throat  competition  can  hurt  him 
and  the  State  governs  the  price  of  drugs,  which 
gives  one  a  lucrative  profit.  The  sales  are  not 
as  large  in  dollars  as  in  our  stores,  but  when 
you  consider  the  right  to  supply  the  20,000 
people  with  drugs  which  permit  a  gross  profit 
of  about  60%,  and  the  cost  of  doing  business 
not  more  than  30%,  the  net  income  of  30%  on 
the  gross  sales  is  well  worth  having.  The  pay 
for  apprentices  and  junior  clerks  is  very  small, 
and  sometimes  they  work  for  nothing  the  first 
year.  The  highest  salary  paid,  I  was  told,  did 
not  reach  $12  a  week  for  a  head  clerk. 
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In  Germany,  conditions  are  very  similar  to 
those  in  the  Scandinavian  countries,  but  there 
is  about  one  drug  store  for  every  10,000  popu- 
lation and  I  think  I  saw  more  of  the  chemical 
shops  in  Germany  than  in  the  other  countries 
we  had  visited.  I  had  a  very  pleasant  conver- 
sation with  a  proprietor  of  one  of  these  large 
stores.  He  was  making  money  in  his  business 
and  it  certainly  looked  as  if  he  was  selling  lots^ 
of  goods :  there  were  three  girls  doing  type- 
writing in  his  office  and  he  had  about  a  dozen 
clerks  working  in  the  front  store,  waiting 
on  customers.  He  said  the  regular  pharma- 
cists were  simply  men  with  big  theoretical 
ideas,  but  from  a  business  standpoint,  theo- 
retical knowledge  did  not  make  the  money 
that  could  be  made  along  commercial  lines.  I 
visited  several  of  these  stores  and  we  usually 
bought  our  gasoline  from  them.  In  one  of 
these  stores,  I  noticed  a  shelf  bottle  marke4 
Lycopodium.  I  asked  the  owner  if  he,  not 
being  a  regular  pharmacist,  could  sell  that 
drug ;  he  immediately  brought  out  a  book  with 
a  list  of  medicines  he  was  permitted  to  stock, 
and  found  Lycopodium  enumerated,  stating  it 
could  be  used  as  a  dusting  powder.  In  Co- 
logne we  found  a  great  many  large,  beautiful 
stores  which  carried  only  perfumes,  soaps  and 
toilet  waters,  cologne,  etc.,  each  with  a  special 
manufacturer's  goods. 

In  Belgium  and  France  they  have  not  the 
same  restrictions  as  to  the  number  of  stores, 
but  they  have  the  same  two  kinds  of  drug 
stores,  one  professional  and  the  other  a  com- 
mercial store  where  no  prescriptions  can  be 
compounded,  but  harmless,  simple  drugs  and 
poisons  for  manufacturing  purposes,  or  for  use 
in  the  arts  may  be  sold. 

The  requirements  for  each  country  differ, 
the  examinations  being  held  at  some  central 
ppint  and  conducted  by  doctors,  druggists,  or 
professors,  as  the  case  may  be.  Examinations 
may  cover  a  period  of  days  or  weeks,  as  for 
instance  in  Switzerland,  the  state  examination 
extends  over  a  period  of  five  weeks  and  con- 
sists of  practical,  written  and  oral  work,  cover- 
ing a  large  field.  In  conversation  with  a  phar- 
macist who  seemed  to  think  our  requirements 
were  very  crude,  when  I  took  issue  with  him 
he  insisted  that  our  knowledge  of  chemistry 


was  far  below  the  standard  in  Europe.  I  am 
glad  I  had  just  finished  my  work  on  the  Phar- 
maceutical Syllabus  in  that  department,  and 
was  able  to  prove  to  his  satisfaction  that  we 
were  not  behind  the  best  of  them  in  true 
pharmaceutical  knowledge.  It  is  a  fact  that 
we  learn  pharmacy  in  the  Massachusetts  Col- 
lege of  Pharmacy  as  well  as,  in  any  place  in  the 
world,  but  our  fundamental  and  entrance  re- 
quirements, as,  for  instance,  Latin,  Greek, 
higher  Mathematics,  Geology,  Zoology,  etc., 
cannot  compare  with  those  in  Europe. 

The  preliminary  requirements  in  most  of  the 
countries  are  equivalent  to  a  fouY  years'  course 
in  the  High  School  and  then  a  Pharmaceutical 
College  diploma. 

In  Italy,  just  before  we  left  for  The  Only 
Country  in  the  world,  I  went  into  a  drug  store 
in  Naples,  and  found  the  proprietor  busily  en- 
gaged in  putting  eye  water  into  the  eyes  of  the 
Italian  emigrants  who  were  going  to  leave 
their  own  country  on  the  same  steamer  that 
we  did,  for  Boston.  I  found  out  that  the  drug- 
gist was  doing  this  work  because  some  Italian 
emigrants  had  been  excluded  on  account  of 
glaucoma,  a  disease  of  the  eyes. 

In  Pompeii  we  saw  among  the  ruins  some 
remains  showing  that  the  apothecary  was  there 
as  early  as  the  first  century. 

The  general  laws  of  European  Pharmacy 
have  their  foundations  as  far  back  as  the  13th 
century,  and  whereas  our  pharmacies  are  an 
outgrowth  of  the  general  stores,  European 
Pharmacy  is  the  outgrowth  of  a  branch  of 
medicine,  and  the  protection  |of  the  profession 
is  found  in  such  expressions  as  **The  number 
of  pharmacies  in  every  commune  should  not 
be  greater  than  the  need  of  the  population." 
"The  lives  of  the  citizens,  the  honor  of  the 
physicians  and  surgeons  being  intrusted  en- 
tirely to  the  hands  of  pharmacists,  it  is  neces- 
sary that  they  show  the  greatest  capacity  and 
uprightness  in  the  preparation  and  expedition 
of  medicines." 

I  have  tried  to  describe  the  conditions  as  I 
found  them,  by  actual  contact  with  the  owners 
and  clerks  of  the  pharmacies  and  drug  stores 
in  Europe,  and  an  glad  I  have  seen  them. — E. 
O.  Engstrom,  in  Bulletin  of  -Massachusetts 
College  of  Pharmacy. 
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A   FOREIGN   PHARMACY. 
( From  photo,  contributed  to  the  Spatula  by  W.  Whyte,  Roodeport,  Transvaal,  So.  Africa.) 


The  Story  of  My  Success. 

By  an  English  Subscriber. 


CTING  Jn  the  belief  that  a 
short  recital  of  my  experiences 
w4U  help  encourage  some  of  your 
»  younger  readers  (I  am  not  yet 
^  thirty),  I  will  try  to  run  through 
the  period  from  April,  191 1.   Let 
me  say  here  that  nothing  which 
follows  is  intended  in  a  boastful 
spirit,  but  merely  as  it  appeared 
to  me  and  as  it  happened. 
I  started  at  above  time  with  practically  no  previous 
business  experience,  having  spent  best  part  of  seven 
years  at  sea  and  about  one  year  as  insurance  collector. 
I  had  a  fair  education,  but  a  bad  head  at  figures,  with 
absolutely  no  knowledge  of  soda  fountains,  except 
having  drunk  a  possible  dozen  sodas  while  in  U.  S.  A. 
I  had  no  knowledge  whatever  of  chocolates  and  can- 
dies, having,  I  doubt,  ever  purchased  or  eaten  more 
than  a  couple  of  pounds  in  my  life. 

My  capital — I  do  not  know  to  this  day  what  I 
started  with  nor  exactly  what  my  first  year's  takings 
were — which  proves  my  ignorance  of  business  methods 
at  that  time.  However,  my  capital  could  not  have 
been  more  than  $250,  if  that  much,  and  how  on  earth 
I  managed  to  get  through  is  more  than  I  can  ever  say, 
I  happened  to  be  on  a  visit  to  a  friend  at  the  seaside 
at  Easter,  191 1,  and  was  struck  with  the  absence  of  a 
soda  fountain.  I  remembered  noticing  in  my  travels 
how  numerous  and  elaborate  they  were  in  America. 

The  idea  so  gripped  me  that  I  looked  around  for  an 
empty  shop.    I  did  not  stop  to  weigh  up  any  pros  and 


cons  of  position,  expenses,  capital,  etc.,  except  that 
I  should  take  easily  so  much  a  day  in  drinks.  The 
shop  I  eventually  took  had  a  rent  of  I425  a  year  and 
taxes,  which  totalled  over  $1,500.  The  situation  was 
good  for  summer  but  bad  for  winter,  being  between 
the  main  street  and  the  promenade,  which  is  only  for 
pleasure,  and  poor  as  a  business  street.  All  these 
things  I  found  out  in  due  course. 

My  first  problem  was  the  fountain.  Where  could  I 
get  one  ?  Were  they  made  in  England,  etc.  ?  A  big 
stofe  in  the  city  had  a  big  fountain.  There  were  also 
others  in  the  city  at  the  time.  But  how  was  I  to  find 
the  maker  ai^d  his  address  without  asking  for  it.  That 
is  a  story  by  itself,  but  I  got  in  touch  with  a  fountain 
maker  and  in  due  course  got  a  shock  when  I  found  out 
the  prices  of  fountains.  However,  I  made  arrange- 
ments to  pay  so  much  down  and  so  much  per  month 
until  the  payments  were  completed.  The  fountain  ar- 
rived in  due  course,  and  I  received  a  few  instructions 
in  working  it  and  making  up  the  plain  drinks. 

I  had  to  pay  onequarter  in  advance,  which  took 
$105— so  much  cash  or  no  fountain.  Another  $50 
went  for  window  fittings,  while  for  counters  and  tables 
and  chairs  I  booked  through  a  friend  in  the  building 
trade.  Then  I  opened  five  accounts  for  chocolates 
and  sweets,  three  of  which  meant  about  |io  each  cash 
down.  One  firm  I  was  introduced  to  made  up  as  a 
side  line  from  this  our  chocolates,  a  range  of  good 
chocolate  which  could  be  sold  as  my  own  line.  In 
this  case  I  agreed  to  take  the  stufiF.  They  made  up 
an  order  and  sent  it  along  with  some  of  their  own. 
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Now  I  had  to  find  a  trade  name,  my  own  being  long 
and  difficult  of  pronunciation.  After  a  lot  of  thinking 
and  scheming  I  got  a  suitable  name,  and  set  about 
having  it  put  over  the  shop  and  on  labels  for  special 
chocolates. 

You  will  readily,  understand  how  much  capital  I  had 
left  after  paying  as  above  and  buying  the  many  little 
extras,  which  all  mean  cash,  in  the  way  of  gas  rings, 
kettles,  etc. 

Next,  I  had  to  engage  two  assistants.  Why  two  I 
don't  know,  but  they  knew  fairly  well  the  chocolate 
business,  and  I  had  to  so  handle  them  that  I  conveyed 
the  impression  always  that  I  knew  all  about  chocolates, 
soda  fountains,  etc.  To  have  displayed  ignorance 
would  have  courted  disaster.  I  had  to  teach  them  all 
about  the  real  and  important  advantages  of  sodafoun 
tain  drinks  and  specialties  —  which  I  did  not  know 
myself  —  advising  them  on  what  to  sell  and  what  not 
to  sell.  All, I  knew  was  that  all  goods  we  had  must  be 
sold,  and  it  was  useless  pushing  what  we  did  not  have. 
Well  do  I  remember  the  first  customer  we  had.  I 
think  the  three  of  us  all  rushed  to  meet  her  at  once. 
The  first  sale  was  a  2-cent  bar  of  chocolate,  and  the 
first  day  finished  with  about  50  cents'  takings. 

Where  I  "  excelled  "  was  in  the  drinks.  When  people 
came  in  and  asked  what  we  had  I  proudly  referred 
them  to  the  price  list,  which  I  had  laboriously  com- 
piled from  a  specimen  list  from  the  fountain  people. 
The  list  consisted  of  about  thirty  items,  mostly  all  the 
same  things  in  different  forms,  such  as  lemon  soda, 
lemon  ice  cream  soda,  lemon  phosphate  and  egg 
lemonade,  but  which  made  a  very  elaborate  and  awe- 
inspiring  list. 

How  I  encouraged  the  assistants  and  public  to  en- 
courage the  sales  would  take  too  long  to  repeat  here, 
but  before  long  we  had  some  very  busy  days  to  handle, 
and  some  very  slack  ones,  too.        ' 

After  I  had  been  open  a  few  days  an  idea  struck  me 
of  having  some  handbills  printed.  I  drew  up  my  own 
copy,  after  some  heavy  thinking  and  with  the  aid  of  a 
smadl  leaflet  from  the  city  fountain,  which  I  had  picked 
up  in  the  usual  course.  I  made  the  copy  catchy  and 
told  the  public  what  I  did  not  know  myself  —  all  about 
my  iced  drinks.  Then  I  had  a  sandwich  man  with  his 
board  give  out  the  bills  and  changed  the  wording  on 
his  board  frequently,  so  that  people  soon  wondered 
who  had  descended  from  heaven  and  what  goods  he 
had  to  offer.  That  brought  them  along  to  see  him 
and  to  taste  his  goods. 

When  the  weather  was  warm  we  were  busy,  when 
cold  we  did  very  little.  I  never  finished  working,  and 
I  saw  to  it  the  assistants  did  not,  either  —  not  while 
in  the  shop  anyway.  I  was  there  from  8.30  a.  m.  to 
n.30  p.  M.  —  Sunday,  9  a.  m.  to  10.30  p.  m.  —  I  had 
my  dinner  and  tea  at  the  shop  and  never  went  out. 
How  could  I  ?  I  was  the  only  one  who  "  understood  " 
the  fountain,  and  until  I  could  depend  on  one  of  the 
help  I  had  to  be  there  and  do  it  myself. 

By-and-by  in  came  canvassers  for  advertising  me- 
diums?   Would  I  take  space  in  this  paper  or  that 


guide,  they  asked.  They  had  very  large  circulation, 
they  all  said,  and  wonderful  results  would  come  from 
it.  I  gave  every  man  who  called  an  advertisement, 
made  some*  contracts  covering  periods,  and  never 
stopped  to  think  of  the  paying  part  of  it.  They 
wanted  advertisements  and  they  got  them.  My  turn 
came  late. 

However,  I  had  a  very  good  summer.  The  weather 
helped  me  and  th^  money  rolled  in— and  rolled  out 
again.  I  had  never  seen  so  much  mo6ey- before — ' 
didn't  know  there  was  so  much.  I  managed-  to  pay 
my  bills  for  the  first  six  months  as  they  fell  due.  This 
fact  alone  stood  me  in  good  stead  later  on.  As  the 
goods  were  selling  I  was  ordering  and  paying,  but  I 
had  reckoned  without  the  winter  and  the  finish  of  the 
holidays.  I  soon  found  to  my  sorrow  that  my  shelves 
were  full  of  stock  not  paid  for  and  business  down  to 
almost  nothing,  and  as  the  cold  weather  came  along 
the  customers  were  fewer  and  fewer.  As  my  business 
was  mostly  warm  weather  trade,  I  had  not  catered  for 
hot  drinks,  and  they  were  not  known.  I  soon  found  I 
could  not  afford  to  advertise  hot  drinks,  as  I  had  no 
money.  With  bills  rapidly  mounting  up  my  state  of 
mind  did  not  improve. 

This  is  where  I  began  to  come  back  to  earth.  I 
began  to  realize  what  I  was  up  against.  So  far  it  had 
been  more  or  less  plain  sailing,  perhaps  a  bad  day  and 
a  good  day.  Now  it  was  all  bad  days.  I  discharged 
one  assistant  and  soon  found  it  necessary  to  let  the 
other  go.  Christmas  gave  me  another  problem.  What 
special  stock  should  I  get  ?  Should  I  get  any  ?  If  so, 
how  should  I  pay  for  it?  Many  such  questions  I  had 
to  fathom  out.  The  winter  trade  was  now  on,  so  was 
the  street  with  its  winter  traffic,  which  was  only  at 
night 

Nobody  will  ever  know  what  I  went  through  that 
winter;  but  I  stuck  to  it,  always  trying  something  new 
as  far  as  I  dared.  I  continually  changed  my  windows 
and  kept  up  as  cheerful  an  appearance  as  I  could 
muster,  but  inwardly  my  feelings  were  way  below  zero. 
I  was  often  tempted  to  lower  the  standard  and  prices 
of  the  goods  and  to  cater  for  a  cheaper  trade,  but  hav- 
ing recollections  of  the  good  summer  trade  I  had  done, 
I  struggled  on  and  on,  bringing  out  new  lines  from 
time  to  time  without  adding  to  stock  carried. 

Very  soon  the  manufacturers  biegan  to  ask  for  their 
money  and  some  to  hold  up  the  goods  ordered,  conse- 
quently further  restricting  my  operations.  But  after 
much  reflection  I  decided  to  approach  them  all  with  a 
bold  front  and  explain  my  position,  mentioning  par- 
ticularly my  prompt  payments  on  previous  occasions. 
I  stated  that  owing  to  inexperience  of  the  town  in 
winter  months  I  had  overstocked  in  some  lines,  and 
so  was  held  up. 

This  method  I  carried  out  with  all,  giving  each  firm 
in  turn  a  little  cash  on  account  instead  of  paying  off 
one  and  leaving  others  standing.  Generally  speaking 
this  method  worked  splendidly,  the  firms  giving  more 
reasonable  assistance  than  otherwise  would  have  been 
the  case. 


Digitized  by 


Google 


228 


THE  SPATULA 


One  or  two  firms  were  very  nasty  and  almost  de- 
manded their  money.  With  them  as  with  all  the  others 
I  alwajTS  held  my  own  hand,  and  head.  They  were 
the  worst  treated  of  any,  and  I  have  not  forgotten 
them  to  this  day.  They  are  paying  now  for  their  in- 
civility, not  I.  The  fountain  people,  particularly,  were 
most  considerate,  and  held  over  some  monthly  pay- 
ments for  a  good  period. 

After  many  ups  and  downs  —  mostly  downs  — I 
managed  to  hold  out  until  the  spring  and  summer. 
From  the  time  the  second  assistant  went  and  right  on 
to  the  spring  I  did  all  my  own  work,  washing  up  floors 
every  day,  and  all  the  various  cleaning  of  silver, 
glasses,  counters,  etc. 

I  forgot  to  mention  that  in  September  I  got  a  hint 
from  a  customer  that  such  a  book  existed  in  America, 
called  "The  Spatula  Soda  Water  Guide,"  price  |i. 
Further  information  about  it  I  could  not  get.  But  I 
got  the  book,  which  was  from  a  New  York  publishing 
firm,  and  very  helpful  I  found  it,  too.  From  that  I 
eventually  got  in  touch  with  the  monthly  Spatitla, 
which!  have  had  regularly  ever  since  and  always  look 
for  eagerly. 

The  summer  of  191 2  was  very  wet  and  bad  for  sea- 
side trade,  but  it  gave  me  an  opportunity  of  stimulat- 
ing the  hot  soda  trade  and  also  gave  me  an  opportunity 
of  paying  off  a  number  of  accounts,  and  generally 
speaking,  to  prepare  better  for  the  coming  winter. 

191 3  was  a  good  summer  for  trade.  I  finished  the 
year  with  a  turnover  of  over  15,000  and  a  net  profit  of 
nearly  1 1,000.  This  I  accounted  for  only  by  continu- 
ally watching  exp  ;nses,  wastage,  careful  buying  and 
selling.  My  first  year  the  travellers  "sold"  goods  to 
me,  the  second  year  saw  my  beginning  to  "  buy,"  the 
third  year  saw  me  "  buying  "  By  this  I  mean  I  bought 
the  goods  I  wanted,  not  what  travellers  wanted  to 
sell  me. 

All  this  time  I  was  continually  trying  this,  testing 
that,  a  trial  order  here,  a  sample  there ;  studying  goods. 
The  Spaula,  and  travellers'  arguments  and  samples, 
price  lists,  a  bit  about  advertising,  window  dressing, 
and  so  on.  In  19 13  I  experimented  with  freshly  made 
fruit  syrups  in  fruit  season. 

191 4  saw  me  bottling  freshly  made  fruit  syrups  to 
cover  a  year's  requirements;  191 5  will  see  further 
advances  on  same  lines,  all  being  well. 

In  November,  19 13,  I  opened  a  branch  shop,  but 
shut  it  up  after  six  months  and  opened  another,  both 
with  financial  assistance  from  friends.  Then  the  war 
came  along  and  upset  everything,  but  with  luck  —  and 
luck  helps  the  trier — I  shall  this  year  have  two  good 
shops  bringing  me  in  a  comfortable  income. 

Summed  up,  I  consider  my  success,  if  I  can  call  it 
success  so  soon,  has  only  come  up  about  because  I 
have  worked,  I  have  studied  my  business,  my  goods 
and  my  customers.  I  have  always,  I  hope,  served  the 
best  at  the  price,  have  always  advertised  more  or  less, 
have  always  cleared  out  depreciating  stock,  even  at  a 
loss,  and  have  changed  windows  regularly  and  style  of 
dressing.    I  have  always  tried  for  something  attrac- 


tive. I  have  encouraged  customers  to  talk,  to  suggest, 
or,  if  necessary,  to  complain,  while  in  the  shop.  But 
above  all,  I  have  always  tried  to  be  straightforward 
with  staff,  with  travellers,  with  manufacturers  and 
everybody  I  come  in  contact  with. 

I  am  a  good  listener  and  a  fair  talker.  I  believe  in 
my  business,  my  goods  and  myself.  I  learn  every  day, 
from  everybody,  I  read,  I  study,  I  test,  I  try,  I  aim  to 
be  quick,  clean,  courteous  and  to  make  the  staff  the 
same.  I  cut  out  all  unnecessary  work,  but  do  the 
necessary  things  a  dozen  times  if  required.  I  believe 
in  system  providing  system  is  made  to  suit  require^ 
ments,  and  not  requirements  to  suit  it.  I  try  to  be 
original,  to  lead  and  not  to  follow  others ;  to  keep  up 
to  the  times  or  ahead  of  them. 

I  believe  in  the  value  04  trade  journals.  I  spend 
either  in  subscriptions  or  cash  purchase  for  literature 
an  average  of  I20  a  year.  This  includes  various  books 
dealing  with  business  matters  generally.  I  must  say 
that  taking  your  Spatula  generally,  I  find  it  better 
than  any  of  the  trade  journals  I  take. 

To  get  a  proper  value  of  cash  amounts  mentioned 
above,  comparison  must  be  made  of  the  difference  of 
money  values  in  England  and  U.  S.  A. 

In  conclusion,  I  must  say  determination  and  persist- 
ence is  necessary  in  everything.  It  creates  ways  and 
means  of  attaining  one's  aims,  it  keeps  one  fresh  and 
helps  one  overcome  the  setbacks  which  come  every- 
body's way.  

ImportmAt  Lrmb«l  RtillAtf* 

No  chewing  gum  that  is  not  actually  flavored  with 
fruit  should  be' labeled  as  if  it  were,  according  to  a 
recent  opinion  published  in  the  Service  and  Regulatory 
Announcements  of  the  Bureau  of  Chemistry.  Chew- 
ing gum,  the  labels  on  which  declare  that  it  is  flavored 
with  fruit  when  such  is  not  the  fact,  will  be  regarded 
as  adulterated  and  misbranded  within  the  meaning  of 
the  Food  and  Drugs  Act.  In  the  same  way  the  term 
"  fig  paste  "  should  no  longer  be  applied  to  any  form 
of  confectionery  in  which  figs  are  not  the  principal 
flavoring.  In  another  opinion  the  bureau  declares  that 
where  stock  labels  —  labels  designed  and  printed  by 
label  companies  and  sold  to  manufacturers  and  deal- 
ers—are used,  the  responsibility  for  seeing  that  the 
product  conforms  to  the  labels  rests  upon  the  dealers 
and  not  upon  the  label  concerns.  This  question  came 
up  in  connection  with  the  use  on  packages  of  South 
American  coffee  of  labels  indicating  that  they  con-, 
tained  an  Arabian  or  Mocha  product. 


Nine  per  cent  of  thyme  and  18  percent  of  essence 
of  geranium  make  an  excellent  disinfectant  when  freely 
used,  for  the  hands  of  medical  operators.  As  these 
essences  enter  largely  into  the  composition  of  eau  de 
cologne,  it  follows  that  this  scent  is  a  good  antiseptic. 


An  electrically  charged  net,  mounted  on  a  wagon  for 
removal  to  where  it  may  be  needed,  has  been  invented 
in  Argentina  for  wholesale  destruction  of  insects. 
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LIVING  ADVERTISEMENTS. 


Elementary  Training  in  Advertising. 

The  thirteenth  in  a  series  of  articles  on  Commercial  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "  Commercial  Pharmacy." 


EVERY  efflcieot  manager  must  understand  ad- 
vertising. Here  is  an  illustration  to  prove  it. 
About  two  years  ago  a  friend  of  mine  was 
appointed  manager  of  a  branch  drug  store 
owned  by  a  big  drug  company.  When  he 
had  been  in  charge  about  a  year  I  met  him  on  the 
streeb  one  day  and  said  to  him, "  How  do  you  like 
you  new  job?  Is  it  better  than  being  in  business  for 
yourself?"  Now  take  special  notice  of  his  reply. 
"  I  like  it  first  rate,  now  that  I  am  getting  used  to  it. 
I  wouldn't  go  back  in  business  for  myself  again  for 
the  world.  Of  course,  I  found  it  rather  hard  at  first 
on  account  of  the  advertising.  You  know  that  I 
didn't  know  the  first  thing  about  advertising,  and 
when  I  found  out  that  every  manager  had  to  write  the 
advertising  for  the  branch  store  he  was  in  charge  of, 
it  phased  me  for  awhile.  I  had  to  go  to  work  and 
study  it  up  so  that  now  I  can  write  a  pretty  good  ad. 
The  work  isn't  nearly  as  hard  since  I  am  able  to 
write  the  ads  without  trouble.  It  was  hard  at  first 
but  I  like  advertising  now.  It  works  wonders  for  the 
branch  store  I  am  in  charge  of."  This  druggist 
had  been  in  the  drug  business  over  30  years,  25  years 
as  proprietor  of  his  own  store,  With  all  his  experi- 
ence he  wasn't  equipped  to  act  as  manager,  because 
he  lacked  a  knowledge  of  advertising. 

This  illustration,  taken  from  actual  life  and  being 
right  up  to  the  minute,  should  be  sufficient  proof  to 
your  mind  that  you  must  know  advertising  if  you  ex- 
pect to  make  good  as  an  efficient  manager.  This 
druggist  I  have  quoted  was  a  champion  of  Profes- 
•Copyright,  by  D.  Chas.  O'Connor. 


sional  Pharmacy  all  the  time  he  was  in  business  for 
himself  but  now  he  realizes  that  a  knowledge  of  Pro- 
fessional Pharmacy  alone  is  not  enough.  He  has  a 
high  regard  for  Commercial  Pharmacy  and  is  a  real 
enthusiast  on  the  subject  of  advertising.  You  cannot 
afford  to  wait  until  you  have  been  in  the  business  30 
years  to  take  up  advertising.  The  time  to  take  it  up 
is  now  while  you  are  young  and  while  you  possess  the 
study  habit. 

In  a  single  article  I  can  give  you  only  an  elementary 
training — the  first  rudiments  or  prinhiples  of  adver- 
tising. I  can  give  you  but  a  mere  skeleton  of  adver- 
tising —  what  it  is,  what  it  is  for,  and  how  to  conduct 
it. 

What  Advertising  is. 

Advertising  is  a  form  of  salesmanship.  When  you 
sell  an  article  to  a  customer  in  the  store  you  present 
your  selling  argument  by  word  of  mouth  and  to  but 
one  person  at  a  time.  When  you  write  an  ad  for  the 
newspaper  you  present  the  same  selling  argument  of 
the  same  article,  but  it  is  directed  to  many  instead  of 
to  one,  and  instead  of  being  spoken  it  is  conveyed  by 
means  of  the  printed  page  —  paper,  type  and  printer's 
ink.  That  is  the  relationship  between  salesmanship 
and  advertising.  You  can  see  it  is  a  close  one.  For 
selling  the  same  article  salesmanship  uses  the  spoken 
word  to  one,  advertising  the  printed  word  to  many. 
Advertising  then,  is  written  or  printed  salesmanship 
—  salesmanship  on  paper. 

Viewed  in  this  light,  advertising  isn't  such  a  big 
stumbling  block.  It  isn't  anything  to  be  afraid  of,  or 
to  dread.    Yet  many  business  men  dread  it,  dislike  it, 
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and  try  to  get  along  without  it,  simply  because  they 
don*t  unddrstand  it.  They  think  it  is  a  mountain  in 
their  path. 

A  manager  of  a  large  sporting  goods  store  once 
said  to  me,  '*  I  hate  advertising.  It  is  the  hardest 
thing  I  have  to  do."  I  replied, "  Well,  I  don't.  I  just 
love  it.  I  like  to  read,  write  and  talk  it."  Then  he 
said, "  That's  the  difference.  It  comes  easy  to  you, 
because  you  like  it.  It  comes  hard  to  me,  because  I 
hate  it.  We  use  large  advertising  space  and  it  pays 
us  well,  but  I  always  dread  the  job  of  preparing  the 
copy  to  fill  that  space." 

The  trouble  with  this  manager  is  that  he  don't 
know  the  exact  relationship  of  advertising  to  sales- 
manship. He  doesn't  know  how  simple  advertising 
is  when  viewed  in  the  right  light.  He  thinks  .it  is  a 
form  of  magic  which  requires  a  genious  to  make  a 
success  of  it.  Advertising  is  merely  good  sense  ap- 
plied to  selling  goods  through  written  or  printed  me- 
diums. You  can  learn  it  just  as  well  as  anybody. 
Don't  look  upon  it  as  a  feat  of  magic.  Look  upon  it 
as  a  form  of  salesmanship  with  a  little  common  sense 
added.  If  you  get  yourself  in  this  frame  of  mind,  it 
will  come  easy  to  you  and  you  will  become  an  enthu- 
siast like  the  druggist  mentioned  ia  the  first  para- 
graph. 

What  Advertising  is  For. 

The  purpose  of  advertising  is  to  sell  something. 
That  sounds  simple,  yet  it  is  easily  forgotten,  as  the 
appearance  of  so  many  poor  ads  every  day  in  the 
newspapers  will  testify.  Read  over  some  of  the  ads 
in  your  home  paper  and  you  will  surely  find  many 
without  salesmanship  qualities.  Many  of  them  were 
written  without  keeping  in  mind  that  their  principal 
purpose  is  to  sell  goods. 

Advertising  is  expected  to  increase  sales,  (i)  By 
making  the  regular  customers  buy  more  goods,  and 
(2)  by  bringing  new  customers  into  the  store.  If  the 
ads  are  well  written  the  sales  of  the  articles  adver- 
tised will  increase  at  once.  These  ads  will  be  seen 
by  the  regular  customers  who  will  come  in  as  soon  as 
possible  to  buy  the  articles,  and  new  customers  will  be 
attracted  by  the  ads  and  will  buy  the  articles  adver- 
tised. 

That  is  one  reason  why  retail  stores  advertise  so 
many  *'  specials  "  or  *^  leaders."  These  ads  bring  in 
both  the  regular  and  new  customers.  The  regular 
customers  are  pleased  with  their  purchases  and  the 
progressive  spirit  shown  by  the  proprietor  of  the  store 
where  they  trade.  The  new  customers  are  deeply 
impressed  with  the  store's  service  to  its  patrons,  with 
the  air  of  progress  everywhere  in  evidence,  and  go 
home  pleased  with  the  purchases  they  made.  Not 
only  that,  but  they  watch  the  newspapers  for  further 
ads  from  this  store,  and  after  making  a  few  trips  to 
this  store  after  specials,  they  soon  transfer  all  their 
patronage  there  and  become  permanent  customers. 
So  then,  advertising  not  only  sells  the  goods  adver- 
tised, but  sells  other  goods  by  getting  new  customers, 
who  buy  not  only  the  "specials  "  advertised,  but  all 


*  their  regular  wants  that  can  be  supplied  by  the  store 
which  attracted  them  through  its  advertising. 
Personal  Advertising  Mediums. 

An  advertising  medium  is  any  means  of  presenting 
the  selling  argument  of  the  advertiser  to  prospective 
purchasers.  The  mediums  used  mostly  by  druggists 
are  the  personal  advertising  mediums  and  newspapers, 
circulars,  form  letters,  etc. 

The  personal  advertising  mediums  of  a  drug  store 
are  the  drug  clerks.  When  a  lady  asks  you  for  a  tube 
of  Colgate's  ribbon  dental  cream  and  if  after  selling 
it,  you  call  her  attention  to  Colgate's  Cashmere  Bou- 
quet talcum  powder  and  talk  it  up  so  strongly  that 
you  sell  her  a  box,  you  have  advertised  the  talcum 
powder.  In  that  case  you  are  a  personal  advertising 
medium.  If  you  had  aUowed  her  to  depart  after  buy- 
ing  the  dental  cream,  3'ou  would  not  have  been  a  per- 
sonal advertising  medium. 

Or  if,  when  a  man  asks  for  a  bottle  of  Sloan's  Lini- 
ment, and  then  asks  you  if  yoa  have  anything  better 
you  endeavor  to  sell  him  a  bottle  of  chloroform  lini- 
ment put  up  by  your  employer,  you  act  in  a  certain 
sense,  as  a  personal  advertising  medium  for  the 
chloroform  liniment.  In  a  smaller  way,  you  act  as  an 
advertising  medium  when  you  enclose  a  counter  slip 
advertising  headache  powders  in  every  package  leav- 
ing the  store.  When  you  act  as  a  personal  advertis- 
ing medium,  either  by  persuading  the  customer  to  buy 
goods  other  than  those  called  for,  or  by  suggesting 
other  goods,  or  by  wrapping  or  enclosing  advertising 
material  in  packages,  you  are  merely  acting  as  a  good 
salesman  should  act.  Another  proof  of  the  close  re- 
lationship of  advertising  and  salesmanship. 

A  demonstrator  of  perfume,  milk  chocolate,  face 
cream,  etc.,  is  a  personal  advertising  medium.  Her 
only  purpose  in  giving  the  demonstration  is  to  intro- 
duce her  article  and  to  promote  its  sale  by  talking  it 
up  by  direct  contact  with  prospective  purchasers. 

A  canvasser  going  from  house  to  house  is  a  per- 
sonal advertising  medium.  So  is  a  traveling  sales- 
man. 

A  satisfied  customer  is  the  best  personal  advertis- 
ing medium.  He  tries  your  employer's  ointment,  it 
helps  him,  he  tells  all  his  friends  and  neighbors  about 
it.    He  advertises  it  and  endorses  it. 

The  one  big  advantage  of  a  personal  advertising 
medium  ss  the  personal  contact  with  the  customer. 
He  will  take  more  stock  in  what  you  say  to  him  by 
word  of  mouth  than  by  word  of  print.  The  disadvan- 
tage of  a  personal  advertising  medium  is,  that  in  case 
he  isn't  a  good  salesman,  or  lacks  tact,  or  has  a  ten- 
dency to  misrepresent,  he  may  prevent  a  sale  and 
turn  a  customer  against  the  article  he  is  trying  to  sell. 

The  best  kind  of  drug  store  advertising  then,  is  the 
kind  that  multiplies  good  personal  salesmanship;  the 
kind  that  comes  the  nearest  to  the  selling  method  of 
the  good  drug  store  salesman. 

The  Newspaper  as  a  Medium. 

The  newspaper  is  the  principal  medium  used  by 
druggists.    It  affords  the  best  means  for  a  druggist's 
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message  to  reach  a  large  number  of  people,  not  only 
those  in  his  own  trading  zone  but  also  those  in  every 
section  of  the  city  Everybody  reads  a  newspaper 
and  nowadays  nearly  every  reader  of  the  newspaper 
reads  the  ads  in  it.  The  newspaper  gives  quick  re- 
turns and  even  though  the  news  in  it  is  old  in  twenty- 
four  hours,  the  news  of  the  ads  hold  good  for  days, 
weeks,  months,  and  in  extreme  cases  for  several  years. 
People  do  not  always  want  goods  just  when  they  are 
advertised,  but  they  remember  the  ads  and  mention 
them  when  they  come  to  buy  the  articles  advertised. 
Oftentimes,  I  have  known  them  to  come  in  and  say, 
'*  I  want  one  of  those  hot  watet  bottles  you  advertised 
in  the  Daily  News  about  a  month  ago  for  89  cents," 
or  '^  Two  or  three  months  ago  you  advertised  some  of 
your  Lithia  Tablets  in  the  paper.  Tell  me  about 
them.  Will  they  do  all  you  advertised  ? "  There  is 
no  question  but  that  the  newspaper  is  supreme  as  the 
druggist's  local  advertising  medium. 
'  Oiher  mediums  are  form  letters,  circulars,  store- 
papers,  post  cards,  window  displays,  package  slips, 
folders,  booklets,  store  signs,  street-car  cards,  etc. 

Form  letters  are  letters  written  to  advertise  the 
store  in  general  or  some  department  of  it.  One  letter 
is  written  as  a  form,  then  several  hundred  copies  are 
made  of  it  on  the  multigraph  machine.  To  make 
them  effective  they  so  closely  resemble  a  typewriiten 
letter  that  it  is  difficult  to  distinguish  the  multigraph 
letter  from  the  original  typewritten  letter.  Form  let- 
ters should  be  personal  in  tone,  not  too  general.  *'  You, 
personally,  should  visit  our  store  to  see  our  improved 
store  service,  our  accjmmodaiions  for  our  patron.«, 
our  new  showcases,  etc  ,^'  is  much  stronger  than, 
*' Everybody  in  this  city  should  visit  our  store  to  see 
the  improvements  we  have  made  to  extend  our  store' 
service  and  better  accommodate  our  customers,  etc." 

Circulars  are  used  to  advertise  special  sales,  special 
preparations,  anniversary  celebrations,  spring  or  fall 
openings,  etc.  They  should  contain  some  interesting 
store  news  and  some  special  bargains,  at  least  one 
"leader"  should  be  advertised. 

A  store  paper  is  a  sort  of  house  organ.  It  is  gen- 
erally issued  quartely  or  monthly,  either  by  the  drug- 
gist himself  or  by  a  syndicate  for  him.  It  has  inter- 
esting pictures,  anecdotes, store  news,  and  special  bar- 
gain announcements.  A  circular,  like  a  form  letter, 
should  be  personal  in  tone  and  should  be  gotten  up  in 
attractive  and  convincing  style. 

Post-cards  are  usually  used  to  advertise  the  cigar, 
soda,  or  candy  departments.  Sometimes  they  are 
used  for  Easter,  Christmas,  and  Anniversary  sales. 
They  should  be  sent  to  a  select  mailing  list ;  cards, 
advertising  candy  to  known  candy-buyers,  etc. 

Window  displays  will  be  considered  later.  Package 
slips  advertise  one  article  like  headache  powders,  oint- 
ments, laxatives,  cold  tablets,  etc.  These  little  things 
do  lots  of  good.  Prug  clerks  in  general  are  lame  re- 
garding package  slips.  They  cannot  see  this  impor- 
tance. One  day  they  will  put  them  in  every  package 
that  goes  out,  the  next  day  in  but  few,  and  the  other 


days  of  the  week  they  forget  all  about  them.  If  your 
employer  uses  package  slips  you  ought  to  put  one  in 
every  package.  A  package  slip  advertising  liver  pills, 
or  cascara  tablets  done  up  with  every  bottle  of  medi- 
cine leaving  the  store  will  do  lots  of  good ;  for  people 
that  buy  bottles  of  medicine  are  sure  to  buy  pills  and 
tablets.    Nearly  every  person  buys' cathartics. 

Of  all  the  advertising  mediums  so  far  mentioned 
the  personal  advertising  mediums  —  yourself  and  the 
satisfied  customer — and  the  newspaper  are  the  prin- 
cipal ones  for  you  to  keep  in  mind  and  to  study. 

As  most  ads  uscfd  by  druggists  are  newspaper  ads, 
we  will  now  take  up  the  different  steps  necessary  tp 
write  an  ad  for  a  newspaper. 

FUNXTIONS  OF  AN   Ad. 

A  gO)d  ad  has  three  functicns  to  perform:  (i)  It 
must  attract  attention^  (2)  it  must  create  desire^  (3)  it 
must  convince.  It  isn't  tiecessary  that  you  should 
consider  just  this  particular  order  when  you  write  an 
ad.  It  is  better  to  find  out  what  there  is  about  the 
article  to  create  desire  and  convince  first,  then  take 
up  the  matter  of  attracting  attention  last  If  ^ou  will 
take  notice  of  the  patent  medicine  ads  in  the  book- 
lets sent  out  by  patent  medicine  manufacturers  you 
will  readily  see  that  these  ads  are  written  to  convince 
first.  They  try  to  convince  you  that  you  have  that 
"tired  feeling"  or  those  dragging  down  pains  in  your 
kidneys,  then  they  create  a  desire  on  your  part  to  get 
rid  of  them  by  taking  a  bottle  of  their  medicine.  ^ 

A  good  ad  should  perform  all  three  functions  and 
of  the  three,  to  convince  is  the  most  important.  That 
is  equivalent  to  closing  the  sale  in  personal  salesman- 
ship. Every  ad  should  convince  a  reader,  at  least 
enough  to  make  him  do  something  about  it;  to  ask 
about  it,  to  buy  it,  to  come  in  and  see  it,  to  get  a  cir- 
cular or  testimonial  about  it. 

The  final  test  of  the  efficiency  of  a  good  ad  is  to 
make  the  reader  do  something,  to  produce  some  ac- 
tion on  his  part. 

In  the  majority  of  ads  the  convincing  part  of  the  ad 
comes  last.  It  is  the  climax,  the  closing  argument, 
the  part  that  clinches  the  sale.  It  must  be  strong 
enough  to  make  the  reader  want  to  buy  the  article 
and  that  it  is  for  his  best  interest  to  buy  it.    He  must 


OUR  TELEPHONE  IS  NO.   H.  207. 


Digitized  by 


Google 


232 


THE  SPATULA 


be  convinced  that  he  needs  the  article  more  than  he 
needs  the  money  that  it  cost. 

When  you  try  to  separate  a  man  from  his  money 
nowadays  you  have  quite  a  proposition  on  your  hands 
and  you  will  admit  that  the  advertising  copy  must  be 
strong  and  convincing  to  make  the  reader  part  with 
his  hard-earned  money. 

Steps  in  Writing  an  Ad. 

The  first  step  in  preparing  an  ad  is  to  write  an  anal- 
ysis of  its  selling  points  and  to  find  its  chief  distinc- 
tive feature  —  its  differnt  point. 

You  analye  the  article  just  as  you  do  in  salesman- 
ship. Group  its  selling  points  in  logical  order  around 
its  chief  selling  point.  Its  chief  distinctive  feature  or 
difference  point  is  the  feature  it  has  which  other  ar- 
ticles of  similar  nature  do  not  have.  For  instance,  if 
you  are  writing  an  ad  on  headache  powders,  you  know 
that  most  headache  powders  are  very  much  alike  and 
the  condition  desired  by  the  users  of  them  is  to  have 
their  headache  cured  without  endangering  their  heart. 
If  your  headache  powders  will  fulfill  this  condition, 
then  you  have  a  strong  difference  point — cures  head- 
(uhe  instantly  without  depressing thi  heart  ~  and  you 
should  pound  away  on  this  difierence-point  in  every 
ad  written  on  the  headache  powders.  Group  the 
other  selling  points  about  this  chief  diftinctive  feature 
in  the  order  of  their  importance. 

The  next  ^tep  is  to  write  out  these  selling  points 
emphasizing  their  value  to  the  reader.  Arrange  these 
points  in  logical  order  and  in  a  convincing  way. 
People  like  information  al)out  an  article,  so  write 
what  information  you  think  would  interest  and  in 
fiuence  them.  This  first  writing  of  the  ad  will  prob- 
ably contain  too  much  copy  for  the  size  of  space  it  is 
to  occupy,  bnt  never  mind  that.  The  thing  to  do 
first  is  to  get  everything  down  on  paper  that  pertains 
to  the  selling  value  of  the  article,  then  you  can  prime 
and  cut  it  to  fit  any  size  of  space. 

In  all  your  ad-writing  do  not  lose  your  individuality. 
Be  yourself,  then  your  ads  will  ring  true.  They  won't 
be  copies  of  others*  ads.  Get  all  the  ideas  you  can 
from  others*  ads,  but  originate  your  own  style.  It  is 
these  fresh  ideas  and  this  individual  fresh  style  that 
keeps  advertising  alive  and  makes  it  produce  such 
big  results.  If  each  new  ad-writer  wrote  the  same 
kind  of  ads  as  the  ad-writer  before  him  ads  would 
grow  stale  and  lose  their  pulling  power.  Never  mind 
how  crude  your  first  few  ads  are  or  how  much  people 
laugh  at  them,  you  will  soon  acquire  skill  to  express 
your  ideas  in  a  clear  and  convincing  manner.  Use 
short  words  and  common  words.  They  are  more 
forceful  and  better  understood.  Write  your  ad  first 
just  as  you  would  talk  to  sell  the  same  article  in  the 
store,  only  be  more  brief,  because  newspaper  space  is 
expensive. 

Don't  joke  in  your  ads  and  don't  use  high-flown  lan- 
guage.   Be  plain.    Be  natural. 


Size  of  Space. 

The  space  used  by  the  majority  of  druggists  is  4 
inch  single  column,  2  inch  double  column,  or  from  4 
to  6  inch  double  column,  which  is  eight  or  12  inches 
of  space. 

A  4  inch  space  can  be  used  to  better  advantage  as 
4  inch  single  column  than  as  2  inch  double  column. 
In  the  former  the  lines  are  shorter  and  more  lines  can 
be  used  making  a  better  story  and  a  better  set-up.^ 

In  general,  it  is  better  to  use  4  inch,  5'jnch,  or  6  inch 
space  in  single  column  rather  than  in  2  inch,  2%  inch, 
and  3  inch  double  column.  An  8  inch,  10  inch,  12  inch 
space  is  too  long  and  out  of  proportion  to  use  as 
single  columns.  It  looks  better  set  up  in  4  inch,  5 
inch  and  6  inch  double  column. 

As  a  general  rule,  It  is  better  to  usis  24  inches  of 
space  in  three  8  inch  insertions  than  in  six  4  inch 
insertions  each  week.  Little  ads  daily  do  not  count 
as  much  as  two  or  three  good-size  ads  weekly. 

Little  ads  must  be  distinctive  to  bring  results. 
There  are  three  ways  to  make  them  distinctive :  the 
illustrations,  the  typography  and  the  style.  The  news- 
paper will  usually  furnish  a  separate  style  of  type  and 
border,  and  many  of  them  furnish  illustrations.  Some 
big  concerns  who  use  small  space  own  their  own  type, 
borders  and  cuts.  Rogers,  Peet  &  Co.,  of  New  York 
and  Tom  Murray  of  Chicago  use  small  space  with 
great  success. 

How  Much  to  Spend  for  Advertising. 

The  advertising  appropriation  of  a  drug  store  is 
usually  from  3^  to  5  per  cent  of  its  sales.  It  is  6g- 
ured  with  last  year's  business  as  a  basis  or  the  esti- 
mated business  of  the  coming  year. 

This  appropriation  should  be  so  distributed  through- 
out the  year  as  to  have  the  greatest  expenditure 
available  in  the  month  when  trade  is  the  heaviest. 
That  is,  if  December  is  the  best  trading  month  of  the 
year,  the  largest  monthly  appropriation  should  be 
used  in  December.  If  10  per  cent  of  the  yearly  sales 
is  taken  in  during  April,  10  per  cent  of  the  advertis- 
ing appropriatron  should  be  applied  during  April. 

Advertising  pays  a  druggist  much  .better  in  the 
winter  than  in  the  summer,  so  the  winter  months 
should  receive  the  largest  portion  of  the  advertising 
appropriation. 

The  theory  has  been,  that  advertising  should  be 
the  heaviest  when  trade  is  the  lightest.  In  practice, 
however,  it  has  been  proved  that  the  best  time  to  go 
after  business  is  when  business  can  be  found.  If  the 
advertising  appropriation  isn't  planned  in  advance, 
too  much  money  will  be  spent  the  first  six  months  and 
too  little  the  last  six  months  of  the  year. 

In  planning  the  appropriation  the  media- distribu- 
tion should  be  figured  out.  Each  medium  should  be 
allotted  its  percentage  share.  For  instance,  news- 
papers, 80  per  cent ;  circulars  5  per  cent;  store  paper, 
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S  per  cent ;  boolclets  and  folders,  5  percent ;  postcards, 
package  slips,  etc.,  s  per  cent.  The  newspaper  ap. 
propriation  should  include  the  cost  of  cuts,  special 
borders  made,  etc. 

Elements  op  an  Ad. 

An  ad  is  made  up  of  five  elements,  body  matter,  dis- 
play, cuts,  border  and  white  space.  They  are  to  be 
considered  as  five  spots  of  color  which  must  balance 
and  harmonize,  forming  a  complete  picture. 

The  body  matter  is  the  description  of  the  article. 
It  is  usually  set  in  6  point,  8  point  or  10  point  type. 
In  large  ads  bigger  type  sizes  are  used.  The  printer 
usually  sets  up  the  body  matter  first,  then  uses  what 
space  is  left  for  the  cut  and  display. 

The  display  is  the  headline,  the  central  display  line, 
and  the  name  and  address  of  the  advertiser.  These 
three  display  lines  are  usually  set  in  the  same  type 
fac^e  though  of  difiEerent  size  of  type.  If  the  headline 
is  in  Gothic  the  central  display  and  address  should 
be  in  Gothic. 

Headline  Tells  the  Story. 

The  headline  of  an  ad  is  of  the  greatest  importance. 
It  is  the  eye-catcher  just  as  a  newspaper  headline  is  the 
eye-catcher  for  each  news  paragraph  or  story.  One 
of  the  selling  points  of  the  article  should  appear  in 
the  headline.  The  headline  should  tell  the  story  of 
the  article.  It  should  tell  what  it  will  do.  "  Frank's 
.  Antiseptic  Ointment"  as  a  headline  would  be  tame 
because  it  is  only  the  name  of  an  article.  "  Bedsores 
Quickly  Cund''^  would  attract  more  attention,  besides 
showing  what  the  Ointment  is  for.  The  **  Frank's 
Antiseptic  Ointment "  line  would  then  be  used  for  the 
central  display  line. 

When  you  look  at  the  paper  tomorrow  glance 
through  the  pages  hurriedly  and  you  will  notice  that 
the  headlines  tell  the  story  of. the  whole  paper. 
"Shoots  His  Wife  then  Kills  Himself,"  *' Bank  Man 
Gets  Year,"  «  Federals  Hold  City,"  "  Cabinet  Stands 
Pat,"  "  El  Paso  Calls  for  Troops,"  "  Hen  Lays  Egg 
Shaped  Like  Summer  Squash,"  "  Fought  Fire  With 
a  Mop  "  '^  Sold  Poor  Lobsters,"  etc.  The  headline 
writers  on  the  big  city  newspapers  get  big  money. 
They  know  how  to  get  the  gist  of  the  paragrah  into 
.  the  headline. 

Commands  and  quealions  make  good  headlines. 
"  Get  After  Your  Rheumatism  ! "  "  Watch  Your  First 
Cold!"  "Ever  Have  Backache?"  "Troubled  With 
Boils?"  Such  commands  and« questions  compel  at- 
tention where  mere  names  or  casual  statements 
wouldn't  be  noticed. 

Function  of  Cuts  and  Borders. 

Cuts,  or  illustrations,  should  attract  attention,  create 
desire  and  convince.  A  cut,  of  itself,  will  attract  at- 
tention if  well  made.  It  should,  however,  attract  the 
attention  of  the  people  you  want  to  reach.  A  cut 
showing  a  person  putting  a  hot  water  bottle  to  his 
feet  just  as  he  is  getting  into  bed  will  attract  the  at- 
tention of  people  who  have  cold  feet,  chills,  and  poor 
circulation.    The  cut  will  appeal  to  them,  create  de^ 


sire  on  their  part  to  be  as  comfortable  as  the  person 
in  the  cut,  and  they  will  be  convinced  that  a  hot  water 
bottle  is  just  what  they  need  to  insure  a  good  night's 
rest. 

People  generally  look  at  the  top  of  the  page  first, 
so  the  top  of  the  ad  is  the  best  place  for  a  cut.  Either 
side  of  the  ad  is  neat  and  the  middle  is  the  third  best. 

The  function  of  a  border,  is  to  enclose  the  different 
elements  of  an  ad,  to  unite  them,  and  to  separate  them 
from  the  ads  or  adjacent  reading  matter.    It  acts  for 
an  ad  just  as  a  frame  does  for  a  picture.    A  border  is  , 
the  picture  frame  of  an  ad. 

Light  rule  borders  are  to  be  used  with  dainty  sub- 
jects like  perfumery,  toilet  articles,  tooth  washes,  etc., 
or  when  light  face  type  is  used ;  and  heavy  borders 
when  heavy  subjects  are  treated,  or  thick,  heavy  type 
and  big  cuts  are  used. 

When  cuts  are  used  plain  borders  are  better  than 
fancy  ones,  because  they  do  not  detract  from  the  cut. 
A  too  fancy  border  would  detract  attention  from  a  cut 
just  as  a  fancy  frame  would  from  a  picture. 

The  white  space  in  an  ad  is  the  background  of  the 
ad.  It  corresponds  to  the  mat  of  a  picture.  There 
should  be  a  margin  of  while  space  at  the  top,  bottom 
and  sides  of  an  ad  and  all  around  the  headline,  central 
display  line,  and  address. 

White  space  is  absolutely  necessary.  It  throws 
out  the  body  matter,  gives  it  greater  prominence,  and 
makes  it  more  readable.  It  is  one  of  the  elements 
^that  makes  small  ads  effective.  One  of  the  greatest 
general  criticisms  of  all  ads  is  the  lack  of  white  space. 
The  advertiser,  paying  a  good  price  for  the  space  and 
anxious  to  get  his  money's  wo^th,  overcrowds  his  ads 
and  doesn't  get  the  returns  he  would  have  gotten  if  he 
had  courage  enough  to  buy  the  space  and  leave 
enough  of  it  vacant  to  properly  bafance  the  ad  and  to 
throw  the  body  matter  into  such  prominence  that  it 
will  surely  be  read. 

Concerning  Type. 

Type  faces  are  now  measured  on  the  point  system. 
One  point  is  ^2  of  an  inch.  Ten  point  is  i%3  of  an 
inch.  The  length  of  type  lines  are  measured  in  ems, 
A  ID  point  type  em  is  10  points  thick  each  way. 
Most  newspapers  have  adopted  the  13  ems  pica  width 
for  their  columns,  which  is  about  2%  inches. 

Advertising  rates  are  quoted  by  the  inch  and  by  the 
agate  line.  Agate  ts  the  old  term  for  5^  point  type, 
which  sets  about  14  lines  to  the  inch.  So  a  rate  of  5 
cents  per  agate  line  would  be  the  same  as  a  rate  of  70 
cents  per  inch. 

Types  have  di£Eerent  names  and  their  uses  give 
them  a  certain  character.  Gothic  is  used  for  auctions 
and  fire  sales.  Old  English  for  diplomas  and  docu- 
ments. Post  Old  Style  for  banks,  Cheltenham  for  ar- 
tistic folders  advertising  quality  goods  like  jewelry, 
paintings,  art  goods,  silverware,  etc. 

The  elementary  principle  of  advertising  mentioned 
in  this  article  will  give  you  much  food  for  thought. 
You  will  find  great  pleasure  and  benefit  by  analyzing 
ads  in  your  local  papers  and  also  those  in  magazines. 
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Choose  som«  article  in  the  store,  write  an  ad  on  it, 
then  analyze  it  and  see  if  you  have  observed  the  ele- 
mentary principles,  mentioned  here.  Watch  the  store 
ads.  Rewrite  them.  Watch  the  other  drug  store  ads. 
Do  your  level  best  to  write  some  ads  on  your  em- 
ployer's own  preparations,  and  submit  them  to  him. 
He  will  probably  use  them  as  they  are  or  wKh  slight 
modifications. 

Get  into  the  advertising  frame  of  mind  while  you 
are  young.  Don't  wait,  like  my  friend  the  manager 
of  the  branch  drug  store,  until  you  have  spent  half  of 
your  life  in  the  drug  business. 

You  must  know  the  advertising  game  to  get  by  now- 
adays whether  running  your  own  store  or  managing 
one  for  someone  else,  and  the  time  for  you  to  get  into 
it  is  now  when  it  comes  easy. 

To  sum  up  —  advertising  is  a  form  of  salesmanship, 
his  salesmanship  on  paper.  It  is  telling  the  truth 
about  an  article  through  wdrd  of  print  instead  of 
word  of  mouth.  The  same  selling  points  are  used  in 
the  ad  as  in  the  talk  when  you  sell  the  man  the  article 
in  the  store.  Salesmanship  in  the  store  uses  the 
spDken  words  to  a  single  individual,  advertising  in  the 
paper  uses  the  printed  word  to  many  people. 
•  Advertising  is  nothing  to  tremble  at  or  to  be  afraid 
of.  It  is  not  a  feat  of  magic.  It  doesn't  require  a 
genius.  Use  common  sense  salesmanship,  that  is  all 
that  is  required.  The  purpose  of  advertising  is  to 
sell  something.  Keep  that  always  in  mind.  It  in- 
creases sales  by  stimulating  the  regular  customers  to 
buy  more  and  by  bringing  in  new  customers. 

The  two  principal  mediums  employed  by  druggists 
are  the  newspapers  and  yourself.  You  are  a  personal 
advertising  medium.  You  are  a  big  power  in  adver- 
tising. Make  the  best  use  of  that  power.  Make  as 
many  satisfied  customers  as  you  possibly  can. 

The  three  functions  of  an  ad  are :  To  attract  atten- 
tion, create  desire,  and  convince.  The  final  test  of 
the  efficiency  of  an  ad  is  to  make  the  reader  do  some- 
thing, even  if  it  is  only  to  buy  a  writing  pen,  a  pencil, 
or  a  package  of  joss  sticks.  The  ad  to  be  successful 
must  produce  action  of  some  kind. 

The  five  elements  of  an  ad  are :  Body  matter,  dis- 
play, cut,  border,  and  white  space.  All  these  mast 
balance  and  harmonize.  Remember  that  an  ad  is 
assembled  like  a  picture.  Every  element  must  be  in 
its  proper  proportion. 

Study  the  headlines  in  the  daily  papers.  Analyze 
and  criticize  ads.  Re-write  them  again  and  again. 
Put  the  elementary  principles  of  advertising  intoprac- 
cal  use  and  you  will  understand  them  better  and  in 
this  way  you  will  lay  the  foundation  for  the  advertis- 
ing ability  so  necessary  in  an  efficient  manager. 


TK«  HmrrlsoA  Act. 

Editor  of  The  Spatula :  Your  attention  is  called  to 
the  Harrison  Bill,  so  called—"  an  act  to  provide  for  the 
registration  of,  with  collectors  of  internal  revenue,  and 
to  impose  a  special  tax  upon  all  persons  who  produce^ 
import,  manufacture,  comppuQd;  deal  in,  dispense,  sell. 


distribute,  or  give  away  opium  or  coca  leaves,  their 
salts,  derivatives  or  preparations,  and  for  other  pur. 
poses."  A  copy  of  the  act  is  enclosed.  You  are 
requested  to  give  the  widest  publicity  through  your 
news  columns  to  the  important  provisions  of  this  act. 
You  will  note  that  it  applies  to  all  druggists,  doctors, 
dentists  and  veterinaries ;  that  all  persons  affected  by 
the  act  must  register  with  the  collector  of  internal 
revenue  before  March  ist  next ;  that  the  registration 
fee  is  at  the  rate  of  ^i.oo  per  annum ;  that  the  period 
for  which  registration  must  be  made  before  March  ist 
is  from  March  ist  to  June  30,  191 5,  both  dates  inclusive, 
or  one-third  of  the  Government  fiscal  year ;  that  the 
registration  fee  for  said  period  is  34  cents ;  that  the 
order  blanks  required  under  the  provisions  of  the  act 
will  be  obtainable  from  the  collector  at  ^i.oo  per  hun- 
dred ;  that  the  word  "  person  "  as  used  in  the  act  shall 
be  construed  to  mean  and  include  a  partnership,  asso- 
ciation, company  or  corporation  as  well  as  a  natural 
person ;  that  any  persoa  who  violates  or  fails  to  comply 
with  the  requirements  of  the  act  shall,  pn  conviction^ 
be  fined  not  more  than  #2,000  or  be  imprisoned  not 
more  than  five  years,  or  both,  in  the  discretion  of  the 
Court.  As  soon  as  the  registration  application  blanks 
have  been  prepared  by  the  Department  they  will  be 
distributed  to  the  several  deputy  collectors  throughout 
the  District  of  Massachusetts,  from  whom  they  may 
be  secured  by  all  persons  who  come  within  the  terms 
of  the  act.  John  F.  Malley,  Collector. 

Boston^  Mass ,  Feb,  10^  igj^. 

Every  operating  table  can  become  like  a  rose  garden 
under  the  new  method  of  overcoming  the  disagreeable 
after-effects  of  ether  and  chloroform,  according  to  the 
new  method  of  Dr.  Joseph  £.  Lumbard,  of  this  city. 
His  proposal  is  to  give  the  patients  who  have  been 
operated  upon  perfumes  to  smell  as  they  emerge  from 
the  efiEects  of  the  anxsthetic.  The  idea  is  explained 
in  detail  in  the  Medical  Record.  A  small  plug,  on 
whic))  hats  been  deposited  a  few  drops  of  some  aromatic 
oil,  is  inserted  in  one  of  the  nostrils  as  the  patient  is 
waking.  Who  knows  but  what  he  may  be  dreaming 
of  wandering  in  orange  groves,  for  the  oil  from  the 
peel  is  employed,  or  he  may  think  that  he  is  in  a  garden 
iQ  June  as  the  surgeon  defUy  plies  him  with  the  attar 
of>i;oses. 

^S)ther  idea  suggested  by  the  humane  surgeon  is 
to  moiHen  the  mustache  with  perfume  as  men  patients 
are  comh)g  oyt  of  their  coma,  and  they  will  not  care 
much  for  ihe  fumes  of  the  ether  to  which  they  have 
been  subjected.  What  with  the  many  modern  conve- 
niences for  operating  on  the  human  system,  the  voyag- 
ing into  the  unknown  land  through  the  inhalation  of 
chemicals  wil\  be  so  pleasant  that  surgery  will  be 
robbed  of  all  its^iscomforts. —  American  Perfumer. 

At  Lr«mst  Six  PV«r  C«At. 

Your  paper  is  of  n^ch  interest  to  me. 

L.  F.  HlLDRETH. 

Mannington,  W,  Va.^  Jan  13,  igis. 
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NOTE—It  is  the  desire  of  the  editor  of  this  de 
partment  to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article^  let  us  hear 
from  you.  Do  not  expect  however^  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 

M«dlGmt«a  Lrlcrt»M  Somp. 

W.  W.  L.,  Ashland,  Ore. 

White  castile  soap 3  i 

Soft  soap 3  i 

OliTe  oil 3  i 

Oil  of  lemon 3  ss 

Naphthol KF.  X 

Water Oiiss 

M  ftsolut. 

AAtiS«ptlG  SolfltlOA* 

-     A.  L.  C,  Duluth,  Minn. 

Eucalyptol i  cc.  or  3  i 

Menthol i  gm.  or  3  i 

Thymol i  gm  or  3  i 

Oil  of  wintergrren i  cc.  or  3  i 

Fid.  ext.  baptisia 8cc  or  31 

Natural  benzoic  acid 8  gm.  or  3  i 

Boricacid 24gro.or  3iii 

Powd.  orris  root 10  gm.  or  3  x 

Alcohol 375  cc.  or  Oiii 

Water 625  cc.  or  Ov 

Dissolve  the  first  six  ingredients  in  the  alcohol,  add 

the  orris  powder,  and  agitate  frequently  during  three 

or  four  days.  Heat  the* water  to  about  60°  C,  dissolve 

the  boric  acid  in  it,  and  add  to  the  alcoholic  solution 

while  warm.   Shake  occasionally  during  fourteen  days, 

and  filter. 

Dm Aiclrfilf  LrOtIo A* 

R.  A.  M.,  Warren,  Pa. 

SaUcyHcadd 3i 

Glycerine 3ii 

Cologne 3  iii 

Water 3vi    M. 

ftmbmlmlAtf  Flfilcl. 

F.  R.  S.,  London,  Ont. 

Mercuric  chloride 3  i 

Zinc  chloride 3  iss 

Arsenous  acid 3  iv 

Sodium  chloride 3  vl 

Alum 3ix 

Formaldehyde Ov 

,  Water  enough  to  mike Oxx 


Hmlr  Dy«s. 

H.  E.  M.,  Albany,  N.  Y. 
No.  i; 

a    Nitrate  of  silver H  oz. 

Distilled  water 3     oss. 

b    Sulphuret  potassium K  oz. 

Distilled  water 3     ozs. 

Mix.    Use  first  a  then  b. 

No.  2. 

Pyrogallicacid 35  parts 

Citric  acid 03  parts 

Boroglycerine ii.o  parts 

Water 100.   parts 

Mi}(.    Apply  at  night  and  in  the  morning.    Apply 

a  weak  wash  of  ammonia  water. 

No.  3. 

a    Nitrate  silver iHozs. 

Distilled  water 12     ozs. 

Ammonia  water,  q.  s. 

Dissolve  the  nitrate  silver  in  the  water,  add  aqua 

ammonia  until  the  precipiUtte  is  dissolved. 

b    Pyrogallic  acid 2  drs. 

Gallic  add a  drs. 

Cologne  water 2  ozs. 

Distilled  water 4  ozs. 

Mix.    Use  first  a  then  b. 

No.  4.— Brown  Dye. 

Hyposulphite  soda i  oz. 

Acetate  of  lead a  drs. 

Rose  water 14  ozs. 

Glycerine a  ozs. 

Dissolve  the  lead  and  soda  separate,  in  portions  of 

the  water;  filter  each  solution,  then  mix  and  add  the 

glycerine. 

Hotf  Claol«rm  Cfir«. 

O.  p.  Co.,  Chicago. 

Sulphur 10  lbs. 

.     Copperas 6  lbs. 

Saltpetre albs. 

Unslaked  lime 3  lbs. 

Mix.    Use  one-half  pound  of  this  mixture  to  one- 
half  peck  of  salt  and  give  in  food. 

Prls«  Tootk  Powa«r. 

W.  A.  T.,  Peoria,  III. 

Powdered  orris  root 4  ozs. 

Powdered  soap 1  oz. 

Powdered  rose  pink i  oz. 

Powdered  cuttle  bone H  oz. 

Precipitated  chalk 20  ozs. 

Oil  wintergreen 30  drops 

Oil  of  cloves 30  drops 

Sol.  of  carmine,  q  s.  desired  color 
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Formvlm  for  Vln«tfmr  from  Clcl«r« 

J.  M.  W.,  Dayton,  Ohio. 

Cider 20  gals. 

Water * . .  10  gals. 

Bakers  yeast a  gals. 

Mix  together  and  place  in  a  warm  temperature. 
Tr«mtm«At  for  Lrlcifior  Hmblt. 

B.  D.  M.,  Atlanta,  Ga. 

No.  I. 

Gold  and  sodii  cblor la  grs. 

Strychnine  nit 1  gr. 

Atropiasulph — ^. K  Rr. 

Ammonium  mur 6  grs. 

Aloin I  gr. 

Hydrastin 2  grs. 

Glycerine i  oz. 

Fl.  ex.  qlnchona a  ozs. 

Fl.  ex.  cocoa i  dr. 

Water,  q  s i  pt 

Dose :  Teaspoonful  every  two  hours. 
No.  2.  Or  Injection. 

Strychnine  nit 9-10  grs. 

Aqua  sestill 4  ozs. 

Potass,  permang.,  q  s.  to  color 

Mix  with  5  drops  which  eqlials  one-fortieth  gr.  of 

strychnia  and  increase  i  drop  at  each  injection  until 

physiological  e£Eect  is  produced. 

No.  3.    Used  with  No.  2. 

Aurii  et  sodii  chlor a34  grs. 

Aqua  dist i     oz. 

Three  drops  every  four  hours  in  combination  witb 

the  strychnine  solution  for  the  first  four  days« 

Kss«nc«  of  P«psln. 

D.  E.  W.,  Washington,  Pa. 

Pepsin.scale lozs. 

Dilute  hydrochloric  acid 6  ozs. 

.  Compound  spirit' of  orange 3  drs. 

Detannated  sherry  wine a  pts. 

Cherry  lauree  water 4  q^s. 

Orange  Aower  water i  oz. 

Glycerine ao  ozs. 

Water  suffi:ient  to  make i  gal. 

Mix  all  the  ingredients,  excepting  the  glycerine,  with 

calcium  phosphate.    Filter  repeatedly  until  clear,  and 

add  water  to  make  108  ounces  and  Anally  add  the 

glycerine. 

lAfmlllbl«  System  Tonic. 

T.  T.,  Birmingham,  Ala. 

Aloes 50  grs. 

Cinnamon 35  grs.    • 

Licorice  root as  grs. 

Make  into  a  mass  with  water ;  divide  into  50  parts 

and  put  in  capsules. 

Croup  C«ir«  CoAtmlnlistf  IIon«y« 

W.  D.  M.,  Brooklyn,  N.  Y. 

Powderedalum a     drs. 

Strained  honey H  oz. 

Simple  symp i     oz. 

Mualage  acacia,  q  s a    ozs. 

Mix.  Teaspoonful  as  often  as  is  necessary  to  re- 
lieve cough. 

To  R«inov«  MmrHin^  IaH  Stmliss. 

In  ordinary  cases,  that  is,  where  the  composition  of 
the  ink  is  unknown,  the  following  steps  should  be 
taken,  in  order:  (i)  First  soak  in  a  solution  of  com- 
mon salt  and  then  wash  with  ammonia.  (2)  Treat 
with  a  solution  of  potassium  cyanide,  10  grains; 
'odine,  5  grains;  in  water,  i  fluid  ounce.    (3)  Moisten 


with  a  solution  of  iodine  in  potassium  iodide  and  then 
wash  with  water.  (4)  Treat  with  strong  solution  of 
zinc  sulphate,  and  then  touch  with  a  piece  of  metallic 
zinc,  or  sprinkle  with  powdered  zinc,  afterwards  wash- 
iog*  (5)  Treat  with  solution  of  chlorinated  lime,  freshly 
prepared,  and  then  with  a  solution  of  acetic  or  citric 
acid  in  water.  (6)  If  the  stain  should  happen  to  be 
one  made  by  alizarin  ink,  it  may  be  removed  by  treat- 
ing with  a  solution  of  tartaric  acid ;  the  older  the  stain 
the  more  concentrated  should  be  the  solution.—  Phar- 
maceutical Journal. 

Mm AfifmGitir«  of  TlayAol* 

The  British  Imperial  Institute  has  issued  a  pam- 
phlet on  "  Thymol,"  in  the  course  of  which  it  is  stated : 
'*  Hitherto  the  manufacture  of  thymol  has  been  practi- 
cally confined  to  Germany,  notwithstanding  the  fact 
that  ajowan  seeds,  the  oil  from  which  is  almost  the 
sole  source  of  commercial  thymol,  are  grown  on  a 
large  scale  only  in  India,  which  has  thus  been  supply- 
ing Germany  with  the  raw  material  of  a  valuable  in- 
dustry. No  further  supplies  of  thsrmol  being  forth- 
coming from  Germany  owing  to  the  war,  the  price 
had  increased  eight-fold  by  September  last,  and  is 
even  now  21s.  6d.  per  pound,  as  against  5s.  per  pound 
before  the  war.  There  is  every  reason  why  the  United 
Kingdom  should  now  l>ecome  the  chief  centre  for  the 
manufacture  of  thymol.  The  manufacturing  process 
is  quite  simple,  and  ample  supplies  of  ajowan  seed  are 
available  in  India. 

"The  Imperial  Institute,  which  has  devoted  atten- 
tion to  this  subject,  has  now  made  inquiries  in  India, 
and  is  prepared  to  put  iptending  British  manufacturers 
of  thymol  in  touch  with  Indian  exporters  of  the  seed. 
Fortunately,  too,  a  British  possession  can  provide  a 
substitute  for  thymol  if  such  be  required.  This  sub. 
stance  is  carvacrol,  which  is  obtained  from  oils  de- 
rived from  a  variety  of  plants,  but  particularly  from 
the  origanum  of  Cyprus.  At  the  instance  of  the  Im- 
perial Institute,  this  Cyprus  origanum  oil  is  already 
being  produced  in  commercial  quantities  from  wild 
plants  in  Cyprus,  and  in  19 13  was  exported  thence  to 
the  United  Kingdom  to  the  value  of  £(^.  It  is  be- 
lieved that  the  plant  can  be  cultivated  profitably  and 
on  a  large  scale  in  Cyprus,  and  experiments  in  this- 
direction  are  understood  to  have  been  begun." 

'Wkmt  Vmnlllm  Kss«nG«  Do«s. 

Dr.  Leggett,  in  the  British  Medical  Journal,  refers 
to  the  skin  irritation  caused  by  Primula  obconica  and 
Rhus  toxicodendron,  and  calls  attention  to  the  fact 
that  vanilla  essence  may,  in  certain  individuals,  cause 
equally  troublesome  symptoms  Dr.  Leggett  recounts 
the  experiences  of  a  patient  who,  liking  the  smell  of 
vanilla,  added  about  half  an  ounce  of  the  essence  to 
about  five  ounces  of  his  usual  hair-lotioo,  which  con- 
tained quinine,  spirit  of  lavender  and  rectified  spirit. 
About  twenty-four  hours  after  its  application  intense 
itching  of  the  scalp  occurred,  which  gradually  extended 
over  the  forehead,  behind  the  ears,  and  down  the  neck . 
The  patient  carried^out  a  control  experiment  on  the 
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front  of  the  forearm,  as  he  found  it  difficult  to  believe 
that  vanilla  could  irritate  the  skin  to  such  an  extent. 
Twenty-four  hours  afterwards  the  same  intolerable 
itching  occurred  on  the  forearm,  with  an  eruption 
which  seems  to  have  been  of  a  close  papular  nature, 
with  no  reddening  of  the  skin.  This,  like  the  erup- 
tion on  the  face  and  scalp,  soon  faded  away,  only  to 
return  every  five  or  six  hours.  Dr.  Leggett  prescribed 
a  lotion  of  iodide  of  mercury  and  alcohol,  which  gave 
relief,  the  itching  disappearing  in  two  or  three  days. 
Dr.  Leggett  draws  attention  to  three  points  of  interest, 
viz: 

(i)  The  long  time  (fourteen  days)  the  symptoms 
lasted,  in  spite  of  ^washing  with  hot  water  and  soap. 

(2)  The  intervals  of  freedom  from  irritation— al)out 
six  hours— when  it  is  remembered  that  it  was  not  due 
to  micro-organisms. 

(3)  The  fact  that  the  vanilla  essence  could  be  taken 
by  the  mouth,  without  disastrous  results  to  the  mucous 
membranes,  when  the  skin  was  so  susceptible. 

New  synthetic  resins  have  been  discovered  recently 
and  are  appearing  on  the  market  under  many  trade 
names.  The  resins  are  used  in  the  production  of  ma- 
terials such  as  artificial  amber,  pipe-stems,  tooth 
brush  handles,  beads,  transparent  jewelry,  buttons  of 
all  sizes,  inlaid  work,  knife  handles,  fountain  pens, 
etc.,  and  take  the  place  of  bone,  horn,  ivory,  celluloid, 
amber,  casein  (gallolith),  ebony  and  hard  rubber. 
These  artificial  resins  in  their  final  conditions  says 
the  Springfield  Republican  do  not  melt  or  even  soften 
appreciably  at  all  temperatures,  and  do  not  burn  like 
rubber  or  celluloid.  When  heated  in  the  air  to  tem- 
peratures well  above  500^  Fahrenheit  the  resins  char 
and  burn  slowly  without  a  fiame.  They  are  quite  in- 
soluble in  all  ordinary  solvents,  such  as  gasoline,  al- 
cohol, ammonia,  washing  soda,  and  acids. 

Recent  discoveries  made  in  the  industrial  depart- 
ment of  Kansas  State  University  have  produced  radi- 
cal departures,  both  in  the  synthetic  resins  themselves 
and  the  method  of  producing  the  same.  These  dis- 
coveries have  revolutionized  the  method  of  producing 
synthetic  resins  and  indeed  very  great  changes  and 
differences  are  broughtabout  in  the  resins  themselves. 

By  the  old  or  wet  process,  the  resins  are  produced 
very  simoly  by  boiling  together  carbolic  acid  and  for- 
maldehyde in  the  presence  of  a  third  substance,  a  con- 
densing agent  which  serves  to  hasten  the  formation 
of  the  resins.  When  formaldehdye  and  a  condensing 
agent  are  used  the  resins  are  produced  in  the  pres- 
ence of  water  and  the  resins  must  be  separated  from 
the  layer  of  water,  washed  free  of  the  condensing 
agent  and  dried.  They  are  then  further  heated  or 
molded  in  whatever  way  is  desirable  and  the  final 
hard  resin  is  produced  by  heating  generally  under 
pressure,  at  temperature  upward  of  175^  centigrade. 

By  the  new  dry  or  anhydrous  process,  phenol,  that 
is,  carbolic  acid,  is  heated  together  in  a  dry  condition, 
with  formin.  No  water  is  present  during  the  formation 


of  the  resins  and  no  condensing  agent  is  needed.  This 
dry  reaction  in  one  simple  operation  produces  the 
-resins,  which  are  at  first  beautiful  golden  yellow  col- 
ored liquids,  which  are  entirely  free  from  any  sub- 
stance such  as  water  or  condensing  agent  which  must 
be  removed  at  considerable  expense  when  the  resins 
are  produced  by  the  old  or  wet  process.  And  these 
dry  liquid  resins  pass  under  suitable  treatment  into 
solid  masses  which  present  very  closely  the  appear- 
ance of  genuine  amber.  Formin,  the  material  used 
to  convert  the  phenol  in  its  dry  condition  into  the  an- 
hydrous resin,  is  a  white  transparent  substance,  of 
sweetish  hot  taste,  in  appearance  like  table  salt  and 
having  the  odor  of  salt  fish ;  it  is  known  to  the  organic 
chemist  under  the  formidable  name  of  hexamethyle- 
netetramine. 

Iodln«  SolfitiOA* 

The  following  method  of  working  is  one  which,  ac- 
cording to  the  author,  insures  instanteous  production 
of  solution  of  iodine.  The  method  is  to  place  the 
potassium  iodide  in  an  empty  graduated  measure  and 
add  to  it  just  a  little  water,  enough  to  dissolve  a  good 
part  of  the  iodide,  but  yet  to  leave  some  of  the  crystals 
undissolved.  If  now  the  iodine,  in  scales,  is  added, 
and  the  mixture  given  a  stir  or  two,  or  the  measure 
quickly  turned  in  the  hand,  the  iodine  will  dissolve  at 
once,  and  the  liquid  can  then  be  brought  up  to  the 
required  volume.  —  Brit.  Journ.  Photog. 


ANNIE  JEAN. 
( From  photo,  contributed  to  the  Spatula  by  C.  H.  Cowen,  Chill- 
iwack,  B.  C.    If  you  think  your  kid  is  prettier  send  us  her  picture 
and  we  will  put  it  up  to  our  subscribers.) 


Digitized  by 


Google 


238 


THE  SPATULA 


Distlll«a  'Wmt^r. 


FIG.    I. 

It  is  80  necessary  to  have  plenty  of  distilled  water 
on  hand  in  large  laboratories,  or  in  buildings  where 
chemical  or  technical  investigations  are  carried  on, 
that  it  is  imperative  to  have  an  arrangement  that  will 
give  satisfaction  along  this  line.  The  illustrations 
show  two  installations.  In  the  first,  distilled  water  is 
the  main  thing  sought,  and  in  the  second  it  comes  as 
a  by-product  from  the  steam  coils  of  the  building 
or  steam  otherwise  condensed. 

In  the  first  sketch  the  water  is  distilled  from  an  or- 
dinary laboratory  still,  thence  it  is  conveyed  to  a  car- 
boy below,  from  which  the  water  being  protected  from 
dust  by  a  cotton  filter,  is  again  drained  off  through 
pipes  into  one  gallon  bottles,  as  needed.  For  use  in 
a  laboratory  where  it  is  made,  it  is  forced  from  the 
carboy  to  the  covered  jar  above  by  a  force  pump  at- 
tached to  a  tube  below.  A  pipe  is  fitted  from  the 
carboy  to  the  jar  above  and  the  water  passes  up  easily 
till  the  jar  is  filled,  which  is  enough  to  last  a  large 
class  in  analysis  for  a  few  days.  The  bottles  filled 
from  below  are  for  other  classes  in  other  laboratories 
about  the  buildings. 

The  second  method  of  preparing  distilled  water  is 


FIG.    2. 


by  the  condensation  of  live  steam  through  a  copper 
coil  attached  to  one  of  the  mains  of  the  plant  in  the 
building.  A  hole  of  the  proper  size  is  drilled  through 
the  upper  ^ide  of  the  main,  or  if  that  is  impracticable, 
well  up  on  the  side  of  the  main,  in  order  that  when 
the  steam  or  water  issues  from  it  there  will  be  no  sed- 
iment carried  with  it  to  contaminate  the  water.  Thread 
the  hole  and  connect  a  pipe  to  it  by  a  threaded  con- 
nection and  globe  valve.  Lead  the  copper  pipe  down- 
ward through  a  water  jacket,  such  as  shown  in  the  il- 
lustration—in this  case  the  cooling  tank  of  a  small 
gasoline  engine.  After  making  several  coils  in  the 
tank,  it  is  lead  out  through  a  waste  nut  fitted  at  the  bot- 
tom, and  the  end  is  turned  down  so  that  one-gallon 
bottles  can  be  set  under  it.  After  running  sometime 
the  valve  can  be  so  adjusted  that  the  steam  will  be 
condensed.  This  apparatus  is  best  adapted  for  all 
northern  states  where  steam  is  employed  in  heating, 
while  the  first  one  is  best  adapted  for  the  southern 
states. —  W.  M.  Mills  in  Popular  Mechanics. 

A  new  method  of  destroying  plant  and  household 
pests  and  fighting  fungus  diseases  has  been  devised 
by  Franz  X.  Bickel  of  Kufstein  in  the  Tyrol,  accord- 
ing to  a  recent  number  of  the  Chemiker-Zeitung.  In 
inclosed  spaces  the  mercury  is  employed  in  the  form 
of  vapor.  In  other  cases  it  is  injected  in  metallic 
form  directly  ^nto  the  circulating  fluids  of  the  plant. 
The  growth  of  the  plant  is  not  only  not  disturbed,  but 
is  in  most  cases  actually  assisted.  When  a  tree  is 
treated  the  process  is  as  follows :  With  a  stout  three- 
millimeter  auger  holes  are  bored  in  the  lower  branches 
—  from  five  to  seven  —  in  an  oblique  direction  and 
passing  through  the  pith.  These  holes  are  then  filled 
with  mercury  by  means  of  an  ordinary  "dropper," 
after  which  they  are  made  air-tight  with  "  tree-wax " 
or  some  similar  substance.  From  two  to  seven  grams 
of  mercury  are  required  for  an  inoculation.  The  effect 
is  quickly  observable  and  continues  for  a  year  or  more. 

To  ProclfiG«  P«rfuin«s. 

The  hundreds  of  strawberry  and  other  fruit  growers 
west  of  St.  Joseph  in  Kansas  are  giving  close  attention 
to  plans  of  A.  W.  Themanson  to  take  up  the  produc- 
tion of  essential  oils  and  perfumes. 

The  soil  and  climate  of  the  district  are  very  similar 
to  the  soil  and  climate  of  the  great  rose  growing  dis- 
tricts of  Bulgaria,  where  most  of  the  attar,  or  otto,  of 
roses  is  produced.  This  industry  was  almost  ruined 
by  the  two  Balkan  wars  and  in  consequence  prices  for 
the  various  fioral  oils  are  very  high.  Practically  all 
of  the  perfume  oils  used  in  the  United  States  are  im- 
ported.   Violet  oil,  for  instance,  brings  ^i86  a  pound. 

While  violets  are  easy  to  grow,  vast  quantities  of 
the  fi  )wers  are  needed  to  produce  a  pound  of  oil,  and 
yet  Mr.  Themanson  believes  that  violets  will  be  more 
profitable  than  strawberries.  He  has  laid  out  a  plot 
of  forty  acres  for  flowers  of  various  kinds  and  will 
erect  a  still  to  extract  the  oils  and  is  urging  on  his 
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Deighbors  the  production  of  fiowers  to  keep  the  still 
ruQDing  a  large  part  of  the  summer.  He  has  corre- 
spooded  with  a  number  of  perfume  manufacturers 
and  ^ays  he  can  dispose  of  all  the  oil  he  can  produce* 
Skmvlntf  Somps. 

The  requirements  of  a  shaving  soap  are  somewhat 
difiEerent  than  those  of  other  soaps.  To  be  a  good 
shaving  soap  tho^  lather  produced  therefrom  must  be 
heavy,  creamy,  but  not  gummy,  and  remain  moist  when 
formed  on  the  face.  The  soap  itself  should  be  of  a 
soft  consistency  so  as  to  readily  adhere  to  the  face 
when  used  in  stick  form^  It  should  furthermore  be 
neutral  or  nearly  so  to  prevent  the  alkali  from  smart- 
ing during  shaving. 

Shaving  soap  is  made  in^the  form  of  a  stick,  and  a 
tablet  for  use  in  the  shaving  mug.  Some  shavers  pre- 
fer to  have  the  soap  as  a  powder  or  cream,  which  are 
claimed  to  be  more  convenient  methods  of  shaving- 
While  a  liquid  shaving  soap  is  not  as  well  known  be' 
cause  it  has  not  yet  become  popular,  some  soap  for 
shaving  is  made  in  this  form. 

Formerly  shaving  soap  was  extensively  made  from 
a  charge  of  about  80  parts  tallow  and  20  parts  cocoa- 
nut  oil  as  a  boiled  settled  soap,  but  either  making  the 
strengthening  change  with  potash  lye  or  using  potash 
lye  in  saponifying  the  stock  and  graining  with  salt. 
Soaps  for  shaving  made  in  this  manner  are  very  un. 
satisfactory,  as  they  do  not  produce  a  sufficiently  thick 
or  lasting  lather  and  discolor  very  materially  upon 
aging.  Potassium  stearate  forms  an  ideal  lather  for 
shaving,  but  readily  harden^  and  hence  needs  some  of 
the  softer  oils,  or  glycerine  incorporated  with  it  to 
form  a  satisfactory  soap  for  shaving. 

The  selection  of  materials  for  making  a  shaving  soap 
is  important.  The  tallow  used  should  be  white  and 
of  high  titer.  Cochin  cocoanut  oil  is  to  be  preferred 
to  the  other  kinds,  and  the  alkalis  should  be  the  best 
for  technical  use  that  can  be  purchased  —  76  per  cent 
caustic  soda  and  88  92  per  cent  caustic  potash  are  suit- 
able. By  the  use  of  stearic  acid  it  is  a  simple  matter 
to  reach  the  neutral  point  which  can  be  carefully  ap- 
proximated. 

The  following  are  shaving  soap  formulae  which  have 
been  found  to  give  good  satisfaction : 

I. 

Tallow • 360  lbs. 

Stearic  acid 40  " 

Sodalye,4i^B 147  ** 

Potash  lye,  34'' B 87  " 

Water 32  " 

Gum  tragacanth i  " 

II. 

Tallow 282  lbs.  / 

Cocoanut  oil 60  " 

Stearic  acid 50  " 

Bayberry  wax 18  " 

Sodalye,4i*'B 147  " 

Potosh  lye,  34**  B 90  " 

Water 32  " 


III. 

Tallow 400  lbs. 

Cocoanut  oil 1 76   " 

Stearicacid 415   " 

Caustic  soda,  40**  B 182   " 

Caustic  potash,  38*  B 108   " 

To  proceed,  first  run  into  the  crutcher  the  tallow, 
cocoanut  oil  and  bayberry  wax  when  used,  and  bring 
the  temperature  of  the  mass  up  to  140^-160®  F.  by  dry 
steam.  Then  add  the  caustic  soda  lye  and  keep  on 
heat  with  occasional  mixing  until  it  is  all  taken  up. 
When  this  stage  is  reached  gradually  add  all  but  about 
5  per  cent  of  the  potash  lye,  and  complete  the  saponi- 
fication. This  point  having  been  reached,  the  heat  is 
turned  off;  the  crutcher  is  run  and  the  stearic  acid, 
previously  melted  by  dry  steam  in  a  leadljned  or 
enameled  vessel^  is  run  in  in  a  continuous  stream  and 
the  crutching  continued  for  fifteen  minutes  to  half  an 
hour.  Samples  are  taken  at  this  time,  cooled  and 
tested  by  alcoholic  phenolphthalein  solution.  If  too 
alkaline  more  stearic  acid  is  added,  if  too  acid  more 
potash  lye  from  that  previously  reserved.  After  each 
addition  of  lye  or  stearic  acid  the  mass  is  crutched 
from  10  to  1 5  minutes  longer,  another  sample  is  taken, 
cooled  and  again  tested.  When  the  phenolpbtbalein 
shows  a  very  light  pink  after  several  minutes,  the  soap 
is  practically  neutral,  although  at  this  point  one  can 
better  judge  by  dissolving  a  sample  in  hot  neutralized 
alcohol  made  by  putting  into  the  alcohol  a  few  drops 
of  phenolpbtbalein,  and  then  adding  weak  alkali  drop 
by  drop  from  a  burette  until  a  slight  pink,  not  yellow, 
tint  is  obtained,  and  noting  the  color  of  the  solution. 
The  solution  should  show  a  very  light  pink  when  the 
soap  is  properly  neutralized.  When  thi^  stage  is  ar- 
rived at  the  gum  tragacanth,  previously  softened  in 
water,  is  crutched  in  if  it  is  to  be  added.  The  soap  is 
then  framed,  stripped  in  three  or  four  days,  dried  and 
milled. 

The  formulae  as  given  are  for  shaving  sticks,  and  do 
not  readily  press  unless  thoroughly  dried.  A  more 
satisfactory  result  is  obtained  by  adding  at  the  mill  25 
per  cent  of  white  tallow  base  to  obtain  a  satisfactory 
mug  soap. 

Shaving  Powder. 

Shaving  powder  differs  from  the  soaps  just  described 
in  being  pulverized,  usually  adding  up  to  5  per  cent 
starch  to  prevent  caking.  Any  df  the  above  soaps, 
dried  bone  dry,  with  or  without  the  addition  of  tallow 
base  make  a  satisfactory  powder  for  shaving. 

Shaving  Cream. 
Shaving  cream  is  now  a  very  popular  shaving  medium 
due  to  the  rapidity  and  convenience  with  which  one 
can  shave  by  the  lise  of  this  product.  Formerly  shav- 
ing cream  was  made  from  the  liquid  oils  like  olive  oil 
and  a  soft  fat  like  lard,  together  with  cocoanut  oil. 
Now,  however,  most  of  the  popular  shaving  creams 
are  made  from  stearic  acid  and  cocoanut  oil,  as  a  far 
superior  product  is  obtained  by  the  use  of  these  sub- 
stances.   By  using  these  a  more  satisfactory  cream  is 
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obtained,  and  it  is  far  more  convenient  to  make.  The 
lather  also  produced  therefrom  is  more  suitable  for 
shaving,  being  thick,  creamy  and  remaining  moist. 

A  few  typical  formulae  fof  shaving  creams  of  this 
type  are  as  follows : 

I. 

Cochin  cocoanut  oil 26  lbs. 

Stearicacid 165   "^ 

Caustic  potash  lye,  50*^8 69   " 

Glycerine  C.P 76   " 

Water 38   " 

II. 

Cophin  cocoanut  oil 18  lbs. 

Stearicacid 73   " 

Caustic  potash  lye,  39**  B 54  " 

Glycerine 33   " 

Water 27   " 

III. 

Cochin  cocoanut  oil <     18  lbs. 

Stearicacid 73   " 

Caustic  potash  lye,  39**  B 54   " 

Glycerine 20   " 

Water 40   " 

and 

Stearic  acid 60  lbs. 

GlycerineC.P 85   " 

Water 165   " 

Sodium  carbonate 50   " 

Borax i    " 

To  make  a  shaving  cream  by  Formula  I  or  II,  the 
cocoanut  oil  and  glycerine  are  first  put  into  a  suitable 
mixing  apparatus  or  crutcher,  and  heated  to  120''  F. 
A  part  or  all  the  potash  lye  is  then  added  and  the  co. 
coanut  oil  saponified.  The  rest  of  the  potash  lye  and 
the  water  are  then  added,  and  with  the  mixer  running 
the  stearic  acid,  previously  melted  in  a  lead-lined  or 
enameled  vessel,  is  then  poured  in  in  a  stream  and  the 
mass  stin%d  until  smooth,  care  being  exercised  not 
to  aerate  it  too  much.  The  cream  is  then  tested  for 
alkalinity,  the  best  method  being  by  that  described 
under  shaving  soap,  in  which  the  sample  is  dissolved 
in  alcohol.  Because  of  the  large  quantity  of  water 
present,  phenolphthalein  is  unsatisfactory,  as  disso- 
ciation of  the  soap  may  show  a  pink  indication  in  spite 
of  the  fact  the  mass  is  on  the  acid  side.  For  a  quick 
method  of  testing  the  bite  on  the  tongue  is  a  satisfac 
tory  criterion.  If  a  cooled  sample  bites  the  tongue 
more  stearic  acid  is  added  until  there  is  an  excess  of 
this.  When  the  proper  neutralization  has  taken  place 
the  cream  is  perfumed  and  framed  in  a  special  frame, 
or  it  may  be  allowed  to  cool  in  the  mixer  and  perfumed 
the  n6xt  day.  When  cool  the  cream  is  strained,  or  put 
through  an  ointment  mill,  after  which  it  is  ready  to  fill 
into  tubes. 

The  procedure  for  the  first  part  of  Formula  III  is 
the  same  as  that  just  given.  The  second  part  of  the 
formula  is  made  the  same  as  a  vanishing  cream  for 
toilet  purposes.  To  make  this,  first  melt  the  stearic 
acid  as  already  directed.  Dissolve  the  sodium  car- 
bonate and  borax  in  water  and  when  dissolved  add 


the  glycerine,  and  stir.  Then  heat  this  solution  to 
about  100^-120°  F.  and  while  stirriAg  in  a  suitable  mix- 
ing machine  into  which  this  solution  has  been  poured 
after  being  heated,  or  better  still  in  which  it  has  been 
heated  by  dry  steam,  add  the  stearic  acid.  Continue 
mixing  until  smooth  and  then  allow  to  cool,  or  run  into 
frames  to  cool. 

When  the  shaving  cream  and  vanishing  cream  are 
both  cool,  they  are  mixed  in  the  proportion  of  one  of 
the  former  to  two  of  the  latter.  It  is  claimed  that  in 
thus  making  a  shaving  cream  a  smoother  .product  is 
obtained,  although  it  may  be  said  that  the  vanishing 
cream  is  merely  a  soft  soap  and  the  ultimate  result  is 
the  same  as  though  the  various  ingredients  were  added 
in  one  operation,  rather  than  making  two  separate 
products  and  then  mixing  them,  thereby  considerably 
increasing  the  cost  of  manufacture.— The  American 
Perfumer. 

Lrltflit  from  Aax  Bmtt«rjr. 


A  powerful  light  can  be  obtained  from  a  dry  bat- 
tery that  has  been  worn  out  for  almost  any  other  pur- 
pose with  the  aid  of  a  small  tungsten  electric  light 
and  a  stamped  metal  handle  and  connection.  A  re- 
flector of  tin  can  be  added  and  a  small  lens  placed  in 
front  of  the  bulb,  if  desired.  By  pushing  down  the 
button  marked  A  the  piece  of  spring  metal  B  is  forced 
against  the  base  of  the  light,  thus  completing  the  cir- 
cuit. For  use  with  a  central  pole  carbon  battery  the 
connection  can  be  made  with  the  aid  of  the  hole  C. 

A  lamp  like  this  can  be  carried  in  the  automobile 
6t  motor  l)oat  and  attached  to  one  of  the  ignition  bat- 
teries when  desired  for  use,  or  it  can  have  its  own 
battery  always  at  hand.  A  remakably  strong  light 
is  given  even  with  a  low  candle-power  bulb.  And  yet 
not  nearly  as  much  room  is  taken  up  by  the  whole  de- 
vice as  by  a  serviceable  hand  electric  lantern.  —  Tech- 
nichal  World. 

The  picture  placards  were  attractive  and  have  made 
many  sales  for  us.  Hilo  Drug  Co. 

Hi/Of  //await,  Dec.  ^9,  /p/-/. 
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To  Fill  m  Ss^vbon* 

The  problem  of  filling  syphons  to  obtain  good  water 
in  the  glass  is  a  complex  one,  and  no  definite  hard  and 
fast  rules'  about  cylinder  pressure,  etc.,  can  be  laid 
down— because,  owing  to  the  varying  sizes  of  cylin- 
ders, the  different  diameter  and  length  of  the  tubes 
conveying  the  water  from  the  cylinder  to  the  filling 
head,  many  sizes  of  the  filling  head  ways,  and  the 
varying  construction  and  size  of  the  snift  valves,  it  is 
impossible  to  state  a  uniform  pressure  which  will  fill 
syphons  satisfactorily. 

The  chief  point  in  syphon-filling  is  to  get  a  relatively 
higji  pressure  in  the  syphon  from  a  low  cylinder  pres- 
sure, because  actually  the  pressure  which  tells  is  the 
pressure  remaining  in  the  syphons'  after  it  has  been 
filled.  To  do  this  a  syphon  pressure  gauge  is  abso- 
lutely necessary. 

The  pressure  in  the  syphon  should  only  be  taken 
after  the  syphon  has  been  filled  for  some  hours,  so  that 
as  much  of  the  top  gas  as  possible  has  been  absorbed 
by  the  liquid.  It  is  obviously  wrong  to  fill  a  syphon 
from  a  cylinder  showing  180  to  200  pounds  pressure, 
then  snift  all  the  gas  away  until  a  final  pressure  of  70 
to  80  pounds  is  left  in  the  syphon,  when  the  same  final 
pressure  can  be  obtained  in  the  syphon  from  a  cylinder 
pressure  of  no  to  140  pounds. 

During  the  first  snift— i.  e.,  after  the  syphon  is  filled 
as  far -as  possible  and  the  snift  valve  opened  to  allow 
the  top  gas  to  escape —only  the  top  gas  should  escape, 
and  the  snift  valve  must  not  be  kept  open  too  long, 
otherwise  the  gas  in  the  water  is  liberated  and  escapes 
as  well.  This  happens  only  too  frequently,  and  con- 
sequently the  high  cylinder  pressure,  which  costs  so 
much  to  obtain  by  using  large  quantities  of  gas  and 
by  wear  and  tear  of  the  pumps,  is  wasted.  Do  not 
snift,  therefore,  for  an  instant  after  the  gas  leaves 
the  water  (as  soon  as  you  see  the  bubbles  of  CO^, 
in  the  water).  In  many  machines  the  snift  opening 
in  the  filling  machine  can  be  reduced  with  advantage. 
A  metal  washer  i^nserted  in  the  snif tway,  and  furnished 
with  a  small  hole  for  the  gas  to  escape,  will  answer, 
and  two  or  three  experiments  will  at  once  determine 
the  size  this  hole  should  be  for  your  machine. 

Another  important  point  is  temperature,  and  it  will 
greatly  increase  the  quality  of  your  waters,  especially 
during  the  hot  weather,  if  you  pass  your  feed  water 
through  a  long  coil  of  piping  in  an  ice  box  — in  order 
to  reduce  the  temperature  and  so  increase  the  satura- 
tion. —  Southern  Carbonator. 


Slinpl«  Foi 


.  of  Nltrom«t«r. 


l#lcorlG«  Ia  Y7Alt«d  Stmt«s« 

Licorice  growing  is  a  new  industry  in  Sutter  County 
Cal.,  where  a  good  crop  is  expected  this  year.  Lico- 
rice imports  into  the  United  States  in  the  fiscal  year 
1913  were  105,032,429  pounds  of  the  root,  valued  at 
$1,806,756,  and  796,222  pounds  of  licorice  paste,  valued 
at  1101,823.  The  source  of  supply  has  been  Asiatic 
Turkey.  Because  of  the  trade  restrictions  there  on 
account  of  the  war  the  California  growers  of  licorice 
anticipate  larger  profits  this  year. 


The  nitrometers  on  the  market  have  been  designed 
for  genera]  use  and  not  particularly  for  the  assay  of 
spirit  of  nitrous  ether,  and  they  are,  generally,  expen- 
sive and  complicated  and  more  or  less  troublesome  to 
use.  During  the  past  year  the  writer  has  had  occasion 
to  make  a  number  of  assays  of  this 
preparation,  and  a  special  form  of  in- 
strument was  devised  for  this  work. 

The  following  features  are  found  in 
this  new  form  of  nitrometer :  It  agrees 
in  all  essentials  with  the  official  general 
description  given  on  page  576  of  the 
Pharmacopoeia;  it  is  simple  and  com- 
pact and  of  good  appearance ;  it  is  com- 
plete, so  that  when  one  is  ordered  it  is 
received  ready  for  use ;  and  its  cost  is 
moderate. 

The  instrument,  as  shown,  consists  of 
a  glass  tube  about  16  inches  long  and 
graduated,  from  the  top  downward,  to 
50  cc.  in  fifths.  At  the  top  this  grad- 
uated tube  is  contracted  and  has  a  stop- 
cock connecting  it  with  a  cylindrical 
funnel  which  is  also  graduated  at  5  cc. 
and  10  cc.  The  graduated  tube,  below 
the  graduation,  is  expanded  to  form  a 
bulb  of  about  75  cc.  capacity,  and  below 
this  there  is  a  side  tube  with  an  open 
end  to  be  connected  with  a  leveling  bulb. 
The  bottom  of  the  instrument  is  closed, 
and  it  stands  on  a  removable  base,  preferably  of  iron. 
The  leveling  bulb  is  connected  with  the  side  tube  by 
about  two  feet  of  flexible  rubber  tubing  (not  shown  in 
illustration),  and  is  supported  by  a  damp  which  is 
attached  to  the  graduated  tube  and  easily  adjusted  at 
any  height. 

This  piece  of  apparatus  has  the  same  general  ap- 
pearance as  SchifFs  nitrometer,  and  is  a  modification 
of  that  instrument  No  great  originality  is  claimed  for 
it,  but  it  has  proven  to  be  well  adapted  for  its  special 
use.  The  instrument  shown  was  made  to  order  for 
$3  50  by  a  firm  of  apparatus  manufacturers  in  New 
York  City.  I  have  no  doubt  but  that  this  price  will 
be  l^^wered  when  it  is  catalogued  and  made  in  quanti- 
ties for  regular  stock. 

Not  many  pharmacists  realize  that  the  assay  of 
nitrous  ether  is  a  very  simple  operation  if  we  have  a 
nitrometer.  The  actual  work  can  be  done  inside  of 
ten  minutes,  followed  by  a  necessary  wait  of  about 
half  an  hour  for  the  complete  generation  of  the  gas 
and  its  change  to  room-temperature. 

To  fill  this  nitrometer  or  any  form  of  a  similar  general 
character,  we  fill  the  leveling  bulb  about  half  full. 
There  is  an  immediate  passage  of  the  liquid  to  the 
expansion  bulb.  It  is  necessary  to  stop  at  this  point 
and  expel  air  bubbles  from  the  rubber  tube.  This  can 
be  done  by  squeezing  it  tightly  several  times.  Then, 
if  the  leveling  bulb  is  raised,  the  salt  solution  will  fill 
the  nitrometer.    When  the  graduated  tube  is  exactly 
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filled  we  close  the  stopcock  and  lower  the  leveling 
bulb. 

The  instrument  is  now  ready  for  use.  In  the  official 
process  the  first  step  is  to  shake  the  sample  of  spirit 
of  nitrous  ether  with  a  small  amount  of  potassium  bi- 
carbonate to  neutralize  any  free  acid.  Then  an  ordi- 
nary ICO  cc.  measuring  fiask  is  weighed,  and  about 
30  gm.  of  the  sample  are  introduced  and  it  is  weighed 
again.  Then  we  bring  the  volume  of  the  liquid  to 
100  cc.  with  alcohol  and  mix.  For  ordinary  store  work 
you  will  find  that  the  instrument  is  accurately  grad- 
uated. We  measure  10  cc.  of  the  diluted  ^sample  in 
the  funnel.  This  is  then  allowed  to  enter  the  gradu- 
ated tube,  being  careful  that  no  air  follows.  It  may 
be  safer  to  allow  the  last  drop  to  remain  in  the  funnel 
tube.  It  will  be  washed  in  by  the  first  reagent.  You 
thereby  avoid  the  risk  of  air  getting  into  it.  Ten  cc. 
of  potassium  iodide  test  solution  are  next  measured  in 
the  funnel,  which  is  a  large  excess,  and  not  a  quanti- 
tative amount,  and  is  allowed  to  enter  the  graduated 
tube.  A  slight  reaction  immediately  ensues.  And 
here,  again,  it  is  necessary  to  take  care  that  no  air  gets 
in  the  nitrometer,  or  we  should  have  to  start  over 
again.  The  last  reagent  is  10  cc.  of  normal  sulphuric 
acid  introduced  in  the  same  manner  as  the  preceding. 
I  have  always  considered  that  it  is  unfortunate  that 
normal  sulphuric  acid  is  specified,  as  this  is  not  found 
in  many  drug  stores,  and  it  is  troublesome  to  make. 
What  is  needed  is  but  a  weak  sulphuric  acid  of  about 
5  per  cent  strength.  The  normal  acid  is  of  about  this 
strength,  but  the  same  result  is  obtained  more  easily 
by  using  a  mixture  of  equal  parts  of  diluted  sulphuric 
acid  and  .water.  '  The  pharmacist  who  is  not  a  well 
trained  chemist  might  think  that  the  normal  strength 
of  the  acid  is  essential,  but  it  is  not.  There  is  a  large 
excess  of  the  acid,  and  as  soon  as  it  enters  there  is  a 
violent  reaction  and  our  work  is  done. 

It  is  necessary  to  allow  the  instrument  to  stand  from 
one-half  to  one  hour.  This  is  directed  in  the  Phar- 
macopoeia to  allow  for  the  completion  of  the  reaction 
and  for  the  gas  to  come  to  the  room^ temperature. 
Then  it  is  necessary  at  the  expiration  of  that  time  to 
bring  the  liquid  in  the  bulb  to  the  same  level  as  the 
liquid  within  the  graduated  tube,  so  that  we  obviate 
any  difference  of  pressure  between  the  gas  inside  of  ^ 
the  tube  and  the  air  on  the  outside.  Then  we  read  ' 
the  number  of  cubic  centimeters  of  gas  in  the  tube 
and  calculate  the  percentage  of  ethyl  nitrite  from  our 
first  weighing,  and  this  volume  by  directions  that  are 
given  in  the  Pharmacopoeia.  It  is  necessary  to  ob- 
serve the  temperature,  and  if  there  is  a  considerable 
di£Eerence  between  the  room -temperature  and  25°  C. 
a  correction  must  be  made,  and  in  this  correction  the 
Pharmacopoeia  says,  change  the  percentage  calculated 
by  "one-third  of  one  per  cent"  of  itself  for  each 
degree  of  difference  in  temperature,  and  to  a  person 
not  accustomed  to  using  these  figures,  that  one- third 
of  one  per  cent  of  a  percentage  is  very  confusing.  We 
calculate  a  percentage  and  then  we  find  l4  per  cent  of 
that  percentage.    If  the  Pharmacopoeia  were  changed 


to  read,  ^0  of  the  percentage  first  calculated,  which 
is  exactly  the  same  thing,  it  would  be  much  clearer. 

A  very  slight  correction  needs  to  be  made  some- 
times for  variations  in  pressure,  but  this  is  not  neces- 
sary for  ordinary  work.  Before  I  stop  I  will  call  your 
attention  to  this  expansion  bulb.  If  it  were  not  there 
some  of  the  sample  and  reagents  would  pass  over  into 
the  rubber  tube,  and  perhaps  some  of  the  gas  would 
escape  through  the  leveling  bulb.  —  Theodore  J. 
Bradley,  Dean,  Massachusetts  College  of  Pharmacy 
in  Journal  A.  Ph.  A.     • 


HaAdy  SIpHoA  Bottle. 


A  prescription  department  in  a  large  city  drugstore 
has  a  handy  utensil  in  the  shape  of  a  gallon  siphon 
bottle  for  distilled  water  made  with  two  pieces  of 
glass  tubing,  a  rubber  tube,  and  an  atomizer  bulb. 
When  the  bulb  is  pressed  air  is  forced  into  the  bottle 
causing  the  water  to  flow  into  the  prescription  bottle 
held  under  outlet  tube.  —  Modern  Mechanics. 


TivalA  OA  AdvertislA^* 

When  Mark  Twain,  in  his  earlier  days,  was  editor 
of  a  Missouri  paper,  a  subscriber  wrote  him  that  he 
had  found  a  spider  in  his  paper  and  asked  him 
whether  it  was  a  sign  of  good  or  bad  luck.  The  hu- 
morist wrote  him  this  answer : 

"  Old  Subscriber :  Finding  a  spider  in  your  paper 
was  neither  good  luck  nor  bad  luck.  The  spider  was 
merely  looking  over  our  paper  to  see  which  merchant 
is  not  advertising,  so  that  he  can  go  to  that  store,  spin 
his  web  across  the  door,  and  lead  a  life  of  undis- 
turbed peace  forever  after." 


Wky  not  let  us  hear  from  you  if  you  are  in  pharm- 
aceutical trouble  or  have  found  a  way  rf  doing  some- 
thing that  seems  good  to  you. 
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TRADE  TIPS  AND  TOPICS 

A  Deparhncht  of  LIVE  BUSINESS  IDEAS  and  PROFIT  POINTERS  in  Various  Lints 


E£ 


WKIte  Sale. 

An  alert  druggist  followed  the  lead  of  the  big  dry 
goods  stores  and  incidentally  let  the  reflected  light  of 
some  of  their  advertising  fall  on  him,  by  announcing 
a  "  White  Sale,"  when  similar  sales  were  in  full  blast 
elsewhere  in  the  lull  after  the  holidays. 

His  newspaper  announcement  was  of  the  briefest, 
merely  reading, "  A  White  Sale  at  a  drug  store  is  a 
novelty.  Look  in  our  windows  and  see  what  we  offer." 
The  back,  floor  and  sides  of  the  window  were  covered 
with  white,  and  the  goods  displayed  consisted  of  ivory 
goods,  tooth  brushes,  jars  of  cold  cream  and  other 
toilet  goods  in  white  cartons.  Another  window  was 
given  over  to  white  candies.  The  single  note  of  color 
in  >each  was  a  growing  plant  in  full  bloom,  borrowed 
from  a  neighborly  florist,  and  the  effect  was  very 
striking. 

For  SmoKers. 

The  box  trade  in  cigars  that  can  be  worked  up  by 
the  progressive  dealer  who  has  his  stand  in  the  office 
building,  is  oftentimes  surprising  in  volume,  says  the 
Novelty  News.  One  dealer  who  enjoyed  a  consider- 
able box  trade  in  the  office  building  where  he  had  his 
stand,  was  met  by  the  refusal  of  one  of  his  best  cus- 
tomers to  purchase  any  more  cigars.  Quality  was  all 
right,  price  was  all  right,  but  still  the  former  customer 
refused  to  buy.  It  finally  developed  that  an  important 
paper  had  been  slightly  burned  by  the  former  cus- 
tomer when  he  laid  the  lighted  end  of  a  cigar  on  his 
desk,  and  he  thereupon  vowed  that  he  would  not  smoke 
any  more  until  he  could  exercise  enough  judgment  and 
foresight  to  prevent  the  recurrence  of  any  such  dam- 
age. The  dealer  promptly  secured  a  quantity  of  cigar 


and  ash  trays,  which  he  distributed  among  the  offices 
in  the  building,  and  to  this  customer  in  particular,  and 
this  little  piece  of  business  sagacity  not  only  brought 
about  a  return  of  patronage  in  that  particular  instance, 
but  stimulated  his  business  throughout  the  building 
until  the  amount  of  money  represented  in  the  trays 
that  he  had  given  proved  to  be  one  of  the  best  invest- 
ments he  had  ever  made. 

Valuable  Ideas  from  Emploxees. 

Simmons'  Spice  Mill  gives  an  instance  which  illus- 
trates the  importance  of  encouraging  employees  to 
give  their  ideas  occasionally.  A  manufacturer  put  a 
question  box  in  his  factory  and  invited  his  employees 
to  suggest  improvements.  He  was  surprised  one  day 
to  receive  a  valuable  suggestion  from  a  ^  a  week  fac- 
tory boy— a  raw  foreigner.  It  was  a  simple  sugges- 
tion, but  one  worth  hundreds  of  dollars  to  the  plant. 

The  boy  had  no  idea  his  suggestion  amounted  to 
much  and  his  employer  and  foreman  wondered  that 
they  had  not  seen  the  thing  themselves  long  ago. 

They  simply  hadnH  the  right  viewpoint,  while  the 
boy,  without  any  mechanical  knowledge,  had  uncon- 
sciously caught  the  idea.  "  Let's  not  be  the  sort  of 
person  who  crosses  the  stream  in  search  of  water.** 

WKat  One  Window  Did. 

According  to  a  writer  in  the  New  England  Grocer 
the  most  important  point  in  a  window  trim  is  to  make 
the  display  say  something  to  draw  trade.  He  gives 
this  instance  — a  tip  that  any  live  druggist  may  appro- 
priate, with  the  necessary  changes.  A  grocer  has  made 
a  purchase  of  a  hundred  cases  of  com.  He  trimmed 
his  window  on  Saturday  (a  good,  big,  corner  window), 
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put  ia  a  pyramid  of  perhaps  five  or  six  dozen  cans ;  on 
a  nice,  clean  platter  dressed  with  greens  he  turned  out 
an  opened  can  of  corn,  and  in  a  modest  sign  he  said : 
V  In  seventeen  years  of  business  I  have  never  handled, 
at  any  price,  a  better  corn  than  this.  While  it  lasts, 
I2C.  per  can,  11.25  IP^^  doz."  On  the  following  Friday 
he  closed  out  the  last  dozen.    Think  it  over. 

A  Timelx  Trim. 

Disease  Prevention  Day  was  observed  throughout 
the  state  of  Indiana.  As  a  means  of  informing  the 
people  in  matters  of  sanitation  and  health  it  proved 
effective.  It  also  gave  an  excellent  chance,  says  Good 
Storekeeping,  for  drug  stores  to  fall  into  line  and  profit 
by  the  movement. 

From  Shelton  G.  Silverburg,  an  enterprising  phar- 
macist of  Muncie,  Ind.,  comes  the  following  account 
of  how  he  profited  by  the  day :    ^ 

"In  our  store  advantage  was  taken  of  this  oppor- 
tunity to  feature  our  policy  of  opposition  to  that  class 
of  proprietary  medicines  which  Dr.  Wiley  and  other 
noted  authorities  have  so  freely  condemned.  'Our  con- 
tribution  to  the  Disease  Prevention  Day  programme 
consisted  of  a  window  display  of  a  somewhat  startling 
character.  A  large  window  was  divided  in  the  centre, 
each  half  being  a  separate  display.  One  side  contained 
a  display  of  so-called  '  remedies'  with  a  large  placard, 
'  These  are  remedies  you  should  not  use.  They  are 
worthless.  They  are  over-priced.  Many  of  them  are 
dangerous.'  The  other  half  of  the  window  contained 
a  di9play  of  vaccines,  antitoxins,  surgical  dressings  and 
appliances  'safe  to  use,'  lysol,  listerine  and  quinine, 
decorated  with  small  American  flags  and  with  suitable 
placards." 

Brand  Ne^nr  Idea. 

Test  tubes  are  generally  associated  not  with  the 
grotery  but  with  the  drug  business.  Yet  it  does  not 
necessarily  follow  that  the  test  tube  cannot  be  used  in 
the  former,  for  it  is  in  one  Canadian  store  at  least. 
The  writer  ran  across  it  recently  in  the  store  of  J.  P. 
Kerwin,  Dundas,  Ont  Mr.  Kerwin  had  a  number  of 
these -test  tubes  selling  goods  for  him.  He  fills  them 
with  such  goods  as  shelled  almonds,  split  peas,  ricei 
tapioca,  lentils,  etc.,  and  placing  a  cork  in  the  mouths 
of  the  tubes  inverts  them  in  a  board  bored  with  holes. 
Customers  pick  them  up,  ask  questions  and  first  thing 
they  know  they  are  sold  something.  They  are  also 
frequently  carried  by  the  order-taker  on  his  trips,  being 
easily  carried  in  the  vest  pocket,  and  invariably  result 
in  orders  that  otherwise  would  not  have  been  secured. 
—  Inland  Storekeeper. 

TaKing  a  Stand. 

An  association  composed  of  nearly  one  hundred  of 
the  principal  business  firms  of  St.  Paul,  Minn.,  says  the 
Advertising  World,  have  signed  an  agreement  to  here- 
after refuse  to  purchase  ticlcets  or  to  take  advertising 
space  in  programmes  or  to  donate  merchandise  of  any 
kind  for  entertainments,  balls,  bazaars,  picnics,  athletic 
meets  and  similar  attractions.  The  meeting  at  which 
the  organization  was  effected  brought  out  the  fact  to 


all  of  them  that  such  purchases,  advertising  and  gifts 
amounted  to  several  thousand  dollars  each  year —  with 
not  a  visible  return. 

Mail  Order  Competition 

The  Home  Trade  Journal,  a  store  paper,  speaks 
right  out  in  meetin'  regarding  the  unfairness  to  local 
concerns  of  dealing  with  the  mail  order  houses.  Here 
are  a  few  of  the  pokes  in  the  ribs  it  gives  to  its  own 
townsfolk : 

We  should  patronize  the  men  who  are  trying  to  help 
ourselves.  We  all  hope  to  advance.  We  all  hope  to 
become  prosperous. 

When  we  buy  from  the  mail  order  house  we  are 
helping  monopoly  to  put  our  storekeepers  out  of  busi- 
ness. When  we  send  a  dollar  to  the  big  city  instead 
of  spending  it  at  home,  we  are  depriving  our  children 
of  some  of  the  opportunities  for  education  which  they 
are  entitled  to. 

Let  us  spend  our  dollars  here  at  home,  with  the  mer- 
chants who  are  trying  to  keep  up  the  schools  and  other 
local  advantages  which  we  cannot  have  for  our  children 
unless  we  have  a  prosperous  community. 

Let  us  not  forget  that  the  mail  order  man  does  not 
pay  any  of  our  taxes  in  this  town.  The  taxes  are  paid 
by  the  local  business  men,  at  least  the  greater  propor- 
tion, and  the  more  business  we  do  with  them,  the  more 
taxes  they  must  pay. 

Let  us  wake  up  to  a  consideration  of  our  best  in- 
terests. 

Let  us  support  those  who  help  us  and  our  children. 

A  mg  Draw. 

Drawing  3,700  people  to  a  store  on  two  afternoons, 
without  any  sensational  price  cutting,  is  a  feat  worthy 
of  more  than  passing  comment,  says  the  Advertising 
Worid.  The  William  H.  Turner  Co.  of  Kokomo,  Ind., 
did  the  trick  with  a  distribution  of  potted  ferns  to 
the  school  children.  Only  recently  have  the  retailers 
awakened  to  the  enormous  possibilities  in  the  boys 
and  girls  for  boosting  their  business. 

From  the  teachers  of  the  public  and  parochial  schools, 
the  names  of  all  the  pupils  were  procured.  To  these, 
cards  were  sent  stating  that  on  a  certain  date  the  cou- 
pons would  be  good  for  potted  ferns  if  presented  at 
the  Turner  store. 

The  youngsters  came,  and  with  them  their  fathers 
and  mothers,  and  many  relatives,  until  fully  3,000  plants 
were  given  away,  and  the  simple  stunt  kept  the  Turner 
store  in  the  limelight  for  many  a  day. 

Valentine  W^indow. 

The  Woodward  Drug  Co.,  Boston,  had  an  attractive 
St.  Valentine's  window  this  month,  devoted  to  a  con- 
fectionery display. 

Nearly  all  the  candies  shown  were  in  red  and  white 
varieties.  The  floor  of  the  window  was  covered  with 
a  special  crepe  paper  with  printed  hearts  and  Cupids. 
In  the  background  was  a  big,  red  cardboard  heart,  in 
an  opening  in  the  center  of  which  stood  a  beautifully 
dressed  wax  doll  over  two  feet  tall. 
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In  each  hand  the  little  lady  grasped  a  bunch  of  nar- 
row red  and  white  ribbons,  the  other  end  of  each  ribbon 
being  attached  to  one  of  the  many  placards  featuring 
the  display.  A^all  the  placards  were  in  the  form  of 
red  hearts,  lettered  in  white,  the  effect  was  very  strik- 
ing. An  electric  fan  kept  the  ribbons  constantly  sway- 
ing and  added  a  touch  of  life. 

Seasonable  Ads. 

Ring  Us  UpI 
There  is  always  some  one  to  answer  your  phone  call. 
Ring  us  up  at  any  time  and  we  will  deliver  your  order 
quickly.  If  it*s  medicine,  toilet  articles,  candy  or  any 
drug  store  want  just  ring  us  up.  Phone  No.  $^3- 
Wheeler's-Drug  Store. 


For  That  Tickling,  Racking  Cough. 
Use  our  "  Ruby-Lytbl  Lozenges."  They  are  imme- 
diately soothing  and  healing,  and  carry  to  the  inflamed 
membranes,  through  the  medium  of  a  pleasant-tasting 
gelatine  lozenge,  an  antiseptfc  which  destroys  the  germ 
of  infection  and  aids  Nature  to  reassert  her  natural 
function.    John  D.  Smith,  Druggist. 


Good  Cigars  at  Any  Time. 
Any  time  you  step  to  our  cigar  counter  you  can  get 
a  nice  refreshing  smoke.  This  is  due  to  the  fact  that 
all  our  cigars  are  kept  at  the  proper  degree  of  moisture 
through  patent  moisteners.  If  you  want  a  well-worth 
smoke,  get  your  cigars  of  us. 


A  Corn  Cure  That  Works. 
Take  those  throbbing  aches  out  of  your  corns  by  re- 
moving the  com  in  a  safe  and  easy  way.    Paint  your 
corn  night  and  morning  for  three  days  with 

Precourts  Corn  Cure 
You  can  then  remove  your  corn  without  the  least  bit 
of  trouble. 

Pointers. 

Take  care  of  your  ads  -and  the  sales  will  take  care 
of  themselves.— Advertising  World. 

When  you  see  a  customer  leave  your  store  before  a 
salesman  has  had  time  to  wait  upon  her  (or  more  likely 
him,^  because  it  is  the  men  who  are  impatient)  put  the 
name  down  on  a  slip  of  paper  or  a  book  some  place^ 
which  can  be  done  without  interrupting'your  attention 
to  the  customer  in  hand,  and  then  make  it  a  point  to 
apologize  to  that  customer  at  the  very  first  opportunity. 
The  right  sort  of  personal  attention  never  fails  to  make 
a  hit—  Omaha  Trade  Exhibit. 

To  my  view,  the  peddler  is  an  ideal  merchant,  from 
the  standpoint  of  turn  of  stock.  He  buys  his  wants 
for  the  day,  sells  it  and  comes  back  for  his  next  day's 
needs.  The  merchant  who  so  arranges  his  stock  that 
he  knows  what  he  is  selling  and  what  to  replenish,  fol- 
lows the  same  system,  and  it  is  the  best  system  —  for 
profits. —  The  Merchants'  Journal  and  Commerce. 

A  placard  in  a  drug  store  window  read:  '*Uneeda 


Biscuit,  ic.  a  package,  with  any  25c.  purchase  in  this 
store." 

To  be  personally  "  on  the  job  "  as  President  Wilson 
says  is  the  fundamental  law  of  all  successful  store- 
keeping.  Business  is  not  a  matter  of  machinery.  It 
is  not  a  great  granite  building.  It  is  not  iron  and  steel 
and  rock :  it  is  the  human  force  that  is  in  it.  It  is  the 
man.— John  Wanamaker  in  Good  Storekeeping. 

It  is  as  necessary  to  hold  old  customers  as  to  win 
new  ones.  Lost  customers  are  an  expensive  proposi. 
tion.  Their  influence  is  often  greater  than  the  amount 
of  money  they  spend. —  Sporting  Goods  Dealer. 

What  do  your  show  cards  cost  you  a  year  ?  A  few 
dollars  spent  this  way  is  money  re-invested,  with  com- 
pound interest.  Show  cards  give  a  busy  appearance 
to  a  shop,  and  every  word  of  them  is  read.  Show  cards 
sell  goods,  and  to  the  person  who  did  not  intend  com- 
ing into  your  shop.  That  is  more  than  your  salesman 
can  do. 

Competition  is  an  eye  opener.  Some  of  us  would 
never  have  discovered  the  latent  power  in  ourselves  if 
we  had  not  found  out  what  others  could  do.  Many  a 
man  owes  his  success  to  some  rival  who  first  revealed 
to  him  his  own  reserves.  Instead  of  worrying  over 
competition,  we  should  be  glad  of  it,  since  it  is  so  often 
an  incentive  for  us  to  better  our  best. 

THe  Optimist's  Corner. 

In  doing  anything  in  the  world  worth  doing,  do  not 
stand  shivering  on  the  bank,  thinking  of  the  cold  and 
danger,  but  jump  in,  and  scramble  through  the  best 
way  you  can. 

In  every  department  of  the  commercial  and  socia^ 
world,  everywhere,  it  is  geniality  that  pays  the  biggest 
dividends  on  the  smallest  investments.  There  have 
been  sweeter  emotions  smiled  than  can  be  expressed 
in  any  words.  The  smile  has  always  been  the  universal 


A  unique  sign. 

( The  above  is  a  picture  of  a  sign  that  has  been  used  on  its  store 
for  many  yean  by  the  Montgomery  Drug  Co.,  Montgomery,  Ala  ) 
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speech.  It  has  ever  expressed  clearly  the  simplest,  the 
sweetest,  the  finest  emotions  of  the  human  soul. —  The 
Flashlight. 

Americanization  is  now  in  its  Panama  Canal  develop- 
ment. Nothing  human  can  stop  its  progress.  The 
bufEaloes  on  the  plains  have  gone,  but  the  steam  plows 
and  reapers,  railroads,  universities,  mills  and  ware- 
houses have  taken  their  place.  We  are  going  fast 
towards  the  second  hundred  million.  The  sky  of  the 
future  is  resplendent  with  promise. — The  Oi^timist. 

Stop  making  excuses.  Even  if  you  think  you  have 
a  good  one  donH  use  it  — especially  do  not  use  it  upon 
yourself.  Opportunity  lies  around  you,  move  in  and 
possess  it  and  you  will  not  need  the  good  excuse.  A 
good  excuse,  prepared  in  advance,  is  an  invitation  to 
failure.  It  is  success  you  want,  not  excuses.  One 
opportunity  improved  is  worth  a  million  good  excuses. 

A  message  to  men. —  These  are  days  when  men  are 
men. 

The  craven-hearted  are  skulking  and  falling  back  — 
they  are  finding  excuses  for  going  to  the  rear— they 
have  no  stomach  for  a  fight  —  they  are  licked. 

The  real  men  are  going  about  their  affairs — they 
have  given  up  their  holidays,  they  are  on  the  firing 
line  of  busiaess,  and  their  courage  and  patriotism  are 
in  evidence  every  hour  of  the  day. 

They  are  not  lying  down  —  they  are  standing  up,  and 
they  will  maintain  and  improve  our  place  in  the  sun 
of  commerce  and  industry.—  Dry  Goods  Economist. 


C.  G.  Sprague,  of  Portage,  Wis.,  sends  a  description 
of  a  stunt  which  he  claims  to  have  used  to  good  ad- 
vantage. Whenever  he  has  an  occasion  tolconduct  a 
special  sale  he  advertises  the  fact  on  the'sidewalk,  as 


2£AV^ 


per  descriptive  illustration  shown,  marking  |same  with 
some  loud  color  of  paint,  such  as  yellow,  "bright  ver- 
milion, etc.  He  claims  that  he  has  found  this  unique 
method  to  be  quite  successful  in  bringing  in  the  crowds. 
—  Five  and  Ten  Cent  Magazine.  '^ 


CoAtlAt&ed  CoAStaAcy.' 

I  have  been  a  constant  reader  for  years  past  of  your 
interesting  Spatula,  and  am  enclosing  5s.  6d.  as  sub- 
scription for  191 5.  H.  Montgomery. 
Callan,  Ireland^  Jan.  18 ^  IQIJ. 


The  roar  of  a  lion  can  be  heard  further  than  the 
sound  of  any  living  creature.  Next  come  the  cries  of 
the  hyena,  the  screech  owl,  the  panther  and  the  jackal 
in  succession. 


A   PROMISING   CROP  OF  FUTURE   MEXICAN   PRESIDENTS  WHEN 
THE   PRESENT  SUPPLY  THREATENS  TO  RUN   OUT, 
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THm  Best  Soda  Virater. 

There  is  but  one  kind  of  soda  fountain  that  wins, 
and  that  is  the  kind  that  gives  the  best  service,  prompt- 
ness, cleanliness,  quality  and  courtesy,  says  Glen  H. 
Roberts,  of  Minneapolis.  The  keynote  to  success  in 
soda  fountain  business  is  service. 

The  most  important  item  of  service  is  cleanliness. 

A  great  deal  depends  upon  the  man  in  charge  of  the 
fountain,  it  being  absolutely  essential  to  the  success 
of  this  department  that  he  be  a  clean-looking  dispenser 
with  a  smile  that  never  comes  off,  and  one  who  takes 
pride  in  keeping  things  polished  all  the  time  and  who 
will  not  tolerate  foul  sponges,  rubbish  or  anything  else 
that  could  offend  the  most  fastidious. 

I  know  of  no  other  department  that  requires  so  much 
attention  or  time  spent  in  keeping  things  clean  and 
sanitary.  Just  one  glance  behind  a  good  many  foun- 
tains convinces  the  average  customer  that  he  doesn't 
care  for  any  soda  water  tO'day. 

Just  a  word  about  customers.  Remember  we  are 
not  all  alike ;  it  becomes  necessary,  then,  to  make  an 
individual  study  of  each  steady  customer  to  ascertain 
just  how  they  like  their  favorite  drink  made.  Take, 
for  instance,  a  chocolate  ice  cream  soda.  Some  like 
two  ounces  of  syrup  and  a  very  little  water,  while  others 
prefer  less  syrup  and  larger  quantity  of  water. 

You  will  find  it  a  good  rule  never  to  use  the  coarse 
stream  in  an  ice  cream  soda  unless  you  know  the  cus- 
tomer  prefers  ^  wet  drink  —  too  much  water  dilutes 
the  syrup  and  gives  the  drink  a  Hat  taste. 

Keep  your  store  cool.  I  wofked  in  one  store  which 
was  lighted  by  gas.  The  heat  generated  by  these  gas 
lights  was  so  intense  as  to  drive  the  soda  customers 
from  the  store.  Immediately  upon  the  installation  of 
electric  lights  our  customers  began  to  notice  the  differ- 
ence, and  before  the  end  of  the  first  summer  we  had 
the  reputation  of  having  the  coolest  place  in  town. 

It  is  a  good  plan  during  the  hottest  weather  to  keep 
at  least  one  large  electric  fan  going  in  the  center  of  the 
store  to  keep  the  air  stirring.  At  night  open  all  the 
doors  to  let  the  cool  night  air  pass  through,  but  in  the 
daytime  keep  the  back  door  closed  and  keep  your  fan 
going. 

A  great  deal  might  be  said  about  the  '*  quality  *'  of 
the  soda  water  dispensed.  Choose  a  brand  of  syrups 
and  fruits  that  already  has  a  reputation.  Don't  be 
guilty  of  using  poor  syrups  just  because  the  purchase 
price  is  less.  Lemon  or  orange  syrup  made  from  the 
fruit  is  far  superior  to  a  syrup  made  from  a  concen- 


trated syrup  or  essence.  You  can  build  up  a  business 
on  true  lemon  flavor  alone  that  cannot  be  taken  away 
from  you.  It  is  quality,  not  quantity,  that  is  remem- 
bered long  after  the  price  is  forgotten. 

The  live  dispenser  is  continually  springing  new  ones^ 
not  alone  in  the  matter  of  new  or  fancy  drinks,  but  in 
the  way  of  little  sales  plans. 

A  novel  scheme  to  increase  soda  sales  is  to  sell,  on 
Saturdays  only,  a  coupon  book  containing  25  five-cent 
coupons  for  one  dollar.  This  will  induce  your  cus- 
tomers to  buy  more  sodas  and  it  educates  them  to 
come  to  your  fountain. 

Drawing  contests  can  be  conducted  in  the  following 
manner :  By  using  duplicate  checks,  giving  one  to  each  . 
customer  who  buys  at  your  fountain  during  the  week, 
and  depositing  the  duplicate  check  in  a  box  at  the 
counter.  On  Saturday  the  drawing  is  held,  and  the 
lucky  number  receives  a  book  containing  25  five-cent 
checks. 

The  lunch  business  is  a  great  help  to  the  soda  foun- 
tain, especially  in  the  down  town  districts  or  wherever 
there  is  a  large  number  of  people  during  lunch  hour. 
A  few  sandwiches,  one  or  two  kinds  of  pie  and  good 
co£Eee  will  put  dollars  in  your  cash  register  that  you 
never  dreamed  of. 


THe  Fot&AtalA  Ia  Small  Toiiras. 

In  I'cply  to  your  inquiry  as  to  whether  I  know  of  any 
town  in  my  territory,  population  300  to  800,  that  does 
not  have  a  soda  fountain,  will  say  that  I  do  not  recall 
any.  In  most  towns  of  300  to  500, 1  find  from  i  to  3 
fountains,  where  ten  years  ago  there  were  hundreds  of 
towns  with  a  population  of  1,000,  without  a  fountain. 

What  is  the  reason  for  so  many  fountains  even  in 
the  small  towns?  This  question  is  easily  answered. 
People  have  been  educated  to  soda  water,  and  dealers 
have  found  it  a  staple  article,  and  one  which  has  in- 
creased in  sales  faster  than  all  the  patent  medicines, 
or,  in  fact,  any  article  sold  in  the  drug  or  confectionery 
store,  and  with  a  larger  net  profit  to  the  dealer.  Each 
one  is  a  manufacturer  of  soda  water  beverages,—  he, 
therefore,  sells  direct  to  the  consumer  as  ordered, 
whereas  the  other  staple  articles  in  his  store  are  sold 
at  a  net  price  with  a  smaller  margin  of  profit. 

Another  good  reason  why  the  soda  water  industry 
has  leaped  from  five  million  in  the  past  fifteen  years 
to  over  five  hundred  million  dollars  in  sales  in  the 
present  year  is  the  fact  that  everywhere  one  goes  they 
see  the  soda  fountain.    Again,  the  soda  water  habit 
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"is  on"— the  saloon  will  soon  be  out  of  business,  and 
the  Great  American  Beverage  —  most  healthful  —  will 
be  drank,  and  who  can  predict  its  future  consumption. 

In  a  great  many,  in  fact  the  majority  of  towns  where 
the  population  does  not  exceed  500,  apparatus  costing 
about  |i,ooo  is  the  average  price.  In  towns,  say  1,000 
<  population,  you  will  see  fine  imposing  fountains,  just 
as  you  see  in  the  large  cities,  and  which  cost  upwards 
to  ^2,500.  » 

The  general  style  and  trend  of  the  demand  is  for 
the  Gothic  and  Greek  design,  back  bars.  They  are 
rich  in  architecture,— yet  modest  and  plain  lines  pre- 
vail, which  is  in  keeping  with  the  latest  models  of  the 
front  service.  This  is  also  simple  in  construction  and 
easy  of  operation. 

There  are  three  fundamental  principles,  which  if 
incorporated  in  the  new  iceless  sanitary  fountain,  will 
insure  perfect  efficiency.  The  public  demand  their 
drinks  be  cold. 

I  St.    Cold  soda  water.    (Not  cool.) 

2nd.    Firm  ice  cream,  all  the  time. 

3rd.    Syrup  chilled  without  extra  cost. 

The  first  above  mentioned  is  only  obtainable  where 
proper  insulation  conforms  with  the  capacity  required. 

The  second  like  the  first.  Be  sure  your  ice  cream 
cabinet  is  wide,  long  and  deep  enough  to  contain  suf- 
ficient salted  ice  to  perform  the  part  assigned  (which 
should  be  to  get  the  coldest  possible  drink)  and  be 
placed  under  the  draft  arms  and  close  enough  to  pre- 
vent pipes  containing  soda  water  being  too  far  from 
the  cooling  agent  whicl),  in  an  iceless  fountain,  is  the 
ice  cream  cabinet  compartment,  and  which  is  next  to 
your  soda  coolers.  This  not  only,  if  properly  con- 
structed, and  there  are  a  thousand  of  this  type  in  use, 
will  form  a  very  handy  arrangement,  and  one  where 
the  greatest  speed  caii  be  attained. 

The  third  is  very  important.  Your  ice  cream  is  the 
greatest  expense  item  you  have  to-day  at  the  fountain. 
Your  syrup  bill  is  also  a  big  item.  You  are  careful 
in  your  selection  of  the  brand  you  use,  ^nd  are  care- 
ful in  its  preparation.  Now  to  be  in  harmony  with 
these  important  features,  it  is  necessary  that  you  keep 
them  cold  in  sanitary  j^rs  in  perfect  condition,  where 
they  can  be  obtained  with  a  single  operation.  **  Push 
down,"  syrup  there— always  at  your  finger  tips  and 
ready  for  instant  use. 

The  modern  191 5  fountain  is  a  perfect  soda  water 
dispensing  apparatus,— all  the  best  that  past  years  of 
experience  of  dispensers  all  over  the  country  have 
concentrated,  and  worked  down  to  a  simple,  practical 
device  where  all  bunglesome,  ill  arrangements  and 
poor  materials  have  been  eliminated.  Early  fountains 
were  like  our  air-ships  of  to-day.  It  took  years  of  hard 
work  and  millions  of  dollars  to  make  a  perfect  soda 
fountain. —  T.  L.  Goodner  in  Northwestern  Druggist. 


Ice  Cream  Shake. 
Into  a  mixing  glass,  which  is  two-thirds  full  of  shaved 
ice,  place  i>i  ounces  of  any  syrup,  2  ounces  of  sweet 


cream  and  fill  with  milk.  Shake  well  and  strain  into 
a  fancy  glass.  Top  with  nutmeg  and  serve  with  a 
spoon. 

Filipino  Flip. 

Fill  a  i2-ounce  glass  one-third  full  of  shaved  ice  and 
add  the  juice  of  one  lime,  i^  ounces  ginger  ale  syrup, 
and  ^  ounce  pineapple  syrup.  Then  fill  the  glass  with 
carbonated  water  and  decorate  with  a  slice  of  pine- 
apple and  a  maraschino  cherry. 

Orange  and  Cherry  Cooler. 

Into  a  i2-ounce  glass  draw  }^  ounce  of  orange  syrup, 
}4  ounce  of  lemon  syrup  and  ^  ounce  of  cherry  syrup ; 
add  a  No.  10  disher  of  orange  water  ice ;  fill  with  car- 
bonated water,  mix  and  decorate  with  a  slice  of  orange 
and  a  cherry. 

Frosted  Ice  Cream  Chocolate. 

Place  2  ounces  of  chocolate  syrup  in  a  glass  and 
half  fill  with  carbonated  water;  add  i  ounce  of  va- 
nilla ice  cream,  then  fill  the  glass  with  carbonated 
water.  Top  off  with  whipped  cream.  A  delicious 
beverage  for  those  who  desire  cold  drink  in  either 
summer  or  winter. 

Lime  Blossom. 

Into  a  i2-ounce  glass  draw  i  ounce  of  strawberry 
syrup  and  i  ounce  of  almond  syrup.  Into  this  squeeze 
the  juice  of  one  lime,  and  add  one-third  of  a  glass  of 
fine  ice.  Fill  with  carbonated  water,  mix  and  decorate 
with  a  slice  of  lemon. 

Limeade. 

Limeade  can  be  prepared  either  from  fresh  fruit  or 
from  the  prepared  juice,  but  is  a  much  better  drink 
when  the  fruit  is  expressed  at  the  time  the  drink  is 
prepared.  Pour  1  to  i>^  ounces  of  simple  syrup  (lime 
or  lemon  syrup  may  be  substituted)  into  a  lo-ounce 
glass,  fill  half  full  of  fine  shaved  ice,  then  squeeze  the 
juice  of  one  lime  into  the  glass,  fill  with  plain  water 
and  mix  by  shaking.  As  is  the  case  with  lemonades, 
plain  soda  or  any  of  the  mineral  waters  may  be  used 
instead  of  the  plain  water,  the  drink  being  called  after 
the  name  of  the  water  that  is  used,  as  "  Soda  Lime- 
ade," "  Seltzer  Limeade,"  etc. 

Mint  and  Milk  Cooler. 

Into  an  8-ounce  glass  draw  i  to  i>^  ounces  of  mint 
syrup,  add  three  or  four  dashes  of  angostura  bitters, 
and  3  ounces  of  milk.  Fill  with  carbonated  water  and 
mix. 

Pleasure. 

Draw  }4  ounce  ginger  syrup,  ^  ounce  sherry  syrup, 
I  ounce  good  ginger  ale  in  S^ounce  soda  glass ;  then 
add  one-half  glass  cracked  ice;  fill  glass  with  soda 
stream  (heavy),  top  with  slice  of  lemon;  serve  with 
straws  through  slice  of  lemon. 

Fresh  Orange  Syrup. 

Orange  syrup  is  prepared  the  same  as  lemon,  only 
you  use  eight  oranges  of  the  size  which  are  packed  96 
to  a  cratiel.  Use  California  navel  oranges  when  they 
are  obtainable,  as  they  give  the  finest  flavored  syrup. 
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Id  grating  oranges  be  very  careful  not  to  go  too  deep, 
as  the  syrup  is  likely  to  have  a  bitter  taste.  It  takes 
practice  to  become  perfect,  and  no  formula  will  take 
the  place  of  experience,  but  the  only  way  to  learn  is 
to  begin. 

You  Know. 

Crushed  strawberries,  one  tablespoonf ul ;  crushed 
raspberries,  one  teaspoonf ul ;  crushed  pineapple,  one 
teaspoonful;  grape  juice  syrup,  i^  ounces;  vanilla 
extract,  a  small  dash ;  milk,  i  ounce ;  ice  cream,  one 
tablespoonf  ul ;  crushed  ice,  enough.  Shake  well  and 
fill  the  glass,  using  the  fine  stream.  Serve  with  a  spoon. 
Fruit  Juice  Shakes. 

Tjiese  may  be  prepared  like  lemonade  or  orangeade 
by  putting  about  2  ounces  of  juice  into  a  12-ounce 
glass,  adding  about  4  ounces  of  shaved  ice  and  about 
three  teaspoonfuls  of  sugar,  agitating  thoroughly  in  a 
shaker,  straining  and  filling  the  glass  with  water,  or 
serving  in  the  glass  with  straws,  without  straining. 
Egg  Delight. 

Into  a  i2-ounce  glass  draw  i>^  to  2  ounces  of  simple 
syrup.  Into  this  break  an  egg,  and  add  the  juice  of 
one-half  a  lemon,  the  juice  of  one-half  an  orange  and 
a  little  fine  shaved  ice.  Shake  thoroughly,  and  fill  with 
carbonated  water  as  directed  for  egg  phosphate.  S  train 
into  a  clean  glass  and  serve. 

California  Flip. 

Into  a  12-ounce  glass  draw  i>^  ounces  of  vanilla 
syrup  and  ^  ounce  of  lemon  syrup.  Into  this  break 
one  egg  and  add  i  ounce  of  grape  juice,  i  ounce 
of  sweet  cream  and  a  little  fine  shaved  ice.  Shake 
thoroughly,  and  fill  with  carbonated  water  same  as 
directed  for  sweet  egg  drinks,  and  strain  into  a  clean 
^  glass  and  serve. 

Thirst  Quencher  that  Purifies  Blood. 

A  most  refreshing  thirst  quencher,  and  a  drink  that 
has  blood  purifying  properties,  may  be  made  by  squeeze 
Ing  the  juice  of  half  a  grape  fruit  into  a  tumbler  half 
filled  with  strongly  charged  soda,  seltzer  or  vichy  water. 
Any  fancy  name  may  be  applied  to  this,  such  as  shad- 
dock fizz,  grape  fruit  fizz,  etc. 

Hastv  Hot  Chocolate. 
This  syrup  is  quickly  and  easily  prepared.  Take  16 
o;ances  of  powdered  cocoa  (any  good  brand),  5  pints 
of  water,  4  pounds  of  granulated  sugar  and  ^  ounce  of 
vanilla  extract.  Reduce  the  cocoa  to  a  smooth  paste 
with  a  little  warm  water. 

V  Santa  Barbara  Punch. 

Strawberry  syrup,  10  ounces;  orange  syrup,  10 
ounces;  pineapple  syrup,  10  ounces;-  lemon  juice 
2  ounces.  Mix  and  use  as  a  fruit  syrup.  To  serve', 
fill  a  14-ounce  glass  one- third  full  of  shaved  ice,  put 
in  i^  ounces  of  the  syrup,  and  nearly  fill  with  carbon- 
ated water;  add  a  few  strawberries,  a  slice  of  pine- 
apple, a  slice  of  orange,  and  serve  with  straws. 
Cossack  Punch. 

Make  an  infusion  of  tea,  as  for  iced  tea,  using  one 


level  teaspoonful  of  tea  to  each  pint  of  wattr.  Strain 
and  cool.  In  a  glass  place  a  small  scoop  of  lemon 
sherbet,  an  ounce  of  lemon  syrup,  and  a  dash  of  phos- 
phate solution.  Add  a  little  cracked  ice,  and  fill  with 
the  cold  tea  to  within  one-third  of  the  top.  Finish  with 
carbonated  water.  This  furnishes  a  pleasing  variation 
of  the  ordinary  iced  tea  with  lemon,  and  brings  a  bet- 
ter price. 

Liquid  Chocolate  Eclair. 

Place  in  a  glass '2  ounces  of  chocolate  syrup,  one 
fresh  egg,  a  teaspoonful  of  malted  milk,  a  dash  of 
cinnamon,  and  sufficient  niilk  to  fill  the  glass.    Shake, 
strain  and  serve  with  a  sprinkling  of  cinnamon. 
Coffee  Shake. 

Finely  shaved  ice,  one-half  glassful;  sweet  cream, 
^  ounce;  coffee  syrup,  i  ounce;  vanilla  syrup,  }^ 
ounce ;  put  all  in  a  glass  and  add  enough  milk  to  make 
the  glass  two-thirds  full,  then  shake  and  strain.  Serve 
in  a  i2-ounce  glass. 

Ginger  Cream  Whip. 

Add  to  from  4  to  6  ounces  of  ginger  fruit  syrup,  ac- 
cording to  the  flavor  desired,  4  ounces  of  whipping 
cream  and  10  ounces  of  roarshmallow  whip,  and  whip 
until  the  dressing  is  about  the  consistency  of  whipped 
cream. 

These  ginger  dressings  will  be  found  to,  be  trade 
winners  for  the  coming  season,  and  will  not  be  found 
expensive,  as  the  dressing  is  very  rich,  and  a  little  goes 
a  long  way.  These  dressings  also  add  to  the  supplies 
available  for  fancy  sundaes. 

Grape  Float. 

Put  a  No.  10  cone  of  vanilla  ic&  cream  into  a  sundae 
cup,  and  pour  over  it  ^  ounce  of  ice  cold  grape  juice 
Then  sprinkle  with  chopped  walnuts  or  other  chopped 
nut  meats,  and  crown  with  a  maraschino  cherry. 
Fruited  Cocoa. 

Into  a  mixing  glass  draw  i^  ounces  of  chocolate 
syrup,  add  2  ounces  of  cream  and  a  little  ice.  Shake, 
then  add  enough  carbonated  water  with  the  fine  stream 
to  fill  glass  three-quarters  full.  Strain  into  a  clean  12- 
ounee  glass,  add  a  portion  of  ice  cream  and  decorate 
with  sliced  pears  and  a  cherry. 

Red  Pine  Phosphate. 

Draw  I  ounce  of  pineapple  syrup  and  i  ounce  of 
blood  orange  syrup  into  a  lo-ounce  glass,  add  a  couple 
of  dashes  of  acid  phosphate  and  fill  up  with  plain 
soda,  mixing  with  a  spoon. 

Pineapple  Cocktail. 

Draw  I  ounce  of  pineapple  syrup,  ^  ounce  of  rasp- 
berry syrup  and  i  ounce  of  grape  juice  in  a  large 
sized  glass.  Add  three  dashes  of  lime  juice  and  the 
freshly  expressed  juice  of  one  lemon,  fill  the  glass 
one-third  full  of  shaved  ice,  shake  and  then  fill  up  with 
plain  soda.  Strain  and  serve  decorated  with  a  slice  of 
orange. 

Pineapple  Frappe. 

Draw  I  ounce  of  pineapple  syrup  and  }4  ounce  of 
cherry  syrup  into  a  large  sized  glass,  add  two  dashes 
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of  aagostura  bitters  and  }4  ounce  of  white  grape  juice 
and  ^  ounce  of  sweetened  cream,  fill  the  glass  one- 
third  full  of  shaved  ice,  shake  thoroughly  and  then 
fill  up  with  plain  soda.    Strain  into  another  glass  to 

serve. 

Claret  Cream. 

Into  a  i2-ounce  glass  half  full  of  shaved  ice  put  i 
ounce  lemon  syrup,  i  ounce  claret  syrup  and  2  ounces 
of  cream.  Shake,  strain,  and  fill  glass  with  carbonated 
water ;  toss,  and  serve  with  two  straws  stuck  throug-h 
a  slice  of  lemon  in  the  glass.  ^ 

Frost  Queen. 

Raspberry  syrup,  i  ounce;  orange  syrup,  i  ounce; 
pineapple  syrup,  i  ounce;  claret  syrup,  i  ounce;  place 
in  a  i2-ounce  glass  contaioing  shaved  ice,  add  the  juice 
of  half  an  orange,  aod  fill  with  carbonated  water. 
Fruit  Sorbet. 

Place  12  ounces  of  fruit  juice,  a  quart  of  simple  syrup, 
6  ounces  of  crushed  fruit,  3  quarts  of  filtered  water  and 
the  whites  of  six  eggs,  thoroughly  beaten,  together  with 
I  ounce  of  corn  starch,  dissolved  in  hot  water,  into  an 
ice  cream  freezer.  Mix  and  freeze.  Then  serve  in 
champagne  glasses  with  a  small  spoon.  The  crushed 
fruit  should  be  seasonable,  such  as  strawberry,  peach 

or  pineapple. 

Tennis  Goblet. 

Into  a  i2-ounce  glass  place  two-thirds  of  a  glassful 
of  cracked  ice,  }^  ounce  of  pineapple  juice,  a  teaspoon- 
ful  of  lemon  juice  and  a  teaspoonful  of  raspberry  vine- 
gar and  fill  with  carbonated  water  within  a  half  inch 
of  the  top  of  the  glass.  Then  add  shaved  ice  and  place 
a  strawberry  or  cherry  on  top  and  stick  a  slice  of  orange 
down  the  side  of  the  glass.  Serve  with  spoons  and 
straws. 

Frosted  Glace. 

Into  a  mixing  glass  two-thirds  full  of  shaved  ice  put 
two  dashes  of  solution  of  acid  phosphate,  j}4  ounces 
of  claret  syrup  and  %  ounce  of  pineapple  syrup.  Fill 
the  glass  nearly  full  of  carbonated  water,  stir  thor- 
oughly, then  take  a  fancy  glass,  put  into  it  a  large 
teaspoonful  of  frozed  fruit  sorbet,  having  previously 
dipped  the  rim  of  the  glass  in  water  and  then  in  pow 
dered  sugar.  This  gives  the  glass  a  frosty  appearance 
Finally  strain  the  contents  of  the  mixing  glass  into  the 
fancy  glass  and  serve. —  Pacific  Drug  Review. 


IroA  for  HeAS. 

Many  stomachs  refuse  iron,  which  is  an  excellent 
tonic.  A  new  way  has  been  discovered  for  rendering 
it  digestible.  Citrate  of  iron  is  mixed  with  the  food 
of  hens,  80  milligrams  a  day  being  the  dose.  After 
a  month  of  this  diet,  the  yolks  of  the  eggs  become  rich 
in  iron,  and  the  most  delicate  stomach  can  digest  it. 


I^iKed  Sample. 

Have  received  a  sample  copy  of  The  Spatula 
and  enjoyed  its  contents  very  much.  Enclosed  find 
check  for  The  Spatula,  one  year,  and  "  500  For 
mulas."  H.  E.  Schubert. 

Bradley,  III.,  Jan.  28 y  igrj. 


A  RemarKable  Hospital. 

The  American  Ambulance  Hospital  in  Paris  has 
made  a  unique  record  for  itself  during  the  present 
European  war,  not  only  in  Paris  and  throughout 
France,  but  in  Germany,  England,  Holland,  Belgium 
and  Italy,    It  has  received  the  highest  praise,  and  it 


nurses  making  bandages 
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is  probable  that  in  Russia  and  Austria  the  hospital 
enjoys  the  same  exalted  reputation. 

It  is  probably  no  exaggeration  to  say  that  the*'  Am- 
bulance Americain  "  is  the  most  reroarlcable  hospital 
the  world  has  yet  seen.  Such  distinguished  authori- 
ties as  General  Fevrier,  medical  inspector-general  of 
the  French  Army,  Sir  Frederick  Treves,  surgeon-ma- 
jor to  the  King  of  England,  Gabriel  d'Annunzio,  the 
famous  Italian  author,  and  a  host  of  others,  military 
and  professional  authorises  and  eminent  observers  pf 
'  wide  experience  have  pub  icly  proclaimed  it  to  be  a 
military  hospital  of  the  very  highest  type. 

President  Poincare  of  France  has  cabled  to  Presi- 
dent Wilson  his  government's  appreciation  of  ihe 
American  AmbulatH:e  Hospital,  and  other  govern- 
ment officials,  French,  English  and  Belgian,  have  ex- 
pressed the  gratitude  of  their  countries.  It  is  these 
expressions,  perhaps,  which  have  caused  former  Am- 
bassador Herrick,  Hon.  Robert  Bacon  and  other  dip- 
lomatists to  express  publicly  their  opinion  that  no 
work  now  being  done  is  of  greater  or  more  lasting 
international  importance  to  this  country,  for  not  only 
is  the  American  Ambulance  Hospital  in  Paris  winning 
the  gratitude  of  European  countries,  for  the  United 
States,  at  a  critical  time,  but  never  before  has  there 
been  in  rope  such  a  laudatory  recognition  of  American 
skill  and  efficiency. 

The  place  won  by  the  hospital  is  all  the  more  re- 
markable when  it  is  considered  that  the  institution 
was  organized  in  the  short  space  of  two  weeks  after 
the  outbreak  of  the  war.  There  existed  a  small 
American  hospital  in  Paris,  which  for  years  had  been 
known  throughout  Europe  for  its  excellence  and  when 
Americans  in  Paris,  acting  with  the  advice  of  Am- 
bassador Herrick,  informed  the  French  government 
of  their  desire  to  establish  a  military  hospital,  or- 
ganized upon  the  lines  of  the  existing  American  hos- 
pital with  many  of  the  same  staff  of  American  sur- 
geons, the  Minister  of  War  not  only  at  once  turned 
over  to  them  a  nearly  finished  college  building  occu- 
pying a  city  block,  but  assured  the  delegation  that  the 
hospital  would  be  subject  to  no  authority,  except  his 
own. 

Within  a  fortnight  the  unfinished  building  was 
completed  and  a  hospital  capable  of  caring  for  500 
wounded  soldiers  was  installed  with  every  possible 
convenience  known  to  modern  surgery  :  X-ray  plants, 
ultra-violet  ray  plants  for  filtering  water,  an  electric 
magnet  for  extracting  bits  of  shell  from  wounds,  mod- 
em operating  rooms,  baths  and  all  the  accessories  to 
be  found  in  the  best  New  York  hospitals. 

The  success  of  the  hospital  in  dealing  with  desper- 
ate wounds  has  been  such  that  the  authorities  have 
sent  the  most  severe  cases  there,  but  the  percentage 
of  deaths  is  only  7.67,  which  splendid  showing  becomes 
all  the  more  remarble  when  it  is  remembered  that  in 
no  previous  war  have  there  been  so  many  cases  of  in- 
fection and  tetanus.  Hardly  a  single  patient  has  en- 
tered the  hospital  whose  wound  was  not  infected,  due 
to  the  fact  that  he  had  remained  on  the  field  or  in  a 


train  Without  surgical  attention,  for  many  hours  after 
the  wound  was  received,  and,  in  the  great  majority  of 
cases,  gangrene  had  set  in. 

The  hospital  has  a  large  ^*  fleet "  of  motor  ambu- 
lances, which  have  been  of  the  greatest  service  in 
carrying  wounded  men  quickly  from  the  temporary 
hospitals  or  trains  to  places  where  they  can  recti ve 
proper  attention.  The  hospital  ambulances  serve  in 
units  of  seven,  flying  the  American  flag  and  going  as 
near  the  battle  fields  as  motor  driven  vehicles  are  per- 
mitted to  go.  They  are  driven  by  American  volun- 
teers, many  of  whom  dre  college  men. 


fimy^  Metal  Coating  Process. 

A  Swiss  inventor  named.  Schoop  has  invented  a  re- 
markable process  of  applying  a  coating  of  metal  not 
only  to  another  metal  surface,  but  to  articles  of  wood, 
plaster,  cement,  leather,  glass  and  even  cloth.  The 
new  pro9ess  is  entirely  different  from  the  two  metal 
coating  processes  in  most  extensive  use  —  electroplat- 
ing and  dipping.  As  described  in  the  Engineering 
News,  a  thin  wire  composed  of  the  metal  of  which  a 
coating  is  to'  be  applied  is  melted  in  the  flame  of  an 
oxy hydrogen  blowpipe,  and  at  the  instant  of  melting  is 
subjected  toa  powerful  blast  of  compressed  air.  The 
article  to  be  coated  is  held  in  this  air  blast  a  few  inches 
away  from  the  flame ;  and  the  minute  particles  of  metal 
carried  by  the  blast  build  up  a  coating  that  adheres  as 
closely  as  a  coat  of  tin  or  zinc  to  a  plate  of  steel  dipped 
in  a  molten  bath.  Although  the  oxyhydrogen  jet  melts 
the  wire,  the  blast  of  compressed  air  instantly  congeals 
the  molten  metal,  and  the  minute  particles  strike  the 
article  to  be  coated  at  so  low  a  temperature  that  they 
will  not  even  injure  the  hand.  The  metal  coating  can 
therefore  be  applied  to  such  inflammable. materials  as 
paper,  cloth  and  even  celluloid.  The  spraying  appa- 
ratus resembles  a  pistol  connected  by  small  tubes  with 
reservoirs  that  supply  oxygen,  hydrogen  and  com- 
pressed air. 


SHOWING    AMBULANCE  DETAILS. 
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"  Turn  me  over,  but  don*t  turn  me  down,"  says  the 
Richardson  Drug  Co.,  Omaha,  on  the  back  of  a  Bour- 
bon whiskey  label.    Good  advice. 

"  You  don^t  dissipate,  do  you  ?  "  asked  the  physician, 
as  he  made  ready  for  tests.  "  Not  a  fast  liver,  or  any- 
thing of  that  sort?" 

The  little  mstn  hesitated  a  moment,  looked  a  bit 
frightened,  then  replied  in  a  small,  piping  voice:  "  I 
sometimes  chew  a  little  gum."  —  Collier's  Weekly. 

'*  What  caused  the  coolness  between  you  and  that 
young  doctor?    I  thought  you  were  engaged." 

"  His  writing  is  rather  illegible.  He  sent  me  a  note 
calling  for  10,000  kisses." 

"Well?" 

"  I  thought  it  was  a  prescription  and  took  4t  to  the 
druggist  to  be  filled."  —  Boston  Globe. 

"  What  kind  of  cigars  do  you  wish  to  give  your  hus- 
band, madam  -—  Havana  or  domestic  ? " 

*'  Oh,  domestic,  by  all  means.  Tm  giving  them  to 
him  to  encourage  him  to  spend  his  evenings  at  home, 
you  know."  —  X. 

The  little  moths  are  never  gay, 

They  never  dance  at  all : 
I  wonder  what  they  do  when  they 

Attend  a  camphor  ball.  —  X. 

Friend  — I've  noticed  Cutts,  the  tailor,  going  up  to 
your  studio  every  day  for  a  week.  Is  he  sitting  for 
you? 

Artist  —  No,  he's  laying  for  me.  —  Boston  Trans- 
cript. 

Wafter  — "  Haven't  you  made  a  mistake,  sir?" 
Guest  —  "  Why,  what  do  you  mean  ?  " 
Waiter  —  "  Well,  you've  given  me  a  penny,  sir." 
Guest  —  *'  Oh,  that's  all  right.    I  never  give  less."— 
London  Mail. 

Jinks :  "  It  was  a  treat  to  listen  to  him." 

Jenks :  "  What  did  he  say  ?  " 

Jinks  :  "  *  What'll  you  have ? '"—  Town  Topics. 

**  My  son,"  said  a  stern  father,  "  do  you  know  the 
reason  why  I  am  going  to  whip  you  ?" 


"  Yes,"  replied  the  hopeful ;  "  I  suppose  it's  because 
3K>u're  bigger  than  I  am."—  London  Mail. 

Bobby :  "  Is  oxygen  what  the  oxen  breath  all  day  ? " 
Papa:    "Of    course,    and    what    everything   else 

breathes." 
Bobby  : "  And  is  nitrogen  what  everyone  breathes  at 

night?" — London  Mail.  * 

" I  saw  a  migician  last  nightturn  water  into  wine." 
"  That's  nothing.    I  saw  an  ordinary  chauffeur  turn 
an  automoble  into  a  lamp  post.^^  —  New  Yorit  Sun. 

"  What  was  the  denomination  of  the  bill  you  loaned 
me?" 
''Episcopiliao,  I]guess,it  keeps  Lent  so  well." — X. 

"Jones,"  began  his  economical  employer,  the  day 
before  Christmas,  "  you  have  been  in  my  employ  for 
•twenty  years  and  at  this  season  I  wish  to  make  recog- 
nition of  your  fidelity.  Here,  then,  is  a  picture  of  my- 
self as  a  Christmas  present." 

"  Thank  you,  sir,"  said  Jones,  as  he  accepted  the 
gift,  "  it's  just  like  you,  sir."  —  X. 


CommeAdable. 

In  its  recently  published  report  for  the  year  ending 
Nov.  30,  19 1 47 the  Massachusetts  Board  of  Registra- 
tion in  Pharmacy  says :  —  "  Fourteen  stores  have  been 
refused  permits,  9  have  been  withheld  until  condi- 
tions were  made  satisfactory,  3  stores  have  been  tem- 
porarily closed  by  reason  of  the  suspension  of  per- 
mits, while  3  have  had  their  permits  revoked  for 
cause.  When  it  is  taken  into  consideration  that  there 
are  1,745  retail  drug  stores  in  the  Commonwealth,  the 
fact  that  so  few  have  had  their  permits  suspended  or 
revoked  is  commendable  to  the  conduct  of  the  retail 
drug  business." 


It  is  not  generally  known,  but  it  is  a  fact  neverthe- 
less, that  the  three  balls  used  as  a  sign  by  all  pawn- 
brokers throughout  the  world  were  originally  intended 
to  represent  pills  —  rather  large  ones  it  is  true.  The 
sign  was  taken  from  the  coat  of  arms  of  the  Medici 
family  in  Italy,  which  became  very  wealthy  through 
lending  money  and  conducting  a  banking  business. 
When  it  became  rich  enough  to  purchase  a  title  it 
adopted  dve  golden  balls  on  a  blue  ground  as  its  ar- 
morial device,  as  the  founder  of  the  family  was  origi- 
nally a  physician.  The  sign  has  been  handed  down 
through  centuries  with  but  very  little  variation. 


New  YorK. 

Can  you  give  me  the  address  of  The  American 
Perfumer,  and  do  you  know  whether  they  publish  a 
monthly  magazine  similar  to  The  Spatula,  as  this 
is  the  best  periodical  I  have  ever  subscribed  to. 
Brooklyn,  N  K,  Feb.  8,  igrs.  H.  Joyce 
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Electro  11.26,  order  No.  8108. 


(The  above  Mortised  Cut  $i ) 


It's  A  Long  Ways  To  Tipperary. 

— and  who  wants  to  go.  Its  " jast  around  the  comer"  to  our  store  by  tel- 
ephone and  we  deliver  promptly.  The  distance  is  short  by  mail,  too,  we'll 
delivervby  Parcel  Post. 

(Firm  Name  Here.) 

"The  Store  That  Treats  You  On  The  D  The  Whole  Year  Q" 


(Electro  of  above  60c.  order  No.  2396.) 


Egg  Dyes  All  Colors  of  The  Rabibow 


10  C*nt  Paekafl* 

(Firm  Name  Here.) 


(Electro  of  above  60c.) 


Ads  By  Archbold 


^  The  Best  time  to  advertise  is  when  times  are  dull,  because  the  "other  fellow  ^'  is  waiting  too,  foi; business  to  pick 

up  and  the  man  who  goes  after  it  Now  is  the  Winner.  uiumzuu  uv  ^*^rrOOQ IC 
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WHAT'S  NEW. 
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Mo5tl 


NOSLX 


NO  IS 


NO-^S" 


No.  I.  Patent  No.  1,126,239.  Device  for  Soaking 
Corks.  Patented  Jan.  26  by  John  D.  Mclntyre, 
Everett,  Mass. 

No.  2.  Patent  No.  1,124.369.  Device  for  Evaporat 
ING  Liquids.  Patented  Jan.  tz  by  Edward  R.  Wil- 
liams Sbarpsbarg,  Pa. 

No.  3.  Patent  No.  1,123,793.  Fruit,  Salad  and  Des- 
sert DisiL    Patented  Jan.  5  by  T.  P.  Pick,  Chicago. 

No.  4.  Patent  No.  1,125,171.  Paper  Drinking-Cup- 
Patented  Jan.  19  by  Herbert  F.  Provandie,  Melrose, 
Mass  ,  assignor  to  American  Water  Supply  Company 
of  New  England,  Boston,  Mass. 

No.  5.  Patent  No.  1,124,674.  Capsule-Filling  DnvrcE. 
Patented  Jan.  12  by  John  H.  Sullivan,  Racine,  Wis. 

No.  6.  Patent  No.  1,124,125.  Cork-Extractor.  Pat- 
ented Jan.  5  by  Nicholas  Freres,  Racine,  Wi-. 

No.  7.  Patent  No.  1,123.399.  Water  Bottle  Stopper* 
Patented  Jan.  5  by  Maximilian  C.  Schweinert,  West 
Hoboken,  N.  J.,  and  Henry  P  Kraft,  New  York,  N,  Y. 

No.  8.  Patent  No.  1,125.337.  Mixing  Device.  Pat- 
ented Jan.  5  by  Thorleit  B.  Jorgensen,  Chicago,  111. 

No.  9.  Patent  No.  1,125.577.  Finger-Nail  Clipper. 
Patented  Jan.  19  by  Joseph  P.  Manypenny,  Merchan- 
ville,  N.  J. 

No.  10.  Patent  No.  1,124,999.  Can  and  Stopper 
Therefor.  Patented  Jan.  12  by  Louis  H.  Brown, 
New  York,  N.  Y. 

No.  II.  Patent  No.  1.125.402.  Collapsible  Tube. 
Patented  Jan.  19  by  Basil  Ruysdael,  New  York,  N.  Y. 

No.  12.  Patent  No.  1,123.989.  Collapsible  Tube. 
Patented  Jan.  5  by  K.  D.  Bryson,  New  York,  N.  Y. 

No.  13.  Patent  No.  1,125,532.  Tooth  Brush.  Pat- 
ented Jan.  19  by  Earl  Himmel,  Iowa  Falls,  Iowa. 


No.  14  Patent  No,  1,183,234.  Bottle-Cap  Opener. 
Patented  Jan.  5  by  Benjamin  T.  Breithut,  A^bury 
Park,  N.  J.  *     . 

No.  15.     Patent  No.  1,124,743.     Bottle.     Patented  Jan. 
12   by   Clarence   S.   Jackson  and  Alfred  Schindler,  . 
New  Yoik,  N.  Y.,  assignors  to  National  Bottle  Cap 
Company,  New  Yoik. 

No.  16.  Patent  No.  1,123  259.  Cork-Extractor.  Pat- 
ented Jan.  5  by  Joel  H.  Da  Bose,  Clarkesville,  Ga. 

No.  17.  Patent  No.  1,125.773.  CotLAPLiBLE  Tube. 
Patented  Jan.  19  by  Paul  Van  Cleef,  Chicago,  Jlh 

No.  18.  Patent  No.  1,126.040.  Dispensing  Bottle. 
Patented  Jan.  26  by  Josiah  K.  Lilly,  Indianapolis, 
Ind.,  assignor  to  The  Eli  Lilly  and  Company,  Indian-' 
apolis,  Ind.  ^ 

No.  19.  Patent  No.  1,123361  Fountain  Syringe. 
Patented  Jan.  5  by  Lewis  E.  Pease,  Tufts  College, 
Mass. 

No.  20.  Patent  No.  1,125,450.  Cooler.  Patented  Jan. 
19  by  Russell  Bonnell,  01ivei*s  Mills,  Pa. 

No.  21.  Patent  No.  1,125447.  Indicator.  Patented 
Jan.  19  by  Eva  Heeter  Bixler,  Nonh  Manchester,  Ind. 

No.  22.  Patent  No.  1,123.537.  Apparatus  for  the 
Manufacture  of  a  Drinking  Vessel  Made  of 
Ice.  Patented  Jan.  5  by  Hcndtik  D.  P.  Huizer,'The 
Hague,  Netherlands. 

No.  23.  Patent  No.  1,125.834,  Bottle.  Patented  Jan. 
19  by  Andrew  German,  Sumner,  Wash. 

No.  24.  Patent  No.  1,123,670.  Closure.  Patented 
Jan.  5  by  William  Bohleber,  New  York,  N.  Y. 

No.  25.  Patent  No.  1,124,239.  Tumbler-Washer.  Pat- 
ented Jan.  5  by  Oscar  Anderson,  Chicago,  and  Catl 
Nelson,  Chicago  Heights,  III. 
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Recently  Applied  for  Trade -Marks 
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XOOK 

REDMIXTOBE 


Note.  —  The  following  numbers  are  all  Class  6  ''  serial 
numbers,"  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

79.552.  Bachenheimer  Bros.  &  Co.,  Inc.,  New  York, 
N.  Y.     Fly-catchers.     May,  191 4. 

80,401.  Oriental  and  Occidental  Medical  Ccmpany,  Seat- 
tle and  Ellensburg,  Wash. 

81,352.  Jacob  Spooner,  New  York,  N.  Y.  Talcum  pow- 
der.    Jan.  I,  19 1 4. 

80,847!  Elwy  MacGilvary,  Tacoma,  Wash.  Face-powder, 
massage-cream,  cold  cream,  rouge  and  hair  restorer. 
June  I,  1911. 

7545^  Laxago  Bttters  Co.,  Detroit,  Mich.  Remedy  for 
coughs,  colds  and  catarrh.    Jan.  19,  I914. 

82,798.  Frederick  W.  Doebel,  Philadelphia,  Pa,  Hair- 
tonic.     Nov.  I,  1913.  ' 

80,524.  Zenbei  Miwa,  Tokio,  Japan.  Perfumes,  incenset 
hair-dye,  hair-lotion,  etc.     Aug.  3,  1913. 

79,424.  Albert  G.  Dickinson,  Grand  Rapidn,  Mich. 
Sticky  fly-paper.     Oct.  i,  1904.  ^ 

82,629.  Egbert  J.  Sormani,  Brooklyn,  N.  Y.  A  prepara- 
tion for  the  skin,  coughs,  colds,  broncbitb,  etc. 
April  I,  1914. 

83,349,  Harris  Kronengold,  New  York,  N.  Y.  A  salve 
for  the  treatment  of  sunburn  and  skin  affections. 
Dec.  4,  1914. 

82,938.  Elizabeth  Kaldy,  Belleville,  N.  J.  Hair-cream 
and  hair-tonic.     Oct.  26,  1914. 

81,564.  Augustus  H.  Bryant,  Philadelphia,  Pa.  An  oil 
for  repelling  mosquitoes,  flies,  etc.     Sept.  26,  19 14. 

82,567.  Charles  A.  J.  Murphy,  Philadelphia,  Pa.  Remedy 
for  bronchitis,  severe  coughs  and  colds,  etc.  Oct.  30, 
•  1914. 


82,794.     Lena  Rivears,  Portland,  Ore.     Cold  cream  and 
skin-cleanser.     Oct.  i,  19 14. 

82,764.    Arthur  J.  H.  Ries,  Alden,  Iowa.    A  foot  powder. 

March  10,  1914. 
82,638.     Antonino  Battaglia,  Glendale,   N.    Y.     A  dan- 
druff remedy.     Sept.  i,  1914. 
79.634.     Jese  D.  Kinney,  Forf  Meade,  Fla.    Medicines 

for  the  treatment  of  dropsy.     March  10,  19 14. 
79.781.     Jeff.'  Davis  Norman,  Loraine,  Tex.     Recipes  for 

the  preparation  of  medical  compounds  for  treatment 

of  cancer,  dropsy,  etc."  Sept.  i,  191 3. 
83.310.     H.  L.  Tilly,  Memphis,  Tenn.     Hair-tonic     Oct 

3.  1914. 
82,044.     F.  C.  Galehouse,  Taft,  Cal.    A  tonic  laxative. 

Aug.  12,  1914. 

81.695.  Parke,  Davis  &  Company,  Detroit,  Mich.     Fluid 
extracts,  tinctures,  concentrations,  pills,  etc.    1875. 

81.696.  Parke,  Davis  &  Company,  Detroit,  Mich.     Fluid 
extracts,  tinctures,  concentrations,  pills,  etc.    1875. 


Buy  it  now 


Get  what  you  will  need  in 
the  Spring,  now,  and  help 
pass  prosperity  along. 
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To  Remove  StIcKers. 


Papers,  placards  and  labels  stuck  on  windows  with 
glue  or  paste  usually,  require  considerable  scraping 
with  a  putty  knife  for  their  removal.  The  lithe  instru- 
ment shown  in  the  sketch,  however,  may  be  used  to 
accomplish  this  work  very  easily  and  quickly.  As  the 
drawing  clearly  shows,  the  device  is  merely  a  safety 
razor  blade  held  in  a  handle  of  sheet  iron.—  Modern 
Mechanics. 

Drtiggists,  TaRe  Notice. 

I  am  desirous  of  hearing  from  some  druggist  who  has 
a  specialty  in  the  line  of  a  cosmetic,  toilet  water  or  medi- 
cal preparation  for  external  use,  but  who  lacks  the  capital 
to  push  it  properly.  Also  fountain  men  or  dispensers 
who  have  an  original  formula  for  a  beverage  for  sale 
Will  buy  for  right  in  restricted  territory  or  buy  outright. 
Advise  if  name  is  copyrighted ;  what  merchandising 
methods  have  been  undertaken,  if  any,  and  where  the 
goods  have  been  sold.  State  if  you  bave  Federal  Food 
and  Drugs  Registration  for  the  product  and  send  samples 
and  formula.  All  replies  will  be  treated  in  strict  confi- 
dence. Address  Victor  N.  Vetromile,  Emery  Street 
Everett,  Mass. 


No.  10 

"REST  EASY" 

NON-SLIP  BED  CUSHION 

Size  14  X  20  Inches 

Made  of  Pure  Gum  Stock,  with  Strong  Cloth  In- 
serted to  give  the  utmost  strength  and  durability. 

Loops  at  each  end  to  permit  fastening  to  head 
of  bed  if  required.    No.  10  Price  each  $6  00. 

Subject  to  usual  discount 


Manufactured  Excluiively  by 

DAVOL  RUBBER  COMPANY 

PROVIDENCE,  R.  I.,  U.  S.  A. 


Approximately  6,000  agricultural  potato  distilleries 
are  now  in  operation  in  the  German  Empire.  Many 
of  these  are  co-operative  distilleries,  in  which  it  is  in- 
teresting to  note  that  the  co-operators  do  not  hold 
shares  having  a  certain  money  value,  but  possess  the 
privilege  of  calling  daily  for  a  certain  quantity  of  spent 
mash:  To  the  potato  crop  itself  an  eighth  of  the  arable 
land  in  the  German  Empire  is  now  devoted,  apd  the 
production  is  enormous.  In  some  instances  crops  of' 
more  than  535  bushels  per  acre  have  been  harvested 
while  yields  of  300  to  375  bushels  are  quite  common. 
Although  such  yields  are  produced  only  under  favor- 
able circumstances,  it  seems  obvious  that  the  total 
yields  can  be  very  considerably  increased  if  new  uses 
for  alcohol  can  be  discovered  to  create  the  necessary 
demand.  At  the  present  time,  in  the  eastern  prov- 
inces, it  is  the  price  of  spirits  which  regulates  the 
price  of  potatoes. 


«« Rest  Easy.*» 

The  Davol  Rubber  Co.,  Providence,  R.  I.,  keeps  abreast 
of  the  times,  and  are  continually  introducing  new  rubber 
.  goods  to  meet  the  demands  of  progress.  Its  **  Rest  Easy 
non-slip  bed  cushion  "  is  made  of  pure  gum  with  strong 
cloth  inserted,  and  is  provided  with  loops  for  fastening  to 
head  of  bed  if  required.  It  is  finding  great  favor  in  hos- 
pitals and  sick  rooms,  and  is  praised  most  highly  by  pa- 
tients who  appreciate  the  comfort  it  gives  them.  Every 
store  that  makes  a  specialty  of  sick-room  supplies  bhcnid 
have  it  in  stock,  as  the  demand  for  it  is  growing  rapidly. 


eAintheOrEle 

means 

Quality  in  iheCoito 


Better  prescriprtion  ser- 
vice is  the  result.  For 
clean,  strong,  flawless 

■■■Circle  A  G>rks"Mai 

are  just  as  essential  to  the  best  prescription 
work  as  are  pure  drugs,  careful  compounding, 
a  legible  label,  and  a  neat  wrapper. 

If  you  don't  believe  the  kind  of  corks  you  use 
matters,  just  ask  one  of  your  customers  what  he 
thought  of  you  the  last  time  he  broke  a  poor 
one  off  and  had  to  dig  it  out  of  the  bottle. 

Then  send  us  twenty  cents  for  a  sample  package  of  100  Circle  A 
Corks  in  five  assorted  sizes  and  sec  for  yourselfwhat  a  big  differ- 
ence there  is  between  them  and  ordinary  kinds. 

Sold  by  wholesalers  everywhere 


I 


Annstrong  0>rk  0>mpany 

120  Twenty-third  Street  Pittsbiirgfa^  Pa. 

f 
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The  false  notions  that  the  palate  is  the  organ  of 
taste  and  that  flavor  is  distinguished  by  the  tongue, 
are  errors  which  should  be  corrected  in  the  minds  of 
all  operatives  as  well  as  managers  or  superintendents, 
of  plants  manufacturing  Food  Products.  The  facts 
are  that  the  tongue  is  the  organ  of  taste,  but  has  no 
faculty  for  identifying  flavor,  while  through  the  olfac- 
tory or  smelling  nerve  is  obtained  all  the  intelligence 
received  concerning  the  quality  and  (^aracter  of  aro- 
matics  —  which  include  both  what  we  call  flavors  as 
well  as  odors. 

Even  Kant,  on^  of  the  most  noted  of  philosophers, 
held  the  mistaken  idea  that  the  sense  of  smell  was 
hardly  worth  cultivating,  supposing  presumably,  that 
flavors  were  sensed  by  the  organs  of  the  mouth,  pal- 
'ate,  etc.,  while  a  very  simple  demonstration,  would 
have  shown  the  fallacy  of  such  a  belief.  Yet  the 
same  belief  is  still  so  general  that  one  trying  to  ex- 
plain the  phenomena,  is  sometimes  laughed  at  or  re- 
garded with  suspicion. 

Referring  to  the  tongue  as  the  prime  organ  of  taste, 
we  find  that  those  substances  commonly  called  season- 
ings or  condiments,  such  as  sweets,  acids  (or  sours)  — 
bitter  things  and  salt,  are  distinguished  by  it  through 
certain  nerves  and  at  more  or  less  distinct  localities 
on  the  tongue  about  as  follows:  Sweet  is  promi- 
nently apprehended  in  the  middle  of  the  tongue, 
while  bitter  is  more  intensely  discerned  through  the 
large  "  taste '^  buds  at  the  base  or  back  portion ;  sour  or 
acid  solutions  are  detected  more  acuttly  at  the  sides 
or  edge  of  the  tongue  near  the  front,  and  salt  and 
prickling  Sensations  are  most  noticeable  at  the  tip. 

With  the  nostrils  tightly  closed  by  the  thum^  and 
finger,  practically  no  other  sensations  than  these  four 
can  be  conveyed  to  the  mind  by  any  food  product 
placed  in  the  mouth  for  mastication.  Of  course, 
there  are  also  the  general  sensations  of  heat  and  cold 
and  the  mechanical  sensations  of  grea.sy  (slippery) 
things  and  mucilaginous  (or  siick>)  things.— C,  C. 
Jenks. 


An.  Abos«d  Blwsaing. 

Like  m  iny  other  plants  and  drugs,  coca  may  be  a 
blessing  or  a  curse.  Several  years  ago  the  United 
States  Department  of  Agriculture  prepared  a  pamphlet 
on  *'  Habit-forming  Agencies,"  in  which  the  products 
of  oca  leaves,  among  those  of  other  plants,  are  con- 
demned. The  pamphlet,  however,  refers  more  par- 
ticularly to  the  indiscriminate  use  and  sile  of  coca 
and  other  extracts  which  it  is  claimed  are  a  menace 
to  public  welfare.  Whatever  favor  or  disfavor  with 
which  the  scientific  world  looks  upon  coca,  the  fact 
remains  that  some  of  its  products  have  become  a  prac- 
tical necessity  for  the  human  family.   What  a  blessing. 


I  Artistic  Show  Cards 
I  AND How 


ToWrite 


Our  lessons  for  Home 
Study  win  TEACH  YOU. 
Tells  how,  shows  how. 
Particutanfree.  Address,  I 
THE  THOMPSON  SCHOOL  I 
DEPT.  5.  ^PONTIAC.  MICHICAM  | 


Necco  Wafers 

TRAHSPAREVT  PAPER  WRAPPER 

Hub  Wafers 

GLAZED  PAPXR  WRAPPER 

show  the  dealer  a  greater  margin  of  pro- 
fit— not  through  a  single  sale,  but  through 
volume  of  sales.  Necco  and  Hub  Wafers 
are  so  widely  adveriisid  that  the  consum- 
er chooses  ihem  almost  invariably  in  pre- 
ference to  similar  wafers  uf  less  popularity. 
Then,  again,  they  are  guaranteed  pure 
confections.  The  candy  eating  public 
knows  this  through  our  advertisements. 
Dealers  know  it  and  are  eager  to  carry 
them,  because  they  know  every  sale  is  com- 
plaint-proof. Why  delay  }  Necco  and  Hub 
Wafers  produce  liberal  profits  for  you, 
satisfaction  for  your  customer?.  Call  that 
jobber  up  today  for  a  trial  c»rdcr. 

NEW  ENGLAND  CONFECTIONERY  CO. 

Boston,  Mass. 


Warning ! 


On  January 'II,  1915,  in  the  United  States  Dii 
trict  Court,  Southern  District  of  New  York,  the 
Lambert  Pharmacal  Company,  manufacturers  of 
Listerine,  was  awarded  j  udgment  against  the  Bolton 
Chemical  Corporation,  manufacturers  of  a  prepara- 
tion known  as  "  Listogen." 

The  Court  ruled  that  the  name  '*  Listogen  "  is  an 
infringement  upon  Listeiine,  not  only  because  of 
its  resemblance,  but  also  because  ibe  word  *'  Listo- 
gen" serves  as  an  apt  means  of  substitution  when' 
Listerine  is  demanded. 

The  name  *'  Listerine"  is  a  registered  trade-mark 
for  antiseptics,  soaps,  tooth  powder,  tooth  paste, 
tooth  brushes  and  talcum  powder.  It  is  our  exclu- 
sive property. 

Manufacturers,  wholesalers  or  retailers  who  may 
be  tempted  to  use  on  an  antiseptic,  soap,  tooth  pow- 
der or  paste,  tooth  brush  or  talcum  powder,  any 
label  or  trade  mark  containing  the  word  "  Lister,'* 
or  any  combination  of  letters  resembling  the  word 
"  Listerine,**  are  infringing  upon  our  rights. 

Warning  is  hereby  given  that  all  infringements 
upon  the  Listerine  trade-mark  will  be  vigorously 
prosecuted. 

Copies  of  the  decree  in  the  case  above  mention- 
ed will  be  mailed  to  any  address  upon  request. 


LAMBERT  PHARMACAL  COMPANY 
Saint  Louis,  U.  S.  A. 
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thinks  the  sufferer  who  goes  to  the  surgeon,  and  his 
applications  of  cocaine  reduce  the  agonies  of  knife  or 
instrument  to  a  minimum.  Indeed,  the  uses  of  cocaine 
in  countless  minor  and  even  major  operations  have 
made  its  service  invaluable  both  to  the  unfortunate 
sufiEerer  and  the  skilled  hand  of  the  specialist.  Possibly 
other  agencies  might  be  employed,  but  the  products 
of  the  little  coca  leaf  has  its  own  peculiar  place  in 
relieving  humanity  of  a  vast  amount  of  sufiEering.  In- 
temperance in  anything  may  cause  ruin,  but  rightly 
directed  a  most  dangerous  substance  becomes  a  power- 
ful agency  for  doing  good.— W.  F.  Main. 


Aids  to  Prosperity* 

The  pulse  of  the  business  world  in  America  slowed 
down  for  a  time  after  the  beginning  of  the  European 
war.  An  investigation  of  the  causes  of  this  ailment  in 
business  showed  that  we  were  all  suffering  more  or 
less  from  shock,  and  not  from  any  serious  incurable 
derangement.    We  simply  need  shaking  up. 

Here  is  what  a  retailer  said  recently  to  the  writer : 
"  I  have  increased  my  advertising  appropriation  this 
year  20  per  cent  above  that  of  last  year.  As  business 
this  year  was  supposed  to  be  dull,  I  increased  my  ef- 
forts, both  in  advertising  and  store-keeping,  and  as  a 
result  I  am  running  well  ahead  of  last  year.  This  is 
the  best  year  I  have  ever  had.*^ 

The  opening  of  the  European  war  has  taught  us  a 
lesson.  It  has  showed  us  that  we  are  not  such  a  won- 
derful people  after  all.  With  the  beginning  of  hosti- 
lities there,  and  the  falling  ofiE  of  imports  and  exports. 


we  began  to  lose  confidence,  like  the  *'  cry-baby  boy  ** 
when  his  mother  let  go  of  his  hand. 

Do  we  need  any  European  hand  to  lead  us  along 
the  road  to  prosperity  ?  If  we  do,  it  is  about  time  we 
got  a  little  Spartan  treatment  to  give  us  more  back- 
bone. 

If  I  were  a  retailer  I  would  make  my  local  news- 
paper advertising  more  forceful  and  more  timely 
than  ever.  If  I  could  not  write  ads  that  would  ac- 
tually compel  ^he  reader's  attention^  I  would  hire 
brains  to  do  it.  I  would  use  the  opportunities  af- 
forded by  the  numerous  holiday  and  social  functions 
which  are  approaching  to  sell  more  stock.  In  a  word, 
I  would  cudgel  my  brains  to  devise  original  selling 
methods.  That  is  probably  the  rub  —  we  do  not  al- 
ways cudgel  our  brains  enough.  We  want  things  tor 
flow  along  smoothly  and  easily,  without  much 
'*  thought  expense.''  —  Robert  Francis  Nallan  in  The 
Jewelers'  Circular. 


Coffee  satisfies  an  inner  humancraving  that  nothing 
c^lse  will  satisfy*  The  many  beneficial  effects  derived 
from  coffee  have  made  it  the  great  national  drink. 
All  people  enjoy  it,  some  are  benefited  by  it,  to  others 
it  is  positive  danger,  injury  and  harm.  Heart,  nerves, 
liver,  kidneys  and  stomach  are  poisoned  by  coffee 
unless  your  vitality  and  constitution  are  such  that  you 
throw  off  the  stimulating  caffeine  or  cofiEee  without 
breaking  down  under  its  effects.  Average  coffee  beans 
contain  six  grains  of  caffeine  and  this  drug  when  given 
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as  medicine  is  used  only  in  doses  from  one-half  to  two 
grains.  The  increased  blood  pressure,  dilated  irritable 
and  rapid  heart,  headache,  kidney  pain,  increased 
flow  of  urine,  and  the  excessive  excretion  of  solids  to 
which  coffee  drinkers  sooner  or  later  fall  heir  are  thus 
readily  accounted  for. 

Some  years  ago  a  process  was  perfected  for  ex- 
tracting 90  per  cent  of  the  caffeine  from  the  whole 
coffee  bean  without  affecting  those  other  ingredients 
which  make  coffee  sdch  a  delightful  beverage  and  ar- 
ticle of  diet.  Coffee  deprived  of  its  poisonous  caffeine, 
has  long  been  a  staple  article  of  diet  in  European 
health  resorts,  such  as  Maricnbad,  Carlsbad,  Ostend, 
and  Bath.  Invalids  arriving  at  these  "cures"  are 
taken  off  ordinary  coffee  entirely  and  given  caffeine- 
free  coffee  instead. 

This  caffeine-free  coffee  is  now  being  generally  of- 
fered at  a  price  not  much  in  excess  of  that  of  high 
class  coffee,  and  is  being  consumed  in  lai^e  quanti- 
ties by  those  to  whom  old  style  coffee  is  forbidden 
because  of  its  deleterious  effects.  —  Albert  N.  Doer- 
schuk,  Ph.G. 


KtcHintf  Class. 

From  time  to  time  a  number  of  descriptions  of  how 
to  etch  glass  with  hydrofluoric  acid  have  appeared 
and  practically  all  of  these  articles  have  failed  to  state 
that  as  the  fluorine  fumes  given  off  from  this  acid  are 
extremely  pofsonous,  it  is  next  to  impossible  to  ob- 
tain the  acid  through  the  usual  channels.  The  acid  , 
when  obtained  must  be  kept  ill  a  paraffin  bottle  as  it 
attacks  the  silicon  dioxide  in  glass  and  turns  it  into 
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gas.  Nevertheless,  a  very  weak  form  of  hydrofluoric 
acid,  absolutely  harmless  and  quite  suited  to  the 
etching  of  glass,  can  be  made  in  the  following  man- 
ner. 

Put  into  a  small  iron  pan  some  cryolite  or  fluorspar, 
adding  to  it  a  little  concentrated  sulphuric  acid. 
Coat  the  piece  of  glass  to  be  etched  with  paraflin  wax 
by  dipping  into  melted  wax.  When  the  wax  on  the 
glass  hardens,  scratch  in  the  wax  the  design  to  be 
etched,  using  a  sharp  pointed  knife  for  the  purpose. 
Place  the  waxed  glass  over  the  top  of  the  pan  with 
the  design  facing  downwards  and  cover  the  whole 
thing  with  a  piece  of  paper.  Heat  the  pan  gently  for 
a  few  minutes,  being  careful  not  to  melt  the  wax  on 
the  gla^s,  and  let  stand  for  a  few  hours.  When  the 
wax  is  nnallv  removed  the  design  will  be  found 
clearly  etched  in  the  glass—  Popular  Electricity. 


Removal  Notice. 

Editor  of  The  Spatula :  We  have  moved  our  ofiice 
and  factory  from  913-15-17  Cherry  Street,  Philadelphia, 
where  we  have  been  located  for  forty  years,  to  Chester, 
Pa.'  Our  new  plant  is  double  the  size  of  the  old  one,  is 
fireproof  throughont,  and  is  equipped  in  the  most  up-to- 
date  manner.  We  are  able  not  only  to  more  than  double 
our  former  output,  but  to  better  our  well  known  reputa- 
tion for  prompt  deliveries.  Our  facilities  will  enable  us 
to  turn  out  the  highest  grade  of  work.  We  have  a  rail- 
road siding  to  our  plant,  and  the  freight  and  express  rates 
from  Chester  to  all  points  are  the  same  as  from  Philadel- 
phia. Our  whole  attention  will  be  given,  as  heretofore, 
to  the  manufacture  of  collapsible  tubes  of  all  kinds, 
sprinkler  tops,  metal  syringes  and  metal  specialties. 
Chester^  Pa  ^Jan.  /,  /p/5.  A.  H.  Wirz,  Inc. 


N«Mr  Plsamiacists* 

The  Massachusetts  Board  of  Registration  in  Pharmacy 
registered  in  January,  after  examinations,  these  pharma- 
cists and  assistants : 


HENRY  TROEMNER 


STAJVBARD  OF  EXCXXIiEIf  CE 


1840 


1913 


New  Triumph  Prescription  Scale 

Built    like    the    Wise  Man's  House — upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet     sentitiTe  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalogue  No.  1913. 

91 1  Arch  Street,        PHILA.,  PA. 


Pharmacists:  Eugene  E.  Cyr,  Alfred  E.  Roy,  John 
Alvin  McCarthy,  Lawrence;  Edward  L.  Fancogney,  Lenox; 
Michael  J.  G^llahue,  Cico  Barone,  Albert  A.  Stein,  Fred 
Koos,  Abraham  Trachtenbetg,  Boston;  Joseph  T-  Lan. 
tigne,  L>well;  Alton  Leslie  F.  Marshall,  Joseph  V.  Am 
brose,  Ford  Wesley  White,  Cambridge;  Helen  M.  Ross, 
Qaincy;  James  G.  Eikind,  Hugh  H.  O^Roarke,  Worces- 
ter; Michael  Goodman,  Otto  A.  Wruck,  Springfield; 
Edwa  d  Li  Verdiere,  Silem;  Joseph  G.  Dion,  Arthar  R. 
Therrien,  S iw  Bedford;  William  F.  Hetherman,  Ames- 
bary;  Thomas  J.  Switzer,  Norwood;  William  H.  Mc- 
Devitt,  Bradford;  Antonio  S.  Ventura,  Fall  River;  Chas. 
C.  Wade,  Marlboro. 

Assistants:  Earl  M.  Baldwin,  West  Stockbridge; 
Fred  L.  Barnell,  Pitts6eld;  Wilbur  H.  Crowell,  Harwich; 
Scott  French,  Haverhill;  James  L.  Lamb,  Springfield; 
Herman  B.  Patkinson,  Semonr  M.  Fainzin,  William  R. 
Ryder,  Gerald  P.  Hudson,  John  F.  Reca,  Boston;  Arthur 
H.  Delphos,  Worcester;  Stephen  J.  Blalkowski,  Salem; 
Charles  S.  Dilton,  George  F.  Curry,  Jr.,  New  Bedford; 
Delmont  T.  Griffi  i.  Everett;  John  Williams,  Brockton; 
Walter  M.  Rice,  Westfieid;  Charles  E.  Stuart,  Cam- 
bridge; Waller  Pollano,  Lawrence. 

INTill  !!«▼•  a  INTalrtss  Fossntaiia. 

The  Walrus  Manufacturing  Company,  Decatur,  111.,  has 
just  secured  the  order  for  the  fixtures  and  soda  fountain 
for  the  new  confectionery  to  be  established  in  Fort  Wavne, 
Ind.,  by  Mr.  A.  C.  Aurentz.  His  present  store,  which  is 
considered  very  fine  and  which  has  been  a  show  piece  for 
Fort  Wayne,  was  fitted  oat  by  the  Walrus  people  with 
fixtures  and  soda  fountain  ten  or  twelve  years  ago.  Mr. 
Aurentz  has  been  so  well  pleased  with  the  service  these 
fixtures  and  fountain  have  given  that  he  did  not  hesitate, 
when  planning  this  new  store,  which  will  be  one  of  the 
very  finest  confectionery  stores  in  the  country,  to  give  his 
order  to  the  same  concern  as  before.  His  new  establish- 
ment will  be  very  large  and  roomy.  The  fountain  will  be 
24  feet  long,  and  the  soda  parlor  will  have  comfortable 
seating  capacity  for  150  people. 


A  Guaranty 

of  complete  satisfaction  or  money  re- 
funded goes  with  every  package  of 

PINEX 


Behind  you,  when  you  make  this  guar- 
anty to  your  customer,  stands  our 

Oldp  Strong  Company 

There  is  no  quibbling  nor  side-stepping 

when  a  customer  is  to  be  satisfied. 

We  refund  the  full  retail  price. 

No  lost  profits. 

The  Pinex  Company 

FORT  WAYNE,  iND. 
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embody    Three    Distinct 
Grades  of  Construction » 


Mr.  Walrus  says:— 

WALRUS  SODA  FOUNTAINS 

Arrangement  and  Materials,  nam-iy: 

mFITHFftWAY  An  Absolute  Soven-ign.  No  otlier  Apparatus 
ClincnnHI.  nearly  approaches  it.  Ice  or  Iceless.  UhC  it 
EITHKRWAY.  The  byrup  Jar  that  jars  competition  Syrup  Lifts 
Guaranteed  a  Life  Time. 

mPflMMflNFR  Just  like  all  others  are  offeiing.only  we  make  it 
UUmmUHCIla  ^tter  and  sell  ii  tor  less  Let  us  pr«.ve  i( 
TUF  WflNHFR  F^r  ahead  of  anything  in  its  class.  Substantially 
I  nc  If  UnUCn.  buiH,  well  dtsigntd,  aurable  A  whole  lot  of  Foun- 
tain for  a  very  little  money.  Made  tor  the  man  who  requires  a  good  but 
Inezptnsive  outfit. 


SEND   FOR  CATALOGS 


WALRUS 


MANUFACTURING   COMPANY 

DECATUR.  ILLINOIS 
Largest  Builders  and  Distributors  <»f  Soda  Fountains  through  Jobbers 

AGBNCIB9  IN  ALL  PRINCIPAL  CITIRS  " 


N«w  Print«a  Matter. 

Manufacturers  and  others  are  invited  to  put  the  name  of 
The  spatula  on  their  mailing  list^  thai  we  may  receive  their 
business  literature  as  issued.  Acknowledgment^  as  a  rule^  will 
be  made  in  this  column.  Such  information j  wc  believe^  is  of 
much  interest  to  our  subscribers^  and  in  some  cases  its  publica- 
tion may  result  in  advantage  to  those  accepting  our  invitation^ 
which  is  extended  as  freely  to  those  who  do  not  as  to  those  who 
do  advertise  with  us. 

A  new  edition  of  "A  Short  Handbook  of  Cosmkt" 
ics,'*  by  Dr.  Max  Joseph,  of  Berlin,  is  just  published  by 
E.  B.  Treat  &  Co.,  New  York.  The  book  has  been  re- 
vised and  now  contains  a  valuable  appendix.  It  contains 
100  pages  and  is  sold,  postpaid,  for  ^i.oo. 

The  February  number  of  Johnson  &  Johnson's  Red 
Cross  Messenger  represents  the  high-water  mark  cf 
house  orgln  journalism.    It  is  a  thing  of  beauty. 

"The  Detection  of  Poisons  and  Powerful 
Drugs."  By  Dr.  Wilhelm  Autenrieib.  Authorized  trans- 
latten  by  Wilhelm  H.  Warren.  Ph.D.,  Professor  of  Chero 
ifttry  in  Wheaton  College.  Octavo,  cloth,  320  pagep; 
j$2.oonet.    P.  BUkiston's  Son  &  Co.,  Philadelphia.    1915. 

The  Walrus  Manufacturing  Company,  Decatu^  111.,  are 
sending  out  literature  descfiptive  of  their  fountains  and 
accessories.  One  of  their  circulars  bears  the  infoimation 
in  large  type  that  1500,000,000  was  spent  for  soft  diinks 
last  year. 

"  Digest  of  Comments  on  the  PuARMACoro^iA  of 
THE  United  States  of  America*'  (£ighth  Decennial 
Revbion)  and  of  the  National  Formulary  (Third  Edition) 
for  the  Calendar  Year  Ending  December  31st,  1913.  By 
Murray  Gait  Motter  and  Martin  I.  Wilbert.  Bulletin  No. 
98,  Hygienic  Laboratory,  Unittd  States  Public  Health 
Service.  Octavo,  paper,  518  pages.  Washington :  Govern- 
ment Printing  Office.    19 14. 

"The  Alkaloidal  Content  of  Stramonium 
Leaves,"  by  Henry  August  Langenhan,  B.S.,  Instructor 


DONT  BE  A  HESITATORI 

Wben  jron'i'e  convlneed  a  thing  Is  good  for  yoxkx 
bnslnescy  why  not  go  ahead  and  uso  It  I 

You  knotv  up-to- 
date  Display  Fit- 
tings would  bring 
in  more  money  than 
they'd  cost:  then 
isn't  it  poor  policy 
for  you  to  delay 
ordering  ? 

Our  catalog  shows  a  eomplete  line  of  Stands, 
Brao%etSf  ete.,  for  the  I>rnggisty  and  it's  free  for 
the  asking.    Shall  we  send  it  f 

THK  BARI^OW  COMPANY 

No.  79-G  Race  St.,       -       -       HOLYOKB,  MASS. 


in  Pharmacy  in  the  University  of  Wisconsin,  is  published 
as  Bulletin  No.  692  of  the  Uni verity  of  Wisconsin.  It 
is  a  contribution  from  the  couise  in  pharmacy.  In  Bui- 
1  -tin  No.  963  are  published  **  Chemical  Study  of  the  Oils 
of  Several  Species  of  Eupatorium"  and  "A  Study  of  the 
Chemical  and  Physical  Properties  of  Wisconsin  Worm- 
wood Oil,"  by  Emerson  R.  Miller,  Acting  AFsi>tant  Pro- 
fessor of  Plant  Chemistry  in  the  Uiiiven>lty  of  Wiscon- 
sin and  Chemist  to^  Pharmaceutical  Experiment  Station. 
Either  Bulletin  may  be  had  at  twenty-five  cents  each. 

Bulletin  No.  97,  Hygienic  Laboratory,  Unittd  States 
Public  Health  Service,  Washington,  D.  C.,  contains  the 
following  monographs:  I. —  'Some  New  Siphonaptera.*' 
II. —  "A  Further  Report  on  the  Identification  cf  Some 
Siphonaptera  from  the  Philippine  Ulands."  III.—  "  The 
Taxonomic  Value  of  the  Copulatory  Organs  of  the  Fe- 
males in  the  Order  Siphonaptera."  They  are  all  by 
Carroll  Fox. 

The  "  TWENTY-NINTH  ANNUAL  REPORT  OF  THE  MAS- 
SACHUSETTS Board  of  Registration  in  Pharmacy 
FOR  THE  Year  Ending  November  30,  1914"  has  been 
received. 

The  "  Proceedings  of  the  Eleventh  Annual  Con- 
vention OF  the  National  Association  of  Boards 
of  Pharmacy  (Incorporated)  Held  at  Detroit, 
Michigan,  August  24-29,  1914,**  have  been  published. 

Foote  &  Jerks,  Jackson,  Mich.,  send  us  *' Coleman's 
Home  Tried  Recipes,"  a  20  pige  booklet  of  valae  that 
will  be  sent  free  to  any  one  asking  for  it. 

Messrs.  Fredeiick  Stearns  &  Co.,  Detroit,  are  publish- 
ing an  **  over-seas  "  edition  of  their  handsome  house  paper, 
**  The  New  Idea."  It  is  published  bi-monthly,  and  no 
doubt  will  do  much  in  helping  the  distribution  of  "  made 
in  America"  goods.  The  house  of  Stearns  has  branch 
establishments  or  agencies  in  most  of  the  large  foreign 
commercial  centres. 


ROBERTSON'S 

fruit  tablets  flavors  ••Idom  found,  oxoopt  In 
tho  original  fruits,  eonsoquontly  aro  business 
bulldors  I  paokod  5  lb.  round  Jars  \  and  4  lb. 
squaro  Jars.  Establlshod  retail  pries  40o  lb. 
or  2  ozs.  for  Qe. 

If  not  at  your  Jobbors  writs  us  direct. 

ROBERTSON-BRADSHAW  CB., 

286BnMMSM,        NiwYtitCili 
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*'  The  Pink  Sheet,'*  published  by  the  Morrison- PI  urn- 
mer  Co.,  Chicago,  is  a  unique  house  organ,  and  is,  we 
believe,  carefully  read  by  all  who  receive  it. '  Its  reading 
matter  is  characterized  more  by  quality  than  muchness. 

The  article  in  the  February  Century,  *'  Has  the  Church 
Collapsed?"  by  £.  D.  Schoon maker,  has  made  the  min- 
isters sit  up  ana  take  notice. 


A  Lfist«rin«  Victorsr. 

•  The  use  of  the  word  **  Listogen  '*  by  the  Bolton  Chemi' 
cal  Co.  was  delared  an  infringement  upon  the  trade  maik 
*'Listerine"  by  the  United  States  Court,  Southern  Dis- 
trict of  New  York,  Jan.  1 1, 191 5,  and  the  Lambert  Chemi- 
cal Co.,  of  St.  Louis,  were  awarded  judgment  The  judge, 
in  rendering  his  decision,  said  in  part : 

*'The  defendant's  compound  is  obviously  appropriate 
for  substitution  for  the  plaintiff's ;  its  uses  are  precisely 
the  same,  and  it  is  made, up  for  the  same  class  of  con- 
sumption. In  choosing  an  arbitary  trade  name  there  was 
no  reason  whatever  why  they  should  have  selected  one 
which  bore  so  much  resemblance  to  the  plaintiff's ;  and 
in  such  cases  any  possible  doubt  of  the  likelihood  of 
damage  should  be  resolved  in  favor  of  the  plaintiff.  Of 
course  the  burden  of  prool  always  rests  upon  the  moving 
party,  but  having  shown  the  adoption  of  a  similar  trade 
name,  arbitary  in  character,  I  cannot  see  why  speculation 
as  to  the  chance  that  it  will  cause  confusion  should  be  at 
the  expense  of  the  man  first  in  the  field.  He  has  the 
right  to  insist  that  others,  in  making  up  their  arbitrary 
names,  should  so  certainly  keep  away  from  his  customeis 
as  to  raise  no  question.  In  the  case  at  bar  there  is  at 
least  ample  doubt  that  this  will  be  true.  "  Listogen,"  if 
the  accent  be  on  the  fi.rst  syllable,  is  like  enough  to  **  Lis- 
terine "'  to  serve  as  an  apt  means  of  substitution  among 
those  who  have  not  already  enough  familiarity  with  the 
plaintiff's  article  as  to  be  safe  from  any  such  efforts. 
There  is  always  a  fringe  of  possible  customers -^  next 
year's,  for  instance  —  with  whom  such  opportunities  are 
not  to  be  disregarded,  people  who  have  heard  vaguely 
the  old  name  or  seen  it  in  advertisements  suid  who  f^  to 
carry  it  with  accuracy  in  their  memory.  Among  these 
confusion  is  eminently  possible,  and  tha^  possibility,  if  not 
a  remote  speculation,  is  quite  enough.  To  show  how  near 
the  defendant's  name  is  we  need  only  change  one  letter. 


*g/'to' 


'  Listoren  "  would  be  so  close  an  imitation 


as  would  not  allow  argument  in  its  defence.  Now  the 
<«  g  **  does  make  a  difference ;  being  a  consonant,  it  sounds 
more  distinctly,  but  I  cannot  say  that  it  is  enough,  and 
no  reasonable  explanation,  no  explanation  whatever,  is 
suggested  why  the  name  need  be  used." 

B«iits  Vf  Too. 

I  am  always  interested  in  your  paper,  and  have 
found  quite  a  lot  of  information  which  has  been  of 
good  use  to  me  in  dispensing,  window  dressing,  store 
management,  etc.  How  some  pill  punchers  get  along 
without  it,  or  one  similar,  beats  me.  W.  Whyte. 

Roodepoort^  ^outh  Africa^  Dec,  //,  1914. 


CASH  FOR 

OLD 
ACCOUNTS 

Comes  easy  and  direct  to 
you  if  you  use  Archbold's 
Improved  Collection  Sys- 
tem. Only  2c.  for  postage 
— there  is  no  futher  cost. 


WhatOtlMf    ' 
Mirchants  Say  is  Proof- 


"  I  sent  out  8  of  your  letters  on  accounts  a- 
mounting  to  ^186  00  and  collected  in  a  very 
short  time  |00  11."  (Signed)  The  Greenlawn 
Store,  Greenlawn,  N.  Y. 


"Please  find  check  for  ^l  for  whicb  send 
some  more  collection  letters.  They  work  to 
perfection."  (Signed)  L.  H.  Bourbeau,  Leo- 
minster, Mass. 


"  We  find  your  letters  very  effective  on  some 
of  our  slow  paying  accounts,  and  as  we  sent  for 
the  second  |ot  so  soon,  it  is  self-evident  that  the 
first  were  satisfactory."  (Signed)  Church  Qu- 
arry Co.,  Sibley,  Mich. 

Oprn|I|    Outfit  for  making  01 
OrLUlRL  20 collections     -     *'■ 

50  Collection  Outfit  |2.  Outfit  consists  of  letters, 
envelopes,  record  cards  and  full  instructions 
*'  how  to  collect." 
Money  back  if  not  satisfied.- 

CHAS.  L.  ARCH  BOLD 


1662  e.  93pd  St.. 


CLCVCLAND.'OHIO. 
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Talc*  Ad 


it«tf«  of  Quantity  Pric«. 

An  offer  of  a  liberal  discount  on  the  purchase  of  an 
article  which  is  in  constant  demand  should  be  taken  ad- 
vantage of  by  every  druggist,  even  when  it  is  necessary  to 
buy  a  large  quantity  in  order  to  obtain  such  a  discount, 
for  it  is  impossible  to  overstock  with  goods  which  sell 
themselves,  as  it  b  just  as  easy  to  sell  a  gross  of  Castoria 
as  to  sell  a  dozen,  especially  as  he  can  thereby  save  5  and 
lyi  per  cent  The  Centaur  Company,  of  250  West  Broad- 
way, New  York  City,  makers  of  Castoria,  offers  this  dis- 
count on  gross  lots  to  the  druggists  by  having  jobbers  sell 
a  gross  at  I31.12  while  asking  #2.80  for  a  single  dozen. 
It  always  pays  to  handle  reliable  goods,  and  the  handling 
of  Castoria  is  exceptionally  lucrative.  Cards,  candy  bags, 
counter  wrappers  and  booklets  with  which  to  boom  the 
sale  of  Castoria  are  furnished  free  upon  application  to 
the  company.  It*s  just  like  finding  an  extra  dozen  in 
every  gross  case,  and  this  dozen  wUl  put  I4.20  in  your 
cash  drawer.    Try  it. 


SUBSCRIBERS  EXCHANGE 


POSITION  WAlfTED  with  perfume  or  drug  manufactur- 
iog  house  by  capable  man  of  35.  Has  been  15  vears  io  the  manu- 
facturing ofmeaidnet,  pills,  perfumes,  cold  and  massage  creams, 
ointments,  etc.;  last  eight  years  in  charge.  Highest  references. 
Graduate  in  organic  and  inorganic  chemistry.    "  L.  F.  T.,"  care 


of  Spatula,  Boston. 


Dru  Stores  (snaps)  for  sale,  and  positions  in  all  States' 
Physicians,  Veterinarians,  Dentisu,  furnished  for  all  locations* 
F.  V.  Kneist,  R.  P  Omaha,  Neb.    Estab.  1904. 


Wanted.  15%  commission  paid  salesman  call- 
ing on  drug  trade  to  sell  specialty  as  side  line.  Address  L.  W. 
Marshall,  Lexington,  Mo. 

CoBsnlt  Moore  on  all  AdTertlsIng  questions.  Writing 
planning.iUustrating,  ptinting  and  placing  of  advertisirg'caref  uUy 
bundled.  Booklet  int.  Write  MOORE.  Adv.  Specialist,  New 
Egypt,  N.J. 


Toilet  Preparations 


A  treatise  on  the  manufacture  of  Casein  Massage  Creams 
Complexion  Creams,  Cold  Creams,  Face  Creams,  Pow- 
ders, Toilet  Lotions,  Camphor  Ices,  Bath  Tablets  and 
simiiar  preparations,  including  the  latest  formulas. 

Compiled  and  Edited  bjr  Ij.  W.  MARSHAIilj 

Price  postpaid  fifty  cents,  (Foreign  2s)  with 
Thb  Spatula  1  year  $1.26 (Foreign  fo.) 


Public  Opinion 

today  demands  a  strict  observance 
of  sanitary  rules,  and  the 

Medical  Profession 

recognizes  the  superiority  of  prod- 
ucts hygienically  prepared.  In 
this  respect 

PLUTO  WATER 

meets  the  exact  requiremeDts  of  both 
classes.  Hence  the  daily  increasing 
substantial  demand  through  our  per- 
sistent, national  campaign  of  educa- 
tion. J 

Link  your  store  to  this  chain  of  pub-  \ 
licity  by  the  regular  use  of  our  start- 
ling,  sales-compelling  window   dis- 
plays.. 

Investigate  our  quantity  lot  discount 
and^send  for  our  full  window  display  free  on  request. 

French  Lick  Springs  Hdtel  Co. 

French  Lick,  Indiana. 


THE  SPATULA  PUBLISHING  CO.,  BOSTON,  MASS.    [      ' 


k^M^M^MrflM^M 


ONE  THOUSAND 
FORMULAS 

Many  Original  and  Others  taken  from 

Leading  Pharmaceutical  Journals, 

the  Best  Formularies  and 

Other  Sources. 

A  Compilation  Giviiig  the  Practical  Working  Druggist 

Full  Information  about  tke 

Making  of  tke  Most  Common 

and  Saleable  Preparations 

A«  well  as  about  many  others  whose  (onnulas  it  wodd 
be  difficult  to  find  elsewhere. 


By  L  W.  MARSHALL 

Price  75c(3s.)withTHESPATULA,  I  year,  $1.35 (7s.) 


BOSTON:  SPATULA  PUBUSHING  CO. 
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Seidlitz  and  Headache 
Powder  Manufacturers! 

Marston's  Patented  Powder  Measuring: 
Machine  is  the  only  accurate  meas- 
uring: machine  on  the  market ! 

This  is  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  5  to  200  grains 
at  the  rate  of  60  per  minute,  and  can 
be  run  by  steam  or  a  half  horse  power 
motor. 

Manuflu»tar«d  onljr  bjr 

The  0.  IL  Marston  Co.,  Stonetaam,  Mass. 


A   TKN    DOI^I^AR  ««  P.  M.»» 

.      300  FINE  IMPORTED 

POST    CARDS 

Birthday,  Rest  IViilies,  Art,  €omlca 

No  Old  Stock.    All  Fresh,  Up-to-Dato  D«i2gn« 
No  adTertiflinc  on  them.    With  erexy  $16.00  order  for 

CHI-CHES-TERS  DIAMOND  BRAND  HLLS 

Quick  Sellers  at  8  to  10  cents  each 
A  CliEAR  CASH   BOlVrS  OF  $10.00 

Choice  of  four  other  Premiums. 

Order  today  from  your  jobber.    We  send  the 

Premium  Direct. 

CinCHEST]i£B   CHSMICAIi   COMPAIVT 

2815-17<19  Madison  Square,  Philadklphia,  Pa. 


Anyone  fendlnsr  a  eketch  and  descriptf  on  n 
quickly  ascertain  our  opinion  free  whether 
InTentinn  Is  probably  patentable.    Communl 


probably  pa 

cyforBecurinffpi^i     - 

Patents  taken  tbroucrh  Munn  &  Co.  receive 


tlons  strictly  confldentl 

sent  free.  Oldest  neencj  for  securing 


msy 

. ^^r  au 

Communlrn- 

Handbook  on  Patents 
mill. 


special  notice^  without  cbanre,  In  the 

Scientific  Jiniericdm 

A  handsomely  illustrated  weekly. 


T^anrest  oir- 
Terms,  $3  a 


culatlon  of  any  scientific  JoumaL     i  erniB,  90  a 
year :  four  months,  9L  Sold  by  all  newsdealers. 

hUNN&Co.»«<»'««>-^  New  York 

Branch  Office.  626  F  St.,  Washlncton,  D.  C. 
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Every  one  ivho  has  a  sodi  fouijtnin  needs  a  guide, 
and  it  is  needless  to  say  that  none  are  better  than  this 
one.—  Southern  Pharmaceuiiai  Journal. 

The  formulas  f  »r  t*ie  minuf  .cture  of  syrups  acd 
fancy  drinks  of  nil  kinds  are  worth  many  times  the  cost 
of  book  "Midland  Druggist. 


THE  SPATULA 

SODA  WATER  GUIDE 

(FOURTH  EDITION) 

Eotirely  Rewritten— Thoroughly  Revised  - 

Broagtat  Right  Up  to  Date-Qreatly  Augnentcd 

Nearly  2000  Subjecta  mod  Pornnlas 


SPATULA 

SODA  WATER 

GUIDE 


The  fact  that  three  large  editions  of  the 
Spatula  Soda  Water  Guide  have  been 
sold  within  a  few  years  testifies  to  its  value 
apd  to  the  esteem  in  which  it  is  held  by  the 
dispensing  trade  thoughout  the  country.  It 
hiS  been  pronounced  by  competent  author- 
ities the  most  exhaus- 
tive, the  most  practi- 
cal and  in  every  way 
the  best  book  of  its 
kind  ever  published. 
Its  author,  Mr.  E. 
F.  White,  is  recog- 
nized as  the  most 
accomplished  soda- 
water  expert  in  the 
world,  and  in  his 
book  are  thousands 
of  suggestions  and 
formtlias  that  are  to 
be  found  nowhere 
else.  His  position  for  many  years  as  soda 
fountain  editor  of  The  Spatula  and  special 
contributor  to  the  leading  American  drug  and 
confectionery  journals  has  made  his  name 
well  known. 

A  glance  at  the  list  of  some  of  the  priuci- 
pil  chapters  into  which  the  book  is  divided 
will  show  how  throughly  the  field  is  covered. 


<^ 


SOME  OF  THE  PRINCIPAL  CHAPTERS. 

To  the  Besinner,  The  Art  of  RuyinR,  Care  of  Ap- 
piratus,  Carbonationof  Water,  Manufacture  of  Foun- 
tain Syrup,  (218  formulas)  Fresh  and  Preseryed  Fruits, 
"  ■      '     Esi  ""   ^  " * ""      '- 


Beverages,  The  Sundae,  (287  formulas)  The  Parfait, 
(29  formulas)  Fancy  Dressingrs  for  Ice  Cream,  (69  for- 
mulas) Hot  Sundaes,  Fountain  Uses  of  Marsh  Mal- 
low, (72  formulas)  Hot  Drink*,  (141  formulas)  Manu- 
facture of  Ice  Cream,  The  Fountain  Luncheonette, 
F;icts  about  the  Cost  of  Soda,  Hints  to  Employers, 
The  Care  of  Glasses. 

PRICE,  $1.00 

This  Fourth  Ediiion  of  the  Spatula 
Soda  Water  Guide  consists  of  nearly  160 
large  double  column  pages,  10^  x  8,  hand- 
somely illustrated  and  bound  in  an  attractive 
cover  Its  price  is  post-paid,  $i.bo(4  j  )  with 
The  Spatula  one  year,  %\  50  (8  j) 
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Webb's  Alcohol, 

THE  ACXNOWLEDGED  STANDARD. 

JAMES  A.  WEBB  <Si  SON.       ^  *  ^'  ^^T^J^  ""^"^ 


J 


^i£ 


DOUBLE  PROFIT  rj^^^^L'^^.Th'Tl^ 

_j  ^  facture  is  th«  best  obtainable  at  the  pnc 

COlTO^  on  the  credit  side  of  your  customer's  good-will  account.     It  costs  you 
I        less  than  similar  qualities  offered  by  others,  because  tl      ~  ~     ' 


I 


the  Maplewood 
Mills  complete  manufacturing  facilites  make      mm  £11% w  g?WWif^f^7\     IkMVf  W  C 
it  possible  to  produce  cotton  at  minimum    J^^nfi^ilUJlJlJU   JWiiM^M^ 

cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit  FJkLL  RIVER,  MJiSS. 

PROOF  FOR  A  POST  CARP.  J 
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FritzscKe  BrotHers  -  Nei^  York 


Absolute  Purity 

POI^LrANTIN 

in  HAY  FEVER 


Quality  Standard 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


e 


% 


AMERICAN  CORK  COMPANY 
67  Biackstone  Street 
Boston,  Mass. 


£i>Kinaii's  Alterative 


ax'SU'KS'  FOR  THROAT  AND  LUNGS  J3i;?^"~-:';s 

CcRman  Mantifacttirincf  Company't  PHiiadeipKia»  Pa. 


# 


Get  Ready  for  More  Soda  Fountain  Business'^this 
Year  than  Cver»  and^Order 

Puffer's 
Inimitable  Sealed  Fountain 


(Patent  applied  for) 


S£AI^£D  FOR  SANITATION  AND  SAVING 

SKipp«d  as««mbl«d»  and  ready  for  business  sKortly  after  arrival. 

The  name  PUFFER  stands  for  first  quality  on  a  Soda  Fountain,  and  this  being  a  recognized  fact,  why  not  examine  our  construction  and  see  what  we  have 
to  give  you  in  addition  to  the  thoroughness  and  usefulness  for  which  our  iiroducts  are  long  established  ? 

IT  PAYS  TO  investigate:  ! 

In  our  SEALED  FOUNTAIN,  we  give  you  not  only  our  exclusive  manufacture  in  this  all-important  new  type,  but  'yre  |Mt»vide  ^heavier]  marbles  and  metaJs 
throughout  than  are  to  be  found  in  any  other  fountain  on  the  market ;  we  give  you  a  splendid  cooler  fsjrstem,  ample  to  ensure  plenty  [of  'pure  cold  wate  r 
and  insulation  of  the  highest  possible  quality  and  a  true  insulator.  A  German  Sflver  worfcboard  with  cove  flashing,  German  Silver  basins  and  dish^  wells  , 
German  Silver  sinks,  and  German  Silver  "SS"  Tumbler  Washers  are  but  a  few  of  the  advantages  secured  with  the  purchase  of  a  Sealed  Fountain ;  our 
Syrup  Lifts,  accurately  responsive,  never  get  out  of  order,  and  every  soda  dispenser  knows  the  importance  of  this  feature  for  business. 

With  a  Sealed  Fountain  you  save  at  least  50%  of  your  ice  bill,  and  you  are  proof  against  soft  ices,  spoiled  creams,''presence  of  insects  in  your  go(»ds,  and 
the  numerous  other  troubles  for  the  operator  which  we  have  absolutely  succeeded  in  eliminating  from  this,  our  latest  achievement  for  our  trade. 

SEVEN  SIZES  of  "  FAITHFUL"  CARBONATORS,  all  Automatic  and  Pungent  Soda  Water  Makers. 

ORDKR  EARLY,  ana  •autp  yours«l<r*»  with  th*  BEST  FOVNTAIN  MADE 


U/>e  Puffer  Manufacturing^  Company, 

Office  and  l¥arerooms,   51    Portland  Street,    Boston,  Maesachtseetti 


Factors.  Winchester.  Mass.    Digitized  by  GoOglc 


Y  &  S  STICK  UCORICE 

PACKED  IN  INDIVIDUAL  5c  CARTONS 


LOZENGES  FINEST 

AND  POWDERED 

EXTRACTS 

PELLETS  _ 

IN  DECORATED  i  ipriDiri? 

GLASS-FRONT  TINS  ROOT 


WAFERS  AMMON. 

U^  GLYCYRRHIZIN 

5c-  MUSLIN  BAGS 

All 
Etc.,  Etc.  DniggisU 

National  Licorice  Company 

BROOKLYN,  N.  Y. 


Massachusetts  College  of  Pharmacy 

72  St  Botolph  SU  Corner  of  Garrison,  Boston,  Nassachnsetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

The  Demand  f»r  Graduates  af  this  School  is  in  Excess  of  the  Supply. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 


Digitized  by 


Google 


Digitized  by 


Google 


THE    SPATULA 


''KEEP  SWEET** 

AN  :  ILLUSTRATED  :  MAGAZINE  :  FOR 

IRVING  P.  FOX.  Editor 


PHARMACISTS 


Vol.  XXI. 


Boston,  March,  19 15 
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THE  SPATULA. 

Established  i&m 
Entered  at  Boston  Post  Office  as  Second  Class  Matter. 

Irving  P.  Fox Editor 

B.  A.  FoRBBS Assistant  Editor 

H.  LiscoMB  MiLLBR Pharmaceutical  Editor 

Tbrms  op  Subscription  :  United  States  and  its  possessions 
$1  per  year.  If  paid  in  advance  2  years  for  $1.50 ;  3  years  for  $2 ; 
life  subscription  $10.  Canadian  subscription  $1.35  each  year. 
Foreign  subscription  $1.35  ($s.  6d.)  each  year. 

New  subscriptions  may  begin  with  any  number. 

Unused  postage  stamps  of  the  United  States,  Canada,  or  Great 
Britain  will*  be  received  at  par  value  in  payment  of  subscriptions. 
American  or  Canadian  currency  may  be  sent  for  subscription  in 
regular  mail  wholly  at  our  risk.  Checks  on  local  banks  in  Great 
Britain  accepted. 

Any  subscription  will  be  stopped  upon  receipt  of  a  written  re- 
quest and  the  payment  of  all  arrearages. 

Every  subscriber  should  be  careful  to  notify  the  publishers  of 
any  change  in  his  address,  or  of  any  failure  to  regularly  receive 
his  paper. 

Wantbd  :  Thb  Spatula  wants  its  subscribers  to  send  it  pho- 
tographs of  any  views  or  objects  of  interest.  Photos  of  window 
displays,  their  homes,  stores,  wives  or  children  especially  desired. 
Correspondence  of  any  kind,  however  apparently  trivial,  is  always 
welcome.    Let  us  hear  from  you. 

Address  all  correspondence  and  make  all  checks  payable  to 
THE  SPATULA  PUBLISHING  CO., 
Telephone  Sudbury  Building, 

907  Haymarket  Sudbury  St.,  Boston,  Mass. 


A  Good  Slogan. 

What  with  ''Safety  First," 
'* Build  Now,"  "Made  in  A- 
merica,"  and  so  on,  people 
will  soon  be  surfeited  with 
slogans  of  one  kind  or  another. 
But  there  is  one  slogan  that 
the  druggist  need  not  fear  will 

be  worked  to  death  if  lived  up  to,  and  that  is 

"  Quality  First." 

The  Pleasant  Voice. 

A  good  voice  is  a  distinct  asset  to  the  sales- 
man. Most  people  are  very  susceptible  to  the 
quality  of  the  human  voic€.  They  like  to  trade 


with  the  man  whose  tones  are  pleasant,  distinct 
and  not  overloud.  Cultivate  the  habit  of  agree- 
able speech. 

Prepare  for  Easter. 

Nature  dons  a  new  dress  at  this  season.  Our 
lawns,  hedgerows  and  parks  are  clad  in  clean, 
fresh  garments  of  living  emerald,  with  borders 
of  lovely  spring  posies.  We  should  be  stimu- 
lated by  her  example  to  paint  up,  clean  up, 
polish,  scrub,  dust  and  get  rid  of  the  winter's 
grime.  Easter  stands  at  the  portals  of  a  new 
season.  Be  in  tune  with  the  spring  and  the 
promise  it  brings  of  better  times. 

"Getting  By." 

The  principal  of  an  academy,  in  a  recent  ad- 
dress, called  attention  to  the  pernicious  effects 
of  the  phrase,  "  getting  by,"  and  characterized 
it  as  "  one  of  the  most  fatal  expressions  that 
has  crept  into  the  American  vocabulary."  The 
boy  or  clerk  who  deliberately  plans  to  put  just 
enough  effort  into  his  work  to  "get  by"  and 
draw  his  salary  is  forever  shutting  the  door  of 
opportunity  in  his  own  face.  The  proprietor 
who  is  satisfied  with  a  business  that  merely 
affords  him  a  living,  that  just  permits  him  to 
**  get  by,"  is  equally  the  victim  of  this  insidious 
phrase. 

Catching  Trade. 

It  is  the  large  stores,  with  thousands  to  spend 
on  advertising,  that  make  the  big  noise  and 
draw  the  crowds  into  the  cities  and  towns  on 
bargain  Mondays  and  special  occasions.  But 
the  druggist  can  catch  his  share  of  this  trade 
too,  while  the  big  fellows  pay  for  it.  If  located 
anywhere  in  the  shopping  district,  he  can  pre- 
sent such  attractive  windows,  backed  up  by 
first-class  service,  that  many  fish  headed  for 
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the  big  stores  will  drop  into  his  net.  Some 
drug  stores  may  be  able  to  dispense  with  news^ 
paper  advertising,  but  not  one  can  afford  to 
neglect  its  windows. 

Store  Efficiency. 

There  is  one  goal  for  which  every  druggist 
should  strive  —  the  maximum  of  store  effi- 
ciency. Searching  inqi^ry  will  probably  com- 
pel the  admission  that  there  are  few,  if  any, 
departments  in  which  the  maximum  really  has 
been  reached.  The  druggist  who  is  deter- 
mined to  **  better  his  best"  will  look  at  the 
matter  from  every  available  angle,  and  will 
propound  to  himself  some  such  quiz  as  the 
following :  What  is  the  customer's  impression 
upon  entering  the  store }  Upon  leaving  ?  How 
can  I  improve  these  impressions  ?  Is  the  stock 
absolutely  as  clean,  well-displayed  and  attrac- 
tive as  it  can  be  made.?  Is  greater  efficiency 
possible  in  the  buying  or  selling  end  in  any 
5ingle  line  ?  Does  any  competitor's  store  sur- 
pass mine  in  service,  quality,  equipment  or 
display?  Can  I  not  do  one  thing  each  day 
whereby  I  can  increase  my  store  efficiency  ? 

Aid  to  Cheerfulness. 

Pure  air  tends  to  optimism  and  good  nature. 
One  of  the  causes  of  irritability  in  drug  stores 
is  poor  air  and  poor  ventilation .  The  store  was 
arranged  at  the  start  without  any  regard  to 
ventilation,  the  back  shop  opens  freely  into 
the  front  in  the  rear  of  the  prescription  case, 
and  the  odors  of  the  laboratory  settle  through- 
out the  entire  floor  with  only  the  spasmodic 
ventilation  that  comes  through  the  front  door 
with  the  entrance  and  egress  of  customers. 
No  man  can  live  in  that  sort  of  an  atmosphere 
all  day  and  remain  cheerful  and  hopeful.  If 
the  air  does  not  become  foul  from  lack  of  ven- 
tilation it  may  become  heavy  with  the  odors 
of  the  drugs,  and  the  constant  breathing  of 
these  is  an  irritant  to  the  nerves. 

Influencing  the  Physician. 

In  making  a  bid  for  the  patronage  of  the 
physician,  the  thing  to  strive  for  is  his  good 
opinion  of  your  store,  your  methods,  and  above 
all  your  reliability.  Speak  about  the  care  ex- 
ercised in  the  preparation  of  galenicals  ;  dwell 
upon  the  purity  of  your  chemicals  ;  call  atten- 
tion to  your  stock  of  gauze,  cotton,  bandages 


and  antiseptic  dressings;  state  your  willing- 
ness^to  make  up  his  private  formulae  and  keep 
the  preparations  in  stock  for  his  prescriptions. 
Each  of  these  may  be  made  the  subject  of  a 
talk.  A  circular  letter  sent  to  every  physician 
in  the  city  once  a  month  should  be  productive 
of  results.  Whether  they  should  be  printed 
or  reproduced  by  one  of  the  manifolding 
processes  must  be  determined  by  the  number 
needed.  "  Always  having  it "  goes  a  long  way 
with  physicians.  When  a  new  preparation  or 
chemical  comes  out  a  small  quantity  should 
be  ordered  and  the  physicians  told  of  the  fact. 
Find  out,  if  possible,  what  certain  popular 
physicians  are  prescribing,  and  go  after  this 
trade.  Establish  among  the  phy«icians  the 
reputation  that  if  a  certain  preparation  is  to 
be  had  in  town  your  store  will  be  the  place 
to  look  for  it. 

Have  a  Specialty. 
.  Every  druggist  ought  to  have  at  least  one 
good  paying  specialty.  It  takes  much  atten- 
tion, a  good  deal  of  time,  excellent  judgment 
and  some  courage  to  get  a  tooth  powder,  a 
lotion  or  a  cough  remedy  into  a  position  where 
it  is  recognized  as  the  best  one  in  town  or  upon 
the  market ;  but  it  can  be  done.  A  good  deal 
depends  upon  what  article  is  selected.  If  an- 
other druggist  has  a  tooth  powder  that  has 
become  very  popular  in  town,  pick  out  some 
other  kind  of  an  article.  Find  something  that 
is  not  manufactured  locally.  Make  it  as  good 
as  it  is  possible  to  make  it,  put  it  up  attrac- 
tively, advertise  it  with  dignity  and  discretion, 
and  soon  you  will  have  an  article  with  a  repu- 
tation. It  is  possible  you  may  later  find  a 
wider  market,  and  eventually  become  a  pro- 
prietary manufacturer  of  fame  and  fortune. 
There  are  fascinating  possibilities  in  these 
things. 

Get  Out  of  the  Groove. 

Business  capital  consists  not  only  in  stock, 
fixtures  and  bank  balance,  but  to  a  large  ex- 
tent in  the  man  himself;  in  the  intelligent 
thought  and  study  by  which  he  keeps  himself 
informed  of  recent  knowledge  in  connection 
with  his  business,  and  in  his  knowledge  of  the 
world  and  of  human  nature.  It  is  rarely  that 
this  capital  can  be  used  to  the  best  advantage 
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where  the  mind  is  confined  in  one  groove  for 
thirteen  or  fourteen  hours  each  day.  Owing 
to  the  long  hours,  the  druggist  necessarily 
misses  much  in  the  way  of  social  intercourse, 
amusements  that  relax  the  business  strain,  and 
the  sharpening  influence  of  freer  contact  with 
men  of  the  world,  all  of  which  make  life  worth 
living  and  are  factors  in  the  formation  of  char- 
acter. Both  as  an  individual  and  as  a  business 
man  he  will  benefit  immeasurably  by  getting 
out  of  the  groove  as  often  as  possible. 

Full  Attention. 

Give  the  customer  your  undivided  attention. 
Don't  look  daggers  with  one  eye  at  the  boy 
who  has  just  broken  something  in  the  back 
shop  and  try  to  beam  on  the  customer  at  the 
same  time  with  the  other.  Don't  attempt  to 
carry  on  a  conversation  with  a  friend,  and  give 
abstracted  answers  to  a  customer  who  is  prob- 
ably **  boiling  mad  "  inside  at  your  inattention. 
Every  customer  appreciates  the  fact  that  you 
appreciate  his  trade  enough  to  show  him  the 
common  courtesy  of  full  and  interested  atten- 
tion. When  buying  is  made  a  pleasure,  the 
customer  is  apt  to  think  of  something  else  he 
wants,  or  at  least  he  is  more  susceptible  to 
suggestions,  and  that's  the  psychological  mo- 
ment when  the  fine  art  of  salesmanship  counts 
—  when  the  buyer  is  in  a  receptive  mood. 

Writing  an  Ad. 

Ask  many  a  small  retailer  what  is  the  tough- 
est proposition  he  has  to  tackle  in  connection 
with  his  business,  and  he  will  frankly  acknowl- 
edge it  is  writing  an  ad.  He  is  usually  an 
excellent  salesman,  can  talk  intelligently  and 
convincingly  about  his  goods,  but  when  he 
wants  to  reach  his  customers  through  the 
medium  of  print  he  makes  the  mistake  of  de- 
parting from  the  simple,  direct  and  forceful 
style  in  which  he  talks.  He  is  apt  either  tp 
load  the  ad  to  the  muzzle  with  superlatives  and 
cap  it  with  a  high-sounding  headline,  or  rush 
to  the  other  extreme  and  make  it  fall  flat  by 
the  use  of  hackneyed  phrases.  Now  when 
talking  up  those  same  goods,  what  arguments, 
merits,  selling  points,  were  touched  on  that 
clinched  the  sale  ?  These,  then,  should  form 
the  meat  of  the  written  ad.  The  telling  argu- 
ment is  what  gives  the  ad  its  punch,  and  the 


more  the  advertiser  can  whittle  it  down  to  a 
fine  point  the  further  it  will  penetrate.  Any 
druggist  who  can  stand  behind  a  counter  and 
sell  goods  can  write  an  ad  that  will  prove  a 
trade  puller.  Write  as  simply  and  impressively 
as  you  talk.  There  is  usually  some  one  supreme 
point  of  appeal  about  every  article.  Find  that 
and  use  it  as  the^corner-stone  of  your  ad.  Tell 
what  the  public  wants  to  know  —  how  and  why 
your  goods  are  superior,  their  distinctive  feat- 
ures and  advantages,  their  utility,  timeliness, 
purity,  moderate  price,  and  the  dozen  or  more 
fine  points  you  had  at  your  finger  ends  when 
you  talked  up  those. same  goods.  Then  trim 
away  what  seems  superfluous,  and  the  thing 
is  done. 


If  coffee  beans  are  roasted  in  the  vicinity  a  room  of 
to  be  fumigated,  and  when  brown,  and  while  hot,  placed 
in  the  centre  and  allowed  to  cool  the  room  will  be  ren- 
dered thoroughly  pure  and  sweet. 

The  leaf  of  the  cocoanut  tree  is  nearly  30  feet  long 
while  a  single  leaf  of  the  parasol  magnolia  of  Ceylon , 
will  shelter  from  15  to  20  persons. 


INTERIOR  NATIVE  CHINESE  PHARMACY. 

( From  photo  contributed  to  the  Spatula  by  J.  H.  Farquharson, 
Shanghai,  China.  The  Chinese  Materia  Medica  still  include 
snakes,  lisards,  frogs,  spiders  and  snails  ) 
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A  Harrison  Act  Scl^am*. 


-P     For  Jim  Jones, 

•  346  John  Street. 
Name  of  drug 
Quantity 


H.F.D. 

DO  NOT 
REFILL 


Jim  Crow,  M.D, 
Reg.  No.  4567 


No.  100  D.  Date 

•  

3/3/15 .  Residence 


Editor  of  The  Spatula :  I  enclose  a  little  stunt  of  my 
own  that  I  got  up  in  re-Harrison  Bill.  So  far  as  can 
remember  since  I  have  been  in  the  drug  business 
never  was  there  before  a  law  against  refilling  of  pre- 
scriptions. Now  of  course  under  this  act  we  have  to 
be  very  careful  and,  as  I  am  one  of  the  unfortunates 
who  has  to  toe  the  mark,  I  have  gotten  this  up  and 
use  it  on  all  prescriptions  that  come  under  the  law.  I 
stamp  the  receipt  also  the  label  on  a  bottle.  If  a  box 
is  used  I  stamp  it  underneath.  Further  I  am  number- 
ing them  from  loo  D  and  keep  them  under  a  separate 
file,  thereby  eliminating  a  whole  lot  of  red  tape,  such 
as  keeping  a  record,  etc.  Should  you  see  anything  to 
it  that  would  be  of  benefit  to  the  retail  drug  trade  in 
general,  you  can  publish  this  but  do  not  use  my  full 
name  only  use  my  initials.  Hoping  to  get  your  valu- 
able journal  regularly.  J.  L.  M. 
Louisiana^  March  ^,  igi5. 


Anotl^ar  View. 

Editor  of  The  Sfiatula :  The  ftarrison  Act  has  be- 
yond question  come  upon  the  drug  trade  as  a  bolt  from 
a  clear  sky.  The  entire  medical  and  pharmacal  fra- 
ternity disclaim  fathering  this  act.  Let  us  hope  that 
the  importers  of  synthetic  and  coal  tar  anodynes  and 
hypnotics  have  not  fastened  this  law  upon  us  after 
their  field  of  operation  has  been  so  completely  cur- 
tailed by  legislation  in  all  of  Europe  where  these  prod- 
ucts originate. 

It  cannot  be  denied  that  many  of  these  trade  marked 
drugs  are  fully  as  enslaving  and  probably  as  pernicious 
in  their  habitual  use,  as  are  the  narcotics  now  restricted. 

It  is  said  that  after  all  these  hundreds  of  years  of 
medicine  only  one  true  specific  has  been  discovered 
and  that  is  quinine  for  malaria,  and  one  partial  specific 
in  mercury  for  syphilis ;  and  if  it  is  true  as  has  been 
stated  in  medical  journals  but  which  is  hard  to  believe, 
that  the  herb  and  swamp  root  doctor  of  early  Indiana 
was  on  the  average  about  as  successful  as  the  steel  re- 
enforced,  steam  heated  and  porcelain  lined  practitioner 
of  to-day,  it  would  seem  that  a  sufiiciently  large  field  for 
honest  research  is  still  open  to  these  gentlemen,  and 


that  they  should  not  be  permitted  to  foist  these  high 
priced  and  too  often  pernicious  by-products  upon  us. 

There  is  still  undiscovered  that  universal  internal 
antiseptic,  the  dream  of  high  and  low  through  count- 
less ages,  that  subtle  drug  which  taken  internally  has 
no  deleterious  effect  whatever  upon  the  human  plasm 
but  destroys  and  converts  into  assimilable  form  all 
disease  germs  and  effete  matter  of  whatsoever  nature 
that  may  be  present  in  the  blood  or  body  —  a  dream 
indeed,  but  who  can  say  it  will  not  be  realized?  This 
line  of  research  for  those  synthetically  inclined  is  really 
worth  their  time  now  so  taken  in  handing  us  high  priced 
substitutes  for  opium  with  too  many  of  the  bad  and 
too  few  of  the  good  qualities  of  that  ancient  drug. 

The  Harrison  law  is,  no  doubt,  good,  and  will  do 
great  good,  but  it  is  only  fair  to  ask  that  many  of  these 
other  drugs  should  be  included  also  in  the  list  pro- 
scribed, which  singularly  enough,  does  not  contain  a 
single  generic  trade  marked  or  patented  articled 

Albert  N.  Doerschuk. 
Kansas  City,  Afo.^  March  i6,  igi^. 


WoWy  of  Trade  Sacrats. 

In  the  first  place  he  will  care  less  about  trade  secrets 
than  he  now  does.  Even  now  the  industry  dependent 
on  trade  secrets  is  fast  giving  place  to  the  industry 
that  is  scientifically  conducted.  The  dye  house  of  a 
textile  mill  is  a  case  in  point.  There  was  a  time  when 
the  master  or  "  boss  dyer "  had  a  special  knowledge 
which  he  guarded  carefully.  He  was  on  close  personal 
terms  of  intimacy  with  his  several  helpers,  the  most 
ambitious  of  whom  ultimately  and  in  turn  become  a 
"second  hand**  and  was  taught  the  principles  of  the 
trade — in  reality,  the  *'  drugs  '*  utilized  and  how  pre- 
pared for  dyeing.  When  Perkin  discovered  mauve,  a 
new  era  dawned.  The  secrets  of  the  dyers  have  given 
place  to  the  great  amount  of  practical  technical  data 
disseminated  by  the  large  color  manufacturers.  As  a 
technically  informed  person,  the  dyer  of  to-day  is  in- 
finitely the  superior  of  the  boss  dyer  of  yesterday. 

The  introduction  of  the  glucose  industry  into  this 
country  is  also  interesting  because  it  shows  how  se- 
crecy gave  place  to  science.  In  a  measure  the  indus- 
try was  an  imported  one,  as  Mr.  T.  B.  Wagner  of  the 
Corn  Products  Company,  once  pointed  out;  for  glu- 
cose had  been  made  from  potatoes  in  Germany  many 
years  before  the  establishment  of  the  first  factory  in 
this  country.  In  those  early  days  it  was  necessary  not 
only  to  import  the  machinery,  but  skilled  labor  as 
well.  Among  the  most  important  were  the  men  in 
charge  of  the  vacuum  pans.  They  were  brought  here 
at  the  expense  of  the  manufacturer  and  engaged  at 
extravagant  salaries.  They  were  quick  to  realize  their 
advantage  and  soon  become  the  bosses  of  the  plant. 
They  ruled  absolutely.  Their  work  was  surrounded 
with  great  mystery,  but  it  had  to  give  way  to  efficiency, 
and  to-day  the  position  of  a  pan  man  is  no  more  im- 
portant than  that  of  any  other  workman ;  in  fact  un- 
skilled men  are  often  selected  for  this  work  and  soon 
become  experts  at  their  post. — Scientific  American. 
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AN   AMERICAN  FOUNTAIN   IN   AUSTRALIA. 
(  From  a  photo  contributed  to  the  Spatula  by  Charles  Cheros,  Brisbane,  Australia.) 


How  to  Trim  a  Window. 

The  fourteenth  in  a  series  of  articles  on  Commercial  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "  Commercial  Pharmacy." 


f  INDOW  trimming  is  now  ranked  with  the 
artistic  professions.  A  good  window  trim- 
mer nowadays  must  be  well  up  in  art, 
architecture,  electrical  eflFecis,  building, 
advertising,  salesmanship,  scenic  and  sign 
painting.  He  must  know  how  to  take  an  empty  win- 
dow and  build  a  picture  into  it.  Not  only  that,  but  he 
must  do  it  by  standing  behind  his  work  and  building 
from  the  front  to  back  — just  the  opposite  of  the  wnrk 
of  an  artist,  mechanic,  architect,  who  can  build  his 
work  looking  towards  it  from  the  front. 

A  good  window  trimmer  is  a  a  real  genius.  He  pro- 
duces e£Eects  that  are  wonderful  in  their  ingenuity  and 
power  to  sell  goods.  Window  trimmers  are  in  great 
demand.  They  get  good  salaries  and  are  considered 
among  the  most  valued  employes  of  the  big  depart- 
ment stores.  One  department  store  it  is  said  spends 
over  175,000  a  year  on  its  window  displays  alone. 
Books  are  published  on  the  art  of  window  trimming ; 
there  are  trade  papers  devoted  solely  to  it ;  there  are 
window  trimming  schools. 

The  West  Side  Y.  M.  C.  A.  of  New  York  conducts 
a  school  where  window  trimming  is  actually  done  with 
real  materials.  Curtains,  rugs,  costly  textiles,  house 
furnishings  are  supplied  free  by  some  of  the  best  fur- 
nishing and  decorating  firms  in  the  city.  Every  lesson 
is  applied  in  practice.  Not  only  is  window  trimming 
taught,  but  also  trimming  and  decorating  rooms,  fram- 
ing and  hanging  pictures,  planning  and  arranging 
flats,  etc. 
^Copyright,  1915  by  D.  Chas.  O'Connor. 


Many  people  go  to  the  large  cities  and  spend  a  great 
deal  of  their  time  looking  in  the  store  windows,  I  have 
heard  many  women  say,  "  I  love  to  go  to  Boston  for 
a  day,  just  to  walk  around  the  streets  and  look  in  the 
windows.  The  goods  are  arranged  so  beautifully.  The 
Boston  stores  certainly  know  how  to  fix  up  their  win- 
dows to  attract  passers-by."  Of  course  this  is  equally 
true  of  New  York,  Chicago,  Philadelphia,  and  all  the 
leading  cities  of  the  country. 

Store  Windows  as  Eyes  of  a  Town. 

The  first  thing  I  notice  in  any  town  is  the  appearance 
of  its  store  windows.  The  store  windows  tell  me  as 
well  as  I  want  to  know  whether  or  not  the  town  is  pro- 
gressive. As  the  store  windows  are  the  eyes  of  the 
store  so  are  they  at  least  one  of  the  eyes  of  a  town. 
The  streets  might  be  considered  as  the  other  eye.  You 
can  certainly  size  up  a  town  pretty  well  by  the  appear- 
ance of  its  streets  and  its  store  windows.  Those  are 
the  two  things  you  see  when  you  walk  along  the  streets 
while  waiting  for  a  train  or  stopping  over  for  lunch. 
The  only  way  you  have  to  judge  of  the  interiors  of  the 
stores  is  by  the  appearance  of  their  windows  and  you 
judge  the  residences  and  general  appearance  of  the 
town  by  the  condition  of  its  principal  streets ;  all  this, 
of  course,  when  your  time  is  too  limited  to  make  a 
further  investigation  than  merely  "taking  a  walk  around 
the  block." 

Now  then,  if  the  store  windows  are  the  eyes  of  the 
store  and  one  eye  of  the  city,  their  importance  to  you 
as  a  drug  clerk  and  future  efficient  manager  must  be 
clear. 
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Window  Displays  a  Form  of  Advertising. 

Window  trimming  is  one  of  the  forms  of  advertising. 
A  window  trimmer  displaying  an  article  in  a  window 
so  that  it  sells  goods  is  a  personal  advertising  medium. 
His  skill  in  arranging  the  display  so  that  the  article 
suggesU  itself  to  the  passer-by  causing  him  to  come 
in  and  purchase  it  is  equivalent  to  his  suggesting  the 
article  to  the  customer  when  waited  on  in  the  store.  A 
good  window  display  on  a  busy  street  is  a  strong  ad. 
vertising  medium. 

A  window  display  should  answer  the  three  require- 
ments of  a  good  ad :  attract  attention,  create  desire, 
and  convince.  The  purpose  of  advertising  we  have 
already  learned  is  to  sell  something ;  so  the  purpose 
of  a  window  display  is  to  sell  goods.  Don't  let  that 
slip  away  from  you.  The  display  may  be  ever  so  pretty, 
may  attract  ever  so  many  people,  but  if  it  fails  to  con- 
vince them,  to  sell  the  goods  on  display,  it  falls  short 
of  a  good  window  display.  Window  displays  should 
bring  results ;  if  they  don't  there  is  something  wrong 
about  them,— something  lacking  somewhere.  A  win- 
dow display  is  a  living  ad.  Many  times  lifelike  figures 
or  living  models  showing  the  article  advertised  and 
displayed  are  used  to  show  that  the  article  is  being 
enjoyed  and  to  suggest  that  you  might  similarly  enjoy 
the  same  article. 

Another  function  of  the  window  display  is,  it  co* 
operates  with  and  backs  up  the  newspaper  ad.  The 
newspaper  ad  and  the  window  display  should  work 
together.  Then  the  reader  of  the  ad  has  his  attention 
attracted  to  the  window  display  more  quickly  because 
he  has  already  read  about  the  article  in  the  ad  now  he 
sees  it  in  the  window  on  his  way  home  from  work. 

Window  Displays  of  One  Article. 

The  best  results  are  obtained  from  window  displays 
of  one  article  at  a  time.  Which  window  in  a  gents 
furnishing  store  would  attract  you,  one  with  a  solid 
display  of  fancy  summer  hosiery,  all  colors,  your  choice 
for  25  cents ;  or  the  window  that  shows  shirts,  hosiery, 
neckwear  and  straw  hats  ?  The  hosiery  window  would 
attract  the  most  people.  It  is  just  four  times  as  strong 
because  your  eyes  are  focused  on  but  one  thing  instead 
of  four. 

Could  you  get  by  a  solid  window  of  straw  hats? 
Whether  or  not  you  wanted  one,  you  couldn't  help  see- 
ing the  display.  It  is  hard  to  get  by  a  drug  store  win- 
dow filled  with  just  violet  water,  or  castile  soap,  or. 
face  cloths,  or  sponges,  or  Japanese  baskets,  or  old 
fashioned  chocolates,  or  salted  peanuts,  or  toasted 
marshmallows,  or  any  single  article  well  displayed. 

Where  there  isn't  sufficient  stock  to  make  a  solid 
display  of  one  article,  three  or  four  articles  of  a  similar 
nature  can  be  grouped  together.  Tooth  brushes,  tooth 
powders,  dental  floss,  and  quill  tooth-picks  would  be 
appropriate  for  one  window  display.  Sponges,  face 
cloths,  castile  soap  and  violet  ammonia,  also.  More 
than  four  articles  should  not  be  used,  for  it  has  been 
demonstrated  in  psychological  laboratories  that  the 
eye  can  see  clearly  but  four  objects  at  a  time.    It  is 


better  to  confine  window  displays  to  single  articles* 
Occasionally  combination  displays  are  necessary  but 
such  occasions  should  be  rare  to  get  the  best  results 
from  the  store  windows. 

Window  Decx)Rations. 

The  decorative  material  for  window  trimming  may 
be  either  cheese-cloth,  crepe  paper,  excelsior  (colored), 
paper  napkins,  or  silk.  Cheese-cloth  isn't  used  as  much 
as  formerly.  Crepe  paper  is  the  most  universally  used, 
especially  in  drug  stores.  It  is  inexpensive  and  can 
be  had  in  almost  every  color  imaginable.  Colored 
excelsior  is  used  for  special  trims  to  represent  grass. 
Japanese  paper  napkins  are  good  to  show  off  highly 
colored  goods  like  rubifoam,  violet  water,  lila^  water, 
etc.  I  like  silk  the  best  of  all.  It  is  especially  good 
to  display  toilet  articles,  perfumery,  fancy  goods,  con- 
fectionery, etc.  The  first  cost  is  expensive,  because 
about  four  colors  will  be  necessary,  white,  pink,  yel- 
low and  green.  It  can  be  used  over  and  over  again, 
especially  in  windows  that  are  enclosed  and  do  not  get 
the  direct  sunlight.  When  not  in  use  in  'the  windows 
it  can  be  used  in  the  candy  case  to  show  up  package 
goods  and  novelties  and  in  the  toilet  goods  case  to 
show  up  perfumes,  toilet  articles,  manicure  goods,  etc. 
It  is  in  use  all  the  time  and  considering  the  number  of 
times  it  can  be  used  it  is  just  as  cheap  as  crepe  paper. 
Silk  can  be  puffed,  shirred  and  pleated ;  so  it  doesn't 
look  as  set  as  crepe  paper.  The  next  time  you  pass 
a  fancy  candy  store  notice  how  pretty  the  candy  boxes, 
novelties  and  specialties  look  when  displayed  on  white, 
pink,  yellow  or  green  silk.  I  have  always  used  silk  for 
toilet  goods,  fancy  goods,  candy  specialties  and  novel- 
ties, and  crepe  paper  for  ordinary  displays  like  cough 
cures,  cold  tablets,  sponges,  rubber  goods,  etc. 

Window  fixtures  help  out  a  display.  Glass  stands, 
wooden  display  racks,  sign  holders,  give  tone  and  finish 
to  a  window.  You  can  make  many  unique  window 
fixtures  yourself  out  of  hoops,  boxes  and  boards.  The 
manufacturers  are  now  getting  out  some  handsome 
window  fixtures  in  brass,  oxidi2ed  metal,  nickel,  alu. 
minum  and  wood. 

Color  Harmony. 

The  harmony  of  colors  in  a  window  display  is  a  sub- 
ject you  will  have  to  study  carefully.  Anybody  can 
tumble  goods  of  all  colors  into  a  window  promiscuously 
but  it  takes  some  skill  to  arrange  them  so  their  colors 
will  harmonise.  Too  many  colors  are  confusing.  Use 
as  few  colors  as  possible  at  a  time. 

Color  harmony  is  governed  by  natural  laws..  When 
choosing  your  color  combination  keep  as  close  to  na- 
ture as  you  can.  There  are  three  basic  colors,  red, 
blue  and  yellow.  These  colors  compose  light  which 
can  be  easily  proven  by  breaking  up  light  with  a'  glass 
prism.  The  rainbow,  another  form  of  natural  coloring 
has  seven  colors:  i,  red,  2,  orange,  3,  yellow,  4,  green, 
5,  blue,  6,  indigo,  7,  violet.  Counting  from  the  red, 
every  third  and  fifth  color  harmonize.  For  example : 
Red  and  yellow,  red  and  blue,  orange  and  green, 
orange  and  indigo,  etc.  The  stronger  tone  of  tint 
should  prevail. 
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Observe  the  colors  of  nature  in  the  field.  Yellow 
and  black  harmonize  because  you  see  that  combination 
in  the  yellow  daisy  and  the  sunflower.  Red  and  green 
is  the  combination  of  the  red  rose  and  its  green  leaves. 
Violet  and  green  is  the  combination  of  the  wild  violet 
and  its  green  leaves  and  stalk.  White  and  green  is 
quite  common  as  the  lily  of  the  valley,  white  hyacinth, 
white  rose,  easter  lily,  all  testify.  The  combination  of 
pink  and  green  appears  in  the  swamp- pink,  the  carna- 
tion pink,  and  the  beautiful  pink  mountain  laurel. 
Green  and  purple  in  the  aster,  maroon  and  green  in 
the  dahlia,  lilac  and  green  in  the  lilac,  etc.  If  you  ever 
have  any  hesitancy  over  the  proper  harmony  of  colors* 
take  a  walk  into  the  parks,  fields,  or  woods,  and  you 
will  see  how  nicely  nature  harmonizes  her  colors. 

The  colors  of  the  different  colleges  will  help  you. 
Orange  and  black,  red  and  gray,  blue  and  white,  etc. 

White  harmonizes  with  any  color.  If  two  colors 
clash,  white  put  between  them  will  make  them  blend 
a  little  better.  Black  between  bright  colors  has  a 
pretty  effect. 

Gray  can  be  used  with  almost  any  combination  of 
colors.  It  harmonizes  well  with  blue,  crimson,  or  red. 
It  has  a  great  softening  e£Eect  on  many  colors. 

Cool  colors  like  greens  and  blues  should  be  used  in 
summer,  and  warm  colors  like  reds  and  tans  in  the 
winter. 

Keep  close  to  nature  when  choosing  your  color  har- 
mony and  you  can't  go  wrong. 

Use  Window  Cards  and  Price  Tickets. 

Window  cards  are  a  necessity.  The  name  of  the 
article,  the  price,  and  what  it  is  for,  should  appear  on 
these  cards.  One  should  be  placed  in  each  front  corner 
of  the  window  to  catch  the  eye  of  the  passer-by  going 
up  or  down  street.  A  larger  one  can  be  placed  at  the 
back  of  the  window  to  attract  attention  of  those  pass- 
ing in  teams,  autos  and  trolley  cars,  and  those  walking 
on  the  opposite  side  of  the  street.  These  window  cards 


show  up  better  when  put  in  sign  holders,  either  with 
or  without  a  frame.  The  color  of  the  window  cards 
should  harmonize  with  the  goods  and  decorative  ma- 
terial. 

Price  tickets  are  indispensable.  Without  them  the 
window  doesn't  say  anything.  The  province  of  a  price 
ticket  is  to  answer  an  unasked  question.  The  price  of 
an  article  is  what  interests  the  buying  public.  A  pretty 
display  without  price  tickets  would  probably  attract 
people  to  the  window  and  prompt  them  to  say,  "  that's 
a  pretty  window  all  right,  all  right,  and  proT)ably  a 
pretty  price  goes  wiih  it,  that  lets  me  out,"  and  they 
move  away.  The  goods  might  be  real  reasonable  but 
without  price  tickets  how  is  anybody  to  know  whether 
the  goods  are  cheap  or  expensive?  The  chances  are 
that  they  will  think  they  are  expensive  and  that  fact 
kills  their  interest  in  them.  Price  tickets  should  be 
the  same  color  as  the  window  cards. 

Arranging  the  Goods. 

As  a  window  display  should  resemble  a  picture,  and 
as  all  pictures  are  built  upon  one  central  idea  with  the 
other  ideas  grouped  about  it,  it  must  have  a  central 
idea.  It  must  have  a  good  center-piece.  A  uniform 
style  of  display  must  be  observed.  If  your  center-piece 
is  in  the  form  of  an  ellipse  or  a  circle  the  rest  of  the 
display  must  be  in  proportion.  One  geometrical  figure 
is  enough  to  use.  Oval  designs  are  often  used  nowa- 
days to  better  conform  to  the  oval  shape  of  the  eye. 

The  goods  should  not  be  spread  out  too  much.  It 
is  better  to  concentrate  them  in  a  few  groups  than  to 
scatter  them  singly  all  over  the  window.  The  window 
should  not  be  too  crowded,  either  with  goods,  decora- 
tions, or  fixtures.  The  proper  balance  must  be  pre- 
served. The  window  display  is  to  sell  the  goods ;  so 
the  goods  must  predominate  over  the  decorations.  The 
decorations  must  not  be  so  attractive  as  to  detract 
attention  from  the  goods.  The  background  of  the 
window  is  as  important  as  background  of  a  picture. 


A  timely  and  unique  window  trim. 
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Planning  Displays. 

Window  displays  should  be  planned  ahead  and  should 
be  timely.  The  goods  should  be  displayed  in  their  best 
selling  season.  A  calendar  of  window  displays  should 
be  made  out  for  every  month  and  strictly  adhered  to. 
If  you  know  three  weeks  in  advance  what  a  window 
display  is  to  be,  you  can  have  it  all  thought  out  and 
pictured  in  your  mind;  so  that  when  the  time  comes 
to  arrange  it,  it  is  but  a  simple  matter  of  putting  into 
execution  your  well-thought-out  plans. 

Window  displays  should  be  changed  every  week. 
They  exhaust  their  pulling  power  by  that  time.  When 
their  salesmanship  is  gone  they  shouldn*t  be  left  in 
another  day.  It  is  better  to  leave  a  good  impression 
than  have  people  tire  of  a  display.  A  week  is  long 
enough  to  give  people  a  chance  to  see  it,  and  you  can 
interest  those  that  didn't  see  it,  with  your  next  display. 

Of  late,  window  lighting  is  receiving  great  attention. 
The  overhead  lights  with  reflector  prism  shades,  seem 
to  just  about  fill  the  bill.  They  throw  the  light  down 
on  the  goods,  so  that  the  goods  show  up  more  than 
the  lights,  which  is  as  it  should  be. 

It  is  absolutely  necessary  that  the  window  itself,  the 
decorations,  fixtures,  cards,  tickets,  and  the  goods  must 
be  immaculate  to  bring  about  the  t)est  results.  Tar- 
nished sign  holders,  faded  decorations,  clouded  glass, 
and  fiy-specked  goods  will  not  influence  anybody  to 
any  great  extent  to  part  with  their  money. 

Think  out  some  good,  original  window  displays  of 
your  own.  Watch  other  drug  store  windows.  Keep 
your  eyes  open  when  you  visit  other  towns.  When  you 
see  a  novel  display  that  attracts  you,  make  a  note  of 
its  chief  attractive  features.  Add  your  own  ideas  to 
these  features  then  plan  a  good  window  for  the  store 
where  you  work.  The  head  clerk  will  be  tickled  to 
death  to  turn  the  windows  over  to  you  one  week  every 
month.  If  you  show  marked  ability  for  window  trim- 
ming you  may  be  given  full  charge  of  the  windows. 
If  so,  have  some  of  your  best  displays  photographed 
and  submit  them  to  the  trade  journals.  Get  on  the 
right  side  of  the  newspaper  reporters  and  they  will  be 
only  too  glad  to  give  you  a  free  write-up  which  will 
benefit  both  you  and  the  store.  Furthermore,  you 
will  be  accumulating  some  good  material  to  help  you 
to  land  a  good  job  later  on.  Save  all  the  newspaper 
write-ups  and  trade  journal  testimonials  you  get,  date 
and  file  them  for  future  use. 

To  sum  up, —  window  trimming  has  now  reached  the 
rank  of  an  artistic  profession.  The  show  windows  are 
the  eyes  of  the  store  and  one  of  the  eyes  of  a  town. 
Window  trimming  is  a  form  of  advertising  and  the 
nfuction  of  a  window  display  is  to  sell  goods.  It  is 
a  live  ad  instead  of  a  written  one.  It  should  attract 
attention,  create  desire  and  convince.  It  must  produce 
action  of  some  sort.  It  must  sell  the  goods  displayed. 
It  must  cooperate  with  and  back  up  the  newspaper  ad. 
These  two  mediums,  the  newspaper  and  the  show  win- 
dow must  work  together.  Only  one  article  at  a  time 
should  be  displayed.  The  proper  color  harmony  should 
be  observed.    Window  cards  and  price  tickets  tell  the 


story  of  the  display.  They  make  the  window  talk ; 
they  answer  unasked  questions.  The  design  should 
be  simple,  built  upon  a  single  idea,  and  all  parts  of  the 
display  should  balance.  Simplicity,  uniformity,  origi- 
nality and  proportion  are  keynotes  of  window  trim- 
ming. The  displays  should  be  planned  ahead,  allowing 
one  week  for  each  display,  and  the  goods  chosen  ad- 
cording  to  their  best  selling  season.  The  goods  them- 
selves —  not  the  lights,  fixtures,  or  decorations^—  should 
predominate  the  display.  It  is  the  goods — not  the 
accessories  — that  are  for  sale. 


Pl^amacautical  Ortl^o^rapl^yr. 

While  many  successful  business  men  are  poor  spell- 
ers, a  young  man  or  woman  paying  money  for  a  college 
education,  or  time  for  practical  training  behind  the 
counter,  should  not  be  asked  to  pay  for  poor  spelling. 
Teachers  in  colleges  may  insist  on  proper  spelling  in 
their  classes,  but  the  technical  manuscripts  of  some 
college  professors  would  put  the  man  of  ordinary  edu- 
cation to  shame.  Even  those  teaching  the  U.  S.  P. 
will  commit  such  errors  as  "  officinal,"  for  official,  tack 
the  final  "  e  "  on  to  glycerin  and  leave  it  off  of  acetani- 
lide,  all  of  which  are  recognized  U.  S.  P.  spellings. 
The  word  "  desiccate  "  will  prove  most  scientific  men 
are  negligent  of  spelling,  as  they  almost  invariably 
double  the  "s,*'.  instead  of  the  "  c." 

Boards  of  Pharmacy  are  the  worst  ofiFenders  in  this 
respect.  Rarely  do  you  pick  up  a  list  of  examination 
questions  used  by  state  boards  without  seeing  a  num- 
ber of  mis-spelled  words,  not  considering  those  inten- 
tional errors  introduced  to  test  the  applicant. 

Board  members  often  have  great  merriment  over  the 
absurd  answers  submitted  by  some  applicants,  all  un- 
conscious that  these  same  applicants  may  be  having 
just  as  much  fun  over  the  ridiculous  spelling  and  gram- 
mar of  the  examiners.—  Midland  Druggist. 


BttcK  Up. 

A  good  many  people  persist  in  whining  about  hard 
times,  and  in  going  about  with  long  faces  and  giving 
utterance  to  the  most  dolefully  pessimistic  forecasts. 
It  is  not  only  absurd,  but  bad  policy.  Better  results 
are  always  obtained  when  one  "  bucks  up  "  and  takes 
a  cheerful,  hopeful  view  of  the  situation.  This  is  true 
in  business  as  well  as  when  the  rule  is  applied  to  one's 
physical  condition.  We  all  know  how  much  better  we 
feel,  on  our  "  off  "  days,  when  some  cheery,  breezy  in- 
dividual blows  in  and  declares  enthusiastically  that  he 
never  saw  us  looking  better ;  and  we  know  how  quick 
our  physical  thermometer  drops,  in  spite  of  all  we  can 
do,  if  a  few  doleful  idiots  successively  look  us  over 
and  mournfully  discover  **  symptoms  "  in  our  condition. 
—  Southern  Carbonator  and  Bottler. 


IV^ants  to  m ^  Tl»«m. 

The  Si:^^  ^^^  of  the  British  girls  are  slender  and 
delicately  tinted ;  their  iii  are  like  ***,  and  they  are 
without  =  in  this  or  any  other  §.  Their  frowns  are 
like  ttt,  and  their  123450  excite  ! ! !  of  pleasure  and  a 
desire  to  m  ^^  them.  Read  this  IT  closely  and  do  not 
?  its  veracity. —  Fun  before  the  Flood. 
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ART   IN    ADVERTISING. 
(  From  attractive  booklet  published  by  the  Gem  Spoon  Co.,  Troy,  N.  Y. 


Toilet  Preparations. 

By  Dr.  Justin  S.  Brewer. 


AM  going  to  try  to  tell  you  a  few  things  about 
the  manufacture  of  toilet  articles  and  something 
about  the  manufacture  of  perfumery. 
Puring  the  last  five  or  six  years  perfumery 
and  toilet  goods  have  become  very  important  factors 
as  merchandise  of  the  retail  drug  store.  There  is  a 
reason  for  this :  the  ladies  are  buying  more  and  more 
of  these  articles  all  the  time.  Why  ?  Because  every 
woman  over  thirty  years  of  age  is  seeking  a  recipe  for 
perpetual  youth,  in  the  finding  of  which,  so  far  as  I 
know,  only  one  lady  has  been  successful,  and  that  is 
Lillian  Russell. 

Applying  Creams. 
Druggists  should  point  out  to  customers  that,  before 
applying  cream,  powder,  paint  or  ointment,  or  any- 
thing else,  the  skin  should  be  clean,  absolutely  clean. 
It  is  an  unfortunate  fact  that  many  people  ignore  this 
important  factor.  They  apply  cream  right  over  soiled 
hands,  and  over  faces  that  have  been  exposed  to  rough 
winds  and  dirt,  and  naturally  the  pores  are  clogged. 
It  is  a  good  plan  always  to  state  to  the  customer  that 
before  applying  these  articles  the  skin  should  be 
thoroughly  cleansed  with  clean,  soft,  warm  water  and 
neutral  soap,  and  that  brings  us  down  to  the  subject 
of  what  kind  of  soaps  to  recommend  and  how  to  use 
them.  There  are,  of  course,  thousands  of  toilet  soaps 
on  the  market.  There  are  as  many  brands  of  soap  as 
of  cold  creams,  perhaps  more,  and  the  best  that  you 
can  do  is  to  select  some  soap  which  you  know  contains 
very  little  free  alkali  and  that  has  stood  the  test  of 
time.  There  are  on  the  market  many  worthless  soaps 
full  of  alkali,  which  in  a  very  short  time  roughen  and 


burn  the  skin  and  bring  about  a  deplorable  skin  con- 
dition. A  woman's  skin  is,  as  a  rule,  sensitive  and 
tender,  and  any  soap  that  has  free  alkali  will  naturally 
roughen  it  to  a  large  degree.  Undoubtedly  all  of  you 
have  soaps  in  your  store  that  you  have  u^ed  for  years, 
and  soaps  that  you  know  to  be  perfect  in  every  detail. 
Of  course,  we  can  go  back  to  the  old  Castile  soap, 
which  is  as  neutral  and  pure  as  any  soap  can  be,  but 
the  public  at  large  is  not  satisfied  with  a  soap  of  this 
kind  — it  wants  something  that  is  perfumed  and  that 
will  lather  freely,  that  is  agreeable  to  have  around. 
You  can  readily  see  that  any  one  who  has  a  dry,  harsh 
skin  would  require  a  greasy  skin  cream  to  remedy  that 
disorder.  On  the  other  hand,  a  person  who  is  apt  to 
be  stout,  who  perspires  freely,  who  has  an  oily,  greasy 
skin,  should  employ  some  of  the  almond  creams,  or 
perhaps  the  non-greasy  creams,  although,  if  you  get 
right  down  to  actual  facts,  these  non-greasy  creams 
are  really  not  good  for  the  skin.  The  market  is  now 
flooded  with  non-greasy,  invisible  creams  which  are 
made  without  any  trace  of  glycerine  in  them.  When 
non-greasy  creams  came  into  existence  they  contained 
a  certain  percentage  of  glycerine,  but  for  greater  profit 
the  glycerine  is  often  omitted  now. 

Non-Greasy  Creams. 
Perhaps  we  might  take  up  this  non  greasy  cream 
first.  Every  one  of  these  non-greasy  creams  and  dis- 
appearing creams  contains  stearic  acid  as  a  base. 
Many  brands  of  stearic  acid  are  worthless  for  this 
purpose  because  they  contain  a  large  percentage  of 
oleic  acid  which  has  not  been  expressed  or  taken  out 
in  the  preparation  of  the  stearic  acid.   JC^e  manufac- 
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turers  producing  the  best  grades  of  greaseless  creams 
are  those  who  are  using  imported  trif^le  pressed  stearic 
acid,  absolutely  white  and  pure.  Now,  if  you  want  to 
make  a  cream  of  this  ki^d  get  an  imported  stearic 
acid,  because  I  do  not  know  of  an  acid  made  in  this 
country  that  will  give  you  satisfaction.  Starting  with 
this,  it  is  a  very  simple  matter  to  make  a  greaseless 
cream  provided  you  have  the  proper  proportions. 
They  are  inexpensive  to  make,  for  they  will  take  up 
a  large  percentage  of  water  and  are  harmless;  and, 
by  the  way,  in  making  any  toilet  preparation,  if  you 
are  putting  out  a  line  of  your  own,  in  every  instance 
make  sure  that  you  are  producing  something  that  is 
harmless,  even  if  it  is  not  beneficial. 

Harmless  Toilet  Preparations. 
There  are  many  of  these  things  on  the  market  today 
which  are  absolutely  worthless  from  any  standpoint. 
They  are  money  makers,  of  course,  for  the  producer, 
but  nevertheless  are  absolutely  worthless.  Make  it  a 
point,  in  making  any  kind  of  cosmetic  or  cream,  that 
if  you  can't  put  out  something  that  is  beneficial,  have 
it  hStrmless.  Carbonate  of  potassium  is  probably  em- 
ployed more  generally  as  a  saponifying  agent  than 
anything  else.  But  the  matter*  of  its  proportion  is  the 
great  problem.  You  should  be  very  careful  when  you 
have  completed  your  cream  that  you  don't  have  an 
excess  of  carbonate  of  potash  present,  because  if  you 
do  you  can  readily  see  its  harmful  effect  upon  the  skin. 
This  matter  of  proportion  can  be  regulated  somewhat 
by  using  litmus  paper.  That  is  the  one  great  care 
you  must  exercise  in  making  greaseless  creams  The 
cream  can  be  made  much  more  quickly  with  stronger 
ammonia  than  with  the  potassium  or  sodium  carbon- 
ate—  the  reaction  is  almost  immediate.  With  very 
little  trouble  you  can  make  samples  of  this  cream  — 
perhaps  five  or  six  ounces  —  in  less  than  15  minutes, 
but  while  ammonia  makes  a  beautiful,  smooth  cream, 
it  is  not  the  best  saponifying  agent  for  this  purpose. 
Sodium  h^^droxide  and  potassium  hydroxide  are  also 
sometimes  used.  These  creams  will  take  up  as  much 
as  60  per  cent  of  water;  in  fact,  it  is  astonishing  how 
much  water  you  can  work  into  a  stearic  acid  base. 
You  can  keep  on  adding  and  stirring  until  you  get  a 
voluminous  mass,  but  that  mass  is  very  much  like 
whipped  cream,  if  you  put  in  too  much  water  it  simply 
swells  up  and  is  full  of  air  bubbles,  which  will  come 
out  of  the  cream  after  it  is  packed  in  jars,  and  cream 

will  dry  up. 

Proper  Packing. 

You  have  probably  noticed  that  the  cream  seems  to 
recede  in  the  jar.  If  they  are  not  hermetically  sealed 
they  all  will  in  time  dry  up.  It  is  a  very  hard  matter 
to  seal  jars  — stock  jars  —  for  they  have  loose  fitting 
covers,  mostly  made  of  aluminum  or  nickel,  and  for 
this  reason,  after  being  subjected  to  the  heated  at- 
mosphere of  the  drug  store  any  length  of  time,  the 
cream  recedes.  Many  manufacturers  have  adopted 
the  method  of  sealing  their  jars  with  paraffin  wax, 
which  is  a  very  good  thing;  others  have  patent  clamp 
covers  and  other  means  which  are  fairly  satisfactory. 


It  is  a  rather  difficult  matter  to  preserve  these  creams, 
because  if  the  ingredients  are  not  absolutely  pure  they 
will  in  time  become  rancid.  You  know  that  ordinary 
water,  on  standing,  becomes  stagnant,  and  creams 
with  all  this  organic  matter  will  go  to  pieces  without 
some  kind  of  preservative.  Borax  is  not  ideal  because 
you  have  to  employ  it  in  comparatively  large  quanti- 
ties. Sodium  benzoate  works  better  than  anything 
else  that  has  been  tried  as  yet.  I  would  advise  you 
to  experiment  with  benzoate  of  soda.  It  you  want  to 
make  a  really  good  cream,  put  in,  besides  the  employ- 
ment of  stearic  acid  and  your  saponifying  agent,  about 
^  3  to  5  per  cent  at  least  of  glycerine,  because  upon  this 
point  depends  the  entire  efi^cacy  of  the  cream.  _  If  no 
glycerine  be  added  the  creams  are  practically  worth- 
less—  you  would  have  just  a  hard,  dry,  granular  sub- 
stance as  soon  as  the  water  dries  out  of  it,  which  clogs 
the  pores.  This  kind  of  cream  has  a  peculiar  faculty 
of  getting  right  into  the  pores  of  the  skin,  so  put  in  all 
the  glycerine  you  can  afford  and  you  will  have  some- 
thing tbat  you  can  recommend. 

Perfuming  Creams. 
Now,  last  but  not  least,  is  the  perfuming  of  the 
cream,  because  even  with  the  best  materials  there  will 
be  a  little  odor  when  spread  upon  the  skin.  The  best 
materials  are  the  lilac  bases,  which  are  the  cheapest 
that  can  be  used  for  this  purpose,  or  the  rose  base 
and  perhaps  the  oil  of  violet,  although  the  latter  oil  is, 
expensive  and  very  apt  to  go  to  pieces  and  not  retain 
its  original  odor  for  any  length  of  time.  If  you  want 
a  cream  which  is  cheap  I  would  recommend  Lilacene 
as  a  perfume.  It  is  used  largely  by  soap  makers  with 
the  addition  of  a  little  heliotrope,  or  perhaps  with  a 
little  artificial  oil  of  rose  and  a  tracce  of  hyacinth, 
which  latter  is  an  artificial  compound  of  great  strength 
and  which  seems  to  push  the  other  odor  out  and  in- 
tensify it.  This  makes  a  very  agreeable  combination 
and  is  reasonable  in  price. 

When  is  the  best  time  to  apply  a  non-greasy  cream  ? 
Women  make  it  a  pra9tice  to  use  a  non-greasy  cream 
in  the  daytime  because  they  want  something  that  will 
readily  disappear,  and  which  can  be  put  on  and  per- 
mit the  user  to  go  right  out  doors  and  about  her  duties 
without  any  interference.  The  creams  have  received 
the  name  of  day  creams,  because  they  disappear  readily 
and  leave  no  trace  of  their  application.  If  a  customer 
should  ask  you,  '*  When  is  the  best  time  to  apply  this 
kind  of  cream  ?  '*  you  should  recommend  its  use  in  the 
daytime.  If  the  customer  has  an  oily  skin  do  not  ^ 
recommend  a  greasy  cream,  because  a  greasy  cream 
will  only  intensify  the  exaggerated  condition  of  that 
greasy  skin.  This  covers  the  non-greasy  cream  pretty 
well  except  as  to  the  size  of  the  package.  The  best 
sizes  range  from  one  ounce  to  four  ounces,  which  sell 
all  the  way  from  twenty-five  cents  to  one  dollar.  The 
size  of  the  package  is  no  criterion  of  the  quality  or 
price  you  will  be  able  to  obtain.  A  little  quality  talk 
often  will  get  you  a  better  price  for  a  jar  of  cream  than 
anything  else,  especially  if  the  customer  has  confidence 
in  you,  and  confidence  is  the  thing  to  put  behind  this 
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article.  Do  not  be  afraid  to  charge  a  good  price  for 
it,  for  if  it  will  do  any  good  it  is  worth  it. 
Greasy  Creams. 
Now  we  will  take  up  the  subject  of  greasy  cold 
creams.  These  are  the  most  valuable  of  any  agents 
that  can  be  applied  to  the  skin,  because  they  supply 
the  very  necessary  nourishment  that  is  oftentimes 
washed  out  of  the  skin  by  soap  and  water.  Especially 
are  they  beneficial  for  the  face  and  hands,  which  are 
more  frequently  bathed  than  any  other  part  of  the 
body.  Soap  seems  to  take  the  natural  oils  from  the 
skin,  and  something  is  necessary  to  replace  that  natu- 
ral oil,  otherwise  the  skin  becomes  chapped,  rough 
and  hard.  The  most  beneficial  type  of  these  greasy 
cold  creams  is  the  rose  water  ointment.  From  my 
standpoint,  almond  oil  and  pure  beeswax  are  just  the 
right  combination  to  give  the  softening  efiFect  that  you 
want.  This  combination  seems  to  be  more  readily 
absorbed  by  the  skin  than  anything  else.  This  rose 
water  ointment  will  undoubtedly  live  through  the  years 
of  mineral  oil  creams.  Ask  any  one  in  charge  of  these 
beauty  parlors  where  they  use  large  quantities  of 
cream,  and  almost  every  one  of  them  will  tell  you,  if 
they  have  used  the  old  rose  water  ointment,  that  it  is 
the  best  of  any  of  a  long  list  But  we  have  one  great 
objection  to  rose  water  ointment  from  a  merchandis- 
ing standpoint,  and  that  is,  it  doesnH  keep  and  will  not 
retain  its  smooth,  glossy  appearance  for  any  length  of 
time.  That  has  opened  up  the  way  to  a  very  impor- 
tant industry  in  greasy  cold  cream.  Now,  good  greasy 
creams  are  articles  which  will  keep  anywhere  from  six 
months  to  two  years,  according  to  the  combination 
and  skill  used  in  their  manufacture.  A  good  cream 
of  this  type  should  be  composed  of  imported  Russian 
white  mineral  oil,  pure  beeswax,  perhaps  a  little  cere- 
sin  wax  to  intensify  the  whiteness  (although  it  is  not 
to  be  recommended),  borax  and  distilled  water,  or  rose 
water.  This  will  give  you  an  ideal  cream  and  one 
which  will  stand  up,  as  I  said  before,  anywhere  from 
six  months  to  a  year,  or  two  years,  depending  upon 
the  exactness  of  the  proportions  and  the  method  of 
sealing  the  jar,  and  upon  other  less  important  elements 
which  enter  into  the  question.  These  creams  are 
beneficial  to  the  skin,  although  they  are  not  as  good 
as  rose  water  ointment;  they  are  practically  neutral. 
They  contain  nothing  that  can  be  injurious  in  any 
going  to  intensify  the  growth  of  the  hair.  Mineral 
cream  is  injurious  to'  the  skin  if  it  will  grow  hair. 
You  are  perfectly  safe  in  saying  they  are  not.  These 
creams  are  not  going  to  intensify  the  growth  of  the 
hair.  Mineral  cream  is  one  which  will  give  genuine 
satisfaction  all  around  and  one  which  you  need  not  be 
afraid  to  recommend  at  all  times.  As  a  perfume  for 
this,  use  oil  of  rose,  synthetic,  or  true  or  artificial  rose 
geranium,  with  a  little  pinch  of  something  else  to 
sweeten  it. 

Discoloration  of  Creams. 

There  is  one  very  important  thing  to  avoid  in  per- 
fuming these  creams,  and  that  is  discoloration.  You 
must  be  very  careful  to  try  out  your  combination 


before  you  put  it  on  the  market,  because  sometimes, 
after  exposure  to  light  or  air,  a  discoloration  which  is 
very  marked  sets  in.  I  know  that  one  of  the  leading 
manufacturers  of  cosmetics  went  to  Europe  to  get  a 
special  china  jar  in  which  to  enclose  a  non-greasy 
cream  which  he  had  produced.  He  brought  back 
several  thousand  jars  and  filled  up  several  gross  and 
distributed  the  cream  broadcast.  After  about  a  month 
it  began  to  turn^  until  it  was  brown  as  molasses.  The 
result  was  that  he  had  to  take  it  all  back.  A  cream, 
to  be  attractive  to  the  consumer,  to  the  critical  lady, 
is  one  that  should  be  pure  White. 

The  matter  of  price  is  somewhat  dependent  upon 
the  quality,  but  manufacturers  have  created  a  standard 
for  prices:  2-ounce  jars  should  not  cost  more  than 
25  cents,  and  4-ounce  jars  not  more  than  50  cents. 
Theatrical  cream  is  usually  put  up  in  one-quarter  and 
one  pound  cans.  Theatrical  cold  'cream  contains  a 
little  more  water  and  oil,  to  make  it  soft,  because  it 
was  formerly  used  to  remove  the  makeup  of  theatrical 
people.    In  other  words,  it  is  a  sort  of  wash  off  colors. 

Massage  Creams. 
Now,  we  come  next  to  a  very  important  kind  of 
cream,  and  that  vis  the  rolling  massage  cream.  The 
year  191 1  seemed  to  have  been  a  year  of  great  activity 
in  rolling  massage  cream.  Almost  every  druggist  was 
looking  for  a  formula  to  produce  a  rolling  massage 
cream  which  would  be  as  good  as  a  widely  advertised 
proprietary  article,  and  queries  were  rolling  into  the 
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drug  papers  all  over  the  country  for  formulas  to  make 
this  cream.  I  looked  through  12  numbers  of  a  191 1 
journal,  and  found  that  the  amount  of  space  in  that 
one  yearns  issue,  and  of  one  drug  journal,  devoted  to 
formulae  was  over  20  pages.  That  shiws  that  drug, 
gists  were  interested  in  this  type  of  cream  and  that 
they  were  having  calls  for  it,  and  that  they  could  make 
a  nice  profit  on  it.  This  is  the  most  troublesome  and 
unsatisfactory  cream  that  any  one  can  attempt  to 
make.  In  the  market  today  are  two  types  of  this  kind 
of  casein  massage  cream  made  from  milk  or  dry  casein 
extracted  from  sweet  skimmed  milk.  The  butter  fat 
in  pure  sweet  milk  is  just  sufficient  to  keep  this  eream 
from  hardening  and  drying  up.  A  cream  made  from 
skimmed  milk  dries  up  much  more  quickly.  If  you 
start  with  sweet  milk  you  have  the  advantage  of  a 
]ack  of  odor  which  skimmed  milk  may  develop,  espe- 
cially if  it  has  grown  a  little  sour.  To  the  milk  add 
borax,  which,  of  course,  is  a  solvent  for  casein,  and 
warm  to  about  50  degrees,  then  pour  in  a  solution  of 
alum.  Other  precipitants  are  used,  such  as  acetic 
acid,  but  alum  seems  to  work  the  best.  The  whole 
should  be  stirred  occasionally  for  10  to  15  minutes  and 
the  casein  allowed  to  settle  and  the  liquid  drained  from 
the  top;  then  the  whole  mass  is  thrown  on  fine  silko- 
line  or  cheese  cloth  and  allowed  to  drain,  and  then  for 
every  gallon  of  milk  used  employ  about  five  gallons 
of  pure  water  for  washing,  because  you  must  take  out 
the  excess  of  alum  used  to  precipitate  the  casein. 
After  you  are  sure  that  all  traces  of  alum  have  been 
removed  throw  the  casein  into  a  press  and  squeeze  out 
all  the  moisture  you  can  get  out  by  pressure.  You 
can  readily  gauge  this  by  weighing  the  amount  of 
water  you  take  away  from  it  before  you  put  it  in  the 
press.  Each  gallon  of  milk  should  yield  two  pounds 
of  rolling  massage  cream.  After  you  have  got  the 
excess  moisture  squeezed  out  the  residue  should  be 
placed  in  some  kind  of  mixing  machine.  It  is  a  very 
hard  matter  to  mix  in  a  mortar;  in  fact,  it  is  almost 
impossible.  You  must  use  some  kind  of  dough  or 
paste  mixer.  There  is  a  machine  on  the  market  used 
for  paints  that  works  about  as  well  as  anything  there 
is.  This  may  be  run  either  by  hand  power  or  electric 
power.  Add  a  certain  percentage  of  boric  acid.  Some 
have  tried  to  make  this  cream,  using  borax,  but  they 
get  nothing  but  a  gelatinous  mass,  a  rubber-like  mass. 
Boric  acid  keeps  the  cream  in  the  proper  condition 
and  will  preserve  it  indefinitely.  Some  manufacturers 
also  add  a  small  quantity  of  sodium  bicarbonate  first 
and  then  afterwards  boric  acid  and  a  little  sodium 
benzoate.  The  combination  of  sodium  benzoate  and 
boric  acid  works  better  than  the  boric  acid  alone. 
These  creams  are  not  very  good  for  the  skin.  They 
have  a  tremendous  excess  of  boric  acid  in  them.  Ad- 
vise your  customers  not  to  use  these  creams  too  often. 
Another  type  of  cream  has  come  into  the  market, 
and  one  which  it  more  or  less  successful,  and  that  is  a 
rolling  massage  cream  made  with  starch.  The  manu- 
facturer at  all  times  is  looking  for  a  cheaper  substitute 
whereby  he  can  obtain  the  same  product,    Of  the  two 


creams  I  would  prefer  the  starch  cream,  as  being  less 
injurious.  Certain  it  is  that  the  starch  cream  is  easier 
and  cheaper  to  make  than  the  casein  cream.  This 
cream,  to  give  it  the  proper  consistency,  contains  a 
little  soft  soap,  which  is  made  with  a  pomade  base. 
Usually  these  starch  creams  are  made  by  manufac- 
turers of  perfumery  who  use  the  pomades  from  which 
they  extracted  the  flower  odor.  Seventy  per  cent  of 
that  pomade  is  mixed  with  the  cooked  starch.  Of 
pourse,  a  preservative  like  sodium  benzoate  is  added 
'  to  enhance  the  keeping  qualities,  and  then  a  very 
strong  perfume  is  necessary,  because  starch  has  the 
tendency  to  become  a  little  sour.  The  method  of  ap- 
plication involves  a  rubbing  into  the  skin  until  the 
cream  rolls  out  and  brings  the  dirt  with  it.  That  is 
the  story  told  on  the  label.  The  cream  is  supposed 
to  remove  impurities  from  the  pores  of  the  skin  and 
cleanse  the  skin,  but  you  can  wash  your  hands  ten 
times  and  roll  on  this  cream  and  it  will  become  just  as 
black  with  clean  hands  as  with  dirty  hands,  because 
the  casein  or  starch  has  the  tendency  to  darken  upon 
being  pressed  or  rolled. 

Almond  Creams. 
We  now  come  to  another  class  of  creams,  and  one 
which  is  very  interesting.  I  dare  say  that  every  drug- 
gist has  tried  to  make  a  liquid  almond  cream  which 
would  not  separate.  Many  have  succeeded  and  others 
have  not.  It  is  a  matter  of  exact  balancing  of  specific 
gravity :  proper  proportions  of  water,  wax,  soap  and 
glycerine.  The  old-time  almond  cream  was  made  from 
blanched  almonds ;  this  was  not  satisfactory— it  could 
not  be  made  so  it  would  not  separate.  Little  particles 
of  almond  would  separate  and  go  to  the  top  of  the 
bottle  and  stick  there,  and  the  water  would  separate 
at  the  bottom,  showing  that  the  cream  was  not  per- 
fectly made.  Manufacturers  who  wanted  a  good  prod- 
uct got  down  to  a  point  where  they  employed  only 
beeswax,  a  little  spermaceti  and  soap.  If  you  heat 
beeswax  and  spermaceti  with  soap  and  water  the  wax 
will  turn  white,  just  as  it  does  with  cold  creams,  and 
that  is  exactly  what  happens  in  these  liquid  creams ; 
the  wax  is  partially  saponified  and  emulsified.  Dif- 
ferent kinds  of  mucilage  are  employed  to  perfect  this 
emulsion  and  to  yield  a  cream  that  will  not  separate. 
Quince  seed  gives  best  results,  and  most  manufactu- 
rers are  using  this  kind  of  a  mucilage.  This  cream, 
to  be  perfect  in  appearance  and  without  separation, 
must  contain  a  large  percentage  of  soap,  and  if  one  is 
very  particular  one  should  not  leave  the  cream  on  over 
night,  because  the  soapy  material  on  the  surface  of  the 
skin  does  not  do  any  good.  The  glycerine  or  mucilage 
has  a  softening  effect  on  the  skin,  and  this  article  has 
certain  benefits  for  relieving  chapped  or  irritated  skin. 
It  is  used  after  bathing  and  is  not  without  value,  be- 
cause it  has  about  5  per  cent  of  alcohol,  and  has  some 
antiseptic  value  also. 

There  are  other  creams  on  the  market  — all  kinds 
of  creams  —  but  they  all  get  right  back  to  this  base  of 
wax,  spermaceti  and  water.  If  one  has  a  chapped  or 
roughened  skin  and  wants  to  relieve  it  quickly,  there 
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if  nothing  in  the  world  better  than  a  smooth,  greasy 
cream. 

Applying  the  Cream. 

We  have  all  been  asked  what  is  the  best  way  to 
apply  cold  cream.  Now,  beauty  specialists,  some  of 
whom  have  built  up  a  very  large  business  through  the 
sale  and  application  of  toilet  creams,  recommend  that 
there  is  nothing  better  at  night  time  than  a  pair  of 
cotton  gloves  and  the  smearing  of  the  hands  with  cold 
cream.  Rub  it  in  and  put  the  cotton  gloves  on  at 
night  and  if  your  skin  is  chapped,  if  you  follow  these 
directions,  when  you  get  up  in  the  morning  your  skin 
will  be  just  as  soft  as  when  in  a  normal  condition. 

[The  above  paper  was  originally  read  before  the 
Minnesota  Pharmaceutical  Association.] 


Safety*  Matcl^  H«aas. 

The  composition  used  in  making  safety  matches  is : 
Potassium  chlorate,  6 ,  sulphurated  antimony,  2  to  3 ; 
glue,  I.  Another  formula  is  as  follows:  15^  to  16  per 
cent  of  glue  and  gum  as  adhesives  ;  4S  ^  55  P^r  ^^^^ 
of  pottassium  chlorate ;  about  5  per  cent  of  potassium 
chromate  ;  about  5  per  cent  of  ground  sulphur ;  about 
25  to  30  per  cent  of  filling  and  coloring  matter.  Zinc 
white,  powdered  glass,  infusorial  earth,  chalk,  etc.,  are 
used  as  filling  materials. 


B«cafis«  of  IV^ar. 

I  have  the  honor  to  inform  you  that  as  I  have  no 
means  to  send  you  a  check  for  the  subscription  of  the 
new  year,  the  post-office  or  the  bank  not  accepting  to 
send  money  abroad.  I  beg  you  to  have  the  kindness 
to  send  me  The  Spatula  as  regularly  as  formerly 
and  I  ensure  you  that  I  shall  send  you  my  subscription 
rate  as  soon  as  the  occasion  will  permit  me. 

E.  A.  Vloumidis. 
Smyrnty  Turkey  in  Asia^  Feb,  /,  /p/j. 

Can't  R«aa  It. 

The  party  who  read  your  magazine  has  departed 
these  many  months,  hence  you  are  asked  to  quit  send- 
ing it.  Remember,  the  dead  cant't  read  even  a  Spat- 
ula. '  X.X. 
Cleveland,  a,  Feb.  24,  igis. 


**  I  gottaa'chance  ta  git  square  now  fer  the  time  ya  soaked  Jme 
on  tkat  prescription." 


A  Colum  of  Facts. 

In  each  respiration  an  adult  inhales  one  pint  of  air. 
Some  of  the  Japanese  soldiers  wear  paper  clothing. 
In  Japan  the  flowers  of  chrysanthemums  constitute 
a  popular  dish. 

Paraffin  oil  is  used  in  large  quantities  as  a  stimu- 
lant by  Russians. 

In  some  of  the  farming  districts  of  China  pigs  are 
harnessed  to  small  wagons  and  made  to  draw  them. 

Trees  which  grow  on  the  northern  side  of  a  hill 
make  more  durable  timber  than  those  which  grow  on 
the  southern  side. 

The  letter  **!*'  in  the  Chinese  language  has  145 
ways  of  being  pronounced,  and  each  pronunciation 
has  a  different  meaning. 

Forty  years  ago  there  was  no  such  thing  as  the 
writing  of  advertisements  as  a  profession.  Today 
men  and  women  are  paid  in  some  cases  from  13,000  to 
|i  2,000  for  this  sort  of  work. 

More  medicinal  preparations  are  manufactured  in 
Br<izil  than  in  all  the  other  Latin- American  countries 
combined. 

The  oyster  grows  from  the  inside  by  throwing  out 
every  year  rings  or  circles  of  a  calcareous  substance, 
and  experts  can  tell  where  the  growth  begins  and  ends 
for  the  year.   ^ 

The  tide  of  the  Bay  of  Fundy  is  the  most  remark- 
able in  the  world.  It  rises  at  the  rate  of  a  foot  every 
five  minutes,  the  water  sometimes  attaining  the  height 
of  seventy-five  feet. 

A  Russian  is  not  of  age  until  he  is  twenty-six  years 
old.  Until  that  time  at  least  four-fifths  of  his  earnings 
must  go  to  his  parents. 

It  is  said  that  wasps*  nest  often  take  fire,  supposed 
to  be  caused  by  the  chemical  action  of  the  wax  upon 
the  material  of  the  nest  itself. 

Analysts  say  that  butter  is  the  most  nutritious  ar- 
ticle of  diet,  and  that  bacon  comes  next 

One  test  for  distinguishing  diamonds  from  glass 
and  paste  is  to  touch  them  with  the  tongue.  The  dia- 
mond feels  much  the  colder. 

Germany  is  able  to  feed  about  nine- tenths  of  her 
nearly  60,000,000  inhabitants  on  the  products  of  her 
own  soil. 

Violet  rays  are  prescribed  for  frost  bite  by  a  French 
doctor.  This  is  heralded  as  a  great  boon  to  soldiers 
in  the  trenches,  but  violet  rays  cannot  be  carried  like 
violet  perfume. 

Aspen  wood  is  used  almost  exclusively  in  making 
matches  in  Sweden  as  it  is  easily  cut  and  porous 
enough  to  be  readily  impregnated  with  sulphur  or 
paraffin. 

French  scientists  have  found  that  rubber,  unless 
kept  in  perfectly  dry  air,  is  subject  to  the  attacks  of 
microbes. 

A  shoal  of  herrings  is  supposed  to  consist  of  from 
800,000  to  1,000,000. 
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TricK  Be 


kd  Glasses* 


The  performer  presents  to  his  audience  two  paste- 
board covers,  one  bottle  and  one  glass.  Saying  that 
he  wishes  to  secure  the  safety  of  the  bottle  and  glass^ 
he  places  covers  over  them,  cautioning  the  audience  to 
note  carefully  which  cover  inclpses  the  glass  and 
which  the  bottle.  Then  he  says  that,  to  prevent  any 
misunderstanding  as  to  their  positions,  it  is  desired 
the  audience  designate  which  cover  holds  the  glass. 
The  response  will  be  unanimous,  **  the  left  "or  "the 
right"  as  the  case  may  be,  but  on  raising  that  cover 
the  bottle  is  exposed.  Covering  the  bottle  again,  and 
asking  the  audience  if  they  were  quite  sure  that  their 
eyes  did  not  deceive  them,  he  states  that  the  glass  is 
really  under  the  cover  just  lifted  and  returned  to  its 
place.  To  prove  it,  the  cover  is  lifted  again,  to  show 
the  glass  this  time.  The  changing  can  be  done  as 
often  as  desired,  or  will  amuse  the  crowd. 

The  secret  of  the  trick  consists  in  the  use  of  two 
covers,  two  bottles  and  two  glasses,  and  the  manner  of 
performing  it  is  as  follows:  The  bottles  are  bottom- 
less and  of  such  size  as  to  admit  the  glass  without 
sticking.  A  round  hole  is  cut  in  one  side  of  each 
bottle,  about  2}^  in.  above  the  bottom.  This  can  be 
accomplished  in  a  drill  press  by  using  a  round  copper 
tube,  with  fine  emery  applied  to  its  end,  as  a  drill., 
The  hole  should  be  so  placed  thatA  finger  will  strike 
the  top  of  the  glass  when  bottle  and  glass  are  set  on 
the  same  surface.  If  dark-colored  bottles  are  used,  a 
false  bottom  can  be  made  and  fitted  in  each  bottle 
above  the  upper  edge  of  the  glass.  This  bottom  can 
be  cemented  in  place  and  made  liquid-tight,  so  that 
some  wine  may  be  placed  in  the  bottle  and  poured  into 
the  opposite  glass  to  show  that  it  holds  liquid.  In 
doing  this  part  of  the  trick,  make  no  more  changes 
with  the  wine  in  one  glass. 

Under  each  cover  is  a  bottle  and  tumbler,  and  by 
pinching  the  cover,  the  bottle  is  made  to  rise  with  it, 
thus  leaving  the  tumbler  in  view.  When  it  is  neces- 
sary to  show  the  bottle,  just  raise  the  cover,  and  the 
bottle  covers  the  glass.  When  the  bottle  is  lifted  from 
the  table,  the  thumb  is  inserted  in  the  hole  to  press 
the  tumbler  against  the  opposite  side,  where  it  is  held 
and  raised  with  the  bottle.    Be  sure  Xq  k«ep  the  side 


of  the  bottles  with  the  hole  back  and  away  from  the 
audience. 

It  will  be  seen  that  it  matters  not  which  cover  is 
mentioned ;  the  performer  can  show  just  the  article  he 
desires.— Popular  Mechanics. 


Numarofis  and  Voraciofis. 

Although  man  has  attained  predominance  over  the 
most  fierce  and  powerful  animals  and  most  deadly 
reptiles,  he  and  his  works,  contends  Mr.  Buckland,  in 
a  paper  in  the  last  Smithsonian  Report,  would  be  of 
little  avail  before  an  attack  of  insects,  which  include 
a  greater  number  of  species  than  all  other  living  crea- 
tures combined.  About  300,000  species  have  been 
described,  while  possibly  twice  that  number  still  re- 
main unknown.  These  incomputable  hordes  feed  on 
nearly  all  living  animals  and  practically  all  plants  and 
multiply  into  prodigious  numbers  in  an  incredibly  short 
time.  Computations  show  that  one  species  developing 
thirteen  generations  a  year  would  if  unchecked  to  the 
twelfth  generation  multiply  to  ten  sextillions  of  indi- 
viduals, while  a  single  pair  of  the  well  known  gypsy 
moths  if  unchecked  would  produce  in  eight  years 
enough  progeny  to  destroy  all  the  foliage  of  the  United 
States.  One  pair  of  potato  bugs,  he  asserts,  would 
develop  unchecked  60,000,000  in  a  single  season,  at 
which  rate  of  multiplication  the  potato  plant  would 
not  survive  long. 

According  to  Mr.  Buckland  insects  are  quite  as 
astounding  in  their  consuming  qualities  as.  in  their 
rate  of  increase.  A  caterpillar  eats  twice  its  weight  in 
leaves  a  day,  and  in  proportion  a  horse  would  consume 
a  ton  of  hay  in  twenty-four  hours.  Certain  flesh  eating 
larvae  consume  200  times  their  original  weight  in  twenty- 
four  hours.  In  this  manner  an  infant. would  devour 
1,500  pounds  of  meat  during  the  first  day  of  his  life. 
It  is  reported  by  a  specialist  that  the  food  taken  by 
a  silkworm  in  fifty-six  days  equals  86,000  times  its 
joriginal'  weight.  All  of  these  facts  show  what  tre- 
mendous, destruction  insects  may  cause. 


Pr«s«At  at  tikm  Cl»rist«nin^. 

Afy  Dear  Spatula:  Hearty  greetings  as  we  pass 
one  another  on  the  journey  of  life  and  register  another 
year.  Twenty-one  years  and  not  out !  Good  for  you. 
I  wish  I  might  be  present  when  you  make  your  century, 
but  Fm  getting  a  big  boy  now.  May  success,  as  you 
deserve,  at  all  times  attend  you  is  my  worst  wish  for 
you,  the  friend  of  many  days,  and  I  hope  of  many 
more  happy  days. 

Sincerely  yours, 
London^  Eng.^  Feb.  2, 1915,  Robt.  W.  Bowers. 

P.S.  As  an  old  Dragoon  Guard  I  have  offered  my 
services,  but  "  too  old."  But  if  the  baby-killer  got  here 
he  would  hear  some.  Are  we  down-hearted?  No, 
siree ! 


Botl»  ScintiUat*. 

I  received  the  scarf  pin  and  the  first  number  of  The 
Spatula.    Both  are  great.  Karl  S.  Warren. 

Keokuk^  lowa^  Feb.  ig,  igi^. 
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NOTE—It  is  the  desire  of  the  editor  of  this  de- 
partment to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article ^  let  us  hear 
from  you.  Do  not  expect  however^  the  formulcu  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 
Grip  R«m«di«s* 

A.  £.  W.,  Anaonia,  Conn. 

The  pulmonary  forms  of  la  grippe  sometimes  be- 
come very  stubborn  to  treatment.  The  following  pre- 
scriptions are  recommended  by  a  foreign  medical 

journal : 

Pnhr.  terpin 4     V- 

SodU  bensoatb 

Benzonaphthol  aa 3    gr. 

Sputeioae  snlph H  gr. 

Suiainx  hydrochlor aH  gr. 
ft.  cachet  No.  I 

S.:  One  such  cachet  to  be  taken  4  times  daily,  or : 

Ptthr.  terpin 4     gr. 

Sodii  benzoatis 3    gr. 

Potassiiodldi iHgr. 

Bensonaphthol 3    gr. 

Quin.  hydrochlor 2%  gr. 

rulv.  nncU  ▼om M  ^r- 

Sparteinae  sulph $6  gr. 

Ergotio 5     arops 

M.ft  cachet  No.i 

S.:  One  such  4  times  daily. 

The  following  is  recommended  to  control  the  cough : 

Pot.  bromidi 3    gr. 

Codeiose i-6gr. 

Antlpyrini 4J<  gr.  ^ 

Morph.  hydrochlor Hgt. 

M.  ft  capsula  No.  I 

S.:  One  such  to  be  taken  2  or  3  times  a  day. 
To  ameliorate  the  catarrhal  symptoms  the  follow- 
ing combination  is  also  recommended : 

Pulv.  ext  belladonnae 4  gr. 

Codeinae 4gr. 

PulT.  capsici 4  gr. 

Euquininae 1  dr. 

AcetaniUdi i  dr. 

M  ft.  chart  No.  ao 

S.:  One  powder  every  3  or  4  hours,  or 

Quininx  aalicylatis 36  gr. 

Acetanilidi 24  gr. 

Puhr.  camphors 4gr. 

Pulv.capsid agr. 

Pulv.  ext.  belladonnx 2  gr. 

M.  ft.  capsulx  No.  12 

S.:  One  every  3  hours  if  necessary. 


jrtraw  Hat  Variaisla. 

N.  &  T.,  Portland,  Ore. 

Orange  shellac 7  lbs. 

Sandarac 2  lbs. 

Reiln H  lb. 

Copal  spirit  varnish i  pint 

Spirit igal. 

Dissolve,  and  color  with  spirit-soluble  aniline  dyes 

in  the  proportion  of  i  oz.  to  the  gallon. 

Batla  Poivdar. 

J.  C.  D.,  Cheyenne,  Wyo. 

Sodium  carbonate 3  iv 

Tartaric  add 3  lis 

Orris  root 3  ss 

Oil  of  lenkon 3  ss 

Oil  of  orris Mv 

Ollof  Ylang-Ylang Mv  M 

Tootlaacla*  D^aji* 

D.  W.  H.,  Astoria,  Ore. 

Extract  of  opium gr  v 

Camphor gr  ▼ 

Balsam  of  Peru grv 

Mastic gr  V 

Chloroform  q.  s M 

Aseptic  Slaavin^  Cr«am. 

F.  E.  W.,  Norman,  Okla. 

Hard  paraffin  (m.p.  55^  C.) ta  parts  by  weight 

Prepared  suet 3  parts  by  weight 

Soft  soap a  parts  by  weight 

Boiling  water 68  parts  by  weight 

Place  these  materials  in  a  vessel  surrounded  by  boil- 
ing water,  and  when  the  fots  are  melted  beat  them  to- 
gether until  a  smooth,  white  emulsion  Is  obtained. 
Continue  the  beating,  maintaining  the  temperature 
above  70°  C,  and  shake  in  gradually 

Tragacanth  in  powder a  parts 

When  the  mixtuee  is  homogeneous,  allow  it  to  cool 

by  removing  the  boiling  water,  and  when  nearly  cold 

add 

Glycerin a  parts 

Oil  of  lavender i  part 

Oil  Polisla  for  Slao«s* 

K.  D.  C,  Houston,  Texas. 

Bone  black 10  parts 

Molasses 10  parts 

Sulphuric  add 5  parts 

Somum  hydrate 4  parts 

Fish  oil ao  parts 

Warer  sufficient 

Mix  the  black  with  the  molasses  and  to  it  add  the 
acid.  Dissolve  the  soda  in  a  small  amount  of  water, 
add  the  oil  and  boil,  with  constant  agitation  until  the 
liquid  has  become  homogeneous.  When  this  occurs, 
add  the  bone  black  mixture,  a  little  at  a  time,  under 
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constant  stirring,  until  a  smooth  paste  is  obtained,  longed  rotation  exhibit  a  tendency  to  stick  together, 

then  pour  into  metal  boxes.    The  consistency  of  the  Now  add  about  4  to  6  gm.  of  silver  leaf  to  the  kilo  of 

mass  may  be  varied  from  that  of  a  paste  to  that  of  a  pills  in  the  silvering  chamber,  and  finish  the  coating 

syrup  by  increasing  the  amount  of  liquid  used  in  sapon-  as  usual, 

ification  of  the  oil.  P.ro,ia«  TootH  Powder. 

"^*J  «r^**;"*'    .       ..r.  H.  Y.  F.,  New  Britain.  Conn. 

F.W.H.,  Green  Bay,  Wis.  ..  -  ^    a     I         j-  u      * 

Eau  de  Cologne...!.^ aoxs.  Magnesium •  peroxide,  60;  sodium  perborate,  30; 

Qainine  sulphate.. 'Sf*  powdered  soap,  10;  flavoring,  q.s.    This  dentifrice 

Borax?!. !?!!*^?!^f!! ;.'!'.!.!!'.'.!!'..!!  1  dr?*  theoretically  contains  enough  free  oxygen  to  make  in 

Liquid  ainmoDia 1  dr.  ^n  acid  mouth  1 20  to  130  minims  of  fresh  i  per  cent 

Glycerine 30Z8.  ,.  ..  j...      ■•  ,. 

Burnt  sugar,  sufficient  to  tint hydrogen  peroxide,  and  while  this  amount  of  antisep- 

Bay  rum  to i  pt.  ^^  ^^^  ^^^  ^^  developed,  there  is  certainly  enough  -; 

Soap  Powa«r.  produced  to  give  excellent  results. 
W.  A.  M.,  Philadelphia,  Penn. 

Powdered  curd  soap,  5  p.;  soda  ash,  3  p.;  silicate  of  ^»o*orf»»P     c  Pa»t«». 
soda,  2  p.;  borax,  i  p.    Dry  each  and  mix  all  together.  H.  B.  G.,  Cumberland,  Md. 

2.  Yellow  soap,  6  p.;  soda  crystals,  3  p.;  pearl  ash,  The  following  paste  agglutinant  is  one  that  is  very 
iK  P-:  sulphate  soda,  iKp ;  palm  oil,  1  p.  permanent  and  useful  for  all  purposes  required  in  a 

3.  Powdered  curd  soap,  4  p.;  sal  soda,  3  p.;  silicate  photographic  studio ;  Take  5  pints  of  water,  10  ozs. 
soda,  2  p.  Dry  each  and  mix  all  together.  of  arrowroot,  i  oz.  of  gelatine,  and  a  half-pint  (10  fluid 
^^^1^0,  ounces)  of  alcohol,  and  proceed  to  combine  them  as 

W  A  M    Philadelphia  Penn  follows :  Make  arrowroot  into  a  thick  cream  with  a 

To  remove' iron  rust  and  nutgall  ink  sUins  from  ^^^tle  of  the  water,  and  in  the  remainder  of  the  water 

linens  use  warm  oxalic  solutions,  dil.  HCl.  then  tin  ^^^  ^^  «eJ*^'°  ^o""  *  ^«^  ^^o""**  ^^^  ^^'^^  ^^^^  the 

turnings  from  cottons  and  woolens,  repeated  washings  g^^a^^n  in  the  water  by  heating  it,  add  the  arrowroot 

in  citric  acid,  if  colors  will  stand ;  from  silks  nothing  !««»«'  ^^^  ^""8  ^^^  "'^^"'•e  ^o  ^^^  ^^il  for  four  or 

can  be  done,  any  attempt  will  make  matters  worse.  ^^^  «i^"t««>  **>^"  ^^^^  ^  c<>^l  and  mix  in  the  alcohol. 

It  is  scarcely  possible  to  devise  a  solution  that  will  ***^^°8  a  few  drops  of  oil  of  cloves, 
remove  all  kinds  of  stains.    The  latter  may  be  of  ex-         P^""^*?*  ^"^  ^^  ^he  most  useful  compounds  for  pho- 

ceedingly  varied  character,  and  may  require  the  most  topphic  purposes  is  that  prepared  as  follows :  Soak 

widely  different  treatment.  4  6zs.  of  hard  gelatme  in  15  ozs.  of  water  for  a  few 

hours,  then  melt  the  gelatin  by  heating  it  in  a  gluepot 

Pr«matfir«  Baiaia«ss«  until  the  solution  is  quite  clear  and  free  from  lumps, 

C.  O.  F.,  Ashland,  O.  stir  in  65  fluid  ounces  of  cold  water  so  that  it  is  free 

The  best  treatment  is  to  apply  pomade  No.  i  once  from  lumps,  and  pour  in  the  boiling  hot  solution  of 

daily,  after  washing  the  parts  with  soft  soap  and  warm  gelatin  and  c6ntinue  stirring,  and  if  the  starch  is  not 

water  for  a  week,  and  then  use  pomade  No.  2  for  completely  cooked  boil  up  the  mixture  for  a  few  min 

three  weeks  or  a  month.  Iftbis  is  not  successful,  give  utes  until  it  "blows,"  Being  careful  to  keep  it  well 

it  another  course  of  No.  i  and  follow  it  by  No.  2.  stirred,  so  as  not  to  burn ;  when  cold,  add  a  few  drops 

No.  I.  of  carbolic  acid  or  some  essential  oil  as  an  antiseptic 

Rescmnn | H  to  i  dr.  to  prevent  the  compound  from  decomposing  or  becom- 

LanoUne*. V. V.'. '.'.V. V.'.V. '.'.'.'.'..'.'.'.'.        a dr!  ing  sour. 

Starch^wder! .'  .*  2  dr!  A  useful  adhesive  mucilage,  which  is  very  liquid,  is 

^Q  2  obtained  by  mixing  equal  bulks  of  gum  arable  and 

,    ^  .     ^,  _,  ,*  gum  dragon  mucilages  of  the  same  consistence.    The 

Pilocarpin  hydrochlorid aocr.  ■*  .   ^        %  .  ■*.,  .„ .  .,       .,      .. 

DUtilled  water 2  dr.  mixture  of  these  mucilages  Will  be  considerably  thinner  * 

Mix  and  add :  than  either  of  them  when  alone. 

Lanotine. . . . 10  dr.  As  an  agglutinant  for  general  use  in  the  studio  the 

Heavy  petroleum  oil 6  dr.  r  n       •        •     l     j   ^     l  ^      t^-       1  r 

Oil  bernmot H  dr.  following  IS  hard  to  beat:  Dissolve  2  ozs.  of  gum 

^"  ver&na H  dr.  arabic  in  5  ounces  of  water,  and  for  every  250  ccm.  of 

Make  a  pomade.  ^j^^  mucilage  add  20  ccm.  of  a  solution  of  sulphate  of 

Silv«r«Coatiia^  Pills.  aluminium,  prepared  by  dissolving  i  gramme  of  the 

W.  C.  P.,  Devil's  Lake,  N.  D.  sulphate  in  20  ccm.  of  water  (common  alum  should  not 

Pills  may  be  silver-coated  by  the  aid  of  a  solution  be  used,  only  the  pure  aluminium  sulphate,  because 

of  gelatin  in  concentrated  acetic  acid,  as  follows :  Dis-  common  alum  is  a  mixture  of  sulphates  and  frequently  ^ 

solve  10  parts  of  gelatin,  previously  softened  in  water,  contaminated  with  iron  salts).    The  addition  of  the 

in  45  parts  of  hot  acetic  acid ;  evaporate  to  a  specific  sulphate  solntion  to  the  gum-mucilage  renders  the 

gravity  of  1. 15,  add  1  to  2  per  cent  of  alcohol,  and  al-  latter  less  hygroscopic  and  practically  waterproof, 

low  to  cool.    To  every  kilo  of  the  pills  i  or  2  gm.  of  besides  being  very  adhesive  to  any  materials,  particu-    ^ 

this  mass  is  added ;  or  so  much  that  the  pills  on  pro-  larly  those  exhibiting  a  smooth  surface. 
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NO   HARD  TIMES   HERE. 
( Factory  of  the  Walrus  Manufacturing  Co.,  Decatur,  111.,  who  advertise  throught  the  year.) 


Synopsis  of  the  National  Anti-narcotic  Law. 

By  Theodore  J.  Bradley,  Dean  of  the  Massachusetts  College  of  Pharmacy. 


The  following  is  a  brief  summary  of  the  act  and  the 
internal  revenue  regulations  as  they  a£Eect  physicians 
and  pharmacists.  In  cases  of  doubt  about  any  of  the 
provisions,  the  act  and  regulations  should  be  consulted. 

This  law  regulates  all  traffic  in  opium  and  coca  leaves 
and  all  of  their  preparations  and  derivatives,  and  gov- 
erns pharmacists,  physicians,  dentists,  veterinarians, 
and  all  others  who  handle  or  dispense  the  aforesaid 
drugs,  except  the  employes  of  registered  persons,  act- 
ing for  their  employers,  and  officers  of  government, 
state,  county  and  municipal  hospitals  and  prisons  in 
connection  with  their  official  duties. 

Preparations  Exempted. 

The  law  does  not  apply  to  preparations  containing 
not  more  than  2  grains  of  opium,  X  grain  of  morphine, 
}i  grain  of  heroin,  i  grain  of  codeine,  or  salts  or  de- 
rivatives of  any  of  them,  to  the  fluid  ounce  for  liquids 
or  the  avoirdupois  ounce  for  solids  and  semi-solids, 
nor  to  coca  leaves  from  which  the  cocaine  has  been 
removed,  nor  to  liniments,  ointments  or  other  prepara- 
tions which  are  prepared  in  good  faith,  for  external 
use  6nly,  and  do  not  contain  cocaine  or  any  of  its  salts 
and  derivatives  and  substitutes  for  them. 
Registration. 

Physicians,  pharmacists  and  others  afiFected  must 
register  with  the  collector  of  internal  revenue  for  their 
districts,  pay  a  registration  fee  of  $1  a  year,  and  pur- 
chase a  supply  of  order  blanks  from  the  collector  at 
a  nominal  price. 

Inventory. 

An  inventory  of  narcotic  drugs  and  their  prepara- 
tions in  stock  on  March  i,  191 5,  except  those  specified 
above  as  exempt,  must  be  made  and  verified  by  oath 
not  later  than  March  5,  and  kept  on  file. 
Sale  of  the  Drugs. 

With  a  few  specified  exceptions,  the  aforesaid  drugs 
can  be  sold  only  by  registered  persons  or  firms  to  regis- 
tered persons  or  firms  on  an  order  written  in  duplicate 


on  the  official  order  blanks,  the  buyer  and  seller  each 
to  keep  one  of  the  copies  of  the  order  for  two  years ; 
or  on  the  signed  and  dated  prescription,  bearing  the 
name  and  address  of  the  patient  and  the  writer's  ad- 
dress and  registration  number,  of  a  physician,  dentist 
or  veterinslry  surgeon  registered  under  the  act,  the  dis- 
penser to  preserve  the  prescription  for  two  years  in  a 
separate  file ;  or,  if  prescriptions  are  kept  in  the  gen- 
eral file,  a  separate  record  of  the  number,  physician 
and  patient  must  be  kept.  Prescriptions  should  be 
dated  when  dispensed  and  cannot  be  refilled  under 
any  circumstances. 

Inspections  and  Reports. 

The  orders  and  prescriptions  are  subject  to  inspec- 
tion by  duly  authorized  officers,  and,  whenever  re- 
quired by  the  collector  of  the  district,  statements  must 
be  made  under  oath  of  quantities  of  the  aforesaid  drugs 
received  during  the  preceding  three  months,  the  per- 
sons from  whom  received  and  the  date  of  receipt 
Any  person  disclosing  the  information  in  the  state- 
ments and  order  forms  except  in  specified  ways,  shall, 
on  conviction,  be  fined  or  imprisoned. 

Dispensing  by  Physicians. 

A  registered  physician,  dentist  or  veterinary  surgeon 
shall  keep  a  record  of  all  the  aforesaid  drugs  dispensed 
or  distributed  by  him,  showing  in  each  case  the  amount, 
the  date,  and  the  name  and  address  of  the  patient, 
except  such  as  may  be  dispensed  or  distributed  to  a 
patient  upon  whom  he  shall  personally  attend  — i.e., 
visit;  and  such  record  shall  be  kept  for  a  period  of 
two  years  for  inspection. 

Officials  Exempted. 

The  act  exempts  the  supplying  of  any  of  the  drugs 
to  any  officer  who  is  lawfully  engaged  in  making  pur- 
chases for  the  army  and  navy,  the  Public  Health  Ser- 
vice, and  for  Government,  State,  Territorial,  district, 
county  or  municipal  or  insular  hospitals  or  prisons. 
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Possession  of  the  Drugs. 

It  shall  be  unlawful  for  any  person  not  registered 
under  this  act  to  have  in  his  possession  any  of  the 
aforesaid  drugs.  Such  possession  to  be  presumptive 
evidence  of  a  violation  of  various  sections  of  the  act, 
with  the  exception  of  an  employ^  of  a  registered  per- 
son, a  nurse  having  such  possession  by  virtue  of  his 
employment  and  not  on  his  own  account;  or  to  the 
possession  of  the  drugs  which  have  been  prescribed 
in  good  faith  by  a  registered  physician,  dentist  or 
veterinary  surgeon,  or  to  the  United  States,  State, 
county,  municipal,  district,  Territorial  or  insular  officer 
who  has  possession  by  reason  of  his  official  duties; 
or  to  warehousemen  and  common  carriers  acting  for 
registered  persons.  The  burden  of  proof  of  any  ex- 
emption claimed  is  to  rest  on  the  defendent  in  case  of 
any  proceeding  for  illegal  possession  of  the  drugs. 
Penalties. 

The  penalty  for  violation  or  failure  to  comply  with 
the  act  is  a  fine  of  not  more  than  |2,ooo  or  imprison- 
ment for  not  more  than  five  years,  or  both. 


There  is  yet  another  way  in  which  he  can  attain 
this  end.  That  is  by  striving  to  awaken  his  neighbor 
tradesmen  to  the  importance  of  carefully  studying  the 
mail-order  competition  from  which  they  all  suffer.  The 
druggist  who  is  awake  to  the  fact  thfit  every  order  for 
groceries,  for  hardware,  for  any  sort  of  merchandise  in 
fact,  menaces  his  business,  because  it  makes  it  possible 
for  the  customer  to  include  drugs  in  a  freight  order, 
will  see  that  he  is  in  the  same  boat  with  the  other 
merchants  of  his  town. 

He  should  cooperate  with  them,  and  join  every  move- 
ment that  will  tend  to  make  all  the  merchants  of  his 
community  aware  of  the  fact  that  the  competitor  whom 
they  must  all  consider  is  the  one  that  has  liis  place  of 
business  in  the  distant  cities,  but  his  agents  in  the 
community's  homes. —  Ralph  Borsodi. 


Tl»«  Sis«  of  Mail  Ora«rs. 

In  considering 'the  relation  of  the  shipping  weight 
to  the  price  ultimately  paid  by  the  customer  for  drugs ' 
purchased  by  mail,  the  impossibility  of  buying  drugs  in 
small  orders  becomes  apparent.  It  is  for  this  reason 
that  not  only  with  regard  to  drugs,  but  also  with  regard 
to  all  other  merchandise,  the  mail  order  houses  urge 
the  public  to  ''try  to  order  enough  of  the  things  to 
make  loo  pounds  or  more,  because  loo  pounds  don't 
cost  any  more  for  freight  than  smaller  shipments,  and 
it  makes  the  freight  charge  on  each  item  very  small 
indeed.*'  Of  course,  when  drugs  and  medicines  are 
included  in  such  an  order,  the  cost  of  delivery  is  much 
smaller,  but  druggists  who  have  made  determined  fights 
upon  mail-order  trading  in  their  own  territory  have 
found  that  they  (ould  always  ofiFset  this  fact  because 
of  the  length  of  time  involved  in  ordering  and  receiv- 
ing a  shipment  by  freight.  Not  only  can  the  customer 
be  appealed  to  because  of  the  inconvenience  of  waiting 
from  a  week  to  a  month  for  a  drug  that  he  needs  im- 
mediately, but  in  most  cases  he  is  perfectly  willing  to 
pay  more  for  that  convenience.  It  is  because  of  this 
fact  that  many  druggists  make  the  mistake  that  an- 
tagonizes their  trade.  If  they  take  advantage  of  this 
disadvantage  in  buying  by  mail  to  obtain  the  sort  of 
profits  that  seem  exorbitant  to  their  customers  when 
compared  to  the  prices  in  their  catalogues,  they  are 
laying  in  a  stock  of  ill-will,  very  different  from  the 
good  will  which  they  should  strive  to  build  up. 

It  is  up  to  the  druggist  to  convince  the  mail-order 
buyer  that  it  is  to  his  interest  not  to  include  drugs, 
medicines  and  other  stocks  he  handles  in  his  other 
orders.  To  do  this  successfully  always  requires  tact 
and  often  no  mean  order  of  diplomacy.  The  superior 
quality  of  the  goods  he  handles ;  the  service  he  renders 
the  community,  and  above  all,  a  convincing  show  of 
moderation  in  prices  — at  least  on  full  packages  and 
large  qu4ntitie.«,  will  bring  this  about  most  readily. 


Optical  Glass  in  America. 

The  glass  used  in  this  country  for  the  manufacture 
of  lenses  is  practically  all  imported  except  in  the  case 
of  some  of  the  smaller  and  cheaper  lenses.  For  several 
years  past  the  Bureau  of  Standards  of  the  Department 
of  Commerce  has  been  endeavoring  to  persuade  the 
glass  manufacturers  of  the  United  States  to  take  up 
the  manufacture  of  this  material,  but  they  have  been 
unable  to  do  so,  partly  because  of  the  limited  quantity 
used  as  compared  with  othei  glass,  but  largdy  on  ac- 
count of  the  varying  composition  required  and  the 
difficulty  of  annealing  the  glass,  as  good  optical  glass 
must  be  entirely  free  from  strain. 

With  a  view  to  working  out  some  of  the  underlying 
problems  sufficiently  to  enable  manufacturers  to  start 
in  this  matter,  the  Bureau  secured  two  years  ago  an 
expert  interested  in  the  composition  and  testing  of 
optical  systems,  and  a  little  later  secured  another  man 
skilled  in  the  working  of  glass  to  the  definite  foims 
required  by  the  theory.  These  steps  were  taken,  first, 
partly  because  it  is  exceedingly  difficult  to  find  jpatn 
having  these  qualifications,  but  principally  because,  as 
the  work  of  experimental  glass-making'progresses,  the 
glass  must  be  put  in  the  form  of  lenses  and  prisms  to 
test ;  in  other  words,  the  Bureau  had  to  be  in  a  position 
to  examine  the  product,  as  it  was  made  experimentally. 
In  July,  19 1 4,  a  p'ractical  glass-maker  was  added  to  the 
force  of  the  Bureau.     He  is  a  college  graduate  of 
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scientific  training,  but  skilled  in  the  ipanipuUtion  of 
furnaces,  and  is  the  sort  of  a  man  to  make  progress  at 
the  present  stage  of  the  work. 

Small  furnaces  were  built  and  melts  of  a  few  p6und8 
of  ordinary  glass  were  made  in  order  to  become  more 
familiar  with  the  technical  side.  A  larger  furnace  has 
just  been  completed,  which  will  handle  melts  of  25  to  50 
pounds.  The  Bureau  is  now  making  glass  according 
to  definite  formulas,  studying  the  methods  of  securing 
it  free  from  bubbles,  and  other  practical  points.  This 
is  to  be  followed  by  an  investigation  of  the  method  of 
annealing. 

Several  glass  manufacturers  have  visited  the  Bureau 
already  for  suggestions  as  to  the  equipment  for  the 
manufacture  of  optical  glass.—  Scientific  American. 


A  recently  issued  announcement  of  the  Insecticide 
and  Fungicide  Board  of  the  U.  S.  Department  of  Agri- 
culture contains  a  number  of  notices  of  judgment  of 
the  Courts  for  violation  of  the  insecticide  Act.  A  fine 
of  |20o  and  costs  was  imposed  on  the  Dr.  £.  Detchon 
Medicine  Co.,  Crawfordsville,  Ind.,  for  the  interstate 
shipment  of  a  misbranded  product  called  '*  Woolford*s 
Sanitary  Lotion.*'  Misbranding  of  this  article  was 
alleged  for  the  reason  that  it  consisted  partially  of 
water,  which  does  not  prevent,Hlestroy,  repel  or  miti- 
gate insects,  and  the  name  and  percentage  amount 
thereof  were  not  declared  on  the  label,  nor  in  lieu 
thereof  were  the  names  and  percentage  amounts  of 
each  ingredient  having  insecticidal  properties  and  the 
total  percentage  of  the  inert  ingredient,  stated  on  the 
label. 

Extracts  from  letters  written  to  individuals  by  the 
Insecticide  Board  are  reprinted  in  the  new  publication 
for  the  benefit  of  the  whole  trade.  The  advice  in 
these  letters  merely  represents  the  opinion  of  the 
board,  for  legally  the  board  is  not  authorized  to  ap- 
prove, criticize,  or  suggest  labels  for  use  on  the  pro- 
ducts. One  letter  deals  with  the  general  principles 
relative  to  disinfectfng  with  chlorinated  lime  or  bleach- 
ing powder,  and  is  of  aid  to  manufacturers  in  prepar- 
ing bleacbing-powder  labels.  Another  letter  refers  to 
the  labeling  of  mixtures  of  cyanids  and  chlorids,  or 
cyanids,  chlorids,  and  carbonates. 


Mail  Ora*t>  Competition. 

Any  study  of  the  mail-order  question  that  penetrates 
even  a  little  beneath  the  superficial,  reveals  the  fact 
that  the  question  that  really  puzzles  the  retailer  is: 
"  Can  he  compete  with  the  mail-order  houses? "  Too 
many  of  them  accept  tamely  a  negative  answer.  The 
retail  druggist  can,  almost  without  exception,  sell  drugs 
and  medicines  for  the  same  prices  quoted  in  the  cata- 
logue, and  make  a  profit.  He  can  sell  for  the  quoted 
prices,  plus  the  cost  of  delivery  to  the  customer,  and 
make  a  sufficient  profit  in  almost  every  instance  to 
yield  him  a  substantial  net  profit  on  his  entire  business. 
What  he  must  realize,  however,  is  this:  He  cannot 
afford  to  act  upon  the  principle  that  every  article  he 


sells  must  yield  him  a  net  profit.  He  must  merchan- 
dise his  stock  in^the  same  way  that  the  department 
stores  and  mail-order  -houses  do,  sacrificing  profits 
whenever  competition  forces  him  to  do  so  on  certain 
articles,  in  order  that  he  may  hold  the  trade  of  his 
territory  and  make  his  profit  on  the  bulk  of  what  he 
sells.  And  this  it  is  possible  for  every  druggist  to  do 
if  he  makes  it  a  rule  to  tx  his  prices  only  after  deter- 
mining what  his  competitor  is  charging.  Checking 
his  prices  with  the  .mail-order  catalogues  may  mean 
marking  down  many  items,  but  it  means  ultimately 
success  in  holding  his  trade  —  Midland  Druggist. 


DisappeariAtf  Ttirpeatiae. 

It  looks  as  though,  if  strenuous  measures  are  not 
adopted  in  Florida,  the  turpentine  pine  in  that  state 
would  be  entirely  extinct  within  another  ten  years.  It 
is  difficult  to  conceive  what  business  the  arts  will  do 
without  turpentine  if  the  day  ever  comes  when  it  is  no 
longer  obtainable.  There  has  never  been  made  a  tur- 
pentine substitute.  Some  years  ago  an  attempt  was 
made  to  extend  turpentine  by  distillation  with  petro- 
leum oil,  but  it  was  a  failure.  The  product  was  a  vile 
concoction  which  ruined  all  work  in  which  it  was  used. 
Wood  turpentine  is  a  low  grade  turptntine  distilled 
from  pine  wood,  but  it  in  no  sense  takes  the  place  of 
the  spirit.  It  is  hoped  that  important  steps  will  be 
taken  at  once  by  the  different  states,  for  it  cannot  be 
done  by  the  federal  government,  to  conserve  the  source 
of  the  turpentine  supply. 


SUll  I^iHes  It. 

My  annual  greeting  (i.oo  for  renewal  of  subscrip- 
tion.)   An  original  Volume  i,  Number  i,  subscriber. 

CHARLE.S  P.  Brown. 
Maldtn^  Afass.^  Feb,  2j^  igis. 
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THE  SPATULA 


One  of  the  best  methods  of  attracting  the  attention 
to  a  show  window  is  to  place  in  it  some  device  which 
apparently  operates  of  its  own  accord.  Such  an 
arrangement  is  shown  in  the  illustration.  It  consists 
of  an  improvised  paddle  wheel  driven  by  a  concealed 
fan.  The  rotating  device  consists  of  a  ball  of  cork,  or 
other  light  material,  to  which  are  symmetrically  hung 
razors,  knives,  toothbrushes,  or  similar  articles,  which 
will  serve  as  paddles  for  the  wheel.  This  ball  is  bal- 
anced on  the  point  of  a  screw  or  nail  driven  through 
a  cork,  which  in  turn  fits  in  the  neck  of  a  bottle, 
thereby  clearly  indicating  the  absence  of  any  source 
of  power  through  the  base.  On  one  side  of  the  device 
a  wall,  or  screen,  must  be  provided,  having  slits,  or 
holes,  in  it,  and  on  the  opposite  side  is  placed  a  fan, 
carefully  concealed  from  the  observers.  To  rotate  the 
ball,  the  fan  is  operated,  which  sends  the  air  through 
the  openings  in  the  wall,  causing  it  to  strike  the  pad<^ 
dies  and  turn  the  ball. — Popular  Mechanics. 


Old  Problems  Solved* 

As  far  back  as  1872  chemists  had  hinted  that  per- 
haps there  wen  industrial  uses  for  what  they  called 
"  phenolic  condensation  products,"  which  were  modi- 
fied forms  of  carbolic  acid.  But  resin-like  substances 
were  formed  in  obtaining  these  phenolic  condensation 
products,7and  no  one  knew  what  to  do  with  them.  Dr. 
L.  H.  Baekeland,  a  well-known  industrial  chemist,  set 
to  work  and  discovered  how  they  could  be  controlled. 
From  carbolic  acid  and  formaldehyde,  two  ill-smelling 
substances,  he  produces  an  absolutely  new  compound 
^a  solid,  hard,  infusible,  insoluble  compound  which 
might  easily  be  mistaken  for  amber  or  fine  Chinese 
lacquer.  Cigar  holders,  battleship  switchboards,  jew- 
elry, acid-pump  valves,  brass  bedstead  lacquers,  phono- 
graph records,  billiard  balls,  automobile  magnetos, 
unbreakable  dolls,  newspaper  stereotyping  matrices, 
and  much  etectrical  machinery  is  made  with  his  trans- 
formed carbolic  acid.  He  has  given  America  a  new 
industry. 

An  equally  notable  solution  of  a  technical  problem 
which  had  long  baffled  other  investigators  is  the 
Frasch  process  for  refining  the  crude,  sulphur-bearing 
Canadian  and  Ohio  oils.  The  essence  of  the  invention 
consists  in  distilling  the  difiEerent  products  of  the  frac- 
tional distillation  of  the  crude  oil  with  metallic  oxides, 
especially  oxide  of  copper,  by  which  the  sulphur  is 


completely  removed,  while  the  oils  distill  over  as  odor- 
less and  sweet  as  from  the  best  Pennsylvania  oil. 
The  copper  sulphur  is  roasted  to  regenerate  the  cop- 
per. The  invention  had  immense  pecuniary  value. 
It  sent  the  production  of  the  Ohio  fields  to  90,000  bar- 
rels a  day,  and  the  price  of  crude  Ohio  oil  from  14 
cents  a  barrel  to  |i.— Scientific  American. 


Nothinj^  is  quite  so  conclusive  of  the  power  of  ad- 
vertising as  chewing  gum.  With  no  other  adequate 
explanation  in  sight  than  that  of  mental  suggestion, 
due  to  clever  advertising,  the  American  people  are 
chewing  probably  four  or  five  times  as  much  gum  as 
they  did  a  decade  ago,  and  if  anything  the  taste  ap 
pears  to  be  growing. 

Chewing  gum  in  its  finished  state  is  a  product  of 
machinery  almost  exclusively :  no  hand  touching  it. 
The  raw  chicle  is  a  product  very  analogous  to  raw 
rubber,  and  it  is  gathered  in  much  the  same  way,  by 
sapping  the  trees  and  bundling  up  the  resulting  gum. 
It  is  now,  however,  smoked  like  rubber,  but  comes  to 
this  country  in  small  yellow-gray  biscuits.  Most  of 
it  comes  from  Mexico  and  other  Central  American 
countries,  the  American  producers  owning  millions  of 
acres  in  concessions  there.  On  arrival  the  chicle  is 
boiled  down  in  vacuum  pans,  from  35  to  40  per  cent  of 
the  natural  moisture  is  extracted  and  the  vacuum 
process  cleans  and  purifies  the  gum,  after  which  it  is 
manipulated  in  mangles  and  mixers  and  other  ma- 
chines, with  sugar  and  flavoring  material,  and  ulti- 
mately rolled  out  in  immense  sheets  like  the  web  in  a 
paper  mill.  Then  it  is  cut  into  ribbons  and  again  cut 
into  sticks  by  machinery,  automatically  wrapped  by 
machinery  and  even  packed  and  counted  by  machin- 
ery ;  thus  its  perfect  sanitation  is  assured 


TH*  Ubicioitoufl  Bottle. 

Carlyle  said :  "  Man  is  a  tool  using  animal.'*  This 
might,  with  strict  accuracy,  be  changed  to  read,  "  Man 
is  a  bottle  using  animal."  Almost  the  first  step  of  the 
savage  toward  civilization  was  that  of  preserving  food 
and  drink  for  future  use.  Bottles,  at  an  early  date  in 
the  history  of  the  human  race,  were  used  for  this  pur- 
pose. They  play  as  important  a  part  in  present-day 
economy  as  any  other  manufactured  article. 

The  bottle  always  is  with  us.  The  baby  in  his  cradle 
has  his  nursing  bottle ;  the  cook  in  the  kitchen,  has 
essence  and  fruit  tx)ttles ;  the  chemisf,  business  man 
and  manufacturer,  bottles  of  every  kind.  In  warm 
weather,  everyone  hastens  to  the  bottle  for  solace 
and  refreshment,  whether  his  choice  be  water,  grape 
juice,  soda,  root  beer,  or  beer  without  the  prefix.  The 
wine  bottle  and  the  holy  water  bottle  are  used  in  the 
churches,  while  medicine  bottles  and  the  embalming 
fiuid  bottle  complete  the  span  that  reaches  from  tht 
cradle  to  the  grave.  The  production  of  bottles  in  the 
United  States  now  is  so  great  that  the  average  annual 
consumption  is  thirty  bottles  for  every  man,  woman 
and  child.  —  Bottles. 
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IMTHioK  is  TovkTB  ? 

1.  The  pitying  smile,  when  the  customer  signifies  a 
desire  to  look  at  a  cheaper  article  than  the  one  first 
shown. 

2.  The  sarcastic  smile,  when  the  customer  intimates 
she  is  a  more  competent  judge  of  her  own  needs  than 
the  clerk. 

3.  The  knowing  smile,  when  the  customer  says  she 
is  buying  an  electric  shaving  mug  for  her  '*  brother." 

4.  The  idiotic  or  meaningless,  vacant,  perpetual 
smile  of  the  clerk  who  considers  a  smirk  his  stock-in- 
trade. 

5.  The  bored  smile,  when  the  customer  speaks 
pridefully  of  the  exceptional  cleverness  of  her  sister- 
in-law's  second  cousin's  children. 

6.^  The  "  Heaven-hclp-me  "  smile  exchanged  with  a 
fellow  employee,  when  the  customer  finds  difficulty  in 
deciding  between  two  articles.— Southern  Merchant. 


laditfo  Dt*  Prodfictioa* 

A  well-known  indigo  merchant  in  London  recently 
said  that  before  Germany,  by  the  introduction  of  a 
cheap,  chemical  substitute,  captured  the  indigo  dye 
manufacturing  trade  it  was  worth  120,000,000  a  year  to 
India ;  now  it  is  scarcely  worth  |r 0,000,000.  The  war 
has  shut  out  from  the  market  the  German  substitute, 
and  as  the  industry  has  been  allowed  to  decline  in 
India,  good  Bengal  indigo  has  advanced  from  60c.  to 
I2.50  a  pound.  It  is  notorious  that  till  the  advent  of 
synthetic  indigo,  the  indigo  planters  could  not  be 
aroused  by  any  effort  to  apply  modem  scientific  prin- 
ciples to  their  old  rule  of  thumb  methods.  Deter- 
mined efforts  are  being  made  to  re-capture  the  trade 
and  the  Indian  Government  has  promised  to  help 
planters  to  procure  the  seed.  The  British  Govern- 
ment have  been  requested  by  members  of  the  indigo 
trade  to  re-instate  the  clause  in  their  clothing  con- 
tracts, insisting  on  the  use  of  Indian  indigo. 


IMTHy  Bitf  BfisiA^ss  Succeeds* 

Thoroughness  really  consists  in  learning  all  that  can 
be  learned  about  the  business  or  work  that  one  is  en- 
gaged in.  Its  especial  value  is  that  it  eliminates  to  a 
great  extent  the  element  of  risk  that  attaches  to  any 
work  or  enterprise.  The  reason  that  great  businesses 
or  industries  succeed,  as  a  rule,  is  not  because  of  their 
size  and  power,  but  because  they  make  a  study  of  the 
smallest  details— the  little  items  that  become  big  ones 
on  the  ledger  when  the  year's  accounts  are  cast  up. 

The  small  merchant  can  be  similarly  thorough  in  a 
way  that  is  adapted  to  the  extent  of  his  business.  So 
can  the  individual,  no  matter  what  work  he  is  engaged 
in.  He  should  be  continually  eager  for  accurate  in- 
formation. He  should  realize  that  almost  every  man 
he  comes  in  contact  with  can  add  something  to  his 
store  of  knowledge.  Of  course,  there  will  have  to  be 
much  sifting  of  the  chaff  to  get  the  wheat,  but  the 
golden  grains  are  there  and  can  be  found  by  thorough- 
ness. And  when  they  are  gathered,  weighed,  and 
valued  it  will  be  found  that  they  are  grains  of  gold  in- 
deed.— Popular  Magazine. 


AmericaA  CampHor* 

Camphor,  which  has  become  an  extremely  valuable 
article  of  commerce,  has  been  produced  almost  wholly 
from  Japan,  which  has  had  in  previous  years  a  practi- 
cal monopoly  of  this  trade.  The  fact  that  camphor 
grows  readily  in  warm  climates  has  suggested  that 
there  may  t>e  places  in  this  country  where  it  may  be 
profitably  cultivated,  and  a  few  years  ago  groves  of 
camphor  trees  were  set  out  in  Florida.  They  have 
been  successful  beyond  anticipation.  The  best-known 
grove  is  one  at  Satsuma  and  during  the  last  year  no 
less  than  10,000  pounds  of  camphor  were  produced 
from  this  grove  only  a  few  years  old.  The  success 
has  been  followed  by  the  setting  out  of  many  other 
camphor  trees,  so  that  apparently  before  long  this 
country  will  to  a  large  extent  produce  the  camphor  it 
needs  for  its  various  commercial  purposes. 


Restoring  Wm^ma.  'Writiatf. 

Assuming  that  the  writing  in  question  has  been  made 
with  an  iron  ink,  the  approved  treatment  consists  in 
the  use  of  one  or  other  of  the  following  substances : 
Tannin,  ammonium  sulphide,  potassium  ferrocyanide 
or  ferricyanide,  ammonium  sulphocyanide,  sodium 
salicylate.  It  is  necessary  that  the  paper  should  be 
dry,  and  it  should  therefore  be  placed  between  two 
pieces  of  clean  white  writing  paper,  and  a  fiat  iron 
heated  to  100°  to  105°  F.  passed  over  it.  This  alone 
will  sometimes  bring  out  the  writing  again,  but  if  it 
does  not  it  should  be  exposed  to  sunlight,  which  would 
darken  certain  inks.  Failing  positive  results  under 
this  treatment,  a  solution  of  one  of  the  substances 
named  is  to  be  applied  carefully  with  a  camel's  hair 
brush  to  one  part  of  the  writing,  and  when  this  is  dry 
the  paper  is  again  treated  with  the  hot  iron  as  de- 
scribed. 


No  £aio*ptioA* 

Your  issues  are  all  interesting. 

Euw.  D. 
Moultonboro^  N.  7/.,  March  j,  79/5. 


Holmes. 


When  your  ink-line-ationi  run  that  way,  why  not  write  us  some 
of  your  plans  for  bettering  business  this  spring  ? 


Digitized  by 


Google 


296 


THE  SPATULA 


Y^UoiiriAtf  of  Pap^r. 

The  yellow  tint  attained  by  paper  on  ageing  is  due 
to  the  disappearance  of  the  chlorine  bleach  and  the 
guipming  of  the  resin.  If  paper  which  has  turned 
yellow  from  exposure  to  sunlight,  says  a  foreign  ex- 
change, is  treated  with  ether  or  other  resin  solvents,  it 
again  becomes  white.  Resinate  of  iron  is  also  a  cause 
of  discoloration  of  paper.  It  is  not  due  to  an  oxida- 
tion product,  since  it  occurs  when  the  paper  is  kept  in 
.an  atmosphere  of  nitrogen.  It  may  be  avoided  by 
suspending  the  resin  in  a  very  fine  state  of  division  in 
water  which  is  acidified  with  hydrochloric  acid  and 
pouring  this  emulsion  into  a  solution  of  chlorinated 
lime.  

AAtidt&itsr  of  NursiAtf  Bottles. 

According  to  recent  discoveries  it  appears  that 
nursing  bottles  were  used  even  in  prehistoric  times. 
This  is  true  at  least  for  the  age  of  polished  stone,  in- 
asmuch as  a  French  archeologist,  when  exploring  a 
neolithic  funeral  deposit  found  a  small  clay  bottle  and 
this  was  quite  intact.  This  is  not  the  only  specimen 
of  the  kind  which  comes  from  early  ages.  Among 
others  are  the  specimens  found  in  the  Gaulish  burial 
places  of  Jonchery;  and  more  recently  in  the  Gallo- 
Roman  arena  of  Paris. 


"  Para-dichlorobenzene "  is  a  chemical  compound 
only  recently  used  as  an  insecticide,  but  which,  in  be- 
ing noninflammable  and  comparatively  inexpensive, 
possesses  advantages  over  other  fumigants.  The 
United  States  Department  of  Agriculture's  new  bull- 
etin (No.  167)  is  entitled,  *'  Para-dichlorobenzene  as  an 
Insect  Fumigant,*'  and  points  out  that  the  compound, 
although  deadly  to  insects,  is  harmless  to  human  be- 
ings under  ordinary  conditions,  and  does  not  have  an 
odor  which  clings  to  fabrics,  as  do  many  insecticides. 
Para-dichlorobenzene  is  a  colorless  crystalline  sub- 
stance which  evaporates  very  quickly  as  a  vapor,  if 
exposed.    It  costs  15  cents  per  pound  in  barrel  lots. 


A   FAMILIAR  PHASE;  "BEFORE  TAKING." 


Som*  Facts* 

There  are  more  than  100,000  acres  of  nipa  palms  in 
the  Philippines  and  the  government  is  endeavoring  to 
develop  the  industry  of  making  cheap  sugar  and  high 
grade  alohol  from  their  sap. 

A  cork  extractor  patented  in  England  comprises  an 
awl-like  stem  with  a  loose  cross-bar,  which  is  passed 
through  a  cork  with  the  stem  turning  against  the  cork 
as  it  is  withdrawn. 

Operated  by  two  men,  a  machine  invented  by  a 
Chicago  hotel  steward  will  wash  and  dry  more  than 
18,000  dishes  an  hour. 

Professor  John  Uri  Lloyd,  of  Cincinnati,  has  been 
invited  to  become  a  foreign  member  of  the  Royal 
Academy  of  History,  one  of  Spain's  most  important 
scientific  associations.  The  academy  is  in  Madrid, 
and  was  established  in  1738,  by  King  Philip  V,  and 
was  reorganized  in  1856. 


y^####»»t»^^##^<!^^##t»»#»^^4^^^^4^ 


WANT  A  SYRINGE? 

Of  course,  every  well-regulated  house- 
hold wants  one.  But  there  are  syringes 
and  syringes — ^those  that  don't  work  and 
those  that  do.  If  you  want  the  first  we 
haven't  them ;  if  you  want  the  last,  the 
kind  that  work,  and  work  well,  and  al- 
ways work,  we  have  them. 

RUBBER  GOODS. 

We  make  a  special  feature  and  have 
constantly  on  hand  a  full,  good  and  care- 
fully selected  line  of  hot-water  bottles, 
atomizers,  etc.,  which  we  sell  at  the  low- 
est market  prices. 


I 


S^^^^^^^^^^^^^i 


^f^"* Everything  a  welUstocked  drugstoi^e  ought  Jo  have 
7rf>  have. 


A   SAMPLE  AP. 
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TRADE  TIPS  AND  TOPICS  L 

A  Deparhnene  of  LIVE  BUSINESS  IDEAS  and  PROFIT  POINTERS  m  Various  Lines       ^ 


VTar  Placards. 

For  a  timely  window  we  would  suggest  a  display  of 
some  of  the  many  interesting  war  pictures  now  easily 
obtainable,  possibly  some  interesting  specimens  of  an- 
cient firearms  if  they  can  be  had,  and  in  the  background 
the  National  colors.  The  effect  may  be  heightened  by 
placards  like  the  following : 

Ready  for  Action. 
Our  stock  of  Easter  Perfumes  is  one  of  the  finest 
we  have  ever  shown. 

A  Long  March. 
With  its  cold  winds  has  made  our  Beauty  Cream 
a  necessity. 

Hasty  Retreat. 
Of  competition  before  the  values  we  offer  in  every 
line. 

^  Mobilized. 

The  finest  assortment  of  candies  to  be^ound  any 
where. 

Fortify  Yourself. 

Against  that "  all  in ''  feeling  with  our  Spring  Tonic. 

Recruits. 
Are  daily  joining  the  army  of  smokers  who  find  en- 
tire satisfaction  in  our  cigars. 
Enlist. 
Among  those  who  pay  daily  visits  to  our  soda  foun- 
tain. 

Citfar  Displar* 
An  easily  arranged  window,  which  attracted  con- 
siderable attention  because  of  its  simplicity  and  sug- 
gestiveness,  had  the  sides  and  background  covered 


with  ordinary  wall  paper  to  give  the  appearance  of 
the  interior  of  a  room.  Through  the  small  window  in 
the  background,  an  arm  was  thrust  with  the  hand  just 
in  the  act  of  taking  a  cigar  from  the  table.  The  only 
ticket  in  the  window  displayed  the  name  of  the  cigar 
and  the  words,  "  Take  one !  It's  good." 

VTHat  OtHers  are  Dointf. 

These  druggists,  according  to  the  Novelty  News, 
have  tried  the  following  schemes  as  business  boosters : 

The  Sturgis  &  Stout  Drug  Store  of  Bluffton,  Ind., 
made  a  special  offer  to  the  men  of  that  city  of  a  safety 
razor  free  with  purchases  of  shaving  soap  in  various 
forms,  witch  hazel,  talcum  powder  and  bay  rum  amount- 
ing to  25  cents  or  over  They  used  the  articles  as  a 
window  display  and  then  advertised  the  ofifer  locally 
—  and  did  a  rushing  business.  Of  course  men  are  as 
eager  for  premiums  as  women. 

Menk*s  Prescription  Pharmacy  of  Newark,  N.  J., 
made  scores  of  sales  amounting  to  25  cents  and  over 
through  their  offer  of  a  nickel  plated  tooth  brush 
holder  with  every  purchase.  Because  of  the  small 
amount  of  purchase  required  to  secure  the  holder,  a 
limitation  of  one  to  each  customer  was  made. 

Quinn's  Drug  Store,  of  Schenectady,  N.  Y.,  gave  a 
creeping  mouse  toy  to  all  children  accompanied  by 
adults  who  called  at  the  store  during  the  fifth  anniver- 
sary sale. 

Fred  B.  Wendt,  druggist,  of  Juneau,  Wis.,  gave  to 
all  his  customers  who  purchased  certain  goods  to  the 
amount  of  50  cents  during  a  special  two-day  sale,  a 
crystal  glass  aquarium  with  plants  and  pebbles  and 
two  imported  Japanese  gold  fish.  May  be  he  sold  them 
fish  food  after,  but  that's  another  story. 
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The  people's  drug  stores  in  Washington,  D.  C,  re- 
cently announced  that  they  would  give  free  balloons 
to  every  child  accompanied  by  parents  as  long  as  the 
supply  lasted.  This  offer  was  made  on  the  occasion 
of  the  loth  anniversary  of  the  founding  of  the  business. 
The  offer  had  exactly  the  desired  result,  which  was 
that  few,  if  any,  of  the  parents  whose  children  received 
one  of  the  gift  balloons,  left  the  store  without  making 
one  or  more  purchases.  Thus  the  gift  to  the  child  be- 
came a  premium  that  influenced  a  very  considerable 
volume  of  business  and  at  a  cost  that  on  a  direct  pre- 
mium basis  would  have  been  so  insignificant  that  the 
premium  would  scarcely  have  attracted  the  attention 
of  anyone. 

Wade's  Drug  Store,  Fairbury,  111.,  has  given  an 
added  value  to  premium  tokens  by  making  an  arrange- 
ment with  the  Fairbury  Bank  to  open  a  savings  bank 
account  with  an  initial  tleposit  of  It  to  those  persons 
who  will  on  March  31st  bring  in  cash  register  checks 
representing  purchases  at  the  drug  store  since  Feb. 
ist  amounting  to  1 10  or  more,  with  the  understanding 
that  the  customer  is  to  increase  same  to  I5,  and  not 
to  driw  the  money  out  for  a  period  of  six  months. 
Persons  already  having  a  savings  account  were  not 
permitted  to  open  another  one  in  their  own  name  under 
this  offer,  but  could  open  one  for  some  other  member 
of  the  family.  The  offer  has  started  a  run  on  the  drug 
store,  but  the  pibprietor  is  not  alarmed. 

Morgan  Drug  Co.,  of  Wapello,  Iowa,  issue  cash 
receipts  on  all  purchases  which  are  redeemable  for 
dinner  isets,  water  sets,  pedalmobiles,  percolatorsi 
books  and  aluminum  ware,  ca^h  being  required  to 
secure  some  of  the  more  expensive  premiums  quickly 
rather  than  compelling  the  customers  to  wait  until  their^ 
cash  receipts  amounted  to  larger  sums. 

For  BoTS  and  Girls. 

The  Ailing  Rubber  Co.,  of  Springfield,  Mass.,  insti- 
tuted a  contest  for  the  school  children  of  that  city  and 
the  surrounding  district  that  might  be  adopted  by  al- 
most any  drug  store.    Their  announcement  read : 

There  is  hardly  a  boy  or  girl  in  Springfield  who  can 
not  tell  just  where  on  Main  Street  The  Ailing  Rubber 
Store  is  located.  What  we  want  you  to  do  is  to  write 
down  the  best  way  to  locate  The  Ailing  Rubber  Store, 
so  that  every  time  any  one  reads  our  advertising  they 
will  know  just  where  to  come.  First,  second  and  third 
prizes  will  be  given  to  the  three  best  replies. 
Rules. 

1.  Do  not  use  more  than  twenty  words  besides  the 
firm  name  and  the  street  and  number. 

2.  Write  plainly;  use  pen  and  ink,  sign  your  full 
name  and  give  address  and  age.  Also  state  the  name  of 
the  school  you  are  attending,  and  give  the  name  of  the 
newspaper  in  which  you  first  read  this  announcement. 

3.  All  entries  must  be  in  our  store  by  6  o'clock, 
Friday. 

Here  is  an  opportunity  to  show  your  ability  to  state 
a  fact,  clearly  and  concisely  so  that  anyone  who  reads 
what  you  have  written  can  see  in  their  mind  the  exact 


location  of  The  Ailing  Rubber  Co.,  and  know  exactly 
where  to  come  every  time  they  need  rubber  goods. 
The  prizes  included  a  raincoat,  a  pair  of  gloves  and 
a  pair  of  rubbers. 

PuMT  M^illoinr  Trim. 

Pussy  willows  and  bare  maple  boughs  helped  make 
attractive  a  display  of  maple  candies  in  one  drug  store 
window  recently.  The  inevitable  "  snow-covered  "  floor 
and  pot  of  sap  hung  over  a  fire  were  also  shown,  but 
more  people  stopped  to  gaze  at  the  pussy  willows  with 
their  promise  of  coming  spring. 

For  April  1. 

In  a  section  of  the  country  where  April  ist  is  moving 
and  general  settlement  day,  a  druggist  made  a  window 
display  some  time  previous,  of  day  books,  ledgers,  bill 
books,  receipts,  memoranda  books  and  goods  of  a  simi- 
lar character  with  the  following  placard :  '*  Whether 
you  handle  much  or  little  money  you'll  need  these  any 
how."  The  trim  was  one  that  was  easily  made,  the 
goods  being  arranged  simply  with  price  tickets  at- 
tached. The  placard  and  the  timeliness  of  the  display 
appealed  to  many  a  passer-by  and  many  sales  were 
the  result. 

Unicfue  Advertising^. 

The  Rexall  Cough  Remedy  showed  a  novel  display 
in  Liggett's  stores  — a  danger  sign  similar  to  those  at 
the  railroad  crossings,  a  red  lamp  and  a  show  card 
reading  *'  Get  that  cough  before  it  gets  you." 

Colgate's  are  displaying  an  immense  cake  of  their 
All- Round  Soap.  It  is  about  a  yard  in  diameter  and 
transparent,  being  lighted  from  the  back.  Prizes  are 
to  be  awarded  for  the  nearest  guess  of  how  many 
regular  sized  cakes  can  be  made  from  the  large  one. 
—  Signs  of  the  Times. 

Value  of  Reputation. 

Quality  is  far  more  an  issue  to-day  than  it  was  ten 
years  ago,  and  ten  years  hence  it  will  be  the  one  and 
only  issue.  The  dealer  who  understands  the  fearful 
menace  to  his  success  which  is  in  one  dissatisfied  cus* 
tomer,  will  appreciate  the  necessity  of  cultivating  the 
best  spirit,  the  friendliest  feeling  and  the  utmost  con- 
fidence in  each  individual  among  his  customers.  A 
well-pleased  customer  is  an  asset.  A  dissatisfied  cus- 
tomer is  worse  than  a  debt. 

People  are  not  going  to  run  to  the  store  of  the  dealer 
who  makes  no  effort  to  repay  them  for  their  running. 
People  don't  do  such  things  nowadays,  and  the  dealer 
who  wants  to  create  friends  and  keep  them  when  they 
are  made  must  establish  by  careful,  consistent  methods, 
a  reputation  for  soundness  and  thoroughness.  His 
name  must  mean  something. 

"  Why  don't  you  try  John  Brown  ?  You  can  depend 
upon  everything  he  sells,"  is  the  conversation  which 
the  merchant  desires  to  go  on  behind  his  back.  His 
store  must  have  a  reputation.—  Trade  Register. 


French  army  surgeons  have  found  that  a  mixture  of 
freshly  slaked  lime  and  phosphorus  will  remove  tattoo- 
ing so  that  it  cannot  be  detected. 
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No.  1709—11. 


Beauty  is  onjx  skin  Jeep 

— and  you  want  to  keep  that  skin 
deep  beauty  refreshed  and  invi- 
gorated with 


( Intert  Brand  Here  ) 

Its  pure  and  free  from  all  harm- 
ful ingredients. 

( Price  Here. ) 
( Firm  Name  Here. ) 


Cheer  Up!  Try 


(Brand  Here.) 

will  cure  that  "down  and  out**  feeling.  One 
dose  gives  relief.  Everyone  needs  a  Spring 
Tonic  and 


(Brand 
Here.) 

is  what  you 
need.  Try  it 
today — you'll 
feel  better  to. 
morrow. 


No.  3098— 50c. 


(Firm  Name  Here.) 


»£ 


Come!  Take  A  Look! 

We  cordially  invite  you  to  inspect  our  stock  of 
Quality  goods. 

Toilet  Goods  Stationery 

Rubber  Goods        '  Sporting  Goods 
Confectionery  Tobaccos 

*     Pure  Drugs 
and  last  but  not  least—let  us  fill  your  prescriptions. 

( Firm  Name  Here. ) 


J 


No.  1708—11. 

Whether  Your   Face  is 
Your  Fortune  or^nol:]|| 

— you  must  take  care  of  your 
complexion  and 

( Insert  Brand  Here. ) 

will  make  and  keep  it  soft,  smooth 
and  fresh. 


(Price  Here.) 


( Firm  Name  Hei 
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effective  Advertising. 

Something  You  Should  Know  About 
Rose  Water. 
In  France  there  blooms  a  rose  that  is  noted  for  its 
fragrance.  This  rose,  of  the  hundred-leaf  variety,  has 
a  marked  peculiarity  in  that  it  refuses  to  bloom  in  any 
other  country  than  its  own  dear  native  land.  Careful 
tests  have  brought  forth  the  interesting  fact  that  nearly 
all  of  its  fragrance  comes  from  that  part  of  the  petals 
nearest  the  centre  of  the  flower.  The  peasants,  know- 
ing this  to  be  true,  gather  the  roses  in  large  quantities, 
laboriously  cut  away  the  outward  end  of  the  petals, 
and  place  the  inner,  or  fragrant  end  in  large  vessels 
that  resemble  a  moonshiner*s  still.  After  mixing  a  little 
water  and  salt  with  the  petals,  a  fire  is  built  under  the 
vessel  and  the  fragrant  mass  is  allowed  to  cook  until 
it  reaches  the  boiling  point.  The  steam  or  vapor  gen- 
erated is  carried  o£E  by  long  pipes  and  cooled  by  run- 
ning through  a  waterfall  or  mountain  stream.  As  this 
steam  is  cooled  it  returns  to  a  liquid  state.  It  is  then 
run  into  enormous  glass  bottles,  which  keep  it  clean 
and  allow  it  to  retain  its  strength.  This  liquid,  you 
can  imagine,  must  give  the  true  odor  of  the  rose,  and^ 
as  it  has  not  been  contaminated,  must  necessarily  be 
.  in  a  high  state  of  purity.  Rose  water  like  this  must 
be  pretty  nice,  and  you  at  once  begin  to  envy  the 
people  of  France.  Now  for  a  secret.  Do  you  know 
that  every  drop  of  rose  water  sold  by  the  Liggett  Drug 
Stores  is  imported  by  us  from  France,  and  is  made  as 
we  have  stated  above  ?  Furthermore,  we  do  not  carry 
the  ordinary  kind.  Your  money  will  buy  just  as  much 
of  this  high-grade  imported  rose  water  as  it  will  of  the 
ordinary  kind. 

Imported  rose  water,  i  ounce  lo  cents,  2  ounces  15 
cents,  4  ounces  20  cents;  8  ounces  30  cents,  16  ounces 
50  cents. 


That  Cough  Canceled. 
If  a  cough  or  cold  has  made  an  engagement  with 
you,  then  you  had  better  cancel  it  quickly.  There  is 
no  room  or  even  a  temporary  welcome  for  any  cough 
or  cold  when  you  use  Wheeler's  Special  Cough  Syrup 
25  cents  per  bottle. 

Valuable  Sales  Medium. 

The  humble  show  card  is  given  a  place  in  the  mer- 
cantile world  second  to  none  as  a  direct  sales  medium. 
The  price,  quality  and  quantity  is  brought  directly  be- 
fore the  individual  in  many  cases  actually  on  the  article 
offered  for  sale.  How  much  further  could  any  medium 
go?  A  verbal  demonstration  does  not  carry  the  sales 
message  so  well.  That  admits  of  an  argument  and 
one  cannot  argue  with  a  show  card. 

If  its  general  appearance  is  pleasing  to  the  eye  and 
the  price  is  within  the  reach  of  the  purchaser,  it  im- 
mediately conveys  a  mental  resolution  to  choose  that 
article  if  a  purchase  is  intended. 

The  reverse  impression  is  created  if  poorly  executed, 
cheap-looking  cards  are  used.  One  would  hardly  credit 
^.he  veracity  of  any  concern  that  would  label  a  fifty- 


dollar  overcoat  with  the  top  of  a  collar  box  marked  in 
blue  pencil  or  marking  brush,  or  use  other  equally  un- 
business-like  salesmanship.  Cheap  looking,  poorly 
executed  cards  convey  just  the  same  idei  they  repre- 
sent. They  make  a  fifty-dollar  article  look  like  four 
ninety-eight. ~-  Signs  of  the  Times. 
Pointers. 

The  George  Martin  Drug  fo.,  Tucson,  Ariz.,  an- 
nounce themselves  as  "The  Never  Just  Out  Druggists." 

No  job  is  such  a  "cinch"  that  a  new  wrinkle  can't 
be  found  to  make  its  accomplishment  more  effective. 
—  American  Paint  and  Oil  Dealer. 

**  An  investment  in  knowledge  always  pays  the  best 
interest." —  Benj.  Franklin. 

As  soon  as  a  man  begins  to  love  his  work,  then  will 
he  also  begin  to  make  progress. 

In  their  phonograph  department  one  firm  tipped  ^ 
over  an  ordinary  barrel  in  the  window,  with  a  lot  of 
records  spilling  out,  and  displaying  this  placard :  "  You 
can  have  a  barrel  of  fun  with  these  records." 

"He  is  a  wise  man  who  fits  himself  for  the  oppor- 
tunity before  he  seizes  it." 

It  is  possible  to  take  some  very  old  idea  and  hash  it 
all  over  anew  and  bring  it  out  in  such  a  way  that  the 
public  would  never  even  connect  it  in  any  form  with 
its  ancestors.—  Signs  of  *the  Times. 

Have  you  bought  anything  new  in  the  way  of  fix- 
tures this  year?  Don't  let  a  season  pass  without  im- 
proving your  store  in  some  way. 
^  A  Western  bank  states  this  plain  truth  in  its  adver- 
tising: "We  believe  that  business  goes  where  it  is 
invited  and  abides  where  it  is  well  treated.  Your  busi- 
ness is  cordially  solicited." 

The  window  affords  a  chance  to  reach  all  sorts  and 
conditions  of  people,  and  to  develop  in  them  a  desire 
for  your  goods.  It  is  no  respecter  of  competitors,  and 
it  has  no  code  of  ethics  that  will  keep  it  from  butting 
into  another  fellow's  sale  when  he  has  it  all  but  com- 
pleted. To  this  extent,  then,  the  window  offers  a  fair 
way  of  taking  an  unfair  advantage  of  the  other  fellow, 
and  it  never  hesitates  to  do  its  share. —  Exchange. 
THe  Optimist's  Corner. 

A  prophet  is  not  without  honor  save  in  his  own 
country,  but  an  optimist  is  blessed  in  every  land* 
While  the  pessimist  is  prophesying  disaster  the  opti- 
mist radiates  good  cheer  and  gathers  the  profits.  An 
optimistic  merchant  makes  an  optimistic  public  and 
both  are  benefited  by  the  exchange  of  gold,  goods  and 
good  will. —  Bookseller  and  Stationer. 

Preparation  for  success  means  study,  hard  work, 
self  denial,  persistence,  patience.  That  is  why  so  few 
men  prepare.  How  about  yourself?  Have  you  got 
the  ambition,  the  nerve,  the  will  to  succeed?  Are  you 
going  to  be  ready  when  your  opportunity  comes? — 
Hardware  Age.     

In  France  there  has  been  invented  a  fiourless  bread 
making  machine  that  transforms  the  wholewheat  into 
dough. 
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Marking  Pen  Lettering. 


By  W.  A.  Thompson. 


In  this  style  of  lettering,  hold  the  marking  pen  at 
the  same  angle  or  position  of  pen  point  from  base  line 
of  lettering  as  that  used  in  Alphabets  of  November 
issue.  All  the  letters  are  formed  by  free-hand  pen 
strokes  similar  to  that  of  brush  stroke  lettering.  In 
using  the  marking  pen  on  this  style  of  alphabet  (plain 
or  shaded  letters)  one  can  make  neat,  clean-cut  letter- 
ing with  very  little  practice;  in  fact,  beginners  can 
produce  a  class  of  work  that  will  come  very  close  in 


appearance  to  the  work  of  those  who  are  quite  expert 
with  the  lettering  brush.  For  neat  and  rapid  lettering 
on  }i  and  X  sheet  cards,  the  marking  pen  is  a  time 
saver.  The  same  method  for  shading  the  letters  in 
November  issue  may  also  be  used  in  this  alphabet. 

Show  Card  Copies. 

Aim  to  form  the  letters  compact  and  uniform,—  not 
too  large.    Capital  letters  made  with  a  No.  i  marking 
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pen  should  not  be  over  one  inch  high.  Quite  often 
lettering  with  this  size  of  pen  will  read  stronger  when 
made  less  than  one  inch  high.  The  small  or  lower 
case  letters  should  be  about  %  of  an  inch  high  when 
used  with  capital  letters  one  inch  high.  Review  in- 
struction given  in  November  issue,  and  you  will  find 
it  very  easy  to  produce  a  neat  variety  of  show  cards 
for  all  purposes. 

Use  ink  that  is  thick  enough  to  form  clean-cut  pen^ 
strokes  without  blurring  or  spreading.    Common  writ' 
ing  fluid  is  too  thin.     If  you  wish  to  make  your  own 
ink,  you  can  do  so  by  using  ink  powder  of  any  desired 
color.    Merely  dissolve  the  ink  powder  in  water  to  a 


good,  strong  solution.  Now  all  that  is  necessary  is  to 
use  a  good,  thick  gum  mucilage  (gum  arable)  of  the 
quantity  required — generally  about  an  ounce  —  and 
color  same  by  adding  a  few  drops  of  the  ink  powder 
solution.  Very  little  of  the  color  solution  will  produce 
the  depth  of  color  desired  for  a  good  lettering  ink.  If 
the  ink  should  be  too  thin,  add  a  few  pieces  of  gum 
arable  about  the  size  of  a  pea.  If  the  ink  becomes 
too  thick,  thin  with  water  only.  If  you  find  the  ink 
draws  or  crimps  paper  or  cardboard  when  dry,  add 
a  little  glycerine  —  not  too  much.  For  pen  lettering 
inks,  this  is  reliable  and  worth  money  to  penmen  and 
show  card  writers. 


^-^^^■^Mim.  7^'  M^r 'i 


^msw. 


3weet  Heart  Sundae 
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Fountain  Syrups  with  Iron. 


Editor  of  the  Spatula  :  Will  you  kindly  give  me  a 
formula  for  making  a  carbonated  drink  for  bottling 
that  contains  iron  citrate  soluble  (iron  and  ammonium 
citrate).  Would  appreciate  it  very  much  if  you 
would.-C.  W.  S. 
Muskogeiy  Okla.y  March  J,  IQ/J- 

There  have  been  a  number  of  fountain  syrups  made 
which  contained  iron.  Any  of  them  when  properly 
filtered  through  felt  can  be  botiled.  We  have  no 
means  of  testing  these  formulas  as  to  their  value  for 
bottlers'  purposes  but  give  them  as  we  have  collected 
them.  Iron  can  be  blended  in  the  same  manner  with 
other  flavorings  and  therefore  these  formulas  may  be 
used  as  a  base  for  work. 

Beef,  Iron  and  Cinchona  Syrup. 

Mix  thoroughly  3  pints  orange  syrup,  2  pints  of  van- 
illa syrup,  I  pint  of  cinnamon  syrup  and  2  pints  of 
elixir  beef,  iron  and  c'nchona  syrup. 

Beef,  Iron  and  Wine  Syrup. 

Mix  thoroughly  4  pints  of  vanilla  syrup,  4  pints  of 
orange  syrup,  and  2  pints  of  beef,  iron  and  wine. 
Beef,  Iron,  Wine  and  Cinchona  Syrup. 

Mix  thoroughly  2  pints  of  elixir  of  beef,  iron,  wine 
and  cinchona,  4  pints  of  vanilla  syrup  and  4  pints  of 
lemon  syrup. 

Ferri  Fruit  Phosphate  Syrup. 

Dissolve  ^  ounce  of  iron  citrate  soluble  in  4  ounces  of 
water  with  the  aid  of  slow  heat  and  add  12  ounces  of 
grape  juice,  the  white  or  wild  being  preferable,  4 
ounces  of  fresh  orange  juice,  12  ounces  of  sherry  wine; 
the  wine  may  be  omitted  and  some  other  flavor  used 
such  as  ginger;  2  ounces  of  acid  phosphate  and  simple 
syrup  enough  to  make  i  gallon.    Color  a  deep  wine 

red. 

Iron  Malt  Syrup. 

Dissolve  120  grains  of  soluble  iron  citrate  in  4 
ounces  of  water  and  add  8  ounces  of  lemon  syrup, 
and  2  pints  of  pineapple  syrup  and  4  pints  of  orange 
syrup  and  8  ounces  of  malt  extract. 

Iron  Phosphate  Syrup. 

Dissolve  120  grains  of  iron  pyrophosphate  or  phos- 
phate in  4  ounces  of  hot  water  and  add  6  ounces  of 
glycerine,  3  ounces  of  Angostura  bitters  and  6  pints 
of  simple  syrup. 


Kola  Ferrone. 

Dissolve  48  grains  of  iron  and  ammonia  citrate  in 
2  ounces  of  water  and  add  2  ounces  of  kola  extract 
(the  requisite  amount  of  any  kola  flavoring  can  be  used) 
8  ounces  of  lemon  and  8  ounces  of  vanilla  syrup. 

Malt  Iron  Syrup. 

Dissolve  X  to  >^  ounce  of  the  form  of  iron  desired 
in  4  ounces  of  hot  water  and  add  i  gallon  of  any  malt 
syrup. 

Note:— Any  other  desir^  syrup  can  bemused  and 
the  iron  solution  added.  —  £.  F.  White. 

Better  l^ottAtaiA  Profits* 

As  the  year  progresses  the  importance  of  the  soda 
fountain  as  a  potential  source  of  profit  becomes  more 
and  more  apparent. 

As  the  demand  for  delicatables  drinkables  grows 
every  live  druggist  will  find  himself  asking,  "How 
can  I  make  my  soda  fountain  a  source  of  greater 
profit  ?  How  can  I  make  my  store  the  soda  rendevous 
of  the  town  or  neighborhood  in  which  I  am  estab- 
lished ?  What  can  I  do  that  will  make  people  think 
of  me  when  they  think  of  something  good  to  drink  ?  ** 

To  many  druggists  the  soda  fountain  has  been,  if 
not  a  stumbling  block,  at  least  an  unsolved  problem. 
They  have  noted  the  popularity  of  a  competitive  foun- 
tain while  their  own  remained  deserted,  or  but  tenta- 
tively patronized.  They  have  watched  the  thirsty 
repeatedly  pass  their  doors,  often  going  out  of  their 
way,  to  buy  their  summer  beverages  at  some  place  of 
more  repute,  and  they  have  wondered  what  magic  is 
necessary  to  gain  a  soda  reputation. 

The  winning  of  a  profiuble  soda  trade  is  not  a 
question  of  magic,  however ;  it  is  a  question  merely  of 
the  same  sound  business  sense  and  attention  to  de- 
tails necessary  in  building  up  any  other  department 
or  in  building  a  business  as  a  whole. 

If  many  soda  fountains  are  not  profitable,  if  the 
business  in  drinks  and  ices  lags,  the  fault  is  not  in  the 
nature  of  the  goods  handled  but  in  the  methods  of 
handling.  Too  many  soda  departments  are  left,  like 
Topsy  to  grow  for  themselves. 

Soda  reputations  secured  without  a  direct  and  defi- 
nite efiFort  are  the  exception  and  not  the  rule.  In  the  ma- 
jority of  cases  ^  an  overwheming  majority  it  is,  too  — 
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a  thriving  trade  in  drinkables  has  grown  naturally  and 
inevitably  as  the  result  of  delivering  the  goods. 

A  really  distinctive  line  of  drinkables  has  been 
served.  Perhaps  a  peculiar  tang  or  richness  or  char- 
acter has  been  put  into  them,  and  thus  a  value  given 
that  has  meant  repeat  business.  Ijt  has  been  the  old 
story  of  mouth-to-mouth  advertising  —  pleased  custom- 
ers telling  the  unintiated  and  bringing  them  in  to  in- 
troduce them  to  a  new  and  enjoyable  experience. 

Such  a  process  of  building  business  is  sure.  It  is 
also  slow,  and  this  slowness  is  unnecessary.  Money 
and  thought  — a  little  of  the  former  and  much  of  the 
latter  —  expended  in  promoting  the  soda  fountain  will 
create,  in  a  single  season,  a  reputation  and  a  profitable 
trade  which,  without  such  expenditure,  it  might  take 
years  to  secure. 

And  in  no  other  department  of  a  drug  business  can 
such  promotional  work  be  done  to  better  advantage 
—  in  no  other  department  will  the  response  be  quicker 
or  more  lucrative. 

But  what  to*  do  —  how  to  go  about  exploiting  the 
soda  fountain? 

That  is  a  question  which  many  druggists  have  puz- 
zled over  —  are  puzling  over.  Some  have  finally  con- 
tented themselves  with  pasting  strips  of  paper  across 
their  windows  and  mirrors,  announcing'  orange  phos- 
phate at  10  cents  or  fresh  strawberry  sundae  at  15 
cents.  Such  advertising  is  commendable  but  inade- 
quate. The  druggist  should  not  stop  with  displaying 
signs  or  using  the  various  advertising  accessories  fur- 
nished by  manufacturers  of  grape  juice,  malted  milk, 
giiiger  ale,  etc.  Yet  is  not  this  the  be-all  and  end-all 
of  the  average  fountain  advertising  ? 

Do  many  druggists  inject  originality  into  the  man- 
agement of  their  soda  department?  Pitifully  few,  it 
must  be  admittedr  And  what  is  the  reason  for  this 
apathy  ?  It  would  seem  that  it  must  be  attributable  to 
lack  of  ideas  and  methods  of  procedure  rather  than 
to  lack  of  interest  or  Indifference.  Most  druggists 
know  that  the  soda  fountain  is  a  potential  resource. 
But  they  do  not  know  what  to  do  **  to  get  the  money 
out" 

The  fountain  and  its  accessories  are  of  prime  im- 
portance in  successful  soda  fountain  business.  They- 
must  be  attractive,  well  kept,  clean,  up-to-date.  A 
fairly  complete  line  of  drinks  must  be  sold.  They 
must  be  well  served  — at  the  right  temperature  and 
promptly.  In  short,  you  must  have  as  a  basis  for 
building  a  soda  business,  something  with  which  to 
build  and  on  which  to  build.  You  must  have  some- 
thing worth  talking  about  before  you  begin  to  talk. 
Otherwise  your  fountain  cannot  be  profitable  no  mat. 
ter  how  excellent  your  methods  of  advertising  it.  —  I. 
Spear  in  Northwestern  Druggist. 
Maple  DrinKs. 

Maple  Fizz  or  Maple  Pine. 

Into  a  lo-ounce  glass  draw  i  ounce  of  maple  syrup 
and  }i  ounce  of  vanilla  syrup,  add  a  little  ice  cream 
and  mix  thoroughly.  Then  fill  with  carbonated  water 
and  top  with  grated  pineapple.    Maple  pine  is  also  a 


name  given  to  a  regular  maple  ice  cream  soda  topped 
with  grated  pineapple. 

Maple  Shake. 
Into  a  mixing  glass  draw  2  ounces  of  maplq  syrup, 
add  3  ounces  of  light  cream,  and  a  No.  20  disher  of 
ice  cream.  Shake  thoroughly,  fill  with  carbonated 
water  and  strain  into  a  i2-ounce  glass  and  decorate 
with  a  slice  of  lemon. 

Maple  Crystal  Svrup. 
To  2  pints  of  commercial  maple  syrup  add  i  pint  of 
strained  honey  and  3  pints  of  simple  syrup  and  mix 
thoroughly.  ' 

Basketball  Frappe. 

Into  a  mixing  glass  draw  i  ounce  of  maple  syrup 
and  %  ounce  of  vanilla  syrup  or  i  >^ounces  of  maple 
syrup  No.  2,  add  i  ounce,  a  No.  29  disher  of  chocolate 
ice  cream  and  a  little  fine  ice.  Shake  thoroughly,  fill 
with  carbonated  water,  strain  into  a  frappe  glass  and 
top  with  whipped  cream  and  a  cherry. 
Maple  Egg  Fizz, 

Into  a  mixing  glass  draw  i  j^ouncesof  maple  sprup. 
Into  this  break  an  egg,  add  2  ounces  of  sweet  cream 
and  a  little  ice.  Shake  thoroughly,  fill  with  carbo- 
nated water  and  strain  into  a  clean  12-ounce  glass. 
Top  with  spice. 

Maple  Egg  Frappe. 

Into  a  mixing  glass  draw  i^  ounces  of  maple  syrup ; 
into  this  break  an  egg ;  add  2  ounces  of  sweet  cream 
and  a  disher  of  ice  cream ;  mix  with  the  electric  mixer 
then  fill  with  carbonated  water  and  strain  into  a  12- 
ounce  glass. 

Maple  Milk  Punch. 

Into  a  mixing  glass  draw  i}i  ounces  of  maple  syrup, 
into  this  break  an  egg,  add  i  ounce  of  white  grape 
juice  and  a  little  ice,  fill  with  milk,  shake  thoroughly, 
and  strain  into  a  clean  12-ounce  glass. 

Maple  Ice  Cream  Shake. 

Into  a  mixing  glass  draw  2  ounces  of  maple  syrup, 
add  2  ounces  of  sweet  cream  and  a  little  ice.  Shake 
thoroughly,  fill  ^  full  with  carbonated  water,  then 
strain  into  a  12-ounce  glass  and  drop  a  No.  10  portion 
of  maple  nut  ice  cream  on  top.  Vanilla  ice  cream  may 
be  used. 

Cream  de  Maple. 

Into  a  mixing  glass  draw  i  %  ounces  of  maple  syrup 
and  3  ounces  of  cream.  Fill  with  fee  cold  milk,  shake 
and  pour  into  a  clean  12-ounce  glass.— International 
Confectioner. 

Maple  Dressings. 

It  is  here  that  the  maple  plays  its  most  important, 
part  at  the  soda  fountain.  We  are  all  familiar  with 
the  maple  nut  sundaes  which  has  proven  to  be  one  of 
the  most  popular  of  all  the  ice  cream  confections. 
There  are  a  number  of  maple  dressings  besides  the 
maple  walnut  that  have  proven  to  be  very  popular. 
Among  them  are  the  following : 

Maple  Caramel  Dressing. 

Beat  ten  eggs  very  light,  add  i  quart  of  22  per  cent 
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cream,  i  quart  of  pure  maple  syrup  and  4  ounces  of 
caramel.  Stir  and  cook  in  a  double  boiler  until  the 
mixture  custards. 

Maple  Caramel  Malo  Dressing. 

To  4  ounces  of  maple  caramel  dressing  add  4 
ounces  of  sweet  cream  and  8  ounces  of  malo  creme 
and  whip  together.  *  If  desired  chopped  nuts  may  be 
added  to  this  dressing  making  maple  caramel  nut 
dressing. 

Maple  Chop  Subv  Dressing. 

There  have  been  a  number  of  formulas  offered  for 
chop  suey  dressings,  their  number  is  legion  but  none 
have  taken  better  than  the  maple. 
No.  I. 

Run  through  a  fruit  chopper  }^  pound  of  raisins,  X 
pound  of  figs  and  cook  until  tender  in  %  gallon  of 
maple  syrup.  Cool  and  add  }i  pound  of  shredded 
cocoanut,  K  pound  chopped  English  walnut  meats,  6 
ounces  of  crushed  cherries  and  6  ounces  of  crushed 
pineapple.  Add  enough  maple  syrup  to  make  i  gallon 
or  to  reduce  to  any  desired  consistency. 
No.  2. 

Run  through  a  fruit  chopper  ji  pound  of  raisins,  X 
pound  of  dates,  and  cook  in  i  quart  of  maple  syrup, 
and  add  \^  pound  of  cocoanut,  4  ounces  of  crushed 
green  cherries,  4  ounces  of  crushed  red  cherries  and  4 
ounces  of  crushed  pineapple,  adding  enough  maple 
syrup  to  make  ^  gallon. 

Maple  Cream  Pecan  Dressing. 

Put  3  pints  of  cream  into  a  porcelain-lined  kettle 
and  add  i  pound  of  maple  sugar,  }4  pound  of  granu- 
lated sugar,  I  ponnd  of  chopped  pecan  nut  meats  — 
not  chopped  to  fine  —  and  bring  almost  to  a  boil,  stir- 
ring constantly  to  prevent  burning,  then  remove  from 
the  fire  and  add  5  heaping  spoonsful  of  marshmallow 
whip.  Do  not  allow  this  mixture  to  actually  boil  or 
the  cream  may  curdle. 

Maple  Crystal  Dressing. 

Mix  thoroughly  3  pints  of  maple  syrup  with  i  pint 
of  strained  honey. 

Maple  Fruit  Dressing. 

Run  through  a  fruit  chopper  }^  pound  of  figs,  X 
pound  of  raisins,  X  pound  of  dates  and  2  ounces  of 
candied  citron.  Cook  until  tender  in  ^  pints  of  maple 
syrup  and  when  cold  reduce  to  desired  consistency 
with  maple  syrup. 

Maple  Date  Dressing. 

Remove  the  pits  from  i}i  pounds  of  dates  and  run 
them  through  the  fruit  chopper;  add  enough  maple 
syrup  to  make  ^  gallon  and  cook  until  the  dates  are 
tender.  When  serving  top  with  a  stuEed  date,  which 
is  prepared  by  removing  the  pit  from  the  date  then 
filling  the  center  with  a  slice  of  citron,  crystalized  gin- 
ger or  nut  meats  as  desired. 

Maple  Fig  Dressing. 

Run  I  pound  of  figs  through  a  fruit  chopper  and 
add  >^  gallon  of  maple  syrup  and  bring  to  a  boil. 


When  cold  this  dressing  can  be  diluted  with  more 
syrup  if  too  thick  for  use.  —  The  International  Con- 
fectioner. 

Sundae  Dressings. 

Nabisco  Nut  Dressing. 
Grind  }i  pound  of  pecans,  add  with  i  pound  of 
sugar  to  a  quart  of  heavy  cream,  and  heat  to  a  boiling 
point.  When  cold,  add  ^  ounce  of  vanilla  extract, 
and  8* ounces  of  crushed  pineapple.  Four  ounces  of 
marshmallow  whip  can  be  used  in  place  of  the  vanilla 
and  this  produces  a  fine  dressing. 

Nut  Fudge  Dressing. 
Put  3  pints  of  sugar  in  a  copper  kettle  and  burn 
over  a  slow  fire,  being  very  careful  not  to  scorch. 
When  the  sugar  is  well  browned,  slowly  add  a  mixture 
of  ^  of  a  quart  of  milk  and  yi  quart  of  cream.  Then 
add  I  pint  of  chopped  walnut  meats  —  mixed  nuts  may 
be  used  if  desired.  Mix  thoroughly,  allow  to  boil  for 
a  few  minutes.  When  cool  add  ^  ounce  of  vanilla 
extract. 

Nut  Salad. 
No.  I. 
Mix  thoroughly  i  pound  of  mixed  chopped  nuts,  12 
ounces  of  crushed  pineapple  and  12  ounces  of  crushed 
strawberry. 

No.  2. 
Mix  thoroughly  i   pound  of  chopped  pecans,  }i 
pound  of  English  walnuts,  ^  pound  of  blanched  al- 
monds.   Reduce  to  a  working  consistency  with  simple 
or  maple  syrup. 

Oriental  Dressing. 

No.  I. 
Run  through  your  fruit  chopper  ^  pound  of  dates, 
^  pound  of  figs,  }4'  pound  of  seeded  raisins,  and  X 
pound  of  citron.  Add  i  quart  of  simple  syrup  and 
boil  for  15  minutes.  Then  add  enough  simple  syrup 
and  maple  syrup  in  equal  parts  to  make  i  gallon. 

No.  2. 
Take  6  ounces  of  shredded  cocoanut,  8  ounces  of 
chopped  raisins,  ten  ounces  of  crushed  cherries,  and 
2  pints  of  pineapple  syrup. 

Oriental  Nut  Mixture. 

Run  through  a  fruit  chopper  2  ounces  of  each  of  the 
following  and  mix  thoroughly:  walnut  meats,  hickory 
nuts,  almonds,  raisins,  prunes,  citron  and  dates.  Owing 
to  the  fact  that  the  fruits  are  sticky  this  mixture  can 
be  incorporated  with  simple  syrup  to  give  it  a  work- 
ing consistency.  If  desired,  a  little  maple  or  other 
syrup  may  be  added  for  flavor. 

I  find  it  very  satisfactory  to  cook  raisins,  prunes, 
citron  and  dates  in  a  little  simple  syrup  before  the 
other  ingredients  are  added. 

Oriental  Tutti-Frutti  Dressing. 
Mix  thoroughly  yi  pint  of  each  of  the  following: 
Crushed  pineapple,  crushed  strawberry,  crushed  black- 
berry, crushed  cherry,  crushed  peach  and  prune  juice. 
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Palm  Beach  Dressing. 
Mix  thoroughly  lo  ounces  of  chopped  pineapple, 
ID  ounces  of  chopped  cherry,  lo  ounces  of  crushed 
peaches,  lo  ounces  of  crushed  raspberries,  lo  ounces 
sliced   oranges,   lo  ounces  of  grape  juice,  and  25 
ounces  of  assorted  chopped  nut  meats. 
Peanut  Dope  Dressing. 
In  a  large  mortar  place  4  ounces  of  peanuts  — 
roasted  or  blanched  — a  small  quantity  of  salt,  X 
ounce  of  powdered  mica  and  i  ounce  of  water  which 
is  reduced  to  a  paste,  and  then  gradually  add  %  gal- 
lon of  syrup.    Serve  with  ice  cream  the  same  as  other 
dressings. 

Pecan  Fig  Dressing. 

Run  I  pound  of  figs  through  a  fruit  chopper,  and 
add  ^  gallop  of  maple  syrup.    Add  >^  pound  of  pecan 
nut  meats  chopped  fine,  and  boil  for  15  minutes.  When 
cold,  add  enough  lemon  to  flavor  the  mixture  nicely. 
Ping  Pong  Dressing. 
Mix  I  pint  of  crushed  orange  with  i  pint  of  simple 
syrup.    Cut  into  thin  slices,  two  or  three  bananas. 
Flavor  with  a  little  banana  extract  and  color  red. 
Pistachio  Marshmallow  -Dressing. 
Flavor  a  quart  of  marshmallow  dressing  with  pis- 
tachio extract  to  suit  taste  and  mix  into  it  4  ounces 
of  ground  pistachio  nuts.    This  makes  a  dainty  dres- 
sing.   When  serving,  top  with  whipped  cream  and 
drop  a  few  whole  nuts  into  the  cream. 
Raisin  /Dressing. 
Run   I   pound  of  seeded  raisins  through  a  fruit 
chopper,  and  add  sufficient  syrup  to  make  }i  gallon. 
This  may  either  be  mixed  cold  or  it  may  be  placed  on 
the  fire  and  brought  to  a  boil,  the  latter  method,  gives 
the  richer  syrup.    When  serving,  after  pouring  the 
raisin  dressing  over  the  ice  cream,  sprinkle  with  a 
little  powdered  cinnamon. 

Walnut  Fig  Dressing. 
Run  yi  pound  of  figs  through  a  fruit  chopper  and 
add  them  to  ^  gallon  of  simple  syrup  and  bring  to  a 
boil.  When  cool  add  }^  pound  of  chopped  walnut 
meats.  When  serving  sprinkle  the  sundae  with  a 
little  powdered  cinnamon. 

Waldorf  Dressing. 

No.  I. 

Mix  thoroughly  2  quarts  of  fresh  crushed  orange,  2 

ounces  each  of    Brazil,  pecan    and  walnut   meats, 

chopped  fine,  ^  pound  of  crushed  pineapple  and   i 

pint  of  crushed  strawberry. 

No.  2. 
Mix  thoroughly  8  ounces  of  crushed  Hawaiian  pine- 
apple, 6  ounces  of  crushed  pineapple,  X   pound  of 
chopped  walnuts. 

Whipped  Cream  Dressing. 

No.  I.    Nut. 

Into  a  pint  of  whipped  cream  slowly  beat  a  few 

roasted    almonds    that    have    been    previously  run 

through  the  finest  cutter  on  your  fruit  chopper.  Some 


add  a  few  dates  cut  in  small  pieces.    Other  nuts  may 
be  ground  fine  and  used  in  the  same  manner. 
No.  2.    Fruit. 
Add  6  ounces  of  crushed  raspberry,  or  any  other  de- 
sired fruit  to  I  quart  of  whipped  cream  and  whip  until 
stiff.  — E.F.White. 


Since  the  dawn  of  history  it  has  been  the  dream  of 
chemists  to  change  various  common  metals  into  pure 
gold.  In  fact  the  ancients  are  said  to  have  possessed 
a  secret  process  for  changing  baser  metals  into  gold 
and  to-day  there  is  a  door  of  synthetic  gold  in  a  Ber- 
lin museum  that  was  brought  from  the  excavated  ruins 
at  Herculaneum. 

For  thirty-two  years  a  certain  Lewis  C.  Smith  of 
New  York  City,  has  made  searches  among  the  ruins 
of  Egypt  and  experiments  in  his  laboratory  endeavor- 
ing to  discover  the  secret  of  making  gold  from  com- 
mon metals.  At  last  he  announces  that  he  has  suc- 
ceeded in  producing  a  metal  from  a  combination  of 
copper  and  aluminum,  as  well  as  several  other  special 
ingredients  the  nature  of  which  he  will  not  divulge. 
He  calls  the  metal  "  Dirigold"  and  states  that  it  may 
be  melted  fifty  times  over  without  losing  its  color.  It 
is  said  to  possess  the  malleability,  texture  and  homo- 
geneity of  pure  gold.  Furthermore,  salt  water  has  no 
effect  whatsoever  on  Dirigold.  Nitric  acid  affects  it 
slightly  more  than  gold.  Otherwise,  the  new  metal 
is  to  all  intents  and  purposes  pure  gold,  yet  it  costs 
less  than  plated  silver.  —  Modern  Mechanics. 


Long  on  Law.  . 
There's  law  for  this  and  law  for  that, 

The  man  in  business  sighed, 
It  keeps  me  guessing  where  Tm  at 

And  how  my  hands  are  tied. 

My  great  concern  to-day  is  not 

That  I  may  shortly  fail, 
I  have  to  give  my  every  thought 

To  keeping  out  of  jail. 

For  profits  that  may  comfort  me 

No  longer  can  I  plan, 
Tm  taking  all  my  time  to  be 

A  law-abiding  man. 

Oh,  sorry  is  the  plight  I'm  in, 

I  have  no  path  to  choose, 
The  court  will  nab  me  if  I  win, 

The  sheriff  if  I  lose. 

—  Confectioners'  Review. 


Olden  time  generosity— note  the  liie  of  the  glasaei. 
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A^GIANT  THAT  WILL  TYPE  NEWS  BULLETINS  AT  THE  PANAMA  PACIFIC  EXPOSITION. 
(Courtesy  of  the  Scientific  American ) 


One  of  the  exhibits  at  the  Panama-Pacific  Exposi- 
tion which  can  hardly  escape  observation,  is  a  type- 
writer of  gigantic  proportions  Lest  their  product  be 
overlooked  among  the  myriads  of  typewriters  that 
are  to  be  put  on  exhibition,  an  enterprising  company 
says  the  American  Scientific  has  had  a  machine  built 
1,728  times  larger  than  a  standard  typewriter.  It  is 
not  merely  a  colossal  image,  but  a  working  model  that 
actually  writes ;  and  during  the  Exposition  it  will  type 
news  bulletins  on  a  sheet  of  paper  9  feet  wide,  in  let- 
ters 3  inches  high  and  2  inches  apart  The  monster 
machine  will  be  operated  by  electrical  connection  with 
a  typewriter  of  standard  dimensions.  For  instance, 
on  depressing  a  key  of  the  small  machine  the  corres- 
ponding key  of  the  large  machine  will  respond.  A 
lever  is  used  for  the  return  of  the  carriage  and  for  line 
spacing  or  rotating  the  cylinder.  The  big  machine 
weighs  14  tons  as  against  30  pounds,  which  is  the 
weight  of  a  standard  machine.  It  is  21  feet  wide,  in 
action,  by  15  feet  high,  and  requires  for  its  operation 
a  room  measuring  25  by  30  by  25  feet.  The  platen,  9 
feet  6  inches  long  by  21  inches  in  diameter,  weighs 
1,200  pound.s,  and  the  carriage  3*500  pounds.  Each 
key  cup,  which  is  the  part  of  a  typewriter  that  is 
pressed  by  the  fingers,  is  7  inches  in  diameter,  while 
each  type  bar  is  52  inches  long  and  weighs  as  much  as 
a  standard  typewriter.  This  mammoth  typewriter  has 
been  under  construction  two  years  and  cost  |ioo,ooo. 


Mail  Box^fl  Protected* 

Private  mail  boxes  are  now  within  the  jurisdiction 
of  the  Post-office  Department  under  the  ruling  of  Post- 
master-General Burleson,  whether  they  are  connected 
with  offices,  apartment  houses  or  private  homes.  Any 
one  who  places  anything  in  them  that  is  not  mail  matter 
is  violating  the  Federal  Postal  Laws. 

Heretofore,  when  mail  had  been  placed  in  a  private 
mail  box  or  other  receptacle  provided  by  the  addres- 
see, the  control  of  the  Post-office  Department  ceased. 
Under  the  new  ruling,  the  department  retains  control 
until  the  mail  matter  reaches  the  hands  of  the  party 
for  whom  it  was  intended.  This  makes  the  mail  box 
a  part  of  the  postal  service  and  subject  to  the  regula- 
tions and  laws  affecting  it. 

The  new  ruling  is  based  on  an  amendment  to  the 
Postal  Laws  which  provides  that  anyone  defacing  or 
tampering  with  a  mail  box  or  its  contents  is  liable  to 
a  fine  of  1 1,000  and  three  years'  imprisonment.  The 
Postmaster  General  has  ordered  that  the  term  "mail 
box  ''  shall  be  construed  to  include  private  as  well  as 
public  letter  boxes. 

The  new  ruling  will  cause  many  firms  who  distribute 
their  bills,  statements  and  advertising  literature  by 
hand  will  not  be  able  to  place  them  in  mail  boxes 
without  incurring  the  penalty  of  the  law.  It  was  be- 
cause the  mail  boxes  were  so  jammed  with  bills  and 
advertising  matter  that  often  the  carriers  could  find 
no  room  for  the  mail  that  this  order  was  issued. 
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Owing  to  the  war,  more  of  the  leisure  class  will  tour  America  this  summer. 


Just  in  Jest. 


"  What  dear  little  children !    Are  you  sisters  ?  " 
"  No,  ma'm,  we  are  twins."  —  London  Mail. 


"  These  are  of  my  son.    This  one  is  a  remarkably 
good  photo  of  him  —  it  is  very  like  him  indeed.    Has 
he  paid  yod  lor  it  yet  ? " 
"  No,  sir  "  said  the  photographer,  "  not  yet." 
*' Ah!"  said  the  elderly  gentleman,  "very  like  him 
indeed."  —  Royal  Magazine. 


"  Will  you  take  my  seat? " 

"  Why?  Are  you  getting  out?  I  can  stand  as  well 
as  you." 

"  No,"  was  the  reply,  "  but  Td  rather  stand  on  my 
own  feet,  if  you  have  no  objection."  —  Royal  Maga- 
zine. 

Doing  His  Share  — "Are  you  doing  anything  for 
the  preservation  of  our  antiques?"  ''You  bet  I  am. 
I  sell  cosmetics."  —  X. 


"  Well,  my  man,  what  have  you  to  say  for  yourself  ?  " 
said  the  magistrate  to  Pat. 

"  Faith,  yer  honour,  Oi  can  bring  a  hundred  who 
didn't  see  me^steal  them."  —  Royal  Magazine. 

"  This  plant  belongs  to  the  begonia  family." 
"  Ah  !    And  you  are  taking  care  of  it  while  they  are 
away."  — X. 

Townley  —  "  Sorry  to  hear  that  your  house  burned 
down,  old  man.    Did  you  lose  much  ?  " 

Sububs  —  "Oh,  no,  the  neighbors  had  borrowed 
about  everything."— X. 


"  *  See  America  first ! ' "  didactically  quoted  the  pro- 
fessor. 

"  I  have  already  done  so,"  replied  J.  Fuller  Gloom. 
"  I  was  born  here."— Judge. 


Highbrow  Guest  (on  porch  of  southern  hotel  in  even- 
ing) —  Yonder  is  Saturn. 

Lowbrow  Guest—  Point  it  out  to  me.  Not  that  I 
care  a  rap,  only  just  so  I  can  tell  the  fellows  back 
North  that  I  saw  it.—  Puck. 

"  I  can  bring  two  witnesses  who  saw  him  steal  my 
fowls,"  said  the  landlord. 


She :  "  My  husband  seems  to  be  wandering  in  his 
mind." 
He :  "  Well,  he  can't  stray  far."  —  London  Mail. 


"  How  about  the  sanitary  conditions  at  your  hotel? 
Is  everything  healthy?"  asked  Jimpson. 

"  Waal,"  said  the  rural  proprietor,  "  nobodv  never 
ketched  nothin  at  my  haouse  what  hadn't  been  Drought 
there  by  some  outsider."  —  Judge. 
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No.  I.    Patent  No.  1,127,694.    Bottle.    Patented  Feb.  9 

by  Manford  £.  Sterrett,  Burrows,  Ind. 
No.  2.    Patent  No.  1,129,254.    Lime-Juice  Extractor. 

Patented  Feb.  23  by  Robert  L.  Wallace,  San  Jose,  Cal. 
No.  3.  Patent  No.  1,128,046.  Nursing  Bottle  Holder. 

Patented  Feb.  9  by  Iss  Reyman,  Port  Chester,  N.  Y. 
No.  4.    Patent  No.  1,129,501.    Truss.    Patented  Feb.  23 

by  Henry  Daniel  0*Brien,  Forsyth,  Mont. 
No.  5.    Patent  No.  1,127,912.    Bottle-Stopper.    Pat- 
ented Feb.  9  by  Alfred  Motroni,  New  York,  N.  Y. 
No.  6.    Patent  No.  1,127,687.    Bottle.    Patented  Feb.  9 

by  Henry  Arthur  Slattengren,  Lindstrom,  Minn. 
No.  7.    Patent  No.  1,127,221.    Ice  Bag  Cap.    Patented 

Feb.  2  by  Marcus  Finkelstein,  New  York,  N.  Y. 
No.  8.   Patent  No.  1,127,387.    Liquid-Siphon.   Patented 

Feb.  9  by  Harley  C.  Alger,  Chicago  Heights,  III. 
No.  9.    Patent  No.  1,127.202.    Bulb-Attaching  Means. 

Patented  Feb.  2  by  Thomas  A.  De  Vilbiss,  Toledo,  O. 
No.  10.    Patent  No.  1,126,827.    Nasal  Irrigator.    Pat- 

eated  Feb.  2  by  Christian  H.  W.  Moellering,  Newark, 

N.J. 

Na  II.  Patent  No.  1,128,153.  Mixing  Device.  Pat- 
ented Feb.  9  by  William  C.  Kliber,  Federalsbarg,  Md. 

No.  12.  Patent  No.  1,128,849.  Bottle  Attachment. 
Patented  Feb.  16  by  Joseph  B.  Clayton,  Baltimore, 
Md« 

No.  13.    Patent  No.  1,129,618.    Bottle-Closure. 
ented  Feb.  23  by  Ludwig  W.  Zaar,  Chicago,  111. 

No.  14.   Patent  No.  1,127,683.   FouNTAiN-FAurET. 
ented  Feb.  9  by  Steren  Schwartz,  Cleveland,  O. 

No.  15.  Patent  No.  1,127,304.  Truss.  Patented  Feb. 
2  by  George  A.  Starkweather,  Fort  Madison,  Iowa. 


No. 


No.  16.  Patent  No.  1,128,699.  Protector  for  Mixing 
Machines.  Patented  Feb.  16  by  William  M.  Lind- 
say, Pittsbnrg,  Kan. 

17.  Patent  No.  1,127,910.  Fruit  and  Vegetable 
Juice  Expresser.  Patented  Feb.  9  by  Joseph  Mo- 
lina and  Henry  Asor,  New  Haven,  Conn. 

No.  18.  Patent  No.  1,127,898.  Syringe.  Patented  Feb. 
9  by  Annie  Leona  King,  Chicago,  III 

No.  19.  Patent  No.  1,128,139.  Tooth  Brush.  Patented 
Feb.  9  by  John  P.  Hoffman,  Albany,  N.  Y. 


The  fijst  thing  in  studying  is  listening.  Suppose  a 
traveling  salesman,  a  prominent  business  man,  or  a 
banker  steps  into  your  store.  The  salesman  who 
knows  how  to  gain  knowledge  by  listening  hears  what 
men  of  this  type  have  to  say.  He  may  miss  a  few 
funny  stories  that  the  other  salesmen  are  unduly  in- 
terested in,  but  he  has  learned  to  listen  where  he  gets 
useful  knowledge.— N.  C.  R.  Weekly. 


Pat- 


Pat- 


Boos«  from  SH«llttC. 

During  the  half  year  since  the  sale  of  vodka  has 
been  prohibited  there  have  been  discovered  1,800  secret 
distilleries.  Many  of  them  have  been  engaged  in  re- 
fining shellac  and  converting  the  methylated  spirits 
recovered  therefrom  into  alcoholic  beverages. 

To  serve  ice  cream  without  wasting  by  meltine,  an 
Illinois  man  has  invented  a  can,  the  bottom  of  wnich 
is  lifted  by  turning  a  handle,  forcing  some4)f  the  coc 
tents  into  a  measure, 
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83,891.     The  Am-O-Lox   Company,  Youngstown,  Ohio. 

Remedy  for  skin  and  scalp  diseases.    March,  1914. 
53»255'     Imuic  Schlossberg,  Brooklyn,  N.  Y.     Pills  and 

tablets  for  constipation  and  sick  headache.     May  i, 

1909. 
50,914.     The  Marcy  Company,  Boston,  Mass.    A   liver 

remedy.     March,  1905. 
78,326.     Samuel  Moses  Heldfond,  Portland,  Ore.     Lini- 
ments, corn-remover,  uric-acid  solvent,  etc.     June  i, 

1908. 
83,468.     Frank   Walukiewitz,   La  Salle,  111.     Medicated 

plasters.     June  i,  19 13. 
83,242.    Marie  Earle,  New  York,  N.  Y.,  and  Paris,  France. 

Toilet  cream,  toilet  water,  hair  lotion,  hair  tonic,  etc. 

January,  1909. 
83,473.     J.  Bailey  Johnson,  Pittsburgh,  Pa.    A  greaseless 

massage  face-cream.     Dec.  21,  191 4. 
78,177.    Harry  B.  Shuman,  Boston,  Mass.    A  mouth-wash 

and  tooth-powder.    October,  1903. 
81,219.     Stephen  Fargo,  Cleveland,  O.     A  toilet  cream. 

Sept.  5,  1914. 
83,713.    Diamond  Remedy  Co.,  Brooklyn,  N.  Y.    Throat 

pastils.     Nov.  14,  19 14. 
83,670.    Robert  M.  Smith,  Hattiesburg,  Miss.    A  remedy 

for  catarrh.     Oct.  5,  19 14. 
83,531.    The  Aunt  Emma's  Co.,  Waukegan,  111.    A  medi- 
cinal preparation  to  be  used  as  a  treatment  for  goitre. 

Oct.  I,  1914. 
83,869.    The  Arlington  Chemical  Co.,  Yonkers,  N.  Y. 

Medicinal  foods  for  weak  digestion,     July  i^  1882. 


77,160.  The  Reliable  Hair  Store,  Inc.,  Norfolk,  Va. 
Hair-pomade  or  dressing  for  hair.     June,  19 12. 

78,750-  John  Henry  O'Grady,  Chicago,  IlL  A  remedy 
for  diseases  of  the  stomach,  etc.     February,  191 4. 

80,907.  John  Henry  Morgan,  Fresno,  Cal.  Cough-syrups. 
Nov.  16,  19 14. 

80,980.  Stephen  Fargo,  Cleveland,  O.  A  remedy  for  the 
treatment  of  anemia,  pale  and  sallow  complexions, 
etc.     Aug.  10,  1914. 

83,197.  Louis  S.  Irgens,  Oakland,  Cal.  Individual  anti- 
septic and  styptic  applicators.     March  5,  19 13. 

81,619.  Russell  Law,  New  York,  N.  Y.  A  medicated 
salve  for  the  treatment  of  nasal  affections.  Sept. 
25.  I9M. 

79,718.  E.  Merck,  Darmstadt,  Germany.  Hydrogen  per- 
oxide in  solid  form.     February,  191 3. 

83,813.  Stephen  Fargo,  Cleveland,  O.  A  hairinvigorator 
and  remedy  for  diseases  of  the  scalp.    June  i,  19 14. 

79,596.  P.  Beiersdorf  &  Co.,  Hamburg,  Germany.  Sur- 
gical and  medical  plasters.    Jan.  9,  1906. 

83«378-  William  T.  James,  Chicago,  111.  A  preparation 
for  mouth,  throat  and  nasal  passages.    Dec.  16,  1914. 

83,715.  Betty  E.  Fletcher,  Kansas  City,  Mo.  Cough- 
syrup.     Dec.  26,  19 1 4. 

76,389.  Ella  Louise  Keller  Willison,  Chicago,  111.  Toilet 
lotions,  creams,  salves,  ointments,  etc    May  20, 191 1. 

83,048.  Pierre  Olivier,  Lake  Charles,  La.  A  preparation 
for  lungs,  consumption,  pneumonia,  etc     Nov.  20, 


Always  send  The  Spatula,  and  at  any  time  let  roe 
know  if  I  get  in  arrears  and  I  will  forward  money  at 
once.  WiLLiAij  Hicks. 

Dorrigo,  New  South  ^Valesjaf^^i^^j^r^.  ^OOglC 
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LISTERINE 


Free  With  Direct  Shipments 

This  new  display  illustrates  the  same  figures  used  in 
our  magazine  advertising.  It  will  concentrate  the  de- 
mand for  Listerine  in  your  store. 

Send  us  a  quantity  order  and  get  this  display. 

Listerine  Prices 

14-os.  bottles,  per  dox.,  $8.00 ;  per  case,  one  doz.,  $8.00 

7-oK.  bottles,  per  dos.,    4.00 ;  per  case,  two  dox..  8.00 

3-ox.  bottles,  per  dox..    2.00 ;  per  case,  four  dox.,  8.00 

I -ox.  bottles,  per  dox..     1.00 ;  per  case,  eiffht  dox.,  8.00 

Minimum  Order— 12  cases  (assorted),  freight  paid. 
Discounts — 12  cases,  10%;  60  case,  12^%. 

Terms— Thirty  days  from  date  of  invoice,  payable  in  St.  Louis 
or  New  York  funds.  A  cash  discount  of  $%  will  be  allowed  for 
payment  in  10  days  from  date  of  invoice. 

NOTE— When  orderhig  display,  state  width  of  window. 


Backed  by  Strong  Advertising 

Listerine  is  advertised  constantly  and  forcibly  in  all 
the  prominent  professional  journals  and  high  grade 
popular  magazines,  including 

Saturday  Evening  Post 

Collier's  Weekly  Ladies'  Home  Journal 

Associated  Sunday  Magazines 

Butterick  Trio  American  Magazine 

'Youth's  Companion 

Literary  Digest  American  Boy 

and  Life 

We  are  using  large  space  up  to  full  pages.  We  will 
reach  practically  every  magazine-reading  family  12 
times  during  19 15. 


This  Valuable  Book  Free 

"Selling  Helps  for  Live  Druggists"  is  a  valuable  collection 
of  good  ideas  and  plans  on  modern  drug  store  management. 
It  tells  how  to  stop  losses,  how  to  make  money  on  side 
lines,  how  to  utilize  your  show  windows,  etc.,  and  it  o' 

contains  a  complete  advertising  plan  for  retail  drug- 
gists.   Write  today  for  a  copy  of  this  book. 


.♦^* 


.** 


Lambert  Pharmacal  Company 

SaintXLouis 
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83,652.  Crystal  Pharmacy,  Quinton,  Okla.  Chill  tonic, 
liver-tonic  and  anti-bilious  pills.     Dec.  15,  1914. 

84,288.  Alonzo  Frank  Richardson,  New  York,  N.  Y. 
Medicinal  tonics.    Jan.  i,  19 10. 

83,793.     Lizzie   S.   Barron,   Baltimore,  Md.     Liver  pills. 

Sept  I,  1914. 
82,096.     American  Drug  &  Press  Association,  Decorah, 

Iowa,    Toothache   drops,  sore   throat,   cold  cream, 

tooth  paste,  etc.     January,  1910. 

84,714.  Amos  Stewart,  Los  Angeles,  Cal.  Remedy  for 
rheumatism,  lumbago  and  kidney  trouble.  Feb.  10, 
1915. 

84,081.  Genung  &  Mayer,  West  Haven,  Conn.  Anaes- 
thetics, obtundents  aud  similar  pharmaceutical  prepa, 
rations.     June  i,  191 4. 

83.812.  Stephen  Fargo,  Cleveland,  O.  A  remedy  for 
the  treatment  of  vaginitis,  etc.     Dec.  10,  19 14. 

84,241.  Gustantinos  Y.  Jianellis,  Detroit,  Mich.  Scalp 
and  dandruff  preparation.     Oct.  i,  191 4. 

76,909.  Richard  Simon,  Newton,  N.  J.  Stomach  drops. 
Feb.  22,  1 91 4, 

84»397-  ^^  ^^^^  Tablet  Co.,  Portland,  Ore.  A  remedy 
for  nerves,  bladder  and  kidneys.     November,  1909. 

84,862.  Herbert  Lovette  Bartridge,  La  Crosse,  Wis. 
Com  remedy,  toothache  drops,  cold  tablets,  cough 
syrup  aud  salve.     Nov.  i,  1892. 

84,414.  George  F.  Smith,  Washington,  Pa.  A  remedy 
for  colds  in  chest,  sore  joints  and  muscles,  pneu- 
monia, etc.     Sept.  27,  191 2. 

78,116.  Clara  Tetlow,  Philadelphia,  Pa.  A  face-powder. 
March  15,  1906. 


Bath'powder. 
Complexion- 
Remedy 


84,158.  Barclay  &  Co.,  Wilmington,  Del.,  and  New  York, 
N.  Y.  Hair-tonic,  face  cream,  liniments,  blood-puri- 
fier, etc.     Oct.  2,  1914. 

82,041.  Schuyley  C.  Unruh,  Benton  Harbor,  Mich.  A 
remedy  for  rheumatism.     Sept.  15,  1914. 

S4i779*  John  Norris,  Canon  City,  Colo.  Rheumatism 
liniment.     Dec.  i,  19 13. 

84,144.     Ralph  Rapp,   New  York,  N.  Y. 
Jan.  15,  1915. 

83,384.     Clara  Tetlow,   Philadelphia,    Pa. 
powders.     Oct  i,  1892. 

84,881.     The  Favorita  Co.,  New  York,  N.  Y. 
for  removing  dandruff.     Feb,  i,  1915. 

83,95a  The  Ahrendt  &  Sons  Co.,  Toledo,  O.  Stomach- 
bitters.     1836. 

83,669.  Tempy  Robinson,  Guthrie,  Okla.  Dropsy  and 
kidney,  bladder  aud  stomach  troubles.   Oct.  20, 1914. 

83,699.  Menley  &  James,  Limited,  New  York,  N.  Y.  A 
compound  sulphur  ointment.     December,  1914. 

84,415.  Henry  Thayer  &  Company,  Cambridge,  Mass. 
Liniment     Dec.  i,  191 4. 

70,928.  American  Drug  Mfg.  Co.,  Jackson,  Tenn.  Cas- 
tor oil,  baking  powder,  soothing  syrup,  quinine,  etc. 

75,923.  Erwin  Bolgar,  Cleveland,  O.  Candy  laxatives. 
Jan.  I,  1913. 

82,294.  John  Melvin  Alexander,  Marshalltown,  la.  Pjepa- 
rations  for  the  treatment  of  dandruff  and  diseases  of 
the  bUddisr  and  kidneyp.     Ten  years. 

83,847.  Anna  D.  Adams,  Chicago,  111.  Bath  salt.  Sept. 
12,  1914. 

70,896.  Thomas  M.  Griffiths,  St.  Louis,  Mo.  A  cathar- 
tic and  laxative.     March  23,  191 2. 

83,236.  Templeton'd  Rheumatic  Capsule  Corporation, 
Limited,  Toronto,  Ontario,  Canada.  A  remedy  for 
rheumatism.     Nov,  17,  1914. 

84,528.     Josie  Fay,  Detroit,  Mich.     Ointme 
I9M-  Digitized  by' 
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"P«rftim«s  AAdl  Cosmetics." 

The   fourth   edition   of   this 
well-known  book  is   now  pub- 
lished.   It  has  been  thoroughly 
revised  and  much  enlarged.  The 
main  body  of  the  work  is  a  trans- 
lation from  the  German.   It  con- 
tains complete   directions    for 
making  handkerchief  perfumes, 
smell ingsahs,  sachets,  fumigat- 
ing pastils,  preparations  for  the 
care  of  the  skin,  the  mouth,  the 
hair,  cosmetics,  hair  dyes  and 
other  toilet  articles,  with  a  detailed  description  of 
aromatic  substances,  their  nature,  tests  of  purity  and 
wholesale  manufacture.    A  chapter  on  synthetic  prod- 
ucts, with  formulas  for  their  use,  is  also  included. 
There  are  forty-one  chapters.     It  is  illustrated,  con- 
tains 344  pages  and  is  bound  in  cloth.    It  will  be  sent 
postpaid  for  ^5.00  to  any  address  in  the  world  by  the 
publishers,  Norman  W.  Henley  Publishing  Co.,  132 
Nassau  Street,  New  York,  or  by  the  Spatula  Publish- 
ing Company,  Boston.    Fifty  cents  added  Will  pay  for 
a  year's  subscription  if  sent  to  this  office. 


THose  Pictures. 

My  interest  in  The  Spatula  began  way  back  in 
1800  something  or  other,  and  still  continues  unabated. 
I  do  not  exaggerate  when  I  say  that  The  Spatula 
has  precedence  over  all  other  mail  on  its  arrival,  for  I 
think  it  the  most  interesting  of  all  trade  journals,  and 
the  pictures  — just  great!  EnwARd  M.  Full. 

Salem,  Mass  ,  March  30,  igi^. 


Safe 

and 

lient! 
UWS 
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Obtainable  From  All  Supply  Houses 


THE  STONE  STRAW 
COMPANY 

Washington,  D.  C. 
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Dropping  DoUars 

into  the  cash  register  becomes  a 
habit    when  you  make   regular 
^    window  displays  of 

PLUTO  WATER 

The  use  of  the  artistic,  forceful  material  we  sup- 
ply upon  request  connects  your  store  with  oar  ex- 
tensive educational  publicity  and  magnetically  at- 
tracts new  desirable  coustomers. 

You'll  need  a  bigger  cash  box  when  you  sell  and 
display  PLUTO.    Make  your  window  display  to- 
Jay,  and  prepare  to  work  overtime 
counting  the  DOLLARS.    A  postal 
mailed  at  once  will  bring  details  oi 
the  "  how  and  why."     * 


French  Lick  Springs  Hotel 
Company 

French  Lickt  Indiaiuu 


No.  10 

•*REST  EASY'' 

NON-SLIP  BED  CUSHION 

Size  14  X  20  Inches 

A  CUSHION  SUPPORT,  for  sitting  up  or  re- 
clining in  bed,  also  adapted  for  wheel  chairs. 
In  combination  with  a  back  rest  it  gives  the 
required  FOWLER  POSITION  for  POST 
OPERATIVE  WORK.  A  trial  WILL  CON- 
VINCE it  is  healthful  and  economical  the  saving 
of  nurses  time  will  soon  cover  the  cost  Re- 
commended by  HOSPITALS  and  EMINENT 
SURGEONS  Testimonials  and  descriptive  cir- 
cular sent  upon  request. 


Bfaaafactiired  Exclutlvelj  by 

IDAVOL  RUBBER  COMPANY 
PROVIDEIfCE,  R.  L,  U.  S.  A. 


Henry  Reutcrdahl,  the  distinguished  marine  artbt  and 
illustrator,  contribates  a  striking  frontispiece  to  the  March 
CSMTUEY.  The  title  is  **  Onr  Sea  Dogs,**  and  the  picture 
is  reproduced  in  tint. 

Soap  manufacturers  in  the  United  States  may  look  to 
South  America  as  a  limited  but  growing  market  for  fine 
toilet  soaps,  most  of  which  are  now  purchased  from 
Europe.  Laundry  soap  is  generally  supplied  by  native 
makers  at  such  low  prices  as  almost  to  prohibit  foreign 
competition.  The  imported  soap  most  popular  in  Soath 
America  is  a  plain  washing  soap  like  castUe.  The  pros- 
pects of  selling  American  soaps  in  various  Soatb  Ameri- 
can countries  are  discussed  in  Special  Consular  Re- 
ports No.  66,  South  American  Market  for  Soap, 
recently  issued  by  the  Bureau-  of  Foreign  and  Domestic 
Commerce.  Copies  of  the  report  may  be  obtained  at 
5  cents  each  from  the  Superintendent  of  Documents, 
Government  Printing  Office,  Washington. 


SWEET  SPIRITS  OF  NIGHT  AIR. 


^A^uldyouwia] 
aPrescriptionc 
inN^spaper  i 

Wl^r  Of  course, 

^^  You  wouldn't. 

It  would  offend  the  customer  and  reflect 
Why  then  use  cheap  corks  that  are  fuD  ol 
to  break  off.  Reniember,  a  cork  stays  with 
longer  than  the  wrapper  does,  and  he 
to  do  with  the  customer's  personal  convc 

jS)  Circle  A  Cor 

are  made  to  meet  the  demands  of  th< 
reahzes  that  a  good  sound  cork  is  just  ano 
helps  mould  public  opinion  favorably*  to 

20c  in  stamps  will  bring  you  a  sample  { 
of  these  service  refinements.  Nos.  2  I 

For  28  years  Circle  A  Corks  I" 
Standard  Prescription  Corks  of 


^^^  For  28  y« 
■^^[}ieStand2 

7\ 


Sold  by  wholesale  druggists 
everywhere. 


ArmstrongCorkCompany 

121 25rdStreet-Pittsbui^h,Pa 

Google 
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WE  SAVED 
$215,973.11 

Actually  Saved  for  and  Returned  to  Our  Members 

WE  NEVER  HAD  A  LAWSUIT 

No  Greater  Success  Could  Be  Achieved 


This  is  the  Druggists'  own  Fire  Insurance  organization, 
conservatively  and  successfully  managed 


Druggists'  Indemnity  Exchange 

St.  Louis 


% 


'^^o. 


Attorney  and  Manager. 


^<t,. 


"''4'^% 

'^X,^ 
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The  Mastachosetts  Board  of  Registratioa  in  Phannacy 
rtgifltered  in  February,  after  examinations,  these  pharma- 
cists and  assistants : 

Registbrbd:  George  E.  Cabana,  John  A.  Darrah, 
Springfield;  William  J.  Carroll,  Randolph;  George  D. 
Colgan,  Cambridge;  Chailes  £.  Lynds,  Rozbnry;  Richard 
H.  Morris,  Ererett;  Edward  M.  Reddy,  Swampscott; 
Charles  £.  Bumham,  Athol;  Antonio  A.  Delage,  Ernest 
L.  Langley,  Boston ;  George  E.  Thomas,  Lynn. 

Assistants  :  William  J.  Dillon,  Chicopee  Falls ;  Fred 
K.  Keegan,  Ererett;  Fred  J.  Murphy,  Worcester;  Fred  A. 
Hobb,  Athol;  Edwin  F.  Quinlan,  NewtonTille. 


HENRY  TROEMNER 

STAlfDABB  OF  EXCEI^ENCE 

1840  1913 


New  Triumph  Prescription  Scale 

Built   like    the    Wise  Man's  Hottse— upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    sensf tive  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  RNE  WORK 

Write  for  CaUlogue  No.  1913. 

91 1  Arch  Street,        PHILA^  PA. 


Spttttsltt  Sod*  INTttt^r  Grfsidl«. 

EverT  soda  water  dispenser  knows  or  thinks  he  knows 
the  various  little  twists  of  the  soda  water  business,  but  no 
matter  how  long  he  may  have  been  at  the  marble  bar, 
there  are  some  things  he  can  learn  from  E.  F.  White's 
** Guide."  The  Fourth  Edition  is  entirely  rewritten  to 
conform  to  the  advance  in  the  science,  and  the  entire 
*'  field  **  is  covered  in  a  most  thorough  manner.  It  is 
much  more  than  a  formulary — though  the  recipes  are  all 
tested  and  exactly  reliable  —  it  discusses  everything  con- 
nected with  the  management  of  the  fountain,  even  to  the 
care  of  the  marble  and  silver.  Ice  cream  has  a  long  chap- 
ter devoted  to  its  manufacture,  and  the  fountain  luncheon- 
ette has  many  pages  of  discussion.  —  British  Columbia 
Pharmaceutical  Record. 


A  Guaranty 

of  complete  satisfaction  or  money  re- 
funded goes  with  every  package  of 

PINEX 

Behind  you,  when  you  make  this  guar- 
anty to  your  customer,  stands  our 

Old,  Strong  Company 

There  is  no  quibbling  nor  side-stepping 

when  a  customer  is  to  be  satisfied. 

We  refund  the  full  retail  price. 

No  lost  profits. 

The  Pinex  Cohnpany 

FORT  WAYNE.  IND. 
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Fttls«  CcoAomy. 


Doubtless  it  woul^  be  hard  to  find  a  real  pharmacist 
who  would  think  of  wrapping  a  prescription  in  newspaper. 
Yet  a  good  many  try  to  economize  by  using  pooi  corks, 
forgetting  that  the  cork  stays  with  the  prescription  much 
longer  than  the  wrapper  and  has  much  more  to  do  with 
the  custoiper's  convenience.  Whether  the  average  drug- 
gist realizes  it  or  not,  the  appearance  of  a  prescription, 
fiiclnding  the  cork  that  is  in  the  bottle,  influences  to  a 
great  extent  the  customer's  opinion  of  the  ability  of  the 
man  behind  the  counter.  Considering,  moreover,  that 
.there  is  a  great  deal  of  waste  involved  in  using  inferior 
corks,  due  to  breakage,  it  would  seem  that  to  buy  any- 
thing but  the  best  b  poor  business  policy. 

How  to  get  corks  in  a  uniformly  good  quality,  however, 
is  a  problem.  Ordinary  commercial  designations,  such  as 
X,  XX,  XXX,  etc.,  are  really  no  index  to  go  by,  since 
,  they  vary  greatly  among  different  manufacturers.  Fortu- 
nately, however,  there  are  two  brands  that  can  be  relied 
on  to  give  uniform  satisfaction,  namely.  Circle  A  Corks 
and  Circle  B  Corks,  manufactured  by  the  Armstrong  Cork 
Company  of  Pittsburgh,  Pa.  Circle  A  Corks  have  been 
on  the  market  for  the  past  28  years,  until  today  they  are 
recognized  generally  as  being  the  standard  prescription 
corks  of  America.  Aside  from  the  profit  that  the  sales 
yield,  the  manufacturers  take  just  as  much  pride  in  keep- 
ing this  well-known  brand  up  to  the  highest  standard  as 
the  druggist  does  in  compounding  prescriptions  accurately. 
Circle  B  Corks  are  inferior  only  to  the  Circle  A  grade. 
Both  brands  are  packed  in  double  sacks,  a  strong  paper 


bag  inside  one  of  muslin.  Your  troubles  will  end,  so  far 
as  corks  are  concerned,  if  in  ordering  yon  specify  cithtr 
of  these  two  brands. 


Aa  Improved  P«psiA. 

Pharmacists  will  be  interested  in  the  announcement  by 
Parke,  Davis  &  Co.  of  a  special  high-grade  pepsin  which 
in  appearance  and  quality  is  markedly  different  from  the 
pepsin  offered  by  any  competitor.  The  new  product  is 
the  result  of  a  series  of  experiments  extending  over  a 
period  of  nearly  three  years,  and  represents  an  improved 
process  in  manufacture.  Unlike  the  familiar  ** scale" 
product,  the  new  prepsin  is  a  spongy  substance,  unique  in 
texture  and  attractive  in  appearance.  It  is  the  most  solu- 
ble pepsin  ever  produced.  Either  in  the  form  of  coarse 
granules  or  as  a  powder  it  dissolves  in  water  almost  as 
quickly  as  snow.  It  is  supplied  in  a  wide  range  of  diges- 
tive activity  —  strengths  of  i,coo,  2,000,  3,000,  5,000, 
6,000  and  1 0,00a  Physicians  iind  pharmacists  alike  will 
welcome  this  new  high-grade  pepsin,  which  represents  a 
real  scientific  achievement. 


Stone's  Straws  for  more  than  twenty  years  have  had 
an  ever-increasing  sale.  The  annual  output  is  now  quite 
sufficient  to  girdle  the  globe  six  times.  Notwithstanding 
that  each  of  their  operators  produces,  day  in  and  day  out, 
more  than  ten  straws  per  second,  the  mechanical  methods 
of  manufacture  are  so  correct  in  principle  they  ar^  able  to 


GEM  ICE  CREAM  SPOONS,  Price  $1.50  Each. 

For  Sale  by  All  Dealers 


The 
Sanitary  Disher 

No 
Concealed  Parts 


The  claims  made  for 
merit  in  other  dishers 
find  their  realization 
alone  in  the  superior 
merit  of  the  "GEM." 


Digitized  by 


Google 
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giuurantee  the  prodact  to  be  perfect  in  every  retpect 
Everybody  has  confidence  in  Stone's  Seamless  Straws  — 
their  fame  is  world-wide.  The  mandarins  of  China  nse 
them,  and  so  do  the  diamond  kings  of  Soath  Africa,  the 
dons  of  Brazil  and  the  kings  of  Uie  South  Sea  Islands. 
This  ever-increasing  sale  in  widely  separate  coantries  is 
sufficient  evidence  of  their  popularity  and  utility,  and,  we 
believe,  also  indicates  a  growing  recognition  of  their  im- 
portant hygienic  function  of  preventing  possible  infection 
from  unclean  glasses.    Order  through  your  jobber. 


Mr.  W.  F.  Heidenrich,  a  leading  druggist  at  Pittsburgh! 
Pa.,  who  bought  a  large  Walrus  Soda  Fountain  one  year 
ago,  has  recently  placed  his  order  for  another  23foot 
Walrus  Fountain. 

Mr.  J.  M.  Lowry,  Rezall  druggist,  of  Huntington,  W. 
Va.,  who  last  year  purchased  an  entire  mahogany  drug 
store  outfit,  includins  mezzanine  floor  and  1 6-foot  marble 
Walrus  Fountain,  of  the  Walrus  Company,  visited  the 
Walrus  ^tory  in  Decatur,  IlL,  on  Feoruary  26th,  and 
bought  two  more  Walrus  Soda  Fountains  for  other  stores 
which  he  is  operating  in  Huntington. 

The  Gilmore  Drus  Co.,  of  Pittsburgh,  Pa.,  who  are  dis- 
tributors of  the  Walrus  product  in  that  city  and  vicinity, 
sold  six  large  Walrus  Soda  Fountains  in  one  week  recently 
to  prominent  merchants  in  Pittsburgh  and  suburbs. 

The  Park  Commissioners  of  Minneapolis  have  placed 
their  order  with  the  Walrus  Company  for  a  36-foot  all 
marble  Walrus  Soda  Fountain  of  latest  design  and  equip- 
ment 

Mr.  W.  J.  Cochrane,  leading  druggist  at  Cairo,  III,  re- 
cently visited  the  Walrus  factories  at  Decatur,  111.,  and 
placed  his  order  for  a  very  handsome  mahogany  and 
marble  soda  fountain. 

The  palatial  confectionery  establishment  being  fitted 
out  by  the  Walrus  Company  for  Mr.  Gus  Aurentz,  of 
Fort  Wayne,  Ind,  is  destined  to  be  one  of  the  largest  and 
most  ornately  furnished  establishments  of  its  kind  in  the 
country. 

Mr.  Gus  Aurentz,  at  Fort  Wayne,  another  firm  of  con- 
fectioners, have  placed  an  order  with  the  Walrus  Com- 
pany for  the  entire  furnishings  and  fountain.  The  equip- 
ment will  be  very  elaborate.  The  fountain  will  be  in 
imported  marble,  handsomely  carved,  and  part  of  it  will 
be  inlaid  mosaic  decoration.  Particularly  the  apple  blos- 
.  som  mural  panels  will  be  most  effective,  the  Walrus  Com- 

Cy  having  a  very  high-class  artist  in  their  employ  who 
Jls  after  this  work.  Also  the  indirect  lighting  feature 
of  this  establishment  will  be  quite  a  novelty  and  very 
artistic.  While  this  establishment  will  not  be  as  large  as 
the  new  Gus  Aurentz  establishment,  still  for  quality  of 
furnishings  and  artistic  effect  it  will  be  very  striking. 

Mr.  J.  M.  Keil,  of  Western  Springs,  and  Mr.  C.  B.  Mead, 
of  Berwyn,  suburbs  of  Chicago,  have  placed  their  orders 
for  Walrus  Soda  Fountains. 

From  their  many  distributors  throughout  the  United 
States  the  Walrus  Company  report  an  excellent  business 
during  the  past  eight  months. 


ROBERTSON'S 

fruit  tablets  flavors  soidom  found,  oxoopt  in 
tho  original  fruits,  oonsoquontly  aro  buslnoss 
bulldorst  paokod  5  lb.  round  Jars  1  and  4  lb. 
squaro  Jars.  Establlshod  rotail  prioo  40o  lb. 
or  2  ozs.  for  5o. 

If  not  at  your  Jobbors  writo  us  direct. 

ROBERTSON-BRADSHAW  CO., 
286  Gmiraieli  Stmt,       New  Yorl(  City 


Self  Filling 
Fountain  Pens 

(Sample  Postpaid  25c.) 

Gross  Lots  lOc.  Each 

Think  of  it!  A  well 
made,  hard  rubber  pract- 
ical pen,  not  a  toy.  Fit- 
ted with  14  karat  gold 
plated  pen  point  hach 
pen  packed  in  a  neat  box 
with  instructions  for  fill- 
ing, etc.-Price  $  1 .50  print- 
ed on  box. 

One  Grou  retail  at  25c. 

each,  net $36.00 

Cost  you 14.40 

Yoor  profit     .     .    $21.00 

This  pen  makes  a  great 
article  to  give  away  to 
**boost'*  sales  and  the  cost 
is  small. 

COST  YOU 


Grou 
$14.40 


1-2  grou 
$8.00 


Dozen 
$2.00 


Order  a  gross  of  these 
pens.    Dump  them  into 
one  of  you  windows.  Put 
a  sign  on  them :  "Special 
Saturday,  25c."  and  clean 
up  a  nice  profit.    Besides, 
everyone  will  tell  every- 
one else,  what  a  bargain 
they  got  in  a  self-filling  fountain 
pen  at  your  store  for  only  a 
quarter.     It's  a  big  ad. 


CHAS.  L.  ARCHBOLD 

1562  East  93rd  St.,  CLEVELAND,  OHIO. 


APRIL,  1915 
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Aa  IlliMtrated  MontKlr  Publication  for  DruggUts* 


Webb's  Alcohol, 

THE  AOCNOWLEDGED  STANDARD. 

JAMES  A.  WEBB  A  SON.       ""  ^ '"^^^^^^J^  ^^^    ^ 
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DOUBLE  PROFIT 

OA[  ABSORBENT 


Maplewood  Mills  Absorbent  Cottons  are  the 

easiest  sellers  and  the  BEST  profit  yeilders 

BECA  USE  :  —  Each  of  the  four  grades  they  manu- 

facture  is  the  best  obtainable  at  the  pnce  and  puts  yon 

COTTTO^  o^  the  credit  side  of  your  customer's  good-will  account.     It  costs  you 

less  than  similar  qualities  offered  by  otheis,  because  the  Maplewood 

Mills  complete  manufacturing  facilites  make      TkM  H'nw  I^WI^CkCkTk     lUttf  f  T 

it  possible  to  produce  cotton  at  minimum    J^^n^^^C.^^^^iJ   JWMiM^M^^ 

cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit.  FJiLL  RIVER,  MJkSS, 

PROOF  FOR  A  POST  CARP.  J 
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FritzscHe  Brothers  -  Nei^  York 


Absolute  Punty 

POLLANTIN 

in  HAY  FEVER 


Quality  Standard 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


% 
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AMERICAN  CORK  COMPANY 
67  Blackstone  Street 
Boston,  Mass. 


Cckman's  Alterative 

'^..'TA^ffS  FOR  THROAT  AND  LUNGS  '^•,S%ir>-K'S, 

CcRman  Mantifacttiring  Company^t  PKiiadeipKia,  Pa. 
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ill  want  Silvd 


What  is  SILVOL? 

A  new  silver  compound — an  active,  non-toxic, 
non-irritating  germicide,  designed  for  the  treat- 
ment of  inflammatory  conditions  of  mucous  membranes — diseases  of  the 
eye,  ear,  nose   throat,  urethra,  etc. 

Powder:  Bottles  of  1  ounce. 
Capsules  (6-gr.):  Bottles  of  50. 

We  are  creating  a  demand  for  SILVOL— advertising  it  in  the 
medical  journals,  promoting  it  by  letter  and  literature,  bringing  it  directly 
to  the  attention  of  physicians  through  our  staff  of  detail  representatives. 
You  will  want  SILVOL. 


tically  unaltered  into  the  intestine,  where  it  Reeps   the 
feces  moist  and  promotes  healthy,  normal  peristaltic  action, 

AGAR  may  be  eaten  with  milk  or  cream,  or  with  a  cereal  break- 
fast food,  salted  or  sweetened  to  suit  the  taste. 

AGAR  is  making  a  hit  with  physicians.     Are  you    prepared   for 
prescriptions  ? 


Supplied  in  pound  and  J^-pound  packages. 


Write  for  quotations   on   bulk   quantities. 


pou 
bul 


Home  Offices  and  Laboratories, 
Detroit.  Michigan. 


PARKE,  DAVIS  &  CO. 
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THE  SANITARY  "  DUMORE  ". 

The  Electrically  drivra  Drink  Mixer. 

AN 


OBJECT 
LESSON 


The  Dumore 

advertises  your  store 
The  Dumore 

attracts  your  coustomers.  There  are 
no  springs  to  rust  or  weaken .  There 
can  be  no  shocks,  every  part  being 
thoroughly  insulated;  standardized 
and  interchangeable.    It  is  started  IN 

or  stopped  at  any  point,  and  the  mix- 
ing rod  and  agitator  can  be  detached     CPFFDY 

The  Dumore  AND 

has  few  parts  and  they  will  not  get 

out  of  order.  r>T  c  a  m  v 

Tu  n  CLEANLY 

The  Dumore 

is  fully  guaranteed.    Its  base  is  il-    iflYIUr 
luminated.  MlAlWli. 


WISCONSIN  ELECTRIC  CO.,  Racine,  Wisconsin. 


Massachusetts  College  of  Pharmacy 

T2  St  Botolph  SX^  Corner  of  Garrison,  Boston,  Massachusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

The  Demand  for  Graduates  ef  this  School  Is  In  Excess  of  the  Supply. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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Seedtime. 

SEEDTIME  is  here  again. 
Blessed  is  he  who  has  a  few 
acres,  or  even  a  few  feet,  of 
good,  brown  earth  to  sow. 
Don't  neglect  to  till  the  busi- 
ness fields  that  have  lain  fal- 
low all  winter.    Sow  seeds 
of  forethought  and  preparation  in  the  various 
lines  of  summer  and  vacation  needs  that  will 
bear  fruit  later  on. 

The  Vacationist. 

It  is  not  too  early  now  to  lay  plans  for 


pushing  trade  among  prospective  vacationists. 
Friendly  inquiries  in  the  right  direction  will 
enable  the  druggist  to  secure  a  valuable  list  of 
those  who  plan  to  go  away.  Letters  or  post 
cards  to  these  people  —  not  too  long  before- 
hand, so  as  to  be  forgotten  —  are  pretty  sure 
to  be  productive  of  results.  State  your  readi- 
ness to  serve  the  vacationist  by  parcel  post, 
and  give  her  a  suggestive  and  convenient  price 
list  to  take  away  with  her. 

Catch  the  Nickels. 

Take  a  tip  from  the  movie  man  and  the  ten 
cent  store.  Here  are  two  new  enterprises 
that  are  making  phenomenal  successes  because 
people  will  spend  nickels  and  dimes  like  water 
where  they  will  hoard  dollars.  The  little  arti- 
cles that  sell  for  a  nickel  or  a  dime  —  and  the 
list  now  possible  for  the  druggist  to  stock 
is  large  and  constantly  growing  —  should  be 
pushed  in  good  times  and  bad.  The  aggregate 
of  such  sales  is  often  astonishing. 

The  Overlooked  Opportunity. 

How  often  the  business  man  says  to  himself, 
"Queer  I  never  thought  of  that,"  when  some 
competitor  makes  a  hit  with  a  sales  plan,  a 
time  or  labor  saving  invention,  a  paying  new 
line,  or  some  wrinkle  that'  starts  his  business 
on  greased  launch  way  s  successward .  That  par- 
ticular opportunity  has  passed  never  to  return, 
but  the  business  world  never  was  so  full  of 
opportunities  as  now.  There  are  "acres  of 
diamonds  "  still  lying  unexplored,  and  fortunes 
will  be  piled  up  in  the  future,  as  in  the  past, 
from  humble  beginnings,  by  men  who  are 
clear-sighted  enough  to  see  something  the 
great  buying  public  needs,  and  to  fill  that 
efficiently  and  ^gonoroically. 
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An  Inviting  Air. 

Some  stores  have  an  air  of  invitation  that  is 
irresistible.  It  is  bard  to  define  it  specifically, 
but  people  feel  it  even  in  passing.  The  win- 
dows contribute  their  share.  They  display  en- 
ticing goods  in  an  enticing  way.  The  door  at 
this  season  stands  open«  is  level  with  the  street, 
and  the  cheery  interior  —  bright,  spic-span, 
shining  —  is  in  itself  an  invitation.  The  dis- 
position to  buy  is  in  the  air  this  bright  spring 
weather,  and  people  will  go  into  the  store  that 
invites  them  to  enter. 

Important  Trifles. 

Trifles  build  the  reputation  of  a  business 
house,  just  as  they  do  a  man's  private  charac- 
ter. The  little  details  of  store  and  stock  so 
arranged  that  the  customer  may  be  served 
quickly,  defty,  saving  your  time  and  his  —an 
important  trifle,  a  pleasant  "  Good-morning," 
a  courteous  '/Thank  you,"  a  neat  parcel,  a 
promptly  filled  telephone  order  —  these  are 
but  samples  of  the  numerous  trifles  that  give 
a  store  the  enviable  reputation  of  being  **  the 
pleasantest  place  in  town." 

Cigar  Trade  Pointers. 

The  only  way  to  build  up  a  prosperous  cigar 
trade  and  hold  it  is  to  sell  only  the  best  goods. 
Never  have  a  penny  so  close  to  your  eye  that 
you  cannot  see  a  dollar  on  the  other  side.  As 
water  is  bound  to  find  its  level,  so  will  custom- 
ers find  out  before  long  who  is  giving  them 
the  best  value  for  the  money.  It  may  take 
longer  sometimes  than  others,  but  it  is  bound 
to  come  to  this  pass.  Good  goods  are  bound 
to  be  appreciated.  By  giving  good  value  for 
the  money  you  will  get  people  in  the  habit  of 
coming  to  your  store,  and  of  recommending 
your  store  to  others.  That  is  what  you  want. 
Another  thing  to  be  kept  well  in  mind  is  to 
please  the  eye  of  the  customer.  Keep  a  large 
stock  and  always  have  your  case  look  attrac. 
tive.  That  is  the  first  thing  to  look  out  for  in 
all  lines  of  trade.  Why  is  it  that  good  window- 
dressers  are  in  such  demand  ?  The  man  who 
knows  how  to  make  the  window  of  a  store  look 
attractive  is  always  sure  of  plenty  of  work  and 
a  large  salary.  Just  so  with  the  cigar  case. 
Always  to  have  a  clean,  attractive  case  is  to 


go  a  long  way  toward  gaining  steady  custom- 
ers. Again,  arrange  your  boxes  so  they  can 
be  removed  easily,  and  when  a  customer  asks 
for  a  cigar  take  out  the  box  and  let  him  choose 
for  himself. 

Work  and  Worry, 

We  are  fortunate  in  being  able  to  publish 
in  this  issue  another  personal  experience  talk 
from  "An  English  Subscriber."  Such  talks 
have  a  much  greater  value  than  any  chapters 
in  books  on  success  and  how  to  attain  it  than 
have  ever  been  published,  for  they  get  right 
down  to  the  brass  tacks  of  the  problem  and 
tell  how  actual  and  terribly  real  situations, 
with  the  wolf  at  the  door  and  the  sheriff  on 
the  road,  have  been  met  and  successfully  placed 
behind  one.  The  two  most  important  factors 
that  made  it  possible  for  the  writer  of  these 
articles  to  attain  a  happy  issue  out  of  all  his 
troubles  were — honesty  and  sticktoitiveness. 
Had  the  banker  lacked  faith  in  him  or  had 
he,  at  any  stage  of  the  game,  lost  his  courage 
and  determination,  the  results  certainly  would 
have  been  different.  He  intended  to  pay 
everybody  he  owed,  and  he  was  determined 
that  no  effort  or  sacrifice  on  his  part  should 
be  lacking  to  make  his  venture  a  success  — 
and  he  won  out.     So  can  you. 

Why  Your  Soda? 

A  whiff  of  broiled  beefsteak  makes  a  man 
hungry,  The  sight  of  a  handsome  fountain,  a 
suggestive  window,  or  even  a  tempting  list  of 
drinks  awakens  his  thirst.  Some  things  sell 
because  they  are  necessities,  but  people  must 
be  tempted  to  buy  soda,  and  to  get  hold  of  the 
soda  drinkers  early  in  the  season  means  keep- 
ing their  trade,  if  your  soda  is  as  good  as  it 
ought  to  be.  Through  all  the  advertising  chan- 
nels at  your  command  draw  attention  to  your 
superiority  in  this  line.  If  you  filter,  boil  or 
distil  the  water,  call  attention  to  the  fact.  The 
use  of  fruit  flavors  offers  a  strong  talking  point. 
Tell  of  the  wholesomeness  and  the  real  fruit 
flavor  they  impart  to  soda.  Tell,  on  the  other 
hand,  how  artificial  flavors  are  made,  and  that 
their  use  may  be  a  source  of  danger.  Empha- 
size the  matter  of  cleanliness.  Tell  of  your 
long  experience  in  the  soda  business.  That 
skill  is  not  acquired  in  a  day.    Remember  one 
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thing,  there  are  always  new  people  to  work 
upon  and  to  persuade  to  drink  soda,  and  to 
drink  at  your  place.  If  a  new  drink  is  called 
for  frequently,  don't  fail  to  have  that  new 
drink.  Don't  give  any  patron  a  chance  to 
stray  away.  If  he  goes  elsewhere  for  his  soda 
he  may  buy  his  cigars  and  drugs  there  also. 
The  fountain  is  not  only  a  dollar-maker  by 
direct  returns,  but  a  powerful  lever  in  building 
other  business,  making  useful  friends  and  gen- 
erally calling  attention  to  your  store. 

Effect  of  Odors. 

An  expert  perfumer  has  said  that  only  a 
man  of  a  phlegmatic  temperament  should  un- 
dertake perfuming,  for  the  constant  associa- 
tion with  perfumes  was  too  irritating  for  one 
with  sensitive  nerves.  He  said  he  frequently 
felt  cross  for  no  other  reason  than  the  irrita- 
tion caused  by  the  odors.  Nature  never  allows 
any  single  odor  to  predominate  for  a  very  long 
time.  The  odor  of  the  fields  in  the  early  morn- 
ing changes  as  the  sun  gets  higher  and  be- 
comes very  different  at  noon,  and  again  in  the 
evening.  The  changing  odors  are  refreshing, 
where  a  single,  continuous  odor  would  depress. 
Odors  which  are  pleasant  and  attractive  may 
and  do  become  irritating  if  breathed  continu- 
ally for  many  minutes.  This  is  one  reason 
why  the  drug  store  should  be  particularly  well 
ventilated.  Get  the  odors  of  the  air  changed 
as  often  as  possible,  and  every  one  will  feel 
better  and  work  better  for  it. 

Getting  New  Business. 

In  going  after  more  business,  put  in  your 
best  licks  in  drawing  new  business  to  your 
store.  Watch  for  new  people  in  town.  Get 
them  on  your  mailing  list  as  soon  as  possible. 
Don't  concoct  elaborate  advertising  schemes 
to  get  the  same  old  business  you've  had  all 
the  while.  Don't  offer  prizes  and  premiums 
that  simply  mean  giving  a  bonus  with  goods 
that  you  would  have  sold  just  the  same  any 
way.  When  you  go  after  business,  go  after 
new  business.  If  you  are  going  to  pay  people 
to  be  your  customers,  they  should  be  people 
who  are  not  already  your  customers.  All  this 
means  that  an  advertising  campaign  of  any 
sort  should  be  conducted  with  a  view  to  get- 
ting the  advertising  before  the  people  who  are 


the  other  fellow's  customers.  With  all  due 
respect  to  your  own  patrons,  it  must  be  ad- 
mitted that  you  need  to  keep  up  a  good,  lively 
interest  in  those  of  your  competitor.  Never 
fail  of  courtesy  toward  the  people  who  are 
giving  you  their  steady  patronage.  Stand  by 
them  through  thick  and  thin,  but  see  that, 
when  a  stranger  drops  into  your  place  he  is 
made  to  feel  your  advantages.  Make  your 
strong  points  manifest.  The  other  fellow's 
customers  all  come  to  your  store  occasionally 
for  something  they  didn't  find  at  their  own 
dealer's ;  and  right  there  is  one  of  your  best 
and  surest  ways  of  getting  new  business. 
Your  competitors  are  short  some  very  essen- 
tial goods  that  belong  in  the  line.  You  must 
have  those  goods  and  see  to  it  that  you  are 
not  short  on  things  that  can  be  found  in  their 
stores.  Whatever  you  plan,  whatever  you  exe- 
cute, never  let  up  on  the  advertising.  You 
wont  get  all  the  business  this  year,  nor  next, 
nor  any  other  year.  There  will  always  be  more 
worlds  for  you  to  conquer.  Stop  advertising 
only  when  you  are  ready  to  retire. 


lRr«  TKIaK  It  Is. 

Enclosed  find  subscription  for  year.  Have  not  seen 
a  copy  of  The  Spatula  for  several  years,  but  if  as 
good  now  as  it  was  at  that  time  can  say^hat  I  will  en- 
joy it  immensely.  W.  V.  RiESEN. 
MarysvilU^  Kansas ^  April  6^  igiS, 


Miss   CARRIE. 
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IRTortKl^ss  Tuberculosis  **  R««B«dl«s«" 

After  investigating  under  the  Food  and  Drugs  Act, 
a  large  number  of  preparations  advertised  as  con- 
sumption cures,  the  Department  of  Agriculture  has  not 
been  abb  to  discover  any  that  can  in  any  sense  be  re- 
garded as  ''cures"  for  tuberculosis.  Some  contain 
drugs  that  may  at  times  afford  sOme  temporary  relief 
from  the  distressing  symptoms  of  the  disease,  but  this 
is  all.  Since  the  passage  of  federal  legislation  pro- 
hibiting the  shipment  in  interstate  commerce  of  medi- 
cinal preparations  for  which  false  and  fraudulent 
claims  are  made,  there  has  been  a  marked  tendency 
to  label  these  preparations  "  remedies "  instead  of 
"cures"  or  "infallible  cures"  as  they  used  to  be 
called.  In  many  cases,  however,  they  cannot  even  be 
regarded  as  remedies.  A  "cherry  balsam,"  for  ex- 
ample, for  the  "  cure  "  of  "  consumption"  and  "  hem- 
orrhage of  the  lungs^"  which  it  was  represented  would 
"  strike  at  the  very  root  of  the  disease  "  was  found  on 
analysis  to  be  nothing  but  a  solution  in  water  and  al- 
cohol of  opium,  sugar,  benzaldehyde,  inorganic  salts 
and  coloring  matter.  It  contained  no  cherry  bark  ex- 
tract or  balsam. 

A  more  elaborate  "cure"  consisted  of  five  difierent 
preparations  which  the  credulous  patient  was  to  take 
separately.  These  were  first,  the  medicine  proper, 
the  essential  ingredients  of  which  were  found  to  be 
morphine,  cinnamic  acid  and  arsenic  —  not  a  very  safe 
mixture  to  take  habitually ;  second,  a  tonic  which  was 
supposed  to  contain  iron  but  did  not ;  third,  a  "cough 
mixture  "  made  up  of  alcohol,  chloroform,  and  codeine 
which  is  a  derivative  of  opium  or  morphine ;  fourth,  a 
mixture  which  contained  some  quinine,  and  a  solution 
of  water  and  alcohol ;  and  fifth,  codeine  tablels.  Even 
the  strongest  constitution  could  hardly  stand  a  pro- 
longed course  of  such  a  treatment. 

In  the  marketing  of  such  preparations  considerable 
ingenuity  is  frequently  shown.  One  of  the  main  ob- 
jects is  to  persuade  the  patient  that  he  is  receiving,  at 
a  comparatively  low  price,  the  individual  attention  of 
a  trained  specialist.  For  this  purpose,  symptom 
blanks  are  employed.  These  contain  a  number  of 
questions  about  the  patient's  symptoms,  the  number 
varying  from  a  dozen  or  so  to  as  many  as  70  or  80. 
The  patient  is  led  to  believe  that  the  information 
which  he  furnishes  in  reply  to  these  questions,  will  be 
carefully  considered  before  any  medicine  is  pre- 
scribed for  him,  though  every  physician  knows  that 
an  accurate  diagnosis  cannot  possibly  be  made  in 
this  way.  As  a  matter  of  fact,  none  is  attempted  and 
the  degree  of  attention  which  these  individual  reports 
receive  can  be  measured  by  the  fact  that  cases  have 
come  under  the  observation  of  the  department  in 
which  mail  order  concerns  doing  a  business  of  this 
kind  have  received  as  many  as  4,000  letters  a  day. 

After  the  patient  has  submitted  his  "diagnosis  re- 
port" he  is  urged  to  purchase  a  supply  of  the  medi 
cine.    If  he  does  so,  he  is  then  urged  to  purchase 
more.    If  he  states  that  he  has  experienced  no  bene- 
ficial effects  he  is  told  that  he  has  not  taken  enough, 


and  this  process  is  likely  to  continue  until  the  limits 
of  his  credulity  have  been  reached.  If,  on  the  other 
handi  he  decides  at  the  beginning  not  to  purchase  the 
medicine  it  is  likely  to  be  offered  to  him  at  succes- 
sively lower  prices  until  he  is  at  last  induced  to  be- 
lieve that  he  cannot  afford  to  ignore  such  a  bargain. 
This  is  carried  to  such  an  extent  that  a  "  treatment," 
the  original  price  of  which  is  I25,  may  be  offered  at 
the  end  of  six  months  for  I2.50        n 

As  a  matter  of  fact  the  successful  treatment  of  tu- 
berculosis requires  much  more  than  the  mere  giving 
of  medicine  and,  moreover,  what  will  help  one  case 
will  not  necessarily  help  another.  Claims  that  are 
absolutely  unwarranted  are  no  longer  permitted  on 
the  labels  of  medicines  shipped  in  interstate  com- 
merce, but  the  wording  may  be  such  as  to  convey  a 
misleading  impression  without  the  use  of  absolute 
statements.  Thus  these  preparations  continue  to  find 
a  sale  despite  the  fact  that  a  little  trouble  on  the  part 
of  the  prospective  purchaser  will  reveal  their  worth- 
lessness. 


A  Stoi*9  Smmnawkm 

Never  go  on  another  man's  note  or  bond  unless  you 
expect  to  pay  it.  You  may  have  to  if  you  do.  Don*t 
take  stock  in  every  so  called  chemical  company  who 
have  just  decided,  as  a  special  favor  to  you,  to  let 
you  in  on  their  deal.  A  few  business  maxims  well 
worth  remembering:  Learn  the  value  of  money.  If 
you  do  not  know  the  value  of  |i,ooo  try  to  borrow  this 
amount.  Shrewd  buyers  never  trade  with  a  man  who 
is  continually  selling  out  at  cost.  Goods  well  bought 
are  half  sold  ■,  that  is,  sometimes,  but  they  are  always 
better  on  your  shelves  than  they  are  on  the  books 
under  a  dead  beat's  name.  The  hustler  is  always 
awake  and  after  business. 

Bad  luck  is  the  man  who  stands  around  with  his 
hands  in  his  pockets  waiting  to  see  how  it  will  turn 
out  and  waiting, to  find  out  what  his  competitors  are 
doing.  Do  not  brood  over  the  good  old  days  you  have 
heard  your  father  talk  about,  when  all  the  doctors 
wrote  prescriptions  and  the  druggist  made  everything 
that  left  his  store.  Those  days  are  past.  Adapt  your- 
self to  the  present-day  conditions  and  demands.  Those 
good  old  days  never  compared  with  the  glorions  present 
and  the  prospective  future.  It  is  up  to  you,  Mr.  Drug, 
gist,  whether  or  not  you  succeed.  —  W.  S.  Denton. 

Dru^  Stor*  Facts. 

Little  and  often  fills  the  cash  register. 

A  man  may  be  known  by  the  doctor  he  keeps. 

Act  well  your  part,  there  all  the  profit  lies. 

Nothing  is  certain  except  stamps  and  the  directory. 

Fools  rush  in  and  ask  strange  questions. 

It's  an  ill  wind  that  blows  druggists  good. 

Never  too  late  to  advertise. 

Fine  feathers  do  not  make  fine  customers. 

Every  body's  business  is  the  drug  store's. 

It's  a  wise  child  that  knows  what  it's  sent  for. 
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CHEER   UP,   WE   ALL   HAVE  OUR  REVERSES. 


Work,  Worry,  Honesty  and  Success. 


By  An  English  Subscriber. 


ROM  time  to  time  we 
hear  or  read  of  the  early 
lives  of  our  successful 
business  men.      How 
Andrew  Carnegie,  for 
instance,  started  life  a 
poor  boy,  and  in  middle 
life  succeeded  in  gain- 
ing control  of  hundreds 
of  millions  of  dollars.     They  most  all  tell  of 
how  they  worked  hard,  from  early  till  late, 
how  they  persisted  this  way  or  that.    But  they 
all  fail  to  be  of  any  real  help  to  the  average 
man  of   business  with  the  actual  problems 
which  come  up  in  any  business  and  which 
often  bowl-  the  man  over. 

To  the  young  and  ambitious  man  with  his 
castles  in  the  air,  the  recital  of  the  great  men's 
successes  may  be  very  inspiring — though  I 
doubt  it  —  because  most  young  people  are  am- 
Bitious  to  improve  or  to  do  great  things.  The 
schoolboy  pictures  himself  saving  a  fair  lady 
from  the  jaws  of  death,  or  perhaps  chasing 
burglars  over  housetops,  so  that  it  is  perfectly 


natural  for  most  young  people  to  be  ambitious. 
What  is  really  helpful  is  some  hint  on  how  to 
accomplish  and  overcome  the  various  difficul- 
ties of  life. 

The  man  young  in  business  or  the  young 
man  in  business  with  a  number  of  pressing 
accounts  and  no  money  to  pay  with  cares  little 
or  nothing  to  know  that  Sir  Thomas  Lipton 
used  to  sleep  under  his  shop  counter  (with 
only  one  straw  to  cover  him).  A  man  with  his 
cashier  or  clerk  absconded  with  the  cash  to 
pay  his  rent  or  a  bill  due  on  the  following  day 
would  not  thank  anybody  to  tell  him  that  John 
D.  Rockefeller  began  life  as  an  impecunious 
kid  and  finished  as  the  world's  richest  man. 

Is  there  no  successful  business  man  who 
will  come  forward  with  his  knowledge  of  how 
to  overcome  some  of  the  average  business 
man's  difficulties,  or  at  least  tell  of  some  of 
his  own  difficulties  he  has  overcome }  It  is  all 
very  well  for  the  man  controlling  thousands 
or  millions  of  dollars  to  say  he  has  had  to 
work,  and  the  young  man  must  do  likewise. 
Anybody  can  shout  when  out  of  the  woods. 
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Any  fool  can  be  ambitious  and  keep  cheerful 
and  smiling  when  all  sails  merrily  onward,  but 
when  disaster  looms  ahead  or  surrounds  one, 
that  is  the  time  the  ambitions  are  often  shat- 
tered to  pieces  and  when  courage,  persistence 
and  a  clear  head  are  necessary. 

With  the  object  of  helping  others  in  my 
small  way,  I  think  it  may  be  appropriate  to 
hear  of  some  of  my  own  experiences.  While 
I  can  claim  only  to  be  successful  in  a  small 
way,  it  is,  I  know,  often  helpful  to  know  there 
are  others  with  similar  difficulties  to  overcome. 

I  believe  nothing  is  accomplished  without 
some  risk,  and  it  is  easy  to  be  wise  after  the 
event.  I  started  business  in  1911,  about  four 
years  ago,  handicapped  with  no  previous  busi- 
ness experience.  (A  bank  clerk  who  eventu- 
ally becomes  director  of  his  bank  has  been 
taking  easy  steps  towards  that  end,  he  is 
trained  for  it.)  My  ambitions^  I  cannot  say 
how  high  they  flew ;  but  I  never  expected  to 
attain  even  my  present  small  position.  All 
the  money  I  had  I  put  into  the  business,  ex- 
pecting to  get  an  immediate  return  as  soon 
as  the  doors  were  opened.  I  felt  that  people 
would  be  anxious  and  pleased  to  buy  from  me 
and  would  rojl  in  continually  —  shock  number 
I .  I  soon  found  I  had  to  go  after  the  business, 
which  I  had  to  do  by  window  dressing  and 
signs  outside,  etc.  By  paying  deposits  on  first 
orders  I  was  able  to  get  some  stock,  and  was 
generally  able  to  pay  up  and  order  more  as 
the  goods  were  sold. 

So  long  as  I  was  actually  doing  the  business* 
and  paying  expenses  I  felt  quite  happy  ;  every- 
thing generally  was  booming,  but  when  busi" 
ness  quieted  down  (as  most  trades  do  at  dif' 
ferent  periods)  I  began  to  feel  that  life  had  its 
troubles.  A  quarter's  rent  was  due  a  week 
hence  and  there  was  no  money  to  meet  it. 
The  rates  were  being  pressed  for ;  my  daily 
takings  were  being  eaten  up  to  pay  for  goods 
sold.  There  was  a  threat  of  cutting  off  gas 
and  electricity  unless  bills  for  past  quarter  be 
paid  in  so  many  days. 

Customers  asked  for  standard  lines  which  I 
had  not  got  and  could  not  get  until  old  lots 
were  paid  for ;  goods  I  had  on  the  shelves  and 
eager  to  sell  I  could  not  sell.  My  mother  and 
two  young  brothers  looked  to  me  for  money 


to  keep  them  with  (they  were  in  one  town,  I 
in  another),  and  myself  to  keep  the  best  way 
I  could.  There  were  all  these  and  other  things 
to  get  up  against,  as  well  as  some  **  well  "wish-  • 
ers"  waiting  to  see  me  go  under  and  then  say 
"  I  told  you  so." 

It  was  very  "soothing  and  cheering"  for 
me  to  know  that  Sir  Joseph  Lyons  (now  a 
great  caterer  in  three  countries)  some  years 
ago  had  only  a  small  coffee  cart  on  the  street 
comer. 

What  did  I  care  what  he  or  others  in  similar 
positions  had  been  ?  What  I  wanted  to  know 
was  how  to  pay  my  liabililities  or  to  keep  float- 
ing until  I  could  meet  them. 

How  could  I  draw  more  business }  I  was 
afraid  to  spend  on  following  ways  and  means 
usually  used,  was  afraid  to  spend  money  on 
my  food,  my  washing  or  anything  I  was  not 
bound  to  do.  It  was  like  drawing  a  nail  off 
my  finger  to  have  to  pay  cash  for  a  dozen 
boxes  of  matches.  Picture  my  state  of  mind 
—  possibly  you,  too,  are  in  a  similar  state  of 
mind  now. 

Think  of  the  conflicting  emotions,  think  of 
the  state  of  my  brain  with  these  influences  at 
work.  Was  it  worth  hanging  on  for  ?  I  say 
yes,  it  was.  The  satisfaction  is  alone  worth 
the  effort,  and  I  felt  at  the  time  and  do  yet 
that  had  I  gone  under  I  could  look  anybody 
in  the  face  and  say  "I  have  tried."  To  know 
that  you  have  really  tried,  whether  you  lose  or 
win,  is  a  great  tonic  and  will  stimulate  you  to 
further  efforts. 

You  have  a  post-dated  check  to  meet  two 
days  hence ;  can  you  meet  it  ?  If  not,  drop  a 
line  to  the  drawer,  tell  him  why.  If  too  late 
go  to  bank  and  explain  to  them.  The  very  fact 
that  you  make  an  effort  will  carry  weight.  Let 
the  check  be  returned  not  paid  and  your  credit 
gets  a  shock.  Your  rent  is  urgent,  you  have 
not  all  the  money.  Ten  to  one  there  is  a  way 
out ;  find  it  and  try  it.  You  don't  know  what 
to  do  for  the  best,  you  may  wonder  how  others 
would  do  in  similar  positions.  Your  money  is 
in  your  business ;  if  you  shut  up  you  lose  it, 
if  you  hang  on  you  may  be  bankrupt  and  worse 
off.    What  can  you  do  ?     I  hung  on  and  won. 

At  the  time  I  was  living  with  a  married  sister, 
who  was  away  from  the  house  all  winter ;  con- 
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sequently  I  had  the  house  to  myself.  I  had  to 
cook  and  look  out  for  myself.  I  had  brei^kfast 
at  the  house,  and  bought  something  for  dinner 
and  tea  following  breakfast  on  my  way  to  the 
sl^op.  Dinner  and  tea  I  had  at  the  shop,  as  I 
dare  not  go  out  for  fear  I  might  miss  a  sale. 
This,  day  in  and  out  for  four  months,  Sundays 
included.  I  did  my  own  washing,  except  col- 
lars. In  all  I  spent  barely  $2  a  week  on  my 
personal  requirements.  I  was  afraid  to  spend 
more. 

Banks  don't  help  poverty-stricken  traders 
unless  on  good  security.  I  had  no  security, 
but  my  bank  manager,  an  elderly  man,  took  a 
kindly  interest.  He  would  call  in  evenings 
and  listen  to  my  tale  of  woe.  I  believe  his 
advice  saved  me.  It  certainly  saved  me  con- 
siderable worry.  Briefly  his  advice  was  :  "  If 
you  owe  24  firms  money,  don't  pay  one  off 
and  leave  the  others  through  lack  of  means ; 
pay  each  firm  ^  little  and  explain  your  position 
to  them.  If  they  are  reasonable  they  will  ac- 
cept and  assist  you  more  readily  than  it  you 
ignored  them." 

This  1  did,  from  the  largest  down  to  the 
smallest  account  which  I  could  not  meet.  And 
I  found  by  it  that  most  firms  appreciated  my 
straightforwardness  and  gave  me  more  assist- 
ance by  it.  ^ 

I  saw  all  travellers  who  came,  I  could  do 
nothing  else,  and  explained  my  position  to 
them.  They  also  put  in  a  good  word  with 
their  firm  until  such  times  as  I  was  able  to 
pick  up  again.  Often  enough  I  thought  of  the 
big  man,  and  if  ever  he  had  been  in  a  similar 
position  and  what  he  would  have  done.  I  know 
how  I  drank  up  like  a  Sahara  beggar  the  advice 
of  the  bank  manager,  who  was  the  only  friend 
to  whom  I  dare  tell  my  tale.  I  have  often  felt 
since  how  very  acceptable  a  little  proper  advice 
is  at  such  a  time  to  others. 

The  above  policy  I  have  always  followed 
since.  Be  straight  to  your  creditors  and  those 
you  come  in  contact  with ;  then  they  are  more 
ready  to  believe  and  assist  you  when  you 
need  it. 

Even  successful  men  must  make  mistakes ; 
no  man  is  infallible.  The  buyer  often  makes 
a  mistake  which  costs  a  deal  of  money  to  over- 
come.   You  have  a  fire  which  burns  your  shop 


to  the  ground.  I  will  help  you,  but  you  will 
lose  business.  You  may  open  a  branch  which 
is  a  failure.  This  may  set  you  back  at  condi- 
tions similar  to  your  starting  point  (as  has 
happened  to  me).  It  is  hard  to  lose  money 
and  have  to  go  twice  through  the  mill.  But 
remember  that  every  branch  of  a  chain  store 
company  is  not  paying  its  way.  If  all  their 
money  cannot  guarantee  successful  moves 
every  time,  why  let  your  small  ease  knock 
you  out. 

Think  of  the  number  of  businesses  at  some 
time  in  their  career  affected  to  bankruptcy 
point  at  present  great  successes.  It  must  be 
a  hard  knock  to  men,  after  years  of  hard  work, 
to  have  to  reconstruct  and  start  again.  But 
that  is  where  the  real  man  counts ;  he  can  rise 
again ;  he  is  knocked  down,  but  gets  up  again 
and  again. 

Don't  think  the  president  of  a  five  million 
dollar  concern  has  no  worries.  He  has  more 
than  you  in  lots  of  cases.  It  is  true  he  deals 
in  thousands  while  you  deal  in  tens,  but  a  mis- 
take means  as  much  in  ^proportion  as  it  does 
to  you.  The  president  has  to  see  that  all  his 
subordinates,  through  department  heads,  are 
carrying  out  their  share.  He  has  all  the  re- 
sponsibility and  welfare  of  his  concern  to  at- 
tend to.  He  may  work  only  one  hour  a  day, 
but  his  business  is  often  with  him  when  yours 
is  put  aside  for  some  lighter  pastime. 

The  man  who  comes  out  on  top  is,  I  believe, 
the  man  who  is  reasonable  with  those  he  comes 
in  contact  with  ;  he  knows  what  he  wants  and 
gets  it.  He  will  not,  if  he  can  help  it,  let  any 
one  overrule  him,  but  because  he  is  reasonable 


EVERYTHING   FOR  BABY. 
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he  can  generally  get  his  requirements  ulti 
mately. 

The  first  two  years  is  generally  the  worst  to 
get  hold,  but  don't  imagine  that  when  you  get 
to  the  top  that  your  troubles  cease.  If  there 
were  no  trials  and  troubles  in  life  pleasure 
would  lose  its  sweetness.  It  is  often  difficult 
to  control  your  temper  or  keep  smiling  when 
you  get  a  hard  knock.  But  it  is  impossible  to 
believe  that  the  world's  great  and  successful 
men  and  women  are  without  their  troubles 
and  worries. 

In  conclusion,  I  believe  one  great  mission 
of  The  Spatula  is  to  help  you  with  your 
troubles  —  no  need  to  publish  your  location 
and  name  —  remember  the  mere  mention  of 
your  case  may  help  others,  and  the  reply  to  it 
will  certainly  help  you,  if  help  can  be  had. 

If  any  reader  has  similar  experiences  to  the 
above  let  him  write  to  The  Spatula.  No 
man  knows  everything,  and  the  small  man 
and  the  big  man  appreciates  a  tonic  from  time 
to  time. 

Narcotic  h,miiir  Rt&lintfs. 

Although  the  Federal  Narcotic  Law  has  been  in 
force  but  a  short  time  there  have  been  a  number  of 
rulings  oa  questions  arising  from  its  practical  opera- 
tion. These  rulings  have  beenjssued  in  pamphlet 
form  as  Treasury  Decision  No.  2172  from  which 
Merck  &  Co.,  quote  the  following  which  seem  of 
special  interest  to  the  drug  trade : 

"  Containers  broken  or  destroyed.  —  Where  a  con- 
tainer becomes  broken  or  destroyed  through  accident 
in  transportation  or  otherwise  it  will  be  necessary  for 
the  person  registered  to  make  affidavit  as  to  the  quan- 
tity and  kind  of  drug  lost  or  destroyed,  and  keep  such 
affidavit  on  file  with  his  order  forms." 

*'  Educational  Institutions. —  Any  department  of  a 
university,  college  or  other  educational  institution 
using  drugs  coming  within  the  scope  of  this  law  must 
register  with  the  collector  of  internal  revenue  and  pay 
the  special  tax.  The  dean  of  each  department  should 
sign  the  application  for  registry  and  the  order  blanks 
used  to  obtain  a  supply  of  these  drugs.'^ 

"Orders  incompletely  filled.  —  It  will  be  necessary 
when  a  wholesale  dealer  is  unable  to  completely  fill  a 
retail  dealer's  .order  for  both  the  original  and  duplicate 
orders  to  have  made  thereon  a  notation  as  to  the 
quantity  or  quantities' supplied,  and  the  date,  and  the 
subsequent  filing  of  such  order  should  also  be  indi- 
cated on  both  the  original  and  duplicate  order  forms." 

**  Order  forms,  lack  of  space  for  complete  order.  — 
Where  more  drugs  or  preparations  are  to  be  ordered 
than  the  space  on  the  order  form  will  permit,  it  will 


he  neces*«ary  to  m  ke  use  of  additional  order  forms. 
TAe  attaching  of  extra  sheets  to  these  forms  is  not 
permissible?^ 

*'  Special-tax  stamps.  —  Must  be  posted  in  a  con- 
spicuous place  by  every  person  registering  under  this 
law." 

"  Third- party  shipments  —  Wholesale  dealers  or  job- 
bers in  narcotic  drugs  when  unable  to  fill  orders  re- 
ceived from  retail  dealers  may  send  their  own  pur- 
chase order  to  manufacturer  with  request  that  such 
drugs  be  shipped  directly  to  retailer.  In  such  cases 
orders  so  sent  must  give  name  of  retailer  and  his  reg- 
istry number  and  number  of  his  purchase  order. 
There  is  no  objection  to  having  drugs  invoiced  to 
jobber  when  so  requested  by  registered  retailer  in  or- 
dering directly  from  wholesale  dealer." 


Citfar«tt9S  Not  Dopwd. 

Bulletin  No.  2  of  the  Bureau  of  Drugs  of  the  Agri- 
cultural Commission  of  Ohio  is  devoted  to  an  analysis 
of  cigarettes  made  by  Azor  Thurston,  Department 
Chemist. 

The  finding  of  cigarettes  as  an  accompaniment  to 
nearly  all  the  opium  outfits  confiscated  by  the  Depart- 
ment in  its  narcotic  work,  coupled  with  the  report  that 
manufacturers  of  cheaper  grades  of  cigarettes  were 
buying  tincture  opium,  led  to  a  full  investigation  by 
the  Department  of  the  cigarettes  found  on  the  market. 

The  rumor  as  to  the  manufacturers  of  cigarettes 
purchasing  tincture  [opium  could  not  be  verified  and 
Mr.  Thurston's  analysis  showed  the  following  results : 

1.  No  added  medicinal  substances  of  a  narcotic 
nature  were  found  in  the  tobacco. 

2.  The  tobacco  products  were  found  to  be  slightly 
lower  in  nicotine  than  the  average  leaf  tobacco. 

3.  The  papers  were  found  to  be  treated  with  the 
carbonates  and  oxides  of  calcium,  aluminum  and  mag- 
nesium; added  probably  to  regulate  the  burning 
qualities. 

4.  The  well-known  evil  effects  of  habitual  cigarette 
smoking  must  be  attributed  to  the  inhalation  of  the 
smoke  or  the  products  of  combustion  rather  than  to 
any  added  narcotic  in  either  the  tobacco  or  the  papers. 

Effects  of  Oases  on  Vo^otatlon* 

Water  gas,  coal  gas,  gasoline  gas,  and  acetylene  are 
all  very  poisonous  to  plants.  When  leakage  of  gas 
occurs  into  the  soil  the  leaves  of  trees  and  plants 
growing  in  the  vicinity  turn  yellow  and  drop,  or  be- 
come reddish-brown  and  die  without  falling.  Subse- 
quently drying  up  of  the  cambium  occurs;  and  the 
phloem  and  cortex  turn  brown  and  disintegrate.  The 
roots  suffer  first,  then  the  rest  of  the  tree.  This  disin- 
tegrating tissues  form  a  favorable  medium  for  various 
saprophytic  fungi ;  wood-boring  insects  also  attack 
the  decaying  trunks  and  so  hasten  destruction.  The 
harmful  effect  of  illuminating  gas  on  the  foliage  of 
plants  is  well  known ;  but  similar  to  other  plant  pois- 
ons, under  certain  conditions  it  acts  as  an  accelerator 
of  plant  growth.— G.  E.  Stone. 
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Fifty  Years  of  Chemistry. 

By  Daniel  M.  Grosh,  Philadelphia,  Pa. 


THE  patient  years  of  lesearch  and  inves- 
tigative work  in  the  laboratory  have 
born  abundant  fruit  in  the  wonderful 
development  and  application  of  tech- 
nological chemistry  during  the  past  half  cen- 
tury. Workers  in  the  several  branches  of  the 
science  have  constantly  labored  to  excel  each 
new  discovery,  and  the  world  in  general  has 
profited  largely  by  the  industrial  application  of 
the  many  revolutionary  discoveries. 

It  is  by  the  application  of  scientific  discov- 
eries to  industrial  needs  that  the  world  be- 
comes familiar  with  the  achievements  of  the 
chemists  which  otherwise  w^ould  remain  com- 
paratively unknown.  The  patient  work  of  the 
chemists;  the  repeated  trials  and  failures;  the 
thousands  of  experiments  that  must  be  made 
and  the  time,  labor,  and  money  that  must  be 
spent  before  the  goal  of  success  is  reached,  all 
remain  hidden  from  view.  It  is  not  until  chemi- 
cal discoveries  are  perfected  and  utilized  com- 
mercially, that  their  value  becomes  apparent. 
A  retrospect  of  the  history  of  technical 
chemistry  for  the  past  fifty  years  demonstrates 
most  thoroughly  the  fact  that  technical  chem- 
istry prospers  mostly  where  scientific  research 
flourishes.  The  story  of  industrial  chemistry 
is  the  story  of  German  chemical  progress,  and 
we  behold  a  nation,  war-torn  and  poverty 
stricken,  build  itself  into  an  empire  command- 
ing and  controlling  the  chemical  and  allied  in- 
dustries of  the  world. 


At  the  close  of  the  Franco-Prussian  war  of 
1870,  Germany  was  behind  England  and 
France  in  manufacturing,  invention,  and  for- 
eign commerce,  and  American  industry  may 
well  heed  the  lesson  contained  ip  rich  Eng- 
land's industrial  eclipse  and  poor  Germany's 
steady  rise.  America's  opportunity  is  now  at 
hand,  lacking  only  the  steady  hand  of  such  a 
man  as  the  late  Prof.  R.  K.  Duncan  to  develope 
the  chemical  industry  and  our  latent  resources. 
Perhaps  never  again  will  such  an  opportunity 
occur.  Apart  from  a  commercial  point  of  view, 
patriotism  demands  that  we  should  free  our- 
selves from  foreign  commercial  domination. 

The  foundation  of  the  great  industries  in  the 
field  of  chemistry  may  be  said  to  have  been  laid 
around  i860,  and  from  this  the  great  transfor- 
mations began  which  have  endured  to  the 
present  day.  The  only  real  chemical  industry 
of  any  magnitude  at  this  period  was  the  Le 
Blanc  process  of  soda  production  from  salt  by 
the  use  of  sulphuric  acid.  In  about  1870  the 
Solvay  process  entered  into  competition,  pro- 
ducing soda  by  means  of  ammonia.  The  Le- 
Blanc  process  was  able  to  hold  its  own  for 
some  years,  and  was  protected  by  the  advan- 
tages of  its  chlorine  production  by  th«  sulphate 
process,  and  by  the  soluble  product  of  its  raw 
soda  in  the  preparation  of  caustic  soda.  About 
this  period  also  came  the  potash  industry  at 
Stassfurt  which  was  founded  on  the  great  de- 
posits there,  influenced  by  Liebig's  researches. 
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Following  this  came  the  preparation  of  bro- 
mine, of  potassium  nitrate  by  the  use  of  sodium 
nitrate,  and  the  manufacture  of  potash  by  the 
LeBlanc  process,  without  any  danger  here  of 
a  competing  Solway  process.  Finally  a  pro- 
cess for  a  partial  utilization  of  the  magnesium 
compounds  which  were  present  in  the  salt  de- 
posits, served  to  expand  the  chemical  produc- 
tion. Even  today  the  successful  extraction  of 
all  the  magnesium  chloride  made  in  the  potash 
industry  is  unaccomplished. 

The  year  1870  also  saw  the  sulphuric  acid 
industry  revolutionized  by  the  synthetic  cata- 
lytic method,  the  old  process  of  distilling  vitri- 
olic schists  no  longer  sufficing  with  its  small 
content  of  sulphuric  anhydride.  The  new 
process  served  to  transform  the  whole  industry, 
and  Germany's  control  of  the  chemical  indus- 
try may  be  said  to  have  originated  in  the  ex- 
ploitation of  this  process. 

The  closing  years  of  the  past  century  w^re 
characterized  by  the  rapid  development  and 
application  of  electrotechnics  to  the  science  of 
chemistry,  particularly  in  electrolytic  opera- 
tions. Likewise  the  metallurgical  field  bene- 
fited by  the  new  processes.  Extraction  of 
aluminum,  refining  of  copper,  calcium  carbide, 
and  carborundum  were  some  of  the  achieve- 
ments which  resulted  in  enormous  and  far- 
reaching  industries  of  magnitude. 

A  new  era  was  also  begun  when  the  several 
processes  for  electrolytic  decomposition  of  al- 
kaline chlorides  proceeded  to  outrival  each 
other  in  effectiveness  and  boldness  of  invention 
in  the  production  of  caustic  alkalies  and  chlor- 
ine. Chlorine  once  so  costly  is  now  produced 
so  abundantly  that  the  producing  industry  was 
at  first  hard  put  to  find  a  market  for  the  out- 
put, and  to-day  in  place  of  the  venerable 
"chloride  lime,**  we  now  have  liquefied  mole- 
cular chlorine  in  transportable  form. 

The  production  of  alkali  metals  on  a  com- 
mercial scale  is  also  one  of  the  great  triumphs 
of  electro-chemistry.  The  electrolysis  of  alka- 
line hydroxides  to  produce  the  alkali  metals  has 
made  those  strongly  reactive  elements  quite 
plentiful,  and  made  it  possible  to  produce  po- 
tassium cyanide  free  from  cyanates,  which  in 
its   turn  assured  the  success  of  the  cyanide 


process  for  refractory  and  low  grade  gold  ores, 
which  otherwise  would  not  be  worked. 

The  commercial  utilization  of  hydro-carbons 
of  the  methane  group  is  so  familiar  as  to  be 
passed  over  lightly  even  though  highly  impor- 
tant. In  the  refining  of  petroleum  the  most 
marked  technical  achievement  was  the  distilla- 
tion over  copper  oxide  of  fetid  petroleum  to 
de-sulphurize. 

The  development  of  coal  distillation,  and  the 
treating  of  tar,  may  be  called  the  most  import- 
ant and  far-reaching  example  of  chemical  prog- 
ress, and  perhaps  the  most  familiar  to  all 
readers.  In  the  early  days  of  the  epoch  dis- 
cussed by  this  article,  only  one  form  of  distil- 
lation was  practiced,  that  of  producing  illumi- 
nating gas.  The  transformation  of  the  gas 
lighting  industry  by  new  processes  involving 
higher  temperatures  reduced  the  supply  of  coal 
tar  which  the  dyestuff  industry  depended  upon, 
and  which  heretofore  had  been  produced  by 
the  low  temperature  distillation.  This  led  to 
the  creation  of  a  new  industry,  far  reaching 
and  important,  the  distillation  for  coke  which 
saves  from  destruction  the  by-products  of  coke 
manufacture  and  assures  the  dye  industry  its 
supply  of  raw  materials.  The  products  derived 
from  this  material  are  so  numerous  it  seems 
almost  incredible  that  so  many  and  so  diversi- 
fied products  could  be  developed  into  industries 
of  such  magnitude  in  the  product  of  their  pro- 
duction, and  yet  new  ones  are  being  brought 
forth  and  others  are  being  made  more  available. 

It  is  to  the  improvements  in  the  methods  of 
production  and  also  in  the  apparatus,  that  the 
industry  of  coal  tar  distillation  owes  the  facility 
with  which  the  products  may  be  separated  from 
such  a  complex  mixture  as  coal  tar.  Column 
stills,  filter  presses,  vacuum  processes,  are 
among  the  mechanical  aids  which  have  enabled 
the  modern  tar  industry  to  attain  its  present 
proportions. 

The  most  striking  example  of  an  industry 
working  in  co-operation  with  scientific  re- 
search, each  benefiting  by  the  work  of  the 
other,  is  found  in  the  manufacture  of  coal  tar 
colors.  The  first  great  success  was  the  aliza- 
rine industry  which  developed  beyond  all  ex- 
pectations, and  was  rapidly  followed  by  the 
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synthesis  of  many  new  compounds,  including 
the  most  beautiful  and  valuable  dyestuffs. 
The  appearance  of  the  new  colors  provided 
new  methods  for  dyeing  and  printing,  and 
completely  revolutionized  these  two  ancient 
industries. 

The  synthesis  of  indigo  was  perhaps  the 
most  brilliant  conquest  in  this  field,  and  was 
solved  only  after  twenty  years  of  laborious  and 
expensive  research.  While  this  masterpiece 
may  never  be  surpassed,  It  does  not  signify 
that  this  industry  has  reached  its  limit7  and 
this  important  industry  will  undoubtedly  re- 
cord many  more  achievements. 

The  manufacture  of  synthetic  medicines  has 
also  earned  a  prominent  place  even  though  con- 
sidered an  offshoot  of  the  color  industry. 
With  such  products  as  antipyrine,  phenacetin, 
aspirin,  veronal,  etc.,  perfection  has  almost 
been  reached,  particularly  when  compared 
with  those  remedies  replaced  by  these  synthetic 
remedies. 

Another  new  industry  created  was  the  pro- 
duction of  synthetic  perfumes.  In  this  branch 
the  chemist  has  taken  paths  which  closely  fol- 
low those  of  nature,  to  produce  artificial  floral 
creations,  and  the  enormous  quantities  of  labor- 
atory products  so  produced  has  in  no  way  in- 
fluenced the  output  or  price  of  natural  products. 

The  developments  in  the  field  of  inorganic 
chemistry  would  perhaps  not  have  been  so 
marked  if  the  constantly  increasing  output  had 
not  found  a  ready  market  even  at  continually 
decreasing  prices.  The  same  situation  in  the 
field  of  organic  chemistry  was  even  more  strik- 
ing, and  the  transformations  even  more  remark- 
able. 

Among  the  industries  that  have  responded 
to  the  wizard-like  touch  of  the  chemist  are  the 
brewing,  distilling,  sugar,  starch  and  food  pro- 
ducts. Modern  biological  research  has  con- 
tributed to  their  progress  as  well  as  to  other 
industries,  and  also  influenced  almost  every 
branch  of  industrial  effort. 

The  investigation  and  subsequent  develop- 
ments of  cellulose  have  resulted  in  enormous 
industries  in  a  comparatively  short  space  of 
time.  While  cellulose  has  always  remained  a 
chemical  enigma,  the  lack  of  knowledge  con- 
cerning it  has  not  prevented  its  utilization. 


The  extraction  of  an  almost  pure  cellulose 
from  wood  has  placed  the  paper  industry  on  a 
secure  basis  at  a  time  when  the  lack  of  paper 
was  about  to  limit  the  production  of  printed 
matter.  Along  with  many  cellulose  industries 
came  the  production  of  artificial  silk  from  that 
source,  resulting  in  another  industry  which  has 
practically  superseded  the  natural  product. 

The  production  of  ethyl  alcohol  from  cell- 
ulose while  at  present  in  its  infancy,  will  no 
doubt  shortly  expand  into  an  industry  of  great 
proportions.  The  demand  for  a  fuel  to  take 
the  place  of  gasoline  in  internal  combustion 
engines,  seems  to  point  to  alcohol  as  the  suc- 
cessor and  cellulose  as  the  source. 

The  science  of  chemistry  and  particularly  its 
technological  progress  has  attained  a  marvel- 
ous state  of  development,  and  as  scientific  re- 
searches bring  forth  new  achievements,  indus- 
trial and  commercial  chemistry  will  also 
progress  and  continue  to  attack  the  difficult 
and  unsolved  problems. 

Synthetic  chetnistry  is  of  the  rising  genera- 
tion ;  a  production  of  to-day ;  an  offspring  of 
the  old  parent  science  which  was  limited  al- 
most entirely  to  the  extraction,  purification, 
and  manipulation  of  natural  products.  The 
chemist  of  to-day  is  invading  upon  the  pro- 
cesses of  nature  and  seeking  to  influence  them 
according  to  our  needs. 

The  secret  of  nature's  production  of  precious 
gems  has  been  wrested  from  her.  Nitrogen  is 
being  extracted  from  the  atmosphere  and  cir- 
culated by  improved  methods  over  the  natural 
process.  Transmutation  of  elements  has  been 
actually  accomplished.  Scientists  are  accu- 
mulating a  gradual  knowledge  of  forces  which 
eventually  may  make  our  present  efforts  seem 
tame  and  immature. 

Chemistry  has  long  outgrown  its  boundaries 
and  is  no  longer  confined  to  definite  limits. 
The  world  lies  at  its  feet,  and  the  everyday 
prosaic  routine  outputs  of  the  laboratory  are 
greater  marvels  than  the  miracles  of  old. — 
Merck's  Report. 

Many  of  the  so-called  "  vegetable  ivory ''  buttons 
used  on  dresses,  clocks,  etc.,  are  made  of  potatoes 
treated  with  sulphuric  acid. 

A  cubic  foot  of  cork  weighs  15  lbs.,  the  same 
amount  of  oak  63  lbs, 
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TKe  PKarmacefstical  Boxers. 


The  Spatula  U  the  oaly  publication  that  was  al- 
lowed to  have  a  photographer  present  at  the  great 
boxing  match  that  recently  took  place  at  Oak  Wicket 
(spelled  with  a  t)  Cottage  near  Merrimack,  Mass. 
The  moving  pictures  of  this  encounter  will  not  be  ex- 
hibited in  America,  so  our  readers  had  best  look  long 
and  well  at  the  reproductions  of  the  exclusive  photo- 
graphs shown  on  this  page. 

The  figure  at  the  right  in  the  first  picture  near  the 
swing  is  John  A.  Macarthy,  who  passed  the  Massa- 
chusetts Board  of  Pharmacy  last  January,  and  is  em- 
ployed by  his  uncle  John  W.  Patrick  at  122  South 
Broadway,  Lawrence,  Mass.  The  other  is  Dr.  Neales, 
a  dentist,  the  referee  is  Professor  Redmond  of  North 
Andover,  Mass.  The  second  picture  shows*the  finish 
wliere  the  druggist  has  knocked  the  doctor  out  by  the 
count  of  the  professor. 

John  W.  Patrick  runs  two  successful  drug  stores  in 
Lawrenc^,  Mass  ,  and  every  week  or  two  he  lets  his 
clerks  off  Sunday  and  Monday  to  go  with  Dr.  Neales 
to  Merrimac,  Mass.,  where  the  doctor  has  a  small 
farm  with  an  old  fashioned  farm  house  where  the  boys 
playgames  in  fiont  of  the  old  open  fire  place  in  winter, 
and  in  summer  enjoy  out-door  sports.    Mr.  Patrick  be- 


lieves  in  letting  his  clerks  have  as  much  time  o£E  as 
possible  so  they  can  enjoy  good  clean  out-door  sports, 
and  come  back  to  the  dutie?  of  the  stor?  refreshed. 


N«i«r  Coal*Tar  Explosives. 

The  remarkable  destructive  power  of  modern  guns, 
which  are  able  in  a  brief  time  to  wreck  the  strongest 
forts  was  made  possible  mainly  by  the  recent  discovery 
of  certain  new  kinds  of  high  explosives  derived  from 
coal  tar.  They  are  "  insensitive";  that  is,  they  are  so 
reluctant  to  explode  that  they  are  as  safe  to  handle  as 
corn  meal  or  baking  powder.  Shells  filled  with  them 
can  pass  through  the  thickest  armor  without  bursting 
—withstanding  both  the  shock  of  impact  and  the  enor- 
mous heat  generated.  Not  until  the  shells  have  pene- 
trated the  armor  are  they  set  off  by  the  fuses  they 
carry. 

It  is  that  power  to  penetrate  before  bursting-  that 
gives  the  projectiles  their  formidable  character  as 
destroyers  of  permanent  structures.  When  they  fin- 
ally do  explode  they  cause  wholesale  ruin,  for  the 
great  volume  of  gases  suddenly  set  free  can  make 
room  for  itself  only  by  a  wide  dispersal  of  the  sur- 
rounding material,  whether  it  is  stone,  or  cement,  or 
what  not. 

From  coal  tar  are  obtained  such  substances  as  ben. 
zene  and  toluene,  which,  treated  with  nitric  acid,  make 
explosives  of  the  insensitive  kind.  One  of  them,  called 
"T.  N.  T."  (short  for  trinitrotoluene),  has  been 
largely  used  by  the  Germans  in  the  present  war  for 
filling  shells. 

In  accounts  of  the  fighting  that  is  now  going  on  in 
Europe,  you  read  of  the  use  of  melinite  by  the  French, 
and  of  lyddite  by  the  British.  The  Japanese,  in  their 
recent  attack  on  the  Germans  in  China,  used  Shimose. 
All  three  of  these  high  explosives  are  one  and  the 
same  thing ;  namely,  picric  acid  which  is  derived  from 
coal  tar,  and  which  is  melted  and  poured  into  the  pro- 
jectiles.—  Prof.  Charles  £.  Monroe,  in  the  Youth*s 
Companion.  ,  

rirst  Aid  to  tHe  Citfai*. 

Before  a  man  lights  a  cigar  he  always  has  to  cut  or 
bite  off  the  end  in  order  that  the  cigar  will  draw  well. 
Even  then  the  cigar  occasionally  does  not  smoke  as  it 
should.  To  remedy  these  defects  a  certain  cigar 
maker  cuts  off  the  end  of  the  cigars  which  he  manu- 
factures and  inserts  a  large  pin  about  two  inches  in 
length  and  provided  with  a  head  similar  to  the  tip  of 
the  cigar  which  was  removed.  The  pin  is  the  same 
color  as  the  cigar  and  in  no  respects  detract  from  the 
appearance  of  the  article.  In  fact,  the  casual  observer 
would  not  notice  it.  As  a  first  aid  to  improve  the 
smoking  qualities  of  the  cigar  it  is  highly  efficient. 
The  consumer  merely  pulls  the  pin  from  the  end  of  the 
cigar  and  then  enjoys  a  perfect  smoke.  He  doesn't 
have  to  bite  off  the  cigar  end  and  he  doesn't  have  to 
fuss  with  the  cigar  to  get  it  to  smoke  evenly  and  to 
draw  well.  The  handy  scheme  has  delighted  all 
smokers  who  have  tried  it. — Scientific  American. 


For  Some  Time  Yet. 

I  like  The  Spatula  very  much  and  shall  continue 
to  take  the  magazine  right  along.  L.  C.  Pfeiffeh. 
Albany^ N.  K,  March  I2*jgi^. 
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WHEN  THERE  IS  PLENTY  OF  ROOM. 


How  to  Trim  a  Store. 

The  fifteenth  in  a  serits  of  articles  on  Commercial  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "Commercial  Pharmacy." 


I  STORE  trimming —  which  includes 
trimming  the  soda  fountain,  showcases, 
counters,  and  fixtures  —  naturally  falls 
to  a  drug  clerk^s  lot  more  than  window 
trimming;  for  every  drug  clerk  does 
more  or  less  store  trimming  every  day. 
A  person  attracted  by  the  storeys  original  and  immac- 
ulate window  displays  will  expect  the  store  displays 
to  be  of  an  equally  high  order.  The  window  displays 
show  a  passer-by  what  he  may  expect  to  find  inside 
the  store ;  so  it  won't  do  to  have  fine  window  displays 
and  tossed- up,  indifferent  store  displays.  All  the 
energy  shouldn't  be  put  into  window  displays  to  the 
detriment  of  the  store  displays.  Both  are  necessary. 
They  should  co-operate  with  and  supplement  each 
other. 

If  the  window  display  this  week  is  talcum  powder, 
displays  of  talcum  powder  should  be  m^de  on  the  show 
cases  nearest  the  window,  where  everybody  who 
comes  in  will  see  them.  Prospective  customers  can- 
not examine  the  goods  in  the  window  at  close  range, 
but  on  the  show-case  they  can  pick  up  a  box  of  tal 
cum  powder,  read  the  directions,  ond  can  get  the  odor 
either  by  removing  the  cover  or  through  the  pachage. 
Very  often  a  customer  will  pick  up  a  box  of  talcum 
powder  from  the  top  of  the  show-case  and  say,  **  Is 
.this  stuff  any  good  that  you  are  displaying  in  the  win- 
dow? How  is  it  any  better  than  any  other  talcum 
powder,  is  it  in  the  odor,  the  smoothness  or  the  size  of 

tCopyrightf'iQis  by  Chai.  D.  O'Connor. 


the  package  ? "  The  very  fact  of  the  talcum  powder 
being  displayed  right  where  he  couldn't  help  seeing 
it  has  coupled  it  with  the  window  display  which  he  saw 
from  the  doorway,  and  he  is  interested  enough  to  pick 
up  the  package  to  look  it  over  and  to  ask  questions 
about  it.  When  he  goes  that  far  it  is  easy  for  you  to 
complete  the  sale.  If  that  talcum  powder  wasn't  in  a 
handy  place  where  he  could  get  hold  of  it  he  probably 
wouldn't  have  considered  buying  it.  That  is  a  com- 
mon instance  of  how  store  displays  co-operate  with 
window  displays  and  proves  that  all  the  goods  should 
not  be  be  put  into  the  window  display.  Enough 
should  be  saved  to  make  at  least  one  creditable  show- 
case or  counter  display. 

Function  of  a  Show  Case. 

Show  case  trimming  is  given  more  attention  now- 
a-days  then  formerly.  A  show  case  is  a  silent  sales- 
man as  much  as  a  window.  A  well  trimmed  show 
case  will  attract  attention,  create  desire  and  convince. 
Its  function  is  the  same  as  that  of  a  good  ad.  Well 
trimmed  show  cases  do  show  a  store  up  nicely.  They 
impress  a  customer  the  minute  he  opens  the  door. 

Show  case  displays  grow  stale  just  like  window  dis- 
plays. They  should  be  changed  at  least  every  month 
and  the  displays  on  top  of  the  show  cases  every  week. 
Sometimes  merely  changing  two  or  three  groups  of 
goods  in  a  show  case  will  alter  the  whole  appearance 
of  the  display  and  make  it  appear  that  the  whole  dis- 
play was  changed.  Another  way  to  put  a  new  front 
on  a  display  is  to  change  the  form  without  changing 
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the  location  of  the  goods.  That  is,  if  the  goods  were 
displayed  last  month  laid  out  straight,  arrange  them 
next  month  in  circles  or  ovals.  That  gives  an  entirely 
new  appearance  to  the  show  case  and  without  shifting 
the  locations  of  the  goods.  Too  frequent  changes 
make  it  hard  for  the  other  clerks  to  find  the  articles 
and  many  sales  are  lost  on  account  of  it,  especially  at 
meal  hours  when  the  store  force  is  short-handed  and 
the  customers  will  not  wait  if  you  have  to  hunt  very 
long  for  an  article. 

If  the  candy  case  is  assigned  to  you,  you  have  a  big 
job  on  your  hands  to  keep  it  up  properly.  It  is  the 
hardest  showcase  in  a  drug  store  to  keep  up,  and  it 
sells  more  goods  than  any  other  show  case  in  a  drug 
store  when  it  is  kept  up.  Candy  appeals  to  every- 
body. A  neatly  arranged  candy  case  will  convince  a 
person  that  he  wants  some  candy  when  he  had  no 
notion  of  it  when  he  came  in.  I  have  often  heard 
customers  say,  **  That  candy  case  looks  swell,  I  can't 
go  by  it,  I  must  have  a  little  candy  to  take  home ;  *' 
again,  "  That  candy  case  makes  my  mouth  water,  give 
md  a  half-pound  of  that  40  cent  mixture;''  again 
"  Those  chocolate  peppermints  will  look  good  on  my 
desk  this  afternoon,  give  me  a  half-pound  of  them." 
Two  Kinds  of  Candy  Cases. 

Here  is  the  kind  of  a  candy  case  I  have  seen  in 
some  drug  stores :  the  candy  in  the  trays  looked  as  if 
it  was  thrown  in ;  salted  peanuts  run  over  and  mixed 
with  chocolates ;  peppermints  run  over  into  the  toasted 
marshmallows ;  musk  lozenges  run  over  into  the  tray 
of  gum  drops ;  40  cent  lb.  price  tickets  in  20  cent  lb. 
candies;  price  tickets  upside  down,  price  tickets 
turned  over  showing  only  blank  cardboard;  moth 
millers  crawling  on  the  inside  of  the  glass;  choco- 
late finger  marks  on  the  fancy  candy  packages ;  no 
price  tickets  on  these  packages;  paper  underneath 
the  trays  faded  and  bunched  up  in  front  against  the 
glass ;  glass  trays  with  gummy  deposits  on  the  edges 
where  the  chocolates  had  leaked ;  chocolates  with  the 
coating  turned  white,  with  the  coating  broken  off  in 
places,  with  the  centers  sunken  in ;  some  trays  empty, 
some  with  two  or  three  pieces  of  candy,  some  half- 
filled  ;  in  fact,  the  whole  candy  case  was  in  such  a  con- 
dition as  to  disgust  a  customer  and  lead  him  to  believe 
that  the  whole  store  was  running  down. 

Here  is  another  kind  of  a  candy  case  I  have  seen 
in  some  drug  stores :  glass,  immaculate  and  polished ; 
floor  of  case  covered  with  clean  white  crepe  paper, 
candy  trays  clean  and  shining,  well-filled  but  not  spill- 
ing over ;  neat  signs  all  of  same  color  giving  the  names 
of  the  goods  displayed ;  fancy  candy  packages  nicely 
arranged  on  pink  silk  in ''center  of  case ;  everything  in 
the  case  price-ticketed  and  every  price  ticket  in  its 
proper  place ;  candy  scoops  polished  ;  the  case  looked 
as  if  the  one  in  charge  of  it  took  great  pride  in  its 
appearance.    It  certainly  did  look  good  to  me. 

If  it  is  your  job  to  look  after  the  candy  case,  keep  it 
looking  like  the  latter  one  described.  Nice  chocolates 
should  not  be  dumped  into  a  tray.  Arrange  them  in 
layers.    It  only  takes  two  or  thr^e  minutes  to  fill  a 


small  glass  tray  and  the  chocolates  don't  get  bruised 
or  dented.  The  package  goods  should  not  be  dis- 
played in  a  too  set  design.  Every  prckage  needn't 
set  square  to  the  front.  Arrange  them  so  the  differ- 
ent colors  will  blend  nicely.  Use  a  crescent  design 
one  week,  an  oval  design  another  week,  a  circle  de- 
sign the  next  week.  Small  articles  like  chewing  gum, 
breath-killers,  sell  best  when  placed  on  top  of  the 
candy  case  where  they  can  be  easily  seen.  You  can 
make  a  candy  case  look  pretty  and  sell  goods  if  you 
will  take  pains  with  it  and  use  originality  in  display- 
ing the  goods.  The  candy  case  contributes  from 
20%  to  25%  of  the  sales  of  many  drug  stores,  so  it  pays 
to  keep  it  up  properly. 

A  Well  Dressed  Cigar  Case. 

The  cigar  case  is  not  an  easy  case  to  take  care  of. 
Many  clerks  throw  the  cigars  back  into  tne  boxes  so 
that  they  form  every  kind  of  an  angle.  I  had  a  clerk 
once  who  was  a  star  in  keeping  up  the  cigar  case. 
Several  times  a  day  he  straightened  the  cigars  out  so 
that  rarely  a  box  could  be  seen  with  a  cigar  out  of 
place.  He  had  a  ticket  on  every  box  giving  the  name 
of  the  brand  and  price.  No  cigar  with  a  broken 
wrapper  or  a  bruised  end  was  allowed  to  remain  in 
the  case.  The  cigar  lighter  was  always  lit,  the  match 
tray  alwa]rs  filled,  the  cigar  moistening  machine  always 
kept  up.  That  cigar  case  while  that  clerk  had  charge 
of  it,  always  looked  to  me  like  a  wall-dressed  man 
does,  "  slick  as  a  pin  "  all  the  time. 

Flowers  and  Fruits  for  the  Fountain. 

The  soda  fountain  always  looks  a  little  bare  without 
some  special  decorations.  A  vase  of  flowers  always 
improves  it  If  your  neighbors  make  a  practice  of 
giving  you  flowers,  or  if  you  have  flowers  in  your  own 
garden,  take  them  down  to  the  store  and  arrange 
them  on  the  fountain,  the  counter  or  the  ice  cream 
table.  Even  wild  flowers  look  nice.  A  bouquet  of 
goldenrod,  daisies,  mountain  laurel,  June  pinks,  May- 
flowers, or  violets  always  attract  attention  and  cause 
favorable  comments. 

The  fruits  nicely  arranged  on  the  counter  is  an  in- 
viting sight.  Eggs  washed  with  soap -and  a  tooth- 
brush show  up  well.  Napkins  folded  in  some  unique 
design,  or  any  arrangement  about  a  soda  fountain 
that  is  out  of  the  ordinary  is  sure  to  attract  attention. 

Perhaps  you  have  some  potted  plants  at  home  that 
you  could  bring  to  your  employer's  store.  You  could 
take  care  of  them  there  just  as  well  as  at  your  own 
home.  A  nice  fern,  an  auracaria,  a  rubber  plant,  a 
small  palm  would  make  a  fountain  look  cool  in  the 
summer  These  potted  plants  would  keep  the  fountain 
from  looking  bare  when  you  were  unable  to  get  fresh 
flowers.  I  am  sure  your  employer  would  appreciate 
such  enterprise  on  your  part. 

The  colors  of  the  local  high  school,  normal  school, 
or  near-by  college  neatly  draped  on  the  fountain  will 
draw  the  young  element.  They  are  the  people  who 
advertise  a  fountain  because  they  are  always  bubbling 
over  with  enthusiasm.    The  neatly  deqorated  sod^ 
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fountaio  will  draw  the  trade  of  the  town,  other  things 
being  equal. 

Displaying  Rubber  Goods. 

The  rubber  goods  show  case  looks  either  awful 
good  or  awful  bad,  usually  the  latter.  A  hot  water 
bottle  or  fountain  syringe  thrown  carelessly  into  a 
show  case  spoils  the  whole  display.  When  such 
goods  are  roughly  handled  or  left  where  the  slidinjg; 
doors  of  the  show  case  hit  them  and  knock  them  off 
the  shelves,  a  shut-off  or  a  hard  rubber  pipe  is  apt  to 
be  lost.  It  isn*t  missed  until  a  sale  is  just  about 
made,  then  that  sale  is  lost.  It  usually  happens  that 
the  customer  wants  just  that  fountain  syringe  with  the 
shut-off  and  one  pipe  missing  and  won't  listen  to  any 
argument  of  borrowing  from  the  other  fountain  sy- 
ringes in  the  case  for  fear  that  the  parts  won^t  fit  or 
work  just  right.  Rubber  goods  nicely  arranged  in  a 
show  case  with  price  tickets  and  signs  in  their  proper 
places  will  sell  well  and  will  attract  special  attention, 
for  as  a  rule  it  is  the  poorest  looking  show  case  in  a 
drug  store. 

Mats  and  Doilies  Help  Counter  Displays. 

Sometimes  the  duty  of  keeping  the  tops  of  all  the 
show  cases  in  the  store  clean  and  well  arranged  is  as- 
signed to  one  clerk.  If  that  job  happens  to  be  yours 
you  have  a  fine  opportunity  to  experiment  in  display- 
ing goods.  It  is  an  actual  fact  that  goods  which  are 
poor  sellers  in  one  part  of  the  store  will  sell  well  in 
'  another  part.  Another  fact  is  that  goods  in  the  same 
location  which  do  not  sell  in  one  form  of  arrangement 
will  sell  in  another  form.  For  example,  if  a  certain 
face  cream  arranged  in  the  form  of  a  pyramid  doesn't 
move  rapidly,  it  may  move  twice  as  fast  if  a  half 
dozen  packages  are  neatly  displayed  on  a  round  fancy 
Japanei^e  paper  doily  or  on  an  oval  mat  of  green  felt. 
The  pyramid  form  of  display  is  so  common-place  that 
it  doesn't  attract  the  attention  of  customers  as  quickly, 
as  more  novel  or  original  forms  of  display  would. 

A  piece  of  green  felt  costs  but  little.  Your  em- 
ployer will  allow  you  to  buy  some  of  it.  Lay  a  plate, 
saucer,  platter,  cup  over  it  and  you  can  cut  out  seve- 
ral different  shapes  of  mats  which  not  only  show  the 
goods  up  nicely  but  prevent  the  glass  from  getting 
scratched.  I  used  these  mats  for  several  years  and 
many  of  the  customers  remarked  how  nicely  they 
looked.  You  can  use  one  color  of  felt  for  summer 
and  a  different  color  for  winter. 

The  best  locations  in  the  store  should  be  reserved 
for  the  display  of  seasonable  goods  and  articles  which 
form  the  window  displays. 

All  signs  hanging  on  the  doors  of  wall  sections 
should  be  kept  straight.  These  are  easily  knocked 
out  of  place;  so  they  need  constant  attention. 

It  is  quite  common  nowadays  to  use  artificial 
flowers,  vines,  and  foliage  for  store  trimming.  Violets, 
lilacs,  etc.,  in  the  spring,  and  autumn  leaves  in  the 
fall.  Paper  decorations  are  largely  used ;  purple  and 
white  festoons  for  Easter,  red  and  green  festoons  for 
Christmas.    You  can  get  some  good  ideas  as  to  the 


best  way  of  arranging  these  by  observing  how  they  do 
it  in  the  stores  in  the  large  cities. 

To  sum  up  —  store  trimming  supplements  window 
trimming.  The  good  impression  created  by  the  well 
trimmed  window  is  backed  up  by  the  well-trimmed 
store.  The  customer  sees  the  same  care  used  in  trim- 
ming the  window  as  is  used  in  trimming  the  show 
cases,  soda  fountain,  counters  and  fixtures.  He  sees 
on  all  sides  evidence  of  painstaking  care,  system, 
originality  and  ingenuity.  The  soda  fountain  looks 
cool  and  inviting  f  the  candy  case  tempting;  the  cigar 
case  like  a  well  dressed  man ;  the  top  of  the  show 
cases  look  different  from  those  in  other  stores ;  there 
is  an  air  of  progressiveness  and  prosperity  pervading 
the  entire  store  and  the  customer  cannot  help  but 
feel  that  everything  possible  is  done  in  that  store  to 
make  him  feel  at  home  and  to  aid  him  in  making  his 
purchases. 

Proposed  Model  L»ai«r. 

We  have  received  from  the  National  Association 
of  Retail  Druggists,  Chicago,  a  copy  of  the  final 
draft  of  a  model  state  anti  narcotic  measure  prepared 
at  the  request  of  the  N.A.R.D.  by  Dr.  J.  H.  Beal, 
Mr.  Frank  H.  Freericks  and  Mr.  Hugh  Craig.  The 
proposed  law  as  a  whole  has  been  carefully  worked 
out  and  is  worthy  in  general  of  much  commendation. 
We  regret  its  great  length  renders  it  impracticable 
for  us  to  publish  it  in  full  in  The  Spatula.  We 
have  no  doubt,  however,  a  copy  will  be  sent  to  any 
one  interested  enough  to  ask  for  it. 

The  most  powerful  telescope  now  in  use  magnifies 
2,000  diameters.  As  the  moon  is  240,000  miles  from 
the  earth  it  is  thus,  to  all  intents  and  purposes,  brought 
within  120  miles  of  our  world. 
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A  Simple  HsrdrotfwA  Sulpbitf •  0«A«rator. 

In  the  accompanying  illustration  is  shown  a  sugges- 
tion for  a  simple  HaS  generator  of  great  practical 
value  in  the  laboratory.  The  generator  may  be  de- 
scribed as  follows :  A 
is  a  bottle  of  about  }i 
liter  capacity,  B  a  six- 
inch  test  tube  with  a 
hole  C  punctured  in 
the  bottom  by  means 
of  a  blow  pipe,  D  is  the 
'  acfd  solution,  £"  is  a 
thistle  or  funnel  to 
permit  of  influx  or  ef- 
flux of  air,  F  and  G 
are  rubber  stoppers 
suitably  bored  to  re- 
ceive their  respective 
inserts,  and  H  is  ^ 
bent  delivery  lubcj 
while  /  is  a  pinch- 
cock. 

When  the  pinch-cock  is  opened  the  weight  of  the 
acid  solution  pushes  part  of  it  up  and  into  the  test 
tube.  The  acid  then  reacts  with  the  iron  sulphide  in 
the  tube  and  H3S  is  evolved.  If,  then,  the  pinch-cock 
be  closed,  a  pressure  due  to  the  gas  is  formed  which 
pushes  the  acid  solution  out  of  the  tube.  The  excess 
of  the  gas  bubbles  up  through  the  acid  and  out  through 
£".— -Contributed  by  Francis  B.  Coyle,  to  the  World's 
Advance. 


VTHat  CoAd«AS««l  MilK  Is. 

,The  Joint  Committee  on  Definitions  and  Standards 
of  the  American  Association  of  Dairy,  Food  and 
Drug  Officials,  the  Association  of  Official  Agricultural 
Chemists,  and  the  United  States  Department  of  Agri- 
culture, on  November  20,  1914,  adopted  the  following 
definition  and  standard  for  condensed  milk,  evapo- 
rated milk,  concentrated  milk :  Condensed  milk,  evap- 
orated milk,  concentrated  milk,  is  the  product  result- 
ing from  the  evaporation  of  a  considerable  portion  of 
the  water  from  the  whole,  fresh,  clean,  lacteal  secre- 
tion obtained  by  the  complete  milking  of  one  or  more 
healthy  cows,  properly  fed  and  kept,  excluding  that 
obtained^within  fifteen  days  before  and  ten  days  after 
calving,  and  contains,  all  tolerances  being  allowed  for, 
not  less  than  twenty-five  and  five-tenths  per  cent 
(25.5%)  of  total  solids  and  not  less  than  seven  and 
eight-tenths  per  cent  (7.8%)  of  milk  fat. 

Nitrat*  D«90sits  ib  Cimil*. 

Prof.  Ira  Kemsen  of  Johns  Hopkin^,  speaking  of 
the  nitrogen  problem  in  The  Youth'js  Companion, 
says :  "  The  most  important  of  the  deposits  of  nitrogen 
compounds  in  the  soil  is  that  which  has  been  discov- 
ered in  Chile,  in  South  America.  The  valuable  con- 
stituent of  this  deposit  is  known  to  chemists  as  sodium 
nitrate,  or  more.commonly  as  Chile  saltpetre,  and  has 
come  to  play  a  very  important  part  in  agriculture.  In 
1825,  a  shipload  of  it  was  sent  to  Hamburg,  in  Ger- 


many, but  no  one  could  suggest  any  use  for  it,  and  it 
was  thrown  into  the  sea.  Since  the  sixties  of  the  last 
century,  it  has  been  used  for  agricultural  purposes.  In 
i860,  225,000  tons  were  exported  from  Chile,  and  at 
present  more  than  2,000,000  tons  are  used  annually. 
According  to  several  estimates,  there  are  from  65,000,- 
000  to  120,000,000  tons  of  saltpetre  available  in  Chile. 
The  amount  exported  is  increasing.  It  is  therefore 
,  evident  that  in  a  comparatively  short  time  —  twenty  to 
forty  years  —  the  supply  of  saltpetre  in  Chile  will  in 
all  probability  be  exhausted."  ^ 

Said  the  learned  apothecary,  as  he  handed  me  his 
pills, "  These  will  make  you  blithe  and  merry,  they 
will  cure  all  human  ills.  They  will  kill  the  microbes 
buzzin'  in  your  vitals  and  your  head,  if  you'll  only  take 
a  dozen  just  before  you  go  to  bed."  So  I  took  them 
for  the  glanders  which  had  held  me  for  a  spell,  for  the 
mumps  and  yellow  janders,  and  they  made  me  sound 
'  and  well.  Oh,  those  pills  I  recommended,  till  I  saw 
their  sales  advance,  and  their  merits  I  defended  every 
time  I  had  a  chance.  Then  the  able  druggist  perished, 
and  a  new  one  took  the  store,  and  the  pills  I  loved  and 
cherished  weren't  compounded  any  more.  Then  a 
sample  pill  I  carried  to  an  analyst  of  fame,  and  around 
his  study  tarried  while  he  analyzed  the  samel  And 
his  laughter  made  him  totter  when  his  task  was  done, 
by  jing:  "this  is  made  of  flour  and  water,  and  it 
wouldn't  cure  a  thing !"  Thus  the  man  of  science 
lilted,  for  his  task  had  made  him  gay ;  and  I  humbled 
felt  and  wilted,  as  I  took  the  pill  away.  Just  the 
same,  those  pills  had  cured  me,  changed  my  health 
from  bad  to  good,  as  the  pharmacist  assured  roe,  on 
his  honor  that  they  would!—  Walt  Mason  in  Phila- 
delphia Bulletin. 

B«ir«t!l«  Holder. 

Stroud  Jordan,  pictures  a  burette  holder  for  which 
he  claims  no  originality,  but  which  he  has  nowhere 
seen  used,  although  many  forms  of  burette  holders 
using  two-way  stopcock  bur- 
ettes are  in  use  constantly .  The 
advantages  claimed  for  this 
apparatus  are  as  follows:  A 
closed  system  eliminating  the 
error  due  to  evaporation';  sav- 
ing of  standard  solution  by 
turning  stop  cock  and  allowing 
any  excess  not  in  use  to  be 
drained  back  into  the  bottle  by 
the  filling  siphon ;  compactness 
and  ease  of  handling  in  order 
that  the  best  light  may  be  ob- 
tained; cleaning  burette  with- 
out removingit  from  the  holder; 
keeping  the  solution  well  mixed 
by  slipping  a  piece  of  rubber  over  the  air  inlet  instead 
of  the  rubber  bulb  and  shaking  the  contents;  the 
elimination  of  error  due  to  drops  adhering  to  the  side 
of  the  burette  when  it  is  filled  from  the  top.—  Merck's 
Report. 
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NOTE— It  is  the  desire  of  the  editor  of  this  de- 
partment to  make  it  as  interesting  and  Profitable  to 
the  readers  o/  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deaL  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article^  let  us  hear 
from  you.  Do  not  exPect  however^  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 

Ma9l«  Extract  C.  I^.  O.  Emtilsion. 

Can  you  give  me  formulas  for  a  good  maple  extract 
from   ethers;  also   one  for  emulsion  cod  liver  oil  with 
hypophoflphites  lime  and  soda. 
Brockton^  Mass.  E.  B. 

We  fail  to  find  formula  for  maple  extract.  Fenner 
gives  the  following  for  making  syrup  hypophosphite 
lime  and  soda. 

Calcium  hypophosphite 256  grs. 

Sodium  hypophosphite 128  grs 

Potassium  nypouha^phite 64Rrt. 

Water 8  fl.  oz». 

Soluble  flavuiinf; i  fl.  oz 

Sugar 16  av  ozs. 

Rub  the  salts  to  a  fine  powder  and  then  with  the 

water,  add  the  flavoring,  filter,  and  in  this  dissolve  the 

sugar  without  heat. 

I  am  desirous    of  getting    a  formula  for  a  headache 
remedy  in  powder  or  tablet  form  which  possesses  merit 
and  can  be  sold  with  satisfaction. 
Media,  Pa.  C.  A.  J. 

Try  either  one  of  the  following : 

No.  I. 

Acetanilide  .  .1 30  grs. 

Caffeindt isgrs 

Soda  bicarbonate 15  grs. 

Sugar 60  grs. 

M.     Make  6  powders. 

No.  2. 

Acetanilide 30  grs. 

Powdered  guarana 30  grs. 

Soda  bicarbonate i^  grs. 

Sugar 60  grs. 

M.    Make  6  powders. 

Babsr  Foods. 

I  would  esteem  it  a  great  favor  if  you  could  let  me  have 
one  or  two  formulas  for  a  really  good  baby  food  that  is 
mixed  with  water  and  suitable  for  the  hot  Indian  climate. 
Calcutta^  India.  S.  H. 


We  fail  to  find  anything  that  would  be  satisfactory 
These  foods  are  made  and  treated  by  different  proc 
esses  all  of  which  require  expensive  machinery  and 
experience.  We  do  not  think  it  would  be  practical  for 
the  retail  druggist  to  attempt  to  make  a  baby  food  of 
this  kind. 

P«rf«im«  iA  Ig«  Form. 

Would  you  kindly  give  us  formula  to  make  perfume  in 
ice  form. 
Chicago,  III.  J.  V. 

We  presume  you  have  reference  to  solid  perfumes 
having  a  parafHn  base,  which  are  made  by  melting  the 
wax  on  a  water  bath  and  allowing  to  partly  cool,  or 
until  it  is  thick  or  creamy,  and  then  stirring  in  the  per' 
fume  oils  and  pouring  into  moulds  of  the  desired  shape' 
The  following  formula  is  typical. 

Paraffin 8  ots. 

Oil  lavender  flowers 4  drs. 

Oil  bergamot 4  drs. 

Oil  cloves 2  drs. 

Oil  rose  geraniun> i  dr. 

Vanillin 16  grs. 

Oil  sweet  almonds a  drs. 

Mix  all  before  added  to  the  melted  wax. 
AAti  Rust  for  M«t»l. 

We  would  like  very  much  to  secure  a  formula  for  mak- 
ing of  anti  rust  metal. 
Detroit,  Mich.  H.  K.  Co. 

The  following  is  claimed  to  be  good.  To  obviate 
the  scaling  of  coatings  on  iron  if  exposed  to  the  attacks 
of  the  weather,  it  is  advisable  to  wash  the  iron  thor- 
oughly and  to  paint  it  next  with  a  layer  of  boiling 
Unseed  oil.  If  thus  treated  the  paint  never  cracks  off. 
If  the  iron  objects  are  small  and  can  be  heated,  it  is 
advantageous  to  heat  them  previously  and  to  dip  them 
into  linseed  oil.  The  boiling  oil  enters  all  the  pores 
of  the  metal  and  drives  out  the  moisture.  The  coating 
adheres  so  firmly  that  frost,  rain  nor  wind  can  injiye  it 
VTasHlAtf  Compofind. 

I   am   enclosing  sample  of  a  washing  compound  also 
directions  how  to  use  it.     I  would   like  you  to  tell  me 
what  it  is  composed  of  and  how  to  prepare  it. 
Boston,  Mass.  J.  W.  L. 

Do  not  know  the  exact  composition  of  the  sample 
sent.  However  the  following  may  make  a  similar  pre- 
paration. 

Paraffin  wax 10  lbs. 

Powdered  carbonate  soda i  lb. 

Borax i  lb 
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Melt  the  wax  and  stir  in  the  other  materials  in  fine 
powder,  continuing  the  stirring  until  the  wax  begins 
to  set  so  as  to  hold  the  powders  in  suspension.  Then 
pour  out  into  moulds  or  fin  trays  about  one-half  inch 
deep  and  when  nearly  cold  cut  into  cakes  the  desired 
size. 
PaiA  C«ir«»  OraAtfead«»  etc. 

Woald  yoo  please  publish  me  a  few  formulas  for  pain 
cares  for  internal  and  extemal  use,  orangeade,  extract, 
vegetable  toilet  soaps. 
Sacramento t  Pa,  J.  K.  A. 

Pain  Cure.— No.  i. 

Alcohol a     pts. 

Guaiac  resin i     oz. 

Tr.myrrh H  02. 

Spts.  camphor H  oc. 

Tr.  capsicum H  oz. 

Tr.oplam ^01.-, 

M.    Both  internal  and  external. 

No.  2. 

Tr.  lobelia a  drs. 

Tr.  capsicum 2  drs. 

Tr.  pnckly  ash  bark 4  drs. 

Tr.  cinnamon i  drs. 

Tr  camphor bdrs. 

Menthol i  dr. 

Alcohol,  q.  s 6  ozs. 

M. 

Orangeade. 
The  following  makes  a  good  extract  of  orange : 

Oil  sweet  orange,  fresh i  oz. 

Fresh  orange  peel  (outside  rind)  —  i  oz. 
Cologne  spirits 15  ozs. 

Mix  and  let  stand  for  7  days  and  filter.    To  color 
use  tumeric  and  small  amount  of  red  fruit  coloring. 
Soaps. 

The  subject  of  soaps  is  too  broad  to  discuss  in  our 
space,  but  we  will  suggest  that  you  obtain  some  good 
work  in  the  manufacture  of  soaps  which  will  give  you 
all  the  information  desired.  Such  a  book  may  be  had 
from  the  American  Perfumer,  New  York. 
CamplaorM««l  Oil* 

I  would  like  a  good  working  formula  for  making  cam 
phorated  oil. 
Beaver  Falls,  Pa.  H.  A.  M. 

We  have  found  the  following  very  satisfactory : 

Camphor  (coarse  powder) 3  ozs. 

Cottonseed  oil  or  olive  oil 8  ozs. 

Put  above  in  a  suitable  fiask  and  apply  gentle  heat 
by  means  of  water  bath  and  agitate  frequently  until 
the  camphor  is  dissolved. 

Cle»iasiiatf  Cream. 

Will  yoa  please  publish  a  formula  for  a  cleansing  cream* 
that  can  be  colored  pink,  that  rubs  in  and  oat  of  the  skin 
but  different  from  a  massage  or  greaseless  cream. 
Teligh,  Mont,  H.  V.  B. 

We  do  not  know  of  anything  that  will  meet  your 
requirements  except  a  casein  cream.  We  have  pub- 
lished a  great  many  formulas  for  making  this  cream. 
You  will  also  find  many  in  our  booklet "  Toilet  Prepa- 
rations/' the  price  of  which  is  50  cents  postpaid. 

Camplaorat««l  Mtastartf  Cr«am. 

I  am  anxious  for  obtaining  a  formula  for  a  camphorated 
mustard  cream. 
Ogdensburi,  N,  K  W.  H.  R. 

Possibly  the  following  may  meet  your  requirements: 

Menthol 25     grs. 

Gum  camphor 35     grs. 


Thymol is     grs.     - 

Boric  acid ao     gra. 

Oi  1  muatard 10  to  1 5  ni  nt . 

White  wax i     os. 

White  petrolatum 4K  ozs. 

Oil  Wintergreen 10     mins 

Melt  the  wax  and  petrolatum  and  add  the  other 

ingredients,  and  pour  into  opal  pots  or  jars. 

Fo»miiatf  Slaampoo* 

Give  me  a  formula  for  a  foaming  shampoo,  what  is 
known  in  the  barber  trade  as  cappillary. 
Brooklyn,  N.  V.  H.  J. 

Try  the  following : 

Potassium  carbonate i  oz. 

White  castlile  soap". 4  on. 

Tincture  quillaja 4  ozs. 

Oillavender K  dr. 

Alcohol 8  ozs. 

Water 34  ozs. 

Mix. 

•*  Notlaintf  Doiiatf.** 

Kindly  inform  me  in  detail  the  manufacturing  process 
of  "  Papain "  from  from  Papaiya  tree.  We  need  the 
article  because  the  tree  grows  here  luxuriantly.  The 
fruits  are  only  used  here  by  the  public  but  no  care  is  taken 
of  in  extraction  of  **  Papain "  for.  medical  purposes. 
Please  answer  through  paper  in  detaX  and  if  possible 
kindly  advise  us  of  any  book  on  the  subject.  We  ever 
await  the  arrival  of  your  Spatula. 
Kapadwanj,  India,  M.  P.  S. 

We  know  of  no  book  covering  this  subject,  but 
should  advise  you  to  write  the  Scientific  American, 
New  York,  or  to  the  Chemist  and  Druggist  of  London. 
A  A  Aliimiia«im  Reactioia* 

Metallic  aluminum  is  readily  soluble  in  concentrated 
aqueous  solutions  of  sodium  or  potassium  hydroxides 
especially  when  heated.    Commercial  lye  is  largely  a 
mixture  of  these  two  chemicals.    The  reaction  pro- 
duces sodium  or  potassium  aluminate  in  solution  and 
hydrogen  (gas)  is  evolved. 
BorMed  Talcum  Toil«t  Poiarder. 
A.  P.  D.,  Manchester,  N.  Ji. 
No.  I. 

Talcum 14H  av.  oss. 

Boric  acid i34  av.  ocs. 

Carbolic  acid 50     drdps 

The  talc  and  boric  acid  should  be  in  the  finest  post 

sible  powder,  should  be  well  mixed  with  the  carbolic 

acid,  and  then  should  be  sifted  through  a  fine  sieve. 

No.  2. 

Talcum 14  av.  ocs. 

Boric  acid 3  av.  ozs. 

Oil  of  rose  geranium ad.  drs.' 

Prepare  like  the  preceding. 

No.  3. 

The  following  contains  both  orris  and  boric  acid 

Talcum 9  av.  ois. 

Boric  acid 3  av.  ozs. 

Orris  root i  av.  oz. 

Mix  all  in  fine  powder  and  pass  through  a  fine  sieve. 

Violet  extract  or  ionone  may  be  added. 

Fr«iacla  M«istar«l* 

What  are  the  principal  ingredients  of  French  mustard  ? 
Nashville,  Tenn.  L.  C.  W. 

The  following  formulas  were  published  some  time 
ago  in  the  Chemist  and  Druggist  of  London. 
No.  I. 


Salt 3  0Z. 

Sugar 3  0Z. 
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Powdered  anise 2  dr. 

Powdered  cinnamon 2  dr. 

Powdered  foenugreek i  dr. 

Worcester  sauce i  oz . 

Tarragon  vinegar i  oz. 

M  ustard-flonr i  lb. 

Vinegar  a  sufficiency  to  malce  a. thick  oream. 

No.  2. 

Parsley 4     oz 

Watereress 4    oz. 

Shallots 3    oz. 

Celery-seed. 3    oz. 

Cinnamon H  oz. 

C loves. Hoz, 

Nutmeg H  oz. 

Pepper 3^oz. 

Grind  these  ingredients  fine  and  macerate  in  i  gallon 

of  vinegar  for  a  month,  then  mix  with — 

Mustard  flour 10  lb. 

Salt 40Z. 

Olive  Oil 30Z. 

The  stiff  mass  is  reduced  with  vinegar  to  the  proper 
consistency. 
Not  Necessary. 

Will  you  please  answer  in  your  magazine  whether 
the  compositions  of  a  hair  tonic  have  to  be  patented, 
also  what  the  charge  is,  also  whether  it  is  nedssary 
to  register  trade  mark  and  patent  both  and  oblige. 
Cambridge^  Mass.  J.  A.  G. 

As  this  is  probably  the  first  time  you  have  ever 
written  to  a  publication  for  information  or  advice,  we 
will  give  the  latter  first.  Never  ag;ain  send  an  editor 
an  anonymous  letter.  It  disturbs  his  equanimity.  He 
thinks  it  shows  a  lack  of  respect  and  good  faith. 
Nothing  has  to  be  patented.  Medicinal  or  proprietary 
preparations  are  now  practically  never  patented.  The 
term  patent  medicine  is  now  a  hold-over  from  a  by- 
gone age.  It  is  not  necessary  to  register  a  trade-mark 
although  under  certain  circumstances  it  may  be  well 
to  do  so.  Such  registrations  may  be  made  at  the  cap- 
itals of  ^most  states  or  at  Washington  If  you  are 
thinking  of  putting  out  a  new  hair  tonic  we  advise  you 
to  save  the  expense  just  now  of  having  its  name  reg- 
istered as  a  trade-mark  —  you  can  do  that  later. 
T»bl«ts  for  Ptarifjriiatf  IXTatwr. 

The  two  following  mixtures  are  used:— (i)  Potas 
sium  permanganate,  o'.i2  Gro.;  manganese  dioxide, 
o.io  Gm.;  powdered  talc,  0.74  Gm.;  calcium  carbonate, 
0.04  Gm.  (2)  Sodium  hypo-sulphite,  0.12  Gm  ;  pow- 
dered talc,  0.88  Gm.  These  two  mixtures  which  are 
sufficient  for  two  litres  of  water,  are  compressed  into 
tablets.  For  use,  one  tablet  of  No.  i  mixture  is 
dropped  into  2  two  litres  of  water,  well  shaken,  and 
allowed  to  stand  for  ten  minutes.  A  tablet  of  No.  2  is 
then  added,  shaken,  allowed  to  react  for  ten  minutes, 
then  filtered.  The  filtration  may  be  effected  by  run- 
ning the  liquid  through  a  plug  of  absorbent  wool.— G. 
Lambert. 
PolisbiAtf  Clotla. 

Dissolve  4  oz.  of  soap  in  20  oz.  of  water,  and  gradu- 
ally sift  in  2  oz.  of  pumice  stone  or  finely  powdered 
emery.  Infusorial  earth  may  also  be  used  as  the 
abraiding  material.  The  fabric  to  be  treated  is  steeped 
in  the  mixture,  which  is  kept  agitated,  and  may  be 
coloured  with  a  little  aniline  dye  if  desired.  Another 
formula  is:  —  Castile  soap,  4 ;  jewellers*  red,  2 ;  water, 


20.  The  cloth  must  be  a  pure  woolen  fabric,  coloured 
with  aniline  red.  One  ounce  of  the  above  mixture  is 
sufficient  for  a  cloth  12  inches  square.  For  some  pur- 
poses chamois  skin  is  used  instead  of  cloth.  After 
immersion  in  the  soapy  liquid  the  cloth  or  leather 
should  be  dried  in  the  air,  manipulating  while  drying 
to  preserve  its  softness  and  suppleness.  Your  inabil- 
ity to  remove  the  deeper  stains  with  the  clothes  you 
prepare  may  be  due  to  the  use  of  abrading  material 
which  is  too  soft.  Very  finely  powdered  emery  or 
pumice  stone  should  be  hard  enough  for  the  purpose ; 
but  there  is  still  another  process  of  preparing  such 
cloths  which  you  might  like  to  try.  Flannel  is  used  in 
this  case.  Make  a  solution  of  two  parts  of  dextrin,  2 
parts  of  decoction  of  logwood,  3  parts  of  oxalic  acid, 
and  dip  the  flannel  in  this.  Wring  gently,  then  sift 
over  them  a  mixture  of  tripoli  and  pumice  stone  both 
in  very  fine  powder.  Lay  the  moist,  powdered  cloths 
on  top  of  one  another,  and  apply  pressure.  After- 
wards take  apart  and  dry  in  the  air.  These  are  the 
main  ideas  for  the  preparation  of  polishing  cloths, 
but  they  lend  themselves  to  modification,  and  you  can 
doubtless  adapt  one  or  other  of  them  to  your  particu- 
lar requirements.— Chemist  &  Druggist. 

The  banana  is  the  most  prolific  of  all  the  fruits  of 
the  earth,  being  forty-four  times  more  productive 
than  potatoes,  and  131  times  more  than  wheat. 


ART  IN  ADVERTISING. 
( Prom  an  artistic  six  page  circular  sent  to  the  trade  advertising 
Circle  A  Corks  by  the  Armstrong  Cork  Co  ,  Pittsburg,  Penn  ) 
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TRADE  TIPS  AND  TOPICS 

A  Deparhnent  of  LIVE  BUSINESS  IDEAS  and  PROHT  POINTERS  in  Various  Lnes 


A  Good  Store  Paper. 

One  of  the  most  interesting  store  papers  we  have 
seen  for  some  tinne  is  The  Wabana  Drup^gist,  pub~ 
lished  monthly  by  the  Wabana  Drug  Store,  Bell  Island, 
Newfoundland. 

Aside  from  the  ads,  the  paper  is  devoted  entirely  to 
local  news.  It  is  really  a  local  newspaper  in  minia- 
ture, and  as  such  is  sure  to  be  looked  forward  to  and 
read  by  the  townsfolk.  The  editorials  are  devoted  to 
local  matters  of  interest,  and  the  "  Personal "  columns 
are  filled  with  short  items  about  people  and  happen- 
ings in  town.  The  drug  store  owners  say :  **  Our  little 
paper  is  published  solely  in  the  interests  of  our  own 
business,  and  we  have  found  it  excellent  in  bringing 
trade  our  way." 

The  ads  are  snappy  and  well  written,  as  the  follow- 
ing will  show : 

When  you  get  a  prescription  filled  at  our  store 
just  note  the  appearance  of  the  finished,  prescrip- 
tion. The  well  polished,  clean  white  bottle.  The 
neat  ** directions"  label,  the  check  label,  and  last 
but  not  least,  the  cork.  Hasn*t  it  the  appearance 
of  neatness,  cleanliness,  carefulness  and  accuracy? 
Honestly  now  — doesn't  our  finished  prescription, 
solid  or  fluid,  stand  out  as  a  positive  proof  of  care- 
ful dispensing?  We  are  just  as  particular  with  the 
bottling  and  labeling  of  your  prescription  as  we 
are  with  the  compounding  — and  believe  us  — 
that's  "saying  some."  Our  prescription  business 
increased  over  75%  during  the  past  year.  Why? 
Because  the  Bell  Island  public  know  that  our  stores 
have  the  reputation  for  pure  and  fresh  drugs,  ac- 
curate dispensing  and  careful  attention  to  your 
doctor's  orders.    The  doctors  know  it,  too.     If 


you  want  cheap  drugs,  or  drugs  that  have  gone 
over  their  time  limit,  don't  come  to  us.  We  don*t 
keep  them ;  but  if  you  want  the  best  in  every  way, 
then  come  to  us.  No  matter  what  doctor  writes 
your  prescription,  we  can  fill  it.  Eleven  years  of 
steady  dispensing  has  taught  us  how. 

A  MotK  Destroyer. 

A  simple  yet  effective  trim  featuring  their  moth  ex- 
terminator was  arranged  by  one  firm.  A  circular 
**fort"  of  gray  cardboard,  marked  off  into  squares 
with  white  chalk,  was  arranged  in  one  corner  of  the 
window,  in  which  the  goods  were  heaped.  Small 
pasteboard  tubes,  painted  black,,  simulating  cannon, 
were  mounted  on  the  parapets  Several  gigantic 
moths,  rather  crudely  fashioned  out  of  paper,  were 
suspended  by  black  threads  as  though  flying  in  the 
direction  of  the  guns. 

A  placard  headed  "  Hold  the  Fort  Against  Moth 
Pests  with  Blank's  Moth  Exterminator"  gave  some 
detailed  directions  for  the  protection  of  summer  cloth- 
ing and  furs  by  means  of  this  remedy. 

TiPTO  ScHemes. 

A  drug  store  in  the  heart  of  the  business  section  in 
one  city  p^sts  the  stock  quotations  daily  in  its  win- 
dows, as  soon  as  they  can  be  ascertained,  and  numer- 
ous interested  people  stop  to  scan  the  list. 

Another  firm  caters  to  the  superstition  latent  in 
almost  every  son  of  Adam  by  frequently  placing  in 
th^ir  windows  a  horoscope  of  those  born  between  cer- 
tain dates,  their  planetary  influence,  lucky  dates,  and 
so  on.  It  is  surprising  to  note  the  number  of  people 
who  will  go  out  of  their  way  to  consult  these  predic- 
tions, and  the  device  proves  a  never-failing  attraction. 
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.  Gold  for  a  Name* 

Druggists  with  a  new  fountain  drink  which  they 
wish  to  make  popular  this  season  may,  perhaps,  take 
a  tip  from  the  following  recent  ad  by  a  Boston  firm : 

"  One  Hundred  Dollars  in  gold  given  for  a  name  for 
tea  and  coffee.  The  old  Torrey  house  has  just  se- 
cured the  United  States  agency  for  a  celebrated  brand 
of^tea  and  coffee  largely  used  by  the  royal  families  of 
Europe.  We  will  give  l^ioo  in  gold  to  the  person  who 
sends  in  the  best,  most  suitable  and  appropriate  name 
that  will  be  adopted  for  use  by  the  Torrey  Company. 
A  short  word  will  have  the  preference,  and  must  have 
no  connection  whatever  with  the  name  Torrey." 

Aa  Eye  CatcHer. 

The  International  Confectioner  describes  a  candy 
window  which  will  admit  of  variations  that  may  be 
made  to  fit  several  lines  carried  by  druggists. 

In  the  center  of  the  window,  upon  a  suitably  draped 
display  platform,  is  placed  a  large  cardboard  cutout 
of  a  hand.  Upon  each  of  the  fingers  is  fastened  a 
small  card  suggesting  one  of  the  good  points  of  the 
wares  in  question.  These  small  cards  are  each  con- 
nected by  ribbon  streamers  to  the  large  feature  card 
to  the  left  in  such  a  way  that  to  read  it  means  to  read 
the  small  ones  as  well. 

The  large  card  reads : 

"  Five  Big  Reasons  Why  Smith's  Fine  Candies  are 
the  best  and  most  wholesome  your  money  can  buy  — 
Because  they  are  made  " 

Thence,  through  the  medium  of  ribbon  streamers, 
the  eye  is  carried  to  each  of  the  smaller  cards  in  turn, 
They  read  from  left  to  right  as  follows : 

"  From  the  purest  ingredients,"  "  By  the  most  skil- 
ful workmen,"  "  Under  most  sanitary  conditions,"  *'  In 
the  cleanest  factory,"  and  "  From  the  best  formulas." 

The  merchandise  is  displayed  artistically  upon 
either  side  of  this  central  feature,  and  should  consist 
of  a  full  line  of  the  merchandise  in  question.  Several 
boxes  should  be  opened,  disclosing  the  contents.  Most 
any  background  will  suffice  for  a  display  of  this 
nature. 

Where  it  is  desirable  to  feature  no  special  brand  of 
merchandise,  this  display  may  be  rearranged  as  to 
sentiment  of  the  cards  by  substituting  other  suitable 
wording.  At  all  events,  this  display,  although  simple 
to  make  and  install,  will  be  found  capable  of  creating 
attention  and  sales  for  the  establishment  using  it. 

RetfardiA^  Placards* 

The  dressing  and  ticketing  of  a  window  plays  a  big 
part  in  the  success  of  a  sale.  The  merchant  must  re- 
member that  he  is  appealing  to  the  buyers'  sense  of 
economy;  he  must  make  his  goods  and  the  values 
appeal  at  once  to  the  desires  and  purse  of  the  shopper, 
and  the  tickets  must  be  shown  in  a  way  that  makes  it 
unnecessary  for  the  prospective  buyer  to  hunt  for  the 
prices. 

Neatness,  distinctiveness,  attractiveness  are  three 
essential  features  in  window  tickets,  not  only  in  sale 
time,  but  at  every  time.    Neatness,  to  dignify  the 


goods;  distinctiveness,  to  get  right  away  from  the 
commonplace  and  set  the  standard  of  the  sale  a  rung 
above  competitors ;  attractiveness,  because  that  is  the 
first  essential  to  successful  advertising  and  merchan 
dising.  —  Draper  of  Australasia. 

V^indoiHr  ipritK  a  Message. 

As  one  of  the  important  features  of  any  paint  is  that 
it  spreads  well,  the  following  window,  described  in  the 
American  Paint  and  Oil  Dealer,  is  intended  to  empha- 
size that  point.  The  idea  is  to  take  a  good-sized  can 
of  paint,  open  it  and  pour  out  enough-of  the  paint  on 
a  low  platform  or  plateau  so  that  it  will  form  a  well 
spread  out  pool  of  paint.  This  great  spot  of  paint  all 
over  the  window  floor  is  the  thing  that  will  attract  at- 
tention, and  all  you  need  do  is  have  a  well-worded 
show  card  in  your  window  in  order  to  couple  this  big 
paint  spot  up  with  the  fact  that  this  paint  spreads  well. 

A  good  method  of  tilting  the  can  cover  is  to  cut  out 
a  circular  hole  in  the  bottom  of  a  show  card  of  such  a 
size  that  the  can  will  fit  in  this  hole.  The  placard 
reads;  »* Blank's  Paints  Spread  Well."  On  an  oval 
panel  in  the  background  brushes  of  all  sizes  are  ar- 
ranged above  a  placard  reading :  "  The  Best  of  Brush, 
es.  Too."  At  one  side  is  a  row  of  paint  cans  showing 
all  the  different  sizes  in  which  this  paint  can  be  pro- 
cured and  a  sign  fastened  to  one  of  the  cans  reading, 
"  Comes  in  all  sizes." 

Unic|ue  Sale* 

A  "  Buy  It.  Now  "  sale  was  featured  with  red  arrows, 
lettered  with  the  advice,  "•  Buy  It  Now,"  and  pointing 
to  the  various  articles  on  sale.  All  the  price  tickets 
were  round,  and  the  effect  of  the  red  arrows  and  white 
tickets,  with  the  attention-compelling  phrase,  was  quite 
striking. 

Free  TicKets. 

Johnson's  Book  Store,  Springfield,  Mass.,  announced 
recently:  "400  free  tickets  to  *  Robin  Hood.*  From 
3  to  6  this  afternoon  we  will  give  400  complimentary 
tickets  to  the  delightful  4'reel  motion  picture  of  *  Robin 
Hood,'  which  opens  at  the  Edisonia  Theatre  tomor- 
row. The  first  four  hundred  people  to  call  at  the 
store  after  3  o'clock  will  get  these  tickets." 

Prixes  for  Guesses* 

Guessing  contests  are  not  so  popular  as  they  were  a 
few  years  ago,  owing -to  the  fact  that  the  great  ma- 
jority of  them  come  under  the  ban  of  the  Post  Office 
authorities. 

The  following  contest  was  recently  announced  by  a. 
big  Boston  store : 

Six  Carrier  Pigeons  on  Exhibition. 
See  them  at  Bacon's  any  day  this  week,  third  floor. 
On  Saturday,  March  20,  they  will  carry  a  message 
from  Mayor  Curley  of  Boston  to  Mayor  Mitchell  of 
New  York.  How  many  hours  and  minutes  will  it  take 
the  first  pigeon  to  reach  New  York  ?  Make  a  guess. 
You  will  find  a  card  for  that  purpose  at  the  pigeon 
exhibit.  Fill  out  the  card  and  drop  it  in  the  box  near 
by.    A  first  prize  of  1 10  in  gold  will  be  given  to  the 
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person  guessing  nearest  to  the  correct  time.  Second 
prize,  ^5  gold  piece.  Third  to  12th  prizes,  each  $2  $0 
in  gold.  No  guesses  accepted  after  10  o*clock,  March 
20,  when  all  are  invited  to  see  the  pigeons  released  < 
from  the  Bacon  building  in  the  presence  of  Mayor 
Curley. 

To  Stimulate  Mail  Orders. 

The  mail  order  business  is  profitable,  especially 
when  your  customers  go  away  for  the  summer.  You 
should  keep  track  of  each  one.  Here^  is  a  good  hint 
that  has  been  practically  tested  and  ^  made  good." 
Coin  card  holders  made  of  perforated  cardboard  with 
flap  sides,  one  side  scaled,  the  other  open,  may  be  had 
of  a  number  of  manufacturers.  These  hold  coins  from 
SC  to  50c.  Both  sides  may  have  neat  advertisements 
on  them,  explaining  the  use  of  the  holder  and  naming 
your  favorite  special  preparation  for  sunburn,  etc. 
This  coin  holder  makes  sending  money  in  the  letter 
very  easy  and  should  bring  good  returns.  The  drug- 
gist should  enclose  this  coin  holder  in  every  letter 
written  to  a  customer,  when  bills  are  mailed,  and  many 
other  times,  as  the  occasion  demands. 
Pointers. 

If  a  man  is  offended  when  you  ask  him  to  pay  his 
just  debt,  he  is  merely  demonstrating  that  you  ought 
never  to  have  trusted  him. —  Ice  Cream  Trade  Journal" 


If  you  could  see  all  the  traveling  men  and  listen  to 
each  one*s  complete  story  you  might  learn  as  much 
about  new  goods  as  the  trade  journal  will  tell  you,  but 
you  would  not  have  much  time  to  put  your  knowledge 
into  effect.  —  International  Confectioner. 


Does  your  advertising  really  reach  the  people  you 
are  after?  Do  you  know  who  they  are,  where  they 
are,  what  they  read,  and  how  to  talk  to  them  ? 


Most  buyers  make  trips  to  the  large  mercantile  cen- 
ters and  could  bring  home  a  host  of  good  ideas  for  the 
window  man.  Days  in  which  no  windows  are  being 
changed  should  be  spent  in  the  pursuit  of  such  knowl- 
edge, which  all  has  to  bear  on  future  work.  He  should 
keep  an  eye  on  the  work  of  the  "  other  fellow  "  and  be 
quick  to  put  to  use  any  idea  he  can  improve  upon. — 
Signs  of  the  Times. 

The  merchant  who  finds  the  right  method  of  reach- 
ing tne  buyer  and  who  uses  that  method  effectually 
will  not  need  to  discuss  with  any  one  whether  adver- 
tising pays !    He  knows  it  pays !  —  Advertising  World. 


Terry's  Drug  Store,  Victoria,  B.  C,  describe  their 
wares  as  "  Terryscriptions,  Terrykodaks,  Terrysodas 
—  the  best  in  their  line." 


Grit,    sand,    nerve,    energy    and  stick-to-it  iveness 
make  a  man  a  winner.    Luck  doesn't  sell  many  goods. 


"The  Cureall  Store"  is  the  way  Gustave  Richard, 
Sherbrooke,  Quebec,  styles  his  drug  store. 


TKe  Optimist's  Corner. 

What  we  need  is  more  of  the  propeller  type  of  men 
and  fewer  of  the  bellows  type.  —  Macon  Telegraph. 

Pleasure  in  work  produces  a  sympathetic,  teachable, 
mental  attitude  toward  the  task.  It  makes  the  atten- 
tion involuntary  and  eases  the  strain  of  attending.  It 
stops  the  nervous  leaks  of  worry.  One  of  the  secrets 
of  lasting  well  is  to  avoid  getting  stale  and  tired  and 
in  a  mental  rut.  Pleasure  gives  a  sense  of  freedom 
that  is  a  rest,  as  a  wide  road  rests  the  driver.  To 
know  a  thing  thoroughly  and  attain  mastership  in  it 
one  must  be  drawn  back  to  it  repeatedly  by  its  attrac- 
tions, and  must  find  one's  powers  evoked  and  trained 
by  its  inspiration.  —  Engineering  Magazine. 

Mirth  is  God's  medicine.  Everybody  ought  to  bathe 
in  it.  Grim  care,  moroseness,  anxiety  —  all  this  rust 
of  life  ought  to  be  scoured  off  by  the  oil  of  mirth.  It 
is  t>etter  than  emery.  Every  man  ought  to  rub  him- 
self with  it.  A  man  without  mirth  is  like  a  wagon 
without  springs,  in  which  one  is  caused  disagreeably 
to  jolt  by  every  pebble  over  which  it  runs.  —  Beecher. 

"It  is  only  the  coward  who,  faring  through  life, 
fears  to  take  a  step  lest  he  fall  into  some  sin  or  dan- 
ger: To  such  a  one  disappointment  may  seem  a  thing 
to  be  avoided,  lest  his  spirit  be  crushed  to  earth.  But 
the  brave  man  always  will  'greet  the  unseen  with  a 
cheer ' ;  taste  of  disappointment  with  a  rare  gusto,  as 
if  it  were  the  very  salt  of  life,  and  so,  with  renewed 
spirit  and  bounding  heart,  go  forward  on  the  road, 
armed  agkin'st  fate  and  with  keen  appetite  for  large 
adventure." 


As  It  IXTas  Vrritt«A. 

Editor  of  The  Spatula :  —  I  enclose  an  order  from 
one  of  my  customers.  You  may  think  it  comical 
enough  to  print  in  The  Spatula —a  rubber  finger 
for  a  thumb.  Otto  Krause. 

New  Vork.N.  K,  Aprils,  igiS- 

"Please  give  him  5c  sticken  plaster  for  a  sore  & 
a  rubber  finger  for  a  thumb."^ 


Facts. 

A  horse  eats  nine  times  its  weight  in  food  in  a  year; 
a  sheep  six  times. 

Many  watches  make  five  beats  per  second,  or 
432,000  per  day. 

O^the  earth's  surface  1,500,000  acres  are  devoted 
to  tobacco  culture. 

The  eucalyptus  trees  in  Australia  penetrate  from 
180  feet  to  220  feet  into  the  soil  with  their  roots,  which 
absorb  all  moisture  within  a  radius  of  30  feet  to  60 
feet. 

The  censorship  is  a  very  real  thing  in  China.  There 
anyone  who  writes  an  objectionable  book  is  punished 
with  100  blows  of  a  heavy  bamboo  and  banished  for 
life.    Anyone  who  reads  it  is  also  punished. 

If  all  the  money  in  the  world  was  equally  divided 
among  civilized  people,  every  person  would  get  I30  as 
his  share. 


Digitized  by 


Google 


THE  SPATULA 


353 


(ThiscutNo.  1626— II.) 

I  Sec  Through  It  Now! 

The  very  best  place,  to  get  the 
very  best  goods,  at  the  very  best 
prices  is  at  the 

Crystal  Pharmacy 

You  buy  with  both  sides  of 
your  money  when  you  trade  here 

JONES  &  BROWN,  Prop. 


(This  cut  No.  717—11.50) 

LOOK  US  OVER. 

We  are  always  glad  to  have  you  conie  in  whether 
you  come  to  look  or  to  buy. 

(Firm  Name  Here.) 


(Thfs  cut  No.  2783— Mortised  76c.) 
To  go  in  mortise : 

Heads- You  Win 

—always,  when  you  trade  here.  "The  best 
for  less,"  is  our  slogan  and  and  we'd  like 
to  prove  it  to  you. 

(Firm  Name  Here.) 


(ThiscutNo.  4009— 60c.) 

Spring  Fever! 

You  need  a  tonic  and 

(Name of  Tonic  Here.) 

Will  relieve  that  tired  feeling  and 
cleanse  your  system.    Try  it  now. 

(Price  Here.) 
( Firm  Name  Here. ) 

«*  In  lousiness  For  Your  Health." 


»-.rf-  or  S^mole  Ad«  by  ArcKbold. 
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Blackboard  of  Pla««  Olass. 


Blackboards  made  of  an  especially  ground  plate 
glass  have  been  installed  in  the  classrooms  of  a  Port- 
land, Ore.,  school.  In  preparing  glass  for  this  pur- 
pose, the  face  is  given  a  three^ process  sand-blast  finish) 
and  the  back  side  is  painted  black.  1 1  provides  a  good 
writing  surface  on  which  ordinary  chalk  and  felt 
erasers  may  be  used,  and  also  one  which  may  be  readily 
washed  so  that  it  can  be  kept  fresh,  jet-black,  and  free 
from  an  accumulation  of  dust.  One  of  the  advantages 
claimed  for  plate  glass  as  a  blackboard  material  is 
that  it  may  be  procured  in  long  sections  which  will  ex- 
tend close  to  the  floor,  if  desired,  enabling  both  be- 
ginning and  advanced  pupils  to  use  the  same  board 
witnout  difficulty  to  either  because  of  its  height. 
Since  the  paint  is  applied  on  the  reverse  side,  such  a 
board  may  be  used  indefinitely  without  its  requiring 
any  attention  other  than  an  occasional  washing,  while 
it  cannot  become  slick  in  spots,  as  is  frequently  the 
case  with  some  boards.  The  same  process  can  be 
applied  to  plate-glass  store  windows,  providing  a  per- 
manent blackboard  for  advertising  announcements. — 
Popular  Mechanics. 


A  Bitf  Dollar's  IXTortb. 

I  have  been  looking  over  the  March  number  of  The 
Spatula  and  find  it  fully  up  to  the  usual  high  stand- 
ard of  excellence.  I  am  now  on  my  second  year  as  a 
subscriber,  and  I  have  found  every  number  of  intense 
interest.  You  certainly  do  give  your  subscribers  a 
large  dollar's  worth,  and  I  have  found  articles  in  just 
one  number  that  were  worth  more  to  me  than  the 
year's  subscription  cost.  Chas.  E.  Long. 

East  Lynn,  Mass  ,  April  7,  rprs 


Sail  Bottlad  Ooods. 

Every  soda  fountain  owner  should  get  in  touch  with 
the  soda  water  bottlers  of  his  community  and  pick  out 
from  their  line  such  beverages  as  are  better  served 
from  bottles  than  from  the  soda  fountain  and  add 
them  to  his  bill  of  fare,  making  a  strong  feature  of 
them.  Ginger  ale,  for  instance,  is  a  universal  favorite, 
and  bottled  ginger  ale  is  better  than  the  drink  made 
from  a  fountain  syrup.  Some  people  prefer  root  beer 
in  bottled  form ;  birch  beer  is  a  very  dainty  beverage 
to  drink  from  a  bottle  throi{gh  a  straw,  and  each  bottler 
has  his  own  specialties,  some  of  which  will  exactly  fit 
your  menu.  A  good  idea  is  to  trim  your  window  with 
a  display  of  bottled  goods  of  this  kind,  having  some 
bottles  opened  with  straws  sticking  but  of  the  top. 

Some  soda  fountain  owners  seem  to  think  it  wise  to 
close  down  their  fountains  in  winter.  Our  advice  is 
earnestly  against  this,  of  course,  in  favor  of  adding 
hot  beverages  in  order  to  keep  the  demand  for  cold 
soda  water  and  ice  cream  alive,  but  if  your  fountain 
is  to  be  closed  down  and  you  do  not  want  to  turn  away 
your  trade,  have  a  stock  of  bottled  soda  water  on  ice, 
and  also  serve  ice  cream.  Then  you  can  always  serve 
your  patrons  with  a  refreshing  drink  in  a  glass  of  soda. 
In  that  way  hold  your  trade  through  the  winter  rather 
than  allow  your  trade  to  drift  to  a  more  enterprising 
store  that  keeps  its  soda  fountain  open. -^  Liquid  Dis- 
penser. 


N«w  M^rck  Price  l^tst. 

Messrs.  Merck  &  Co.,  New  York,  in  their  April 
Price  List  have  incorporated  several  new  and  helpful 
features  with  the  object  of  the  better  safegarding  the 
handling  of  narcotic  drugs.  On  the  first  page  is  a  ref- 
erence in  red  ink  to  the  Federal  Narcotic  Law,  in 
which  attention  is  called  to  the  distinctive  features 
the  firm  have  adopted  for  the  easy  identification  of 
the  Merck  products  by  the  law,  namely  :  (a)  All  such 
chemicals  are  wrapped  in  red  paper,  (b)  They  bear 
a'*  Reminder"  paster  onahe  outside,  (c)  They  are 
indicated  in  the  monthly  price  list  by  a  reference  mark 
alongside  each  such  article  affected.  This  mark  is 
shown  in  the  paragraphs  in  red  on  page  2  of  the  price 
list,  and  also  as  a  foot-note  on  each  inside  page.  *'An 
official  order  blank  is  absolutely  necessary  under  the 
Federal  Narcotic  Law."  is  a  foot-Lote  on  each  inside 
page  calling  attention  to  this  requirement. 


A  Oood  A9poiAtm«At. 

It  is  announced  that  Professor  E.  G.  Eberle  of  Dal- 
las, Texas,  founder  and  editor  of  the  Southern  Phar- 
maceutical Journal  has  been  made  permanent  editor 
and  general  secretary  of  the  American  Pharmaceutical 
Association,  by  appointment  on  the  part  of  the  Com- 
mittee on  Publication.  The  association  is  to  be  con- 
gratulated. 

In  1770  there  was  no  less  than  160  offences  in  Eng- 
land punishable  with  death,  and  it  was  a  very  ordinary 
thing  for  forty  or  fifty  culprits  to  be  condemned  at 
-one  assize. 
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Soda  Novelties. 


ALMOST  every  city  has  a  hotel  or  two  per- 
haps possessing  more  than  local  fame  as  a 
show  place.  Sometimes  the  fame  becomes 
international,  and  the  hotel  is  spoken  of 
around  the  world.  Restaurants  and  other  places  of- 
fering public  entertainment  frequently  come  in  for 
more  or  less  renown  of  this  sort.  The  same  has  been 
known  to  come  about  through  an  accident.  More 
frequently  fame  is  courted  through  deliberate  design. 
There  was  a  place  in  Washington  famous  for  its  cob- 
webs, which,  according  to  rumor,  had  not  been  dis- 
turbed for  several  generations.  At  any  rate,  the  ac- 
cumulation of  cobwebs  was  large  and  unique,  and 
many  strangers  went  there  to  see  and  incidentally  to 
purchase  refreshment.  From  this  extreme  we  go  to 
an  onyx  lobster  palace,  or  to  a  celebrated  Egyptian 
Room,  or  to  a  caravansary  with  silver  dollars  im- 
bedded in  its  floors.  A  world-famous  picture  often 
draws  thousands  of  visitors  to  a  place.  A  collection 
of  curios  has  its  attractions.  A  strange  animal  in  cap- 
tivity frequently  advertises  some  place. 

It  is  easy  to  see  that  a  show  place  has  many  advan- 
tages over  its  competitors.  Small  town  or  large  town, 
the  show  place  becomes  a  sort  of  local  institution. 
When  visitors  come,  they  must  be  taken  there,  just  as 
they  would  be  taken  to  see  the  State  House  or  the 
Soldiers*  and  Sailors^  Monument  In  a  big  city  this 
kind  of  custom  alone  is  sufficient  to  make  a  place  a 
paying  proposition  and  to  justify  the  outlay  of  con- 
siderable money.  In  a  small  town  it  is  not  to  be  de- 
spised. A  show  place  gets  a  deal  of  valuable  adver- 
tising of  all  sorts,  and  such  places  have  frequently 
figured  in  famous  novels,  pictures  or  plays.  Such  ad- 
vertising is  beyond  all  price.  To  the  show  place  a 
constant  stream  of  visitors  flows.  Most  of  these 
people  feel  it  incumbent  upon  them  to  pay  for  their 
welcome  by  purchasing  either  food  or  liquid  refresh- 
ment. The  beauty  of  the  idea  is  that  almost  any  town 
will  support  a  show  place  and  that  practically  any  man 
can  have  one  who  will  go  about  it  in  the  right  way. 

Of  course,  there  are  show  places  and  show  places, 
and  a  village  will  not  support  an  institution  of  the  sort 
that  invites  attention  on  Broadway.  But  a  village 
will  patronize  a  show  place  of  its  own  ;  the  patronage 
is  not  so  great  as  in  the  case  of  a  metropolitan  show 
place,  but  neither  is  the  expense  so  large.    Druggists 


have  not  utilized  this  idea  of  a  show  place  as  exten- 
sively as  might  have  been  the  case.  The  idea  itself 
is  sound  and  will  admit  of  a  thousand  variations.  Too 
many  get  the  notion  that  to  have  a  show  place  one 
must  spend  thousands  of  dollars.  Such  might  be  the 
case  on  Broadway,  but  it  is  not  necessary  in  a  small 
town.  A  show  place  means  a  place  that  is  different 
from  other  establishments  in  the  same  line  Lavish 
expenditure  of  money  is  not  necessarily  involved,  al- 
though that  is  one  method  of  getting  up  a  show  place, 
ingenuity  will  frequently  take  the  place  of  cash. 
Show  Soda  Departmbmts. 

The  fundamental  idea  of  a  show  place  is  to  be  *'  dif- 
ferent." This  may  be  carried  out  by  simply  installing 
a  style  of  apparatus  that  is  different  from  anythirg  in 
your  town.  A  radical  departure  from  old  styles  of 
manufacture  will  give  you  something  new,  something 
different,  something  to  exhibit.  Putting  in  the  largest 
fountain  in  town  will  draw  a  crowd.  Putting  in  a  new 
fountain  of  any  size  or  kind  will  usually  increase  •busi- 
ness materially.  The  underlying  idea  is  that  the  pub- 
lic likes  to  see  anything  in  the  way  of  a  new  or  novel 
exhibition.  This  is  one  thing  that  makes  it  profitable 
to  put  in  a  new  apparatus  every  now  and  then,  even 
though  the  old  outfit  is  still  capable  of  drawing  good 
soda  water. 

Any  druggist,  uptown  or  downtown,  village  or  city, 
can  fix  up  something  to  distinguish  his  soda  depart- 
ment. Some  very  simple  ideas  have  netted  large  re- 
turns. If  you  have  a  special  room,  mezzanine  floor  or 
part  of  the  main  floor  to  devote  to  decorative  pur- 
poses, some  very  pleasing  results  may  be  obtained. 
A  wistaria  or  rose  pergola  makes  a  beautiful^ addition 
to  the  soda  department.  The  pergola  is  made  of  light 
wood  and  is  usually  painted  white.  The  wislaria  or 
rose  vines  are  artificial,  of  course,  and  are  trained  as 
if  growing  over  the  pergola.  Great  improvements 
have  been  made  in  the  manufacture  of  artificial  plants 
and  flowers,  and  you  can  now  get  an  excellent  imita- 
tion of  the  real  thing  and  at  reasonable  cost.  A  grape 
arbor  affords  another  excellent  decorative  effect. 
Bunches  of  artificial  grapes  may  be  secured  made  of 
various  materials.  Some  of  these  are  wired  for  elec- 
tric current  and  may  be  illuminated  at  night.  They 
are  handsome  enough  for  any  place. 

The  Japanese  tea  garden  is  a  favorite  idea  for  a 
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soda  room,  and  does  not  require  a  great  deal  of  money 
for  its  accessories.  One  room  fixed  up  in  this  fashion 
had  the  ceiling  and  side  walls  tinted  blue  to  represent 
the  sky.  Imitation  cherry  blossoms  were  massed 
about  the  room  and  along  the  side  walls  was  lattice 
work  on  which  was  trained  imitation  wistaria  vines. 
Wires  were  strung  across  the  room,  and  on  these 
wires  were  many  handsome  Japanese  lanterns.  These 
were  all  wired  with  electric  light  bulbs  inside  and  the 
effect  when  the  lights  were  turned  On  was  very  good. 
Japanese  paper  napkins  were  in  use  at  the  soda  tables 
and  the  menu  was  printed  in  an  imitation  of  Japanese 
characters.  A  few  paper  Japanese  fans  and  umbrellas 
helped  to  furnish  *'  atmosphere,*  and  thus  the  general 
scheme  was  carried  out  All  sorts  of  Japanese  prints, 
vases  and  draperies  may  be  had  at  moderate  cost  and 
may  be  added  if  they  fit  in  appropriately. 
Various  Ideas. 

A  druggist  who  is  rebuilding  or  ordering  new  fix- 
tures may  easily  fix  up  a  permanent  soda  room  with- 
out adding  materially  to  his  general  expense.  The 
"  Dutch  kitchen  **  makes  an  attractive  shoi^  room,  for 
instance,  and  furnishes  an  idea  not  too  expensive  to 
carry  out.  A  room  of  this  kind  is  usually  finished  in 
oak  with  walls  panelled  rather  high  and  t>eams  across 
the  ceiling.  A  fireplace,  imitation  or  real,  adds  to  the 
effect,  and  there  should  be  a  rail  running  around  the 
room  to  accommodate  tankards,  plates  and  pbttery. 
The  tables  and  chairs  are  in  old  patterns  to  match. 
A  person  who  does  not  care  to  actually  build  a  room 
can  get  v^ery  good  effects  by  using  burlap  panels  and 
getting  a  carpenter  to  put  up  a  rail  and  perhaps  some 
imitation  beams.  It  is  surprising  how  closely  these 
things  may  be  made  to  resemble  the  real  goods. 

Restaurants  crowded  for  space  and  consequently 
unable  to  arrange  for  private  dining  rooms  frequently 
employ  stalls,  and  the  same  are  usually  very  popular. 
These  stalls  are  boarded  off  and  each  contains  a  table 
and  cushioned  seats  running  around  three  sides  of  the 
stall.  The  front  is  open.  A  cosy  and  semi-private 
effect  is  the  result.  This  idea  has  been  used  with  ex- 
cellent results  as  applied  to  the  soda  department.  It 
is  well  adapted  to  stores  not  plentifully  supplied  with 
space,  and  it  would  not  cost  a  great  deal  to  fix  up  a 
few  really  comfortable  and  tasteful  stalls. 

Little  summer  houses,  with  lattice  work,  artificial 
vines,  tables  inside,  and  a  few  actual  plants,  may  be 
made  both  light  and  profitable.  In  a  light  store  or 
near  large  windows,  potted  fiowers  may  be  introduced. 
They  will  grow  and  blossom,  and  it  is  palpable  that 
some  really  noteworthy  effects  may  thus  be  obtained. 

A  good  idea  will  always  bring  business.  When  all 
the  stores  in  a  town  are  about  on  a  level,  the  estab- 
lishment that  springs  some  novel  idea  is  quite  likely 
to  annex  a  lot  of  floating  custom.  This  is  only  natu- 
ral. People  like  to  go  to  a  show  place.  They  like  to 
take  their  friends.  Especially  does  the  show  place 
loom  up  with  those  who  have  friends  visiting  them 
from  out  of  town.  For  the  honor  of  the  home  town  it 
then  becomes  necessary  to  show  the  visitor  everything 


of  note  of  which  the  place  may  boast  All  these 
things  combine  to  make  a  show  place  profitable.  So 
the  idea  is  worth  considering  as  api^ied  to  your  own 
opportunities  and  circumstances. ->W.  S.  Atkins  in 
National  Druggist 

NeMr  Formulas. 

Below  are  given  some  additional  formulas  and 
recipes  for  drinks  which  are  sure  to  prove  popular  at 
the  cold  soda  fountain : 

Strawberry  or  Raspaerrv  Parfait. 

Into  a  parfait  glass  place  a  layer  of  strawberries  or 
red  raspberries,  sufiicient  to  fill  H  of  a  glass ;  then 
deposit  upon  these  berries  a  layer  of  vanilla  ice  cream, 
enough  to  fill  another  third  of  the  glass,  and  last  of  all, 
place  a  third  layer  of  strawberries  or  black  raspberries 
atop  the  ice  cream,  filling  the  glass  with  them. 
Tea  Frappe. 

Pour  2  quarts  of  boiling  water  upon  6  teaspoonfuls 
of  mixed  tea,  let  stand  for  ten  minutes,  strain  off  and 
sweeten  to  taste.  Then  freeze,  when  cold,  and  serve 
in  individual  portions. 

Orange  Frappe. 

Fill  a  glass  half  full  of  fine  ice,  add  a  llablespoonful 
of  powdered  sugar,  }i  ounce  of  orange  syrup,  two 
dashes  of  lemon  syrup,  a  dash  of  prepared  raspberry 
and  }^  ounce  of  acid  phosphate  solution.  Fill  with 
soda  and  stir  well,  then  strain  into  a  mineral  glass  and 
serve. 

Green  Mint  Frappe. 

Fill  a  sundae  cup  wjth  shaved  ice,  pour  creme  de 
menthe  syrup  over  it,  top  off  with  creme  de  menthe 
cherries  and  add  a  sprig  of  mint  or  serve  in  an  8-ounce 
glass  and  fill  with  carbonated  water,  with  i  ounce  of 
mint  syrup. 

Coffee  Punch. 

Phace  a  can  of  vanilla  ice  cream  in  a  can  imbedded 
in  ice  and  salt,  work  it  with  a  spatula  in  order  to  make 
it  smooth.  Beat  12  whites  of  eggs  vvith  12  ounces  of 
sugar  over  a  slow  fire,  as  in  making  a  sponge  cake. 
Add  this  to  the  ice  cream  and  freeze  until  nearly  done. 
Then  add  >^  pint  of  strong  Mocha  coffee  flavoring  and 
keep  freezing  for  a  while  longer. 

Lemon  S Herbert. 

In  4  quarts  of  water,  grate  5  lemons,  squeeze  the 
juice  of  them  and  add  the  rind,  juice  and  4^  pounds 
of  sugar.  Place  all  in  a  pan  and  set  it  on  the  fire,  stir- 
ring until  the  sugar  is  dissolved  and  the  mixture  is 
warm.  Then  remove  and  add  2  more  quarts  of  water 
and  strain  into  a  freezer.  If  not  tart  enough  to  taste, 
add  a  solution  of  citric  acid  to  suit  and  then  freeze. 
Pineapple  Sherbet. 

Soak  I  tablespoonful  of  gelatin  in  a  cup  of  cold 
water  fifteen  minutes.  Dissolve  with  a  cup  of  boiling 
water  and  add  >^  can  of  grated  pineapple  and  i^ 
cupfuls  of  sugar  and  the  juice  of  one  lemon,  and  place 
in  a  freezer,  packed  with  ice  and  salt,  and  freeze. 
Grape  Juice  SHErBET. 

Sweeten  a  quart  of  grape  juice  to  taste,  add  ^ 
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pound  of  sugar  to  the  juice  of  6  oranges,  stir  till  sugar 
dissolves,  mix  together  and  freeze  slowly.  Beat  the 
white  of  an  egg,  adding  a  tablespoonful  of  powdered 
sugar  and  stir  into  the  sherbet,  repack  and  set  aside 
for  two  hours.  This  may  then  be  served  in  sherbet 
cups,  of  fancy  glass  design  or  silver. 

Rose  Sherbet. 

Pour  a  pint  of  pineapple  syrup  and  a  pint  of  orange 
syrup,  4  ounces  of  sherry  wine  and  2  ounces  of  pre* 
pared  grape  juice  upon  a  pint  of  vanilla  syrup.  Serve 
i^  ounces  of  this  mixturejn  a  mineral  glass  with 
crushed  ice. 

Cherry  Sherbet. 

Mix  yi  gallon  of  Maraschino  cherries,  a  pint  of  con- 
centrated  cherry  syrup,  7  pounds  of  granulated  sugar, 
the  whites  of  2  eggs  and  5  gallons  of  spring  water. 
Stir  the  mixture  well  and  freeze ;  then  color  red  and, 
when  serving,  top  each  glass  with  a  cherry. 

London  Highball. 

Grape  juice ? fl.  ozs.  4 

Ginger  ale fl.  ozs.  4 

Piece  of  ice one 

Serve  in  a  tall,  narrow  glass  with  just  one  square  or 
block  of  ice. 

Fox  Trot  Peach. 

Peach  syrup fl.  oz.    i 

Grape  syrup fl.  oz.    i 

Cream fl.  ozs.  3 

Brandy  flavor fl.  drs.  2 

Egg one 

Hesitation  Dip. 

Orange  syrup fl.  oz.    i 

Pineapple  syrup fl.  oz.    i 

Cream fl.  ozs.  2 

Egg one 

Lame  Duck  Flip. 

Raspberry  juice fl.  oz.    i 

Pineapple  syrup fl.  oz.    i 

Cream fl.  ozs.  2 

Egg one 

Egg  Lemonade. 

Juice  of  lemon one 

Pulverized  sugar teaspoonf uls  3 

Egg one 

Water enough  to  flll  glass 

Shake  well,  using  plenty  of  ice  and  serve  in  a  small 
glass. 

Egg  Chocolate. 

Chocolate  syrup fl.  ozs.  2 

Cream fl.  ozs.  4 

White  of  egg one 

Egg  Claret. 

Claret  syrup fl.  ozs.  i 

Cream fl.  ozs.  3 

-  Egg one 


Banana  Cream  Egg. 

Banana  syrup fl.  drs.  12 

Cream fl.  ozs.   4 

EgK one 

Egg  Coffee. 

Coffee  syrup fl.  ozs.  2 

Cream fl.  ozs.  3 

Egg one 

Shaved  ice enough  to  chill  mixture 

Egg  Sherbet. 

Sherry  syrup fl.  drs.  4 

Pineapple  syrup fl.  drs.  4 

Raspberry  syrup fl.  drs.  4 

Cream fl  ozs.  2 

Egg one 

Royal  Mist. 

Orange  syrup fl.  oz.    i 

Catawba  syrup fl.  oz.    i 

Cream — fl.  ozs.  2 

Egg one 

Coca  Mint. 

Chocolate  S3rrup fl  oz.    i 

Peppermint  syrup fl.  oz.    i 

White  of  egg one 

Cream .^ fl.  ozs.  2 

The  peppermint  syrup  is  made  as  follows : 

Oil  of  peppermint minims  30 

Simple  syrup gallon    i 

Soda  foam ounce    i 

—  American  Druggist. 


l^«mc 


The  gratefulness  of  lemonade  is  frequently  lost 
through  defective  manipulation,  in  which  the  juice 
only  of  the  lemon  is  utilized.  In  this  beverage  you 
need  the  odor  of  the  oil  of  the  rind,  as  well  as  the  acid 
taste  of  the  pulp  of  the  lemon.  A  defective  drink  can 
be  made  sour  with  the  citric  acid  of  the  pulp,  but  to 
make  a  delicious  lemonade  the  aroma  of  the  cells  of 
the  rind  is  also  necessary.  Let  us  break  the  cells  of 
the  lemon,  rolling  it  between  the  hands  until  it  is  soft. 
Then  with  a  sharp  knife  cut  it  into  very  thin  slices, 
allowing  the  juice  as  well  as  the  slices  to  fall  into  the 
glass;  then  pour  over  these  cold  water. in  sufficient 
amount,  adding  enough  sugar  to  give  the  desired 
sweetness,  stir  well,  crushing  the  rind  with  a  stiff 
spoon  to  thoroughly  incorporate  the  ingredients,  and 
you  will  And  that  we  have  made  a  grateful  drink,  pos- 
sessing taste  and  odor,  that,  blended  together,  gives 
to  the  drink  the  delicious  flavor  it  should  possess.  — 
J.  Uri  Lloyd. 


The  atmospheric  pressuse  on  a  man  of  average 
stature  is  about  fifteen  tons,  yet  it  is  not  felt. 

The  British  mint  coins  twenty-five  tons  of  pennies 
every  year. 

It  is  said  that  the  skin  of  the  elephant  usually  takes 
about  five  years  to  tan. 
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How  Do  Yofi  THIaK? 

Did  ^ou  ever  stop  to  think  that  you  must  cater  to 
your  customers'  wants  ? 

Did  you  ever  stop  to  think  that  you  must  serve  them 
without  delay  ? 

Did  you  ever  stop  to  think  that  you  must  treat 
them  with  courtesy  ? 

Did  you  ever  stop  to  think  that  you  must  study  their 
various  tastes  ? 

Did  you  ever  stop  to  think  that  you  must  be  clean 
and  that  you  must  keep  Clean  ? 

Did  you  ever  stop  to  think  that  you  must  have  thin 
glasses  and  keep  them  shining  ? 

Did  you  ever  stop  to  think  that  cleai^Iiness  must 
reign  supreme  at  your  fountain  ? 

Did  you  ever  stop  to  think  that  you  must  never  serve 
a  poor  glass  of  soda  ? 

Did  you  ever  stop  to  think  that  your  soda  must  al- 
ways be  cold  ? 

Did  you  ever  stop  to  think  that  you  must  please  the 
eye  as  well  as  the  taste  ? 

Did  you  ever  stop  to  think  that  a  store  kept  cool 
helps  to  make  soda  water  refreshing? 

Did  you  ever  stop  to  think  that  your  counter  must 
always  be  cl6an  ? 

Did  you- ever  stop  to  think  that  you  must  have  a 
towel  supply  adequate  to  the  demands  of  cleanlines? 

Did  you  ever  stop  to  think  that  you  must  wear  a 
clean  coat  and  apron  ? 

Did  you  ever  stop  to  think  that  drinks  which  are  too 
sweet  are  sickish  ? 

Did  you  ever  stop  to  think  that  a  customer  must 
never  leave  the  counter  dissatisfied. 

Did  you  ever  stop  to  think  that  to  forget  to  check 
your  customer  is  money  lost  ? 

Did  you  ever  stop  to  think  that  your  eggs  must  be 
strictly  fresh  ? 

Did  you  ever  stop  to  think  that  you  must  keep  your 
feet  dry  —  the  floor  too  ? 

Did  you  ever  stop  to  think  that  the  best  always  pays 
and  is  cheapest  in  the  end? 

Did  you  ever  stop  to  think  that  you  must  have 
everything  as  modern  as  you  can  ? 

Did  you  ever  stop  to  think  that  you  must  use  only 
the  best  methods? 

Did  you  ever  stop  to  think  that  you  must  secure  all 
the  cash  that  comes  into  the  store  ? 

Did  you^ever  stop  to  think  that  there  is  a  road  to 
success  in  the  soda  water  business  and  that  if  you 
have  not  found  it  that  the  fault  is  in  you  and  not  in 
the  road  ? 

Did  you  ever  stop  to  think  that  you  must  think  hard 
to  keep  ahead  of  competition  ? 

You  must  stop  to  think  to  be  successful. 

E.  F.  White. 

"Is  this  house  to  let?" 
"Yes,  sir." 

"  Are  you  to  let  with  it? "  he  asked  with  a  smile. 
"  No,  sir,"  the  maid  answered  very  demurely.    "  I 
am  to  be  let  —  alone."  —  Royal  Magazine. 


Ov«rcomiAtf  tH*  Olar*. 


The  glaring  reflections  on  plate  glass  show  windows 
make  it  impossible  for  passers-by  to  see  what  is  in- 
side the  windows  during  the  sunny,  and  therefore  the 
best,  hours  of  the  day.  But  a  New  York  store  by  a 
simple  sort  of  visor-like  arrangement  over  its  windows 
has  overcome  this  trouble,  greatly  to  its  own  profit. 

The  shield  is  not  an  ordinary  awning,  as  it  was 
found  that  the  streaks  of  light  that  come  in  around 
the  edges  of  such  greatly  disturb  the  vision.  This 
awning  has  light-proof  side  curtains  with  solid  seam 
all  the  way  up,  and  the  windows  being  so' free  from 
bothersome  reflections  instantly  attract  and  hold  at- 
tention for  whatever  is  on  display  behind  them.  The 
cool  shade  is  also  attractive. —  Technical  World. 


NmMf  Pbarmacists. 

The  Massachusetts  Board  of  Registration  in  Pharmacy 
registered  in  March,  after  examinations,  these  pharmacists 
and  assistants : 

Registered:  Robert  M.  Kallejian,  Kevork  V.  Tak- 
vorian,  John  T.  Moore,  Isidore  H.  Rems,  Boston ;  Cor- 
nelius E.  Dunn,  Atileboro;  Clifford  W.  Iligham,  New 
Bedford;  Jacob  Titiev,  Revere;  Arthur  H.  Eaton,  Wal- 
tham;  John  R.  Ayers,  Albert  Hahn,  Everett;  Frank  M. 
Smith,  Weslfield. 

Assistants;  Herbert  S.  Cotton,  William  L.  Fraga, 
Maiden ;  Albrion  Levin,  Ralph  A.  Nicholson,  Edward  J. 
McGinty,  Springfield ;  Clarence  S.  Lord,  Portland,  Me., 
Max  S.  Miller,  Thomas  F.  Monohan,  Thomas  C.  Arm- 
strong, Cambridge;  John  H.  Higgins,  Jr.,  Fitchburg. 
Louis  R.  Pcdeizini,  Plymouth  ;  William  F.  Sullivan,  John 
H.  Healey,  Boston;  Dwight  A.  Allen,  Hudson;  Jacob 
Burrs,  Cnelsea;  William  H.  Conner,  Haverhill,  William 
A.  Knight,  Newbury,  Vt,  Louis  Schild,  Beachmont ;  Syd- 
ney Smith,  Oak  Bluffs. 
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WHAT'S  NEW 


NO  I 


NO.l. 


Nod  if^j0^ 


NO  10 


jr- 


NO,  IS 


NCI^ 


N6XO 


AfOXl 


Naiv 


/^o.is 


No.  I.  Patent  No.  1,132,620,  Pour  Out  for  Bottles- 
Patented  March  23  by  Wallace  C.  Sabine,  Bostom 
Mass.,  assignor  to  the  Carter's  Ink  Company,  Cam- 
bridge, Mass. 

No.  2.  Patent  No.  1,133,290.  Milk-Bottle  Seal-Re- 
mover, Seal-Replacer  and  Lid  Combined.  Pat- 
ented March  30  by  Jerome  W.  Keys,  SL  Joseph,  Mo. 

No.  3.  Patent  No.  1,132,140.  Bottle  and  Cap-Fas' 
tener.  Patented  March  16  by  George  A.  Williams, 
Waterbury,  Cdnn. 

No.  4.  Patent  No  i, 133*950.  Bottle- Closure.  Pat- 
ented  March  30  by  John  A.  Fretz  and  Thomas  F. 
Craven,  Philadelphia,  Pa. 

No.  5.  Patent  No.  1,131,304.  Bottle  and  Closure. 
Therefor.  Patented  March  9  by  Samuel  S.  Wil- 
liamson and  George  A.  Carothers,  Philadelphia,  Pa. 

No.  6.  Patent  No.  1,131,708.  Bottle-Closurb.  Pat- 
ented  March  16  by  Otto  Kampfe,  New  York,  N.  Y. 

No.  7.  Patent  No.  1,130,783.  Bottle  and  Cap  Fas 
TENER.  Patented  March  9  by  George  A.  Williams, 
Waterbury,  Conn 

No.  8.  Patent  No.  1,132,657.  Ice  Cream  Ladle.  Pat- 
ented-March  23  by  Raymond  B.  Gilchrist,  Newark, 
N.  J.,  assignor  to  the  Gilchrist  Company,  Newark, 
N.J. 

No.  9.  Patent  No.  1,132,781.  Ice  Cream  Spoon.  Pat- 
ented March  23  by  Rasmus  Nielson,  Troy,  N.  Y.,  as- 
signor to  the  Gilchrist  Company,  Newark,  N.  J. 

No.  10.  Patent  No.  1,130,961.  Nasal  Liquid  Inhaler. 
Patented  March  9  by  Epaminondas  Clark,  New  York, 
N.  Y. 

No.  11.   Patent  No.  1,131,839.    Poison  Indicator.   Paf 


ented  March  16  by  Mahalah  T.  Hudson,  Kirksville, 
Mo. 

No.  12.  Patent  No.  1,133,930.  Tooth  Brush.  Patent- 
ed March  30  by  Charles  E.  Carroll,  Newport,  Ark. 

No.  13.  Patent  No.  1,129,897.  Air-Moistening  De- 
vice. Patented  March  5  by  George  B.  Owen,  Jr., 
Brooklyn,  N.  Y. 

No.  14.  Patent  No.  1,133.505.  Bottle-Top.  Patented 
March  30  by  Oscar  Roelke,  St  Lonis,  Mo. 

No.  15.  Patent  No.  1,133,134.  Dispensing  Can.  Pat- 
ented March  23  by  Henry  William  Jacob  Gruettner, 
Vallejo,  tal. 

No.  16.  Patent  No.  1,147,150.  Poison  Bottle,  Pat- 
ented March  30  by  Willis  Burnett,  Chillicothe,  III. 

No.  17.  Patent  No.  1,133,346.  Electric  Heating- 
Stopper  for  Liquid  Containers.  Einest  C.  Web- 
ster and  Henry  Gruenhagen,  Oakland,  CaL 

No.  18.  Patent  No.  1,132,880.  Balance.  Patented 
March  23  by  Erich  Sartorius,  Gottingen,  Germany. 

No.  19.  Patent  No.  1,131,201.  Bottle  Seal  and  Cap. 
Patented  March  9  by  Edwin  Bluthardt,  Chicago,  111. 

No.  20.  Patent  No.  1,132.566.  Lock  for  Poison-Con- 
tainers. Patented  March  23  by  Leon  H.  Downs, 
Goshen,  N.  Y. 

No.  21.  Patent  No.  1,132,977.  Hot- Water  Bottle. 
Patented  March  23  by  Max  Rosenthal,  New  York, 
N.  Y. 

No.  21.  Patent  No.  1,132,823.  Sign.  Patented  March 
23  by  Edward  Bambeck,  Kalamazoo,  Mich.,  assignor 
to  American  Sign  Company,  Kalamazoo,  Mich. 

No.  23.  Patent  No..  1,130,158.  Siphon  for  Aerated 
Liquors.  Patented  Narch  2  by  Martin  Fiedler,  Zeitz, 
Germany. 
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S  U1.  P  E  X 


Sozobor 


ytit"^ 


Q^ 


^3t>>7 


JIANELUS 

(HMRIiRMUUTION 


s«*m-» 


«XO>ft 


tv.o^H 


P.   M.  C 


1t»K<|4 


c^i^ 


RED 


No  TE.  —  The  following  numbers  are  all  Class  6  *'  serial 
numbers/^  and  subscribers  writine  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

83,652.     Crystal  Pharmacy,  Quinton,  Okla.     Chill  tonic, 

liver-tonic  and  anti-bilious  pills.     Dec.  15,  1914. 
84,288.     Alonzo   Frank   Richardson,  New  York,  N.  Y. 

Medicinal  tonics.     Jan.  i,  1910. 
83,793.     Lizzie   S.  Barron,   Baltimore,  Md.     Liver  pills. 

Sept  I,  1914. 
82,096.     American  Drug  &  Press  Association,  Decorah, 

Iowa,    Toothache   drops,  sore   throat,   cold  cream, 

tooth  paste,  etc.     J  an  uar  y ,  1910. 

84,714.  Amos  Stewart,  Los  Angeles,  Cal.  Remedy  for 
rheumatism,  lumbago  and  kidney  trouble.  Feb.  10, 
1915. 

84,081.  Genung  &  Mayer,  West  Haven,  Conn.  Anaes- 
thetics, obtundents  aud  similar  pharmaceutical  prepa, 
rations.    June  i,  191 4. 

83,812.  Stephen  Fargo,  Cleveland,  O.  A  remedy  for 
the  treatment  of  vaginitis,  etc     Dec.  lo,  1914. 

84,241.  Gustantinos  Y.  Jianellis,  Detroit,  Mich.  Scalp 
and  dandruff  preparation.     Oct.  i,  1914. 

76,909.  Richard  Simon,  Newton,  N.  J.  Stomach  drops. 
Feb.  22,  1914, 

84,397.  Bu  Kola  Tablet  Co.,  Portland,  Ore.  A  remedy 
for  nerves,  bladder  and  kidneys.    November,  1909. 

84,862.  Herbert  Lovette  Bartridge,  La  Crosse,  Wis. 
Com  remedy,  toothache  drops,  cold  tablets,  cough 
syrup  aud  salve.     Nov.  i,  1892. 

84,414.  George  F.  Smith,  Washington,  Pa.  A  remedy 
for  colds  in  chest,  sore  joints  and  muscles,  pneu- 
monia, etc.     Sept.  27,  1912. 

78,116.  Clara  Tetlow,  Philadelphia,  Pa.  A  face-powder. 
March  15,  1906. 


Bath-powder. 
Complexion- 
Remedy 


84,1 58.  Barclay  &  Co.,  Wilmington,  Del.,  and  New  York, 
N.  Y.  Hair- tonic,  face  cream,  liniments,  blood-puri- 
fier, etc.     Oct.  2,  1914. 

82,041.  Schuyley  C.  Unruh,  Benton  Harbor,  Mich.  A 
remedy  for  rheumatism.     Sept.  15,  1914. 

84.779.  John  Norris,  Canon  City,  Colo.  Rheumatism 
liniment.     Dec.  i,  1913. 

84,144.     Ralph  Rapp,   New  York,  N.  Y. 
Jan.  15,  1915. 

83,384.     Clara  Tetlow,   Philadelphia,   Pa. 
powders.     Oct  i,  1892. 

84,881.     The  Favorita  Co.,  New  York,  N. 
for  removing  dandruff.     Feb,  i,  191 5. 

83,950.  The  Ahrendt  &  Sons  Co.,  Toledo,  O.  Stomach- 
bitters.     1836. 

83,669.  Tempy  Robinson,  Guthrie,  Okla.  Dropsy  and 
kidney,  bladder  aud  stomach  troubles.   Oct.  20, 1914. 

83,699.  Menley  &  James,  Limited,  New  York,  N.  Y.  A 
compound  sulphur  ointment     December,  1914. 

84,415.  Henry  Thayer  &  Company,  Cambridge,  Mass. 
Liniment     Dec.  i,  191 4. 

70,928.  American  Drug  Mfg.  Co.,  Jackson,  Tenn.  Cas- 
tor oil,  baking  powder,  soothing  syrup,  quinine,  etc. 

75,923.  Erwin  Bolgar,  Cleveland,  O.  Candy  laxatives. 
Jan.  I,  1913. 

82,294.  John  Melvin  Alexander,  MarshalUown,  la.  Pjepa- 
rations  for  the  treatment  oif  dandruff  and  diseases  of 
the  bladdier  and  kidneys.     Ten  years. 

83,847.  Anna  D.  Adams,  Chicago,  111.  Bath  salt.  Sept. 
12,  1914. 

70,896.  Thomas  M.  Griffiths,  St.  Louis,  Mo.  A  cathar- 
tic and  laxative.     March  23,  1912. 

83,236.  Templeton*s  Rheumatic  Capsule  Corporation, 
Limited,  Toronto,  Ontario,  Canada.  A  remedy  for 
rheumatism.    Nov,  17,  1914. 

84,528.     Josie  Fay,  Detroit,  Mich.    Ointment^  Au^ 
J9M.  Digitized  by "       ^^ 
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The   fourth   edition   of   this 
well-known  book  is   now  pub- 
lished.   It  has  been  thoroughly 
revised  and  much  enlarged.  The 
main  body  of  the  work  is  a  trans- 
lation from  the  (lerman.   It  con- 
tains complete   directions    for 
making  handkerchief  perfumes, 
smellingsahs,  sachets,  fumigat- 
ing pastils,  preparations  for  the 
care  of  the  skin,  the  mouth,  the 
hair,  cosmetics,  hair  dyes  and 
other  toilet  articles,  with  a  detailed  description  of 
aromatic  substances,  their  nature,  tests  of  purity  and 
wholesale  manufacture.    A  chapter  on  synthetic  prod- 
ucts, with  formulas  for  their  use,  is  also  included. 
There  are  forty-one  chapters.    It  is  illustrated,  con- 
tains 344  pages  and  is  bound  in  cloth.    It  will  be  sent 
postpaid  for  I5.00  to  any  address  in  the  world  by  the 
publishers,  Norman  W.  Henley  Publishing  Co.,  132 
Nassau  Street,  New  York,  or  by  the  Spatula  Publish- 
ing Company,  Boston.    Fifty  cents  added  Will  pay  for 
a  year's  subscription  if  sent  to  this  office. 


THos«  Pictures. 

My  interest  in  The  Spatula  began  way  back  in 
1800  something  or  other,  and  still  continues  unabattd. 
I  ao  pot  exaggerate  when  I  say  that  The  Spatula 
has  precedence  over  all  other  mail  on  its  arrival,  for  I 
think  it  the  most  interesting  of  all  trade  journals,  and 
the  pictures  — just  great!  Ei>WARd  M.  Full. 

SaUm^  Mass  ,  March  30^  igiS- 


Safe 

and 
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Just  in  Jest. 


Nell —  She  has  a  motor-car  tongue. 
Clara  —  What  do  you  mean  ? 
Nell  —  Oh,  she*s  Vways  running  people  down. 
London  Mail. 


Mrs.  Eze  — That  woman  has  been  saying  all  sorts 
of  detestable  things  about  me. 

Mrs.  Wye  —  You  shouldn*t  mind  her,  dear.  She 
merely  repeats  what  other  people  say.  —  Boston  Tran- 
script. 

Father —  Don't  ask  so  many  questions.  I  never  did 
when  I  was  a  boy. 

Son —  No ;  perhaps  if  you  had  you  would  be  able 
to  answer  mine.  —  London  Mail. 

He  —  They  say  that  after  marriage  the  husband  and 
wife  grow  to  look  like  each  other. 

She  —  Then  consider  my  refusal  final.  —  Yale 
Record. 

'     "  I  don't  see  why  you  call  your  place  a  bungalow," 
said  Smith  to  his  neighbor. 

^*  Well,  if  it  isn't  a  bungalow,  what  is  it?  "  said  the 
neighbor.  "  The  job  was  a  bungle,  and  I  still  owe  for 
it."  — X. 

"  All  the  fools  are  not  dead  yet,"  said  the  sarcastic 
man. 

"  What's  the  matter  with  you  ?  "  asked  the  simple 
one.    "  Aren't  you  feeling  well  ? "  —  X. 

A  boy  was  coming  back  from  his  shooting  trip,  look 
ing  rather  dejected. 

**  Not  much  luck,  hey  ? "  asked  a  man.  "  Shoot  any. 
thing  at  all?" 

"  Shot  my  dog,"  laconically  answered  the  boy. 

"Shot  your  dog?"  repeated  the  man.  "Was  he 
mad?" 

"  Well,"  answered  the  boy,  "  he  didn't  seem  particu 
larly  pleased."  — X. 

"  What's  the  matter  with  your  wife,  anyhow  ? " 

"  She  s  got  a  case  of  flat  tire." 

"  Whaddye  mean,  a  flat  tire?  ' 

"  She's  weary  of  living  in  a  flat."  —  Houston  Post. 

Four  doctors  tackled  Johnny  Mills, 

They  blistered  and  they  bled  him. 
With  squ'lls  and  ambitious  pills 

And  ipecac  they  fed  him. 
They  stirred  him  up  with  calomel. 

They  tried  to  move  his  liver ; 
But  all  in  vain  —  poor  Johnny  Mills 

Was  wafted  o'er  the  river ! 

Jones  —  What's  the  best  cure  for  toothache? 
Smith  —  Walk  about  half  way  to  the  nearest  dentist. 
—  Boston  Transcript. 


One  day  Pat  appeared  on  the  street  with  a  huge 
tear  in  his  coat  sleeve. 

"  Look  here,  Pat,"  protested  a  friend,  "  why  don't 
you  get  that  hole  mended  ?  " 

"  Not  Oi.  sor,"  said  Pat,  "  a  hole  may  be  the  result 
of  an  accident,  but  a  patch  is  a  sure  sign  of  poverty." 
—  X. 

L'enfant  —  Father,  what  is  a  "  sepulchral  tone  of 
voice  ? " 

La  Pere  —  That  means  to  speak  gravely.  —  Jack 
o'  Lantern. 

Wife—  I've  noticed  an  odd  thing,  John.  When  you 
go  to  light  the  gas  in  the  n^xt  room  you  invariably 
take  two  matches. 

Hub  —  Yes,  my  dear;  I  long  ago  discovered  that 
if  you  carry  one  match  it  will  go  out,  while  if  you 
carry  two  it  won't.  —  Boston  Transcript. 

NOTE. 
Contributions  to  this  department  are  solicited  from 
our  readers.  If  you  run  across  a  joke  you  think 
would  add  to  the  interest  and  sparkle  of  this  page 
send  it  in.  It  need  not  be  original^  but  it  not  kindly 
let  us  know  its  source^  if  you  are  able  to  do  so.  If 
you  laugh  let  the  world  laugh  with  you. 


Couple  Your  Store  With  Our 

National  Advertisiiig 

A  great  number  of  our  enthusiastic  dealers  who  appreciate 
thesa]e»poss^>iliti«sof  Necco  and  Hub  Wafers  are  add- 
ing dollars  to  their  till  by  advertising  these  confections  in 
conjunction  with  their  other  products.  To  assist  these 
merchants  in  coupling  their  own  newspaper  publicity  with 
our  advertising  in  national  mediums  we  have  made  cuts  of 

Necco  Wafers 

Glazed  Paper  Wrapper 

Hub  Wafers 

Transparent  Paper  Wrapper 

in  various  sizes,  also  four  sizes  of  the  famous  Necco  Seal. 
Ask  us  to  send  you  a  sheet  showing  the  different  sice  cuts 
of  packages  and  seals.  Then  indicate  by  number  whiclT 
ones  you  want-  weMl  send  them  without  charge. 
We  know  from  experience  of  otlier  merchants  that  any 
money  you  may  spend  in  this  way  will  come  back  to  you 
in  the  form  of  increased  sales  and  profits. 

NEW  ENGLAND 

CONFECTIONERY  COMPANY 

Boston,  MaM. 
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embody    Three    Distinct 
Grades  of  Construction, 


Mr.  Walrus  says:— 

WALRUS  SODA  FOUNTAINS 

Arrangement  and  Materials,  namely: 

TlIF  PITIIFAWAV  An  Abeolnte  Sovereifn.  No  other  Apparatus 
inC  Clincniflll.  Marly  approaches  it.  Ice  or  Iceless.  Use  it 
EITHER  WAY.  The  Syrup  Jar  that  jars  competition.  Syrup  Lifts 
Guaranteed  a  Life  Time. 

lust  like  all  others  are  offering,  only  ire  makclt  ' 
Better  and  sell  it  for  less.    Let  us  prove  it 


THE  COMMONER. 


Far  ahead  of  anything  in  its  class.  Substantially 
built,  well  designed,  durable  A  whole  lot  of  Foun- 
Made  for  the  man  who  requires  a  good  but 


THE  WONDER. 

tain  for  a  very  little  money, 
inexpensive  outfit. 

SHND  FOR  CATALOGS 

WALRUS   MANUFACTURING   COMPANY 

DKCATUR.  ILLINOIS 
Largest  Builders  end  Distributors  of  Soda  Fountains  through  Jobbers 

AGENCIES  IN  ALL  PRINCIPAL  CITIES 


New  PriAt«a  Matter. 

G.  C.  IngallSi  ColumbuSi  Ohio,  sends  us  a  directory  of 
wholesale  druggists  and  confectioners  in  the  United  States 
and  Canada.  It  is  intended  we  believe  for  fiee  distribu- 
tion. 

The  Norman  W.  Henley  Publishing  Co.,  132  Nassau 
St.,  New  York,  is  sending  out  a  catalogue  of  mechanical 
scientific  and  practical  books  published  by  the  firm. 

**  Good  Fixtures,'*  for  April,  the  house  publication  of 
the  W.  B.  McLean  Mfg.  Co.,  Pittsburgh,  Penn.,  has  a 
number  of  illustrations  showing  artistic  interiors  of  drug 
stores. 

Messrs.  Fox,  Fultz  &  Co.,  Inc.,  have  published  a  spring 
edition  fo  the  Drugg^ists,  Sundry  man.  It  is  devoted  prin- 
cipally to  soda  fountain  accessories  and  supplies.  It  de- 
scribes and  illustrates  all  the  novelties  of  the  season  in 
this  line.    It  is  published  gratuitously. 

The  Armstrong  Cork  Co.,  Pittsburg,  Penn.,  have  sent 
broadcast  among  druggists  a  handsome  six  page  circular 
entitled  "Be  Careful"  giving  information  as  to  how  to 
push  the  sale  of  circle  A  corks. 


y^mlrvtm  Trade  If  ot«. 

Mr.  Stuart  Broadwell,  a  prominent  druggist  of  Spring- 
field, Illinois,  will  soon  install  a  very  handsome  Walrus 
Soda  Fountain  in  his  Springfield  store.  This  fountain, 
while  not  a  large  outfit,  will  nevertheless  be  one  of  the 
highest  grade  and  best  soda  fountains  ever  built.  Both 
the  back  bar  and  counter  of  the  outfit  will  be  of  imported 
Pavonazzo  marble,  embellished  with  Tiffany  art  glass  dec- 
orations, and  the  top  of  the  back  bar  and  also  of  the 
counter  will  be  of  an  imported  grade  of  white  Belgian 
glass.  The  price  of  this  Fountain  will  exceed  that  usu- 
ally paid  for  outfits  two  or  three  times  its  size,  owing  to 
the  very  high  grade  materials  that  enter  into  its  construc- 
tion. A  special  refrigerating  compartment  equipped  with 
thirty  porcelain  drawers  will  be  provided  in  the  base  of  the 
back  bar  for  caring  for  serums,  and  in  the  superstructure 
of  the  back  bar  a  very  elaborate  refrigerator  display  case 
for  properly  keeping  and  displaying  high  grade  boxed 
candies  will  also  be  provided. 

Drtiggista,  Take  Notice. 

I  am  desirous  of  hearing  from  some  druggist  who 
has  a  specialty  in  the  line  of  a  cosmetic,  toilet 
water  or  medical  preparation  for  external  use,  but 
who  lacks  the  capital  to  push  it  properly.  Also 
fountain  men  who  have  an  original  formula  for  a 
beverage  for  sale.  Will  buy  for  right  in  restricted 
territory  or  buy  outright.  Advise  if  name  is  copy- 
righted; what  merchandising  methods  have  been 
undertaken,  if  any  and  where  the  goods  have  been 
sold.  State  if  yon  have  Federal  Food  and  Drugs 
Registration  for  the  product  and  send  samples  and 
formula.  All  replies  will  be  treated  in  strict  con- 
fidence. Address  Victor  N.  Vetromile,  Emery 
Street,  Everett,  Mass. 


RKAD  ADS  AND  ALL. 


Always  a  Live  Seller 

Every  month  there  is  a  big  in- 
crease in  the  sale  of 

Listerine 

Many  druggists  are  now  selling 
as  much  Listerine  in  a  month  as 
they  formerly  sold  in  a  year. 

This  is  due  to  our  strong  and 
consistent  magazine  advertising, 
which  is  backed  up  by  real  Co- 
operation with  the  retailers. 

It  will  pay  you  to  push  List- 
erine under  our  attractive  new 
plan.    It  will  help  you  sell  other  well-known 
specialties  besides  Listerine. 

Write  for  our  new  book,  "  Selling  Helps  for 
Live  Druggists.*'  It  contains  more  than  one 
hundred  valuable  business-building  ideas,  cover- 
ing every  department  of  your  store.  This  book 
is  FREE.    A  postal  brings  it. 


Lambert  Pharmacal  Company 
Saint  Louis 
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TH«  Lrat«  Mr.  risk. 


The  establishment  of  mannfacturiDg  laboratories  at 
Honnslow,  a  few  miles  out  of  London,  followed  in  due 
course,  and  here  the  goods  are  manufactured  for  Euro- 
pean consumption.  The  European  business  of  the  firm  is 
a  fine  monument  to  the  creative  ability  of  Mr.  Fisk  and  to 
the  loyalty  and  devotion  which  he  always  bore  tovrard  his 
house.  Mr.  Fisk  was  bom  in  Adrian,  Michigan.  In  the 
London  American  Colony  he  was  always  conspicuous :  he 
was  secretary  of  the  London  branch  of  the  American 
Kavy  League  and  president  of  the  American  Society. . 


Fred^M.  Fisk  manager  of  the  European  headquarters 
of  Parke,  Davis  &  Co.,  in  London,  died  after  an  illness  of 
several  months  April  lo.  Mr.  Fisk's  connection  with 
Parke,  Davis  &  Co.  covered  a  period  of  something  like 
thirty  years.  He  was  employed  to  explore  what  was  then 
new  territory  for  the  products  of  the  house.  First  "cov- 
ering" the  Pacific  Coast,  he  was  subsequently  sent  on  a 
trip  around  the  world.  His  success  in  introducing  the 
preparations  of  the  house  in  countries  like  Japan,  India 
Anstralia,fultimately  led  to  the  establishment  of  branches 
and  to  the  final  development  of  an  enormous  trade  in 
those  sections  of  the  world.  Mr.  Fisk  was  next  sent  to 
London  to  see  what  could  be  done  for  Parke,  Davis  & 
Co.  in  Great  Britain.  He  found  the  opportunity  so  favor- 
able that  ere  long  a  branch  was  established  and  he  was 
placed  in  control  of  it.  Only  three  persons  besides  him- 
self were  necessary  at  the  outset,  but  the  business  has 
since  grown  both  in  Great  Britain  and  on  the  Continent 
until  now  there  is  a  staff  of  about  400  employes. 


HENRY  TROEMNER 


STAIVBARB  OF  EXC£XI«EIVCE 


1840 


1913 


New  Triumph  Prescription  Scale 

Built   like   the    Wise  Man's  House — upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    sensftiye  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  CataloKue  No.  lUS. 

91 1  Arch  Street,        PHILA^  PA. 


The 
Sanitary  Disher 

r^    ::      No 

Concealed  Parts 


GEM  ICE  CREAM  SPOONS,  Price  $1.50  Each. 

For  Sale  by  All  Dealers 


The  claims  made  for 
merit  in  other  dishers 
find  their  realization 
alone  in  the  superior 
merit  of  the'*  GEM/' 
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Silvol  ana  Aifar. 

"  Have  you  SUvol  ?  '*  "  Can  you  supply  Agar? "  A  good 
many  retail  druggists  are  likely  to  hear  these  questions 
over  the  telephone  in  the  near  future.  In  every  instance 
a  physician  will  be  on  the  other  end  of  the  line./  How  do 
we  know  these  things  ?  By  reasoning  from  cause  to  effect. 
Parke,  Davis  &  Co.  are  the  motive  power  behind  Silvol 
and  Agar.  They  are  promoting  these  products  through 
the  media  of  medical  journals,  using,  it  is  said  upon  good 
authority,  more  than  a  hundred  publications  to  bring  them 
to  the  attention  of  physicians.  What  is  Silvol  .>  A  new 
silver  compound— an  active  germicide*  astringent  and  se- 
dative, in  scale  form — an  efficient  agent  for  the  treatment 
of  acute  inflammations  of  mucous  membranes.  Silvol  is 
supplied  in  bottles  of  one  ounce  and  in  6-grain  capsules 
(bottles  of  50).  It  is  certain  to  have  a  wide  field  of  use- 
fulness. What  is  Agar  ?  A  product  of  Japan,  derived 
from  seaweed,  supplied  commercially  in  the  form  of  coarse 
flakes — a  mechanical  laxative  that  is  certain  to  come  into 
wide  use  in  the  treatment  of  chronic  constipation.  It 
freely  absorbs  water,  which  it  retains.  Passing  practically 
unchanged  into  the  intestine,  it  permeates  the  feces,  keep- 
ing them  uniformly  moist  and  promoting  healthy,  normal 
evacuation.  Agar  may  be  eaten  with  milk  or  cream,  or 
mixed  with  a  cereal  breakfast  food,  salted  or  sweetened  to 
suit  the  taste.  .  It  is  supplied  in  pound  and  quarter-pound 
packages. 

I^ii&«  Ia  Tul>«rctalosis« 

The  Eckman  Manufacturing  Company,  Philadelphia 
has  just  published  a  handsome  booklet  entitled  *'  The 
Value  of  Lime  Treatment  in  Tuberculosis ;  Some  Expert 
Testimony"  the  "  foreword  "  is  as  follows  :  "  Within  re- 
cent years  many  recognized  medical  authorities  of  the 
highest  reputation  have  publicly  discussed  the  value  of 
lime  (calcium)  treatment  in  Tuberculosis.  During  the 
same  period  Eckman's  Alterative  has  been  offered  to  the 
public  as  a  remedial  agent  containing  lime  in  such  com_ 
bination  as  to  seem  easy  of  assimilation  in  a  majority  o^ 


No.  10 

"REST  EASY'' 

NON-SLIP  BED  CUSHION 

Size  14  X  20  Inches 

A  CUSHION  SUPPORT,  for  sitting  up  or  re- 
clining in  bed,  also  adapted  for  wheel  chairs. 
In  combination  with  a  back  rest  it  gives  the 
required  FOWLER  POSITION  for  POST 
OPERATIVE  WORK.  A  trial  WILL  CON- 
VINCE it  is  healthful  and  economical  the  saving 
of  nurses  time  will  soon  cover  the  cost.  Re- 
commended by  HOSPITALS  and  EMINENT 
SURGEONS  Testimonials  and  descriptive  cir- 
cular sent  upon  request. 


Mamnfactured  Exclutively  by 

DAVOL  RUBBER  COMPANY 

PROVIDENCE,  R.  L,  U.  S.  A. 


YOU  will  garner  a  - 

HARVEST  OF  DOLLARS 

at  this  time  by  consistently  pushing 

PLUTO  WATER 

Prescriped  by  ]  | 

ans,  backed  by 

gressive,    natic 

publicity     can 

and,  vitally^  imp 

you. 

Always  FuU 

Delightfully  interesting  literature  and  artistic  win- 
dow display  material  that  magnetically  attracts  new 
customers,  send  promptly  prepaid  by 


French  Lick  Springs  Hotel  G>mpany 

French  Lick,  Indiana. 
N.B. — Write  Today.   Remember  the  ant  and  the  grasshopper 


gives  you  the  standard  size  and  length  of  any  ta- 
pered cork,  but  to  obtain  the  best  results,  specify 
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WE  SAVED 
$215,973.11 

Actually  Saved  for  and  Returned  to  Our  Members 

WE  NEVER  HAD  A  LAWSUIT 

No  Greater  Success  Could  Be  Achieved 


LOSS1»AYMEMT 


^Jh 


H.W.EDDY.  Attor^mcy  AND  Manaoci* 


^S 


DRUGGISTS  pjQ££4Jf/I^it^iiA  NGE 


i.   "AriAOtf 


This  is  the  Druggists'  own  Fire  Insurance  organization, 
conservatively  and  successfully  managed 


Druggists'  Indemnity  Exchange 
St.  Louis 


<V^  '<^ 


Attorney  and  Manager. 


<o 


^<f.. 


*«-<>j    'o» 


Gouyle 
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To  justify  every  claim  made  for  Eckman's  Alter- 
atiye  as  a  lime  treatment  in  Tnbercalosis,  we  present  on 
the  following  pages  quotations  from  some  of  the  published 
statements  mentioned  above.  **  The  reader  will  under- 
stand that  none  of  these  was  written  as  a  testimonial  for 
Eckman's  Alterative  or  in  support  of  its  use,  since  the 
medical  profession  still  declines  to  publicly  commend  any 
proprietary  remedy,  however  valuable.  This  fact  only 
strengthens  the  evidence  here  submitted,  precluding — as 
it  does — any  possible  charge  of  compulsion  or  collusion." 


to  Drtai(|(ists* 


A  Book  r« 

"  Selling  Helps  for  Live  Druggists "  is  the  title  of  a 
very  attractive  book  recently  issued  by  the  Lambert 
Pharmacal  Company,  of  St.  Louis,  Mo.  This  book  con- 
sists of  16  pages  on  highly  coated  p^iper,  and  the  cover  is 
on  heavy  paper  printed  in  two  colors.  The  cover  design 
shows  the  interior  of  a  modem  drug  store.  The  purpose 
of  this  book  is  not  to  teach  the  druggist  how  to  run  his 
business.  It  is  stated  on  page  one  that  the  book  is  a  col- 
lection of  good  ideas,  plans  and  suggestions  in  convenient 
form  for  ready  reference. 

Included  in  the  contents  are  snappy  talks  on  store 
leaks  and  how 'to  stop  them,  departmental  management, 
how  to  make  money  on  side  lines,  what  substitution 
means,  a  complete  advertising  plan  for  retail  druggists, 
and  an  explanation  of  the  national  advertising  campaign 
behind  Listerine.  Several  pages  of  the  book  are  devoted 
to  very  attractive  ready-made  advertisements  for  the 
druggist's  own  use.  Electrotypes  of  these  ads  are  fur- 
nished free  of  charge  and  they  contain  mortised  spaces  for 
a  number  of  items  to  be  inserted  by  the  druggist  in  con- 
nection with  his  name. 

The  Lambert  Pharmacal  Company  reports  that  their 
business  is  showing  a  substantial  gain  every  month  in 
spite  of  the  depressed  conditions  throughout  the  country. 
Live  druggists  everywhere  are  getting  the  benefit  of  the 
attractive  and  consistent  advertising  of  that  company. 
The  Lambert  people  are  rendering  a  real  service  to  drug- 
gists and  they  invite  correspondence  from  diuggists  who 
want  to  adopt  modern  methods  of  store  management. 
We  suggest  that  you  write  the  Lambert  Pharmacal  Com- 
pany for  a  copy  of  this  book. 

TH«  DrfSi(i(lsts*  P«roxia«. 

In  the  manufacture  of  this  commodity  the  Mallinckrodt 
Chemical  Works  have  always  aimed  to  supply  an  excep- 
tionally pure  and  reliable  article,  especially  fur  the  drug 
trade.  It  is  so  widely  handled  and  distributed  by  the  re- 
«tail  druggists  of  the  United  States  that  it  has  become 
known  as  '*  The  Druggists'  Peroxide."  Cheaper  brands 
have  been  offered  on  the  market  for  distribution  through 
department  stores,  but  the  druggists  who  have  desired  to 
give  their  patrons  full  value  for  their  money  have  experi- 
enced much  satbfaction  in  handling  the  '*M.  C.  W." 
brand.  All  wholesale  drug  houses  are  in  a  position  to 
supply  their  trade  with  '*  M.  C.  W."  Peroxide  at  prices 
that  will  enable  them  to  meet  any  reasonable  competition, 
it  should  be  remembered  that  the  best  is  none  to  good. 


ROBERTSON'S 

fruit  tablets  flavors  aoldom  found,  oxoopt  In 
tho  original  fruits,  oonsoquontly  aro  buslnass 
bulldors  I  paokod  6  lb.  round  Jars  ;  and  4  lb. 
squaro  Jars.  Establishod  rotail  prioo  40o  lb. 
or  2  ozs.  for  60. 

If  not  at  your  Jobbors  writo  us  direot. 

ROBERTSON-BRADSHAW  CO., 
286  GmmMi  Stmt,       Niw  Yiik  CNy 


Self  Filling 
Fountain  Pens 

(Sample  Postpaid  25c.) 

Gross  Lots  10c.  Each 

Think  of  it!  A  well 
made,  hard  rubber  pract- 
ical pen,  not  a  toy.  Fit- 
ted with  14  karat  gold 
plated  pen  point,  hach 
pen  packed  in  a  neat  box 
with  instructions  for  fill- 
ing, etc.-Price  $  1 .50  print- 
ed on  box. 

One  Gross  retail  at  25c. 

each,  net $36.00 

Cost  you 14.40 

Your  profit     •    •    $21.60 

This  pen  makes  a  great 
article  to  give  away  to 
"boost"  sales  and  the  cost 
is  small. 

COST  YOU 


Gross 
$14.40 


1-2  gross 
$8.00 


Dozen 
$2.00 


Order  a  gross  of  these 
pens.    Dump  them  into 
one  of  you  windows.  Put 
a  sign  on  them :  "Special 
Saturday,  25c.*'  and  clean 
up  a  nice  profit.    Besides, 
everyone  will  tell  every- 
one else,  what  a  bargain 
they  got  in  a  self-filling  fountain 
pen  at  your  store  for  only  a 
quarter.    It's  a  big  ad. 


CHAS.  L.  ARCHBOLD 

1562  East  93rd  St.,  CLEVEUND,  OHIO. 
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DIAMOND  OINTMENT  BLOCK 

A  Prodocer  of  Bfflciency  and  Cleanliness.    A  Saver  of  Time^  Honey  and  Annoyance. 

It  takes  the  place  of  the  messy,  old-fashioned  slab.     Instead  of  having  to  scrape, 
scrub  and  polish  every  time  you  compound  an  ointment,  you  simply  tear  off  \h^  used 
.sheet  and  instantly  you  are  ready  to  prepare  the  next  batch  in  a  thoroughly  hygienic 
manner.'  Isn't  that  an  improvement .? 

Each  block  contains  one  hundred  sheets  of  heavy,  vegetable  paper.  This  paper 
is  guaranteed  to  be  impervious  and  free  from  all  acids  and  impurities.  The  sheets 
are  securely  bound  to-gether  by  the  reliable  Johnson  Process. 

The  Blocks  come  in  two  sizes  : 
Large  12  x  12  inches  |>.5o  F.  O.  B.  Boston. 

Small   9x8      "  .35   "    "    "        *« 

SPECIAL  INTRODUCTORY  OFFER 

If  you  have  not  already  used  a  Diamond  Block,  here  is  a  chance  to  try  It  out 
thoroughly  in  your  own  laboratory,  without  incurring  any  obligations  whatsoever. 

We  will  send  you  either  size,  and  pay  all  transportation  charges.  Try  it  out 
for  thirty  days,  ana  then  remit  either  the  price  of  the  block  or  nothing.  No  remitt- 
ance will  be  expected  or  aecepted  unless  ^<7//  are  satisfied  that  the  Block  is  a  real  con- 
venience and  a  genuine  help  in  your  business. 

Just  drop  a  postal  to-day,  saying  "  Send  a  Diamond  Ointment  Block  as  per  your 
special  offer."    Specify  the  size  you  want  and  we  will  do  the  rest. 

FOX,  rULTZ  (Sl  CO..  Inc., 

18  Blackstone  St.y  Boston. 

The  Druggists'  Sundry  House  of  New  England. 


^I^ount    WasHin|(ton 

Boxes 

For  Your  Olntm 

AT«ld  cheMlaU  rtactlai  1 

ue  ttf  Aetftl  c«Ttr  Mr  c«m 

Thejr  are  luperior  in  bea  i 

of  nnlshy  Ugbtnets   and  i 

strength,  \i  oi.  to  i6  oi.  \ 

BlackWalnuiandSilv€r 
Poplar, 

SPu\fy  '*Mt.  Wmshimr-  i 
ton  "  in  ortUrinf  of  your  V 
whoUsaUr, 

Mt.  W««hlngton  Box  Co.,  Bo«ton,  M«>«. 


SUBSCRIBERS  EXCHANGE 

POSITIOIf  W^AiVTED  with  perfume  or  drug  manufactur- 
ing house  by  capable  man  of  35.  Has  been  15  Tears  in  the  manu- 
facturing of  medicines,  pills,  perfumes,  cold  and  massage  creams, 
ointments,  etc.;  last  eight  years  in  charge.  Highest  references. 
Graduate  In  organic  and  inorganic  chemistry.  "  L.  F.  T.,"  care 
of  Spatula,  Boston. 

Dmc  Stored  (snaps)  for  sale,  and  positions  in  all  States. 
Phjrsiaans«  Veterinari.ins,  Dentists,  furnished  for  all  locations. 
F.  V.  Kneist,  R.  P  Omaha,  Neb.    EsUb.  1904. 


Salesmen  ITanted.  15%  commission  paid  salesman  call- 
ing on  drug  trade  to  sell  specialty  as  side  line.  Address  L.  W. 
Marshall,  Lexington,  Mo. 


Consult  3foore  on  all  Advertising  questions.  Writing 
plannlng.illustrating,  printing  and  placing  of  advertising'caref  uUy 
handled!  Booklet  free.  Write  MOORE.  Adv.  Specialist,  New 
Egypt,  N.J. 


THE  NATIONAL  INSTITUTE 
OF  PHARMACY. 

Do  you  desire  to  Prepare  for  a  Board  of 
Pharmacy  Examination,  or  for  other 
reasons  to  improve  your  knowledge  of 
Pharmacy? 

Have  you  a  clerk  or  apprentice  to  whom 
you  desire  to  recommend  a  profitable  and 
mexpensive  course  of  study? 

The  National  Institute  of  Pharmacf 

supplies  a  course  of  HOME  STUDY  at 
once  thorough,  practical  and  inexpensive. 
It  consists  ut 

Prhited  Lectures  Mailed  Seni-Montlil}. 

to  students,  there  being  two  terms  of 
twelve  lectures  each,  the  full  course  oc- 
cupying therefore  a  period  of  one  year. 

Announcement  iivingr  full  particulars^msthod, 
course^  lectures^  cost^  etc^  mailed  free  upon  appli- 
cation^ 

National  Institute  of  Pliamiap]r» 

358-362  Dearborn  St.,  ChlcasfO. 
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Webb's  Alcohol, 

THE  ACKNOWLEDGED  STANDARD. 

JAMES  A.  WEBB  A  SON,       ""  * '"*^^r^J!IS^  ^^^ 
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DOUBLE  PHPFir 

O^  ABSORBENT 


Maplewood  Mills  Absorbent  Cottons  are  the 

iosiest  sellers  and  the  BEST  profit  yeilders 

BECA  USE  :  —  Each  of  the  four  grades  they  mann- 

facture  is  the  best  obtainable  at  the  price  and  puts  you 

COTTO^  on  the  credit  side  of  your  customer's  good-will  account     It  costs  you 

less  than  similar  qualities  offered  by  others,  because  the  Maplewood 

Mills  complete  manufacturing  facilites  make      mm  ggT%f  W?rTJf\f\T\    MJiil  ¥  V 

it  possible  to  produce  cotton  at  minimum    Jn.nfi^tlUJKJKJU  JWiiM^M^^ 

cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit.  FMLL  RIVER,  MJtSS. 

PROOF  FOR  A  PO«T  CARD.  J 
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Fritzsche  Brothers  -  ticw  York 


ES 


( 
I 

Absolute  Purity 
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POLLANTIN 

in  HAY  FEVER 


Quality  Standard 

ISS* 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


> 
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AMERICAN  CORK  COMPANY 
67  Blackstone  Street 
Boston,  Mass. 


EcKman's  Alterative 


Constantly  Advertised    EHD    TflDOAT    ANI\    I  ITNPC      Small  Size  ( new )  %roo 
Sells  the  Year  Round      rUK    InKUAl    AllD   LlJlllj^      Regular  Size   -    -   200 

£cKinan  Mantifacttirinc^  Coinpany't  PKiiadeipKia,  Pa. 
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Every  Retail  Druggist  Should  Carry  a 
Stock  of  our  New  Pepsin. 

We  are  producing  an  improved  pepsin— a  pepsin  differing  widely  in  appearance  and 
quality  from  any  pepsin  heretofore  offered  by  any  manufacturer. 

This  pepsin  is  the  resuh  of  a  series  of  experiments  extending  over  a  period  of  nearly 
three  years.     It  represents  a  new  process  in  manufacture. 

Our  improved  pepsin  is  light  (hence  attractive)  in  color. 

It  dissolves  in  water  almost  as  quickly  as  snow. 

It  is  devoid  of  animal  odor. 

It  is  agreeable  to  the  taste. 

It  is  practically  free  from  digestive  by-products. 

It  is  assuredly  active. 

♦  ♦  ♦ 

The   new  pepsin  is  winning .  approval  from  physicians.     It  is  making  a  hit  with  their 
patients.     It  will  be  the  most  widely  prescribed  pepsin  ever  produced.     You  want  this  pepsin. 

SUPPUED  IN  COARSE  GRANULES  .AND  AS  POWDER. 
STRENGTHS:  1000,  2000,  3000,  5000,  6000,  10,000. 

Keep  one  of  these  "Packers'*  on  Your 
Cigar-case  or  Show-counter. 

Our  handsome  Euthymol  Shaving  Soap  display-packer  (printed  in  colors)  will  attract  the 
attention   of   your   customers.      Put   it 
where  the  men  will  see  it— on  the  cigar- 
case   or    show-counter.         It  will   sell 
Euthymol  Shaving  Soap. 

Euthymol  Shaving  Soap  is  the  best 
shaving  soap  on  the  market  to-day.  It 
produces  a  soft,  smooth,  creamy  lather. 
It  makes  shaving  a  positive  pleasure. 
Sell  a  man  a  tube  of  this  shaving  soap 
and  you  have  made  a  steady  customer. 

ONE  DOZEN  TUBES,  IN  DISPLAY-PACKER,  $1.75. 

♦  ♦  ♦ 

Take  Advantage  of  This  Free  Offer. 

We  will  give  a  dozen  tubes  of  Euthymol  Shaving  Soap  free  with  an  order  for  6  dozen  Euthymol  products 
(Euth3rm^l  Liquid  and  Euthymol  Tablets  excepted),  assorted  as  desired. 


Laboratories:  Detroit.  Mich.,  U.  S.  A.; 
.  Wallcerville.  Ont.;  Hounslow.  Eng. 


PARKE,  DAVIS  &  COMPANY. 


Branches :  New  York.  Chicaso,  Kansas  Gty.  St.  Louis,  Baltimore.  New  Orleans,  Minneapolis.  Seattle.  Boston.  Buffalo.  Pittsburg, 
Cincinnati.  Indianapolis.  U.  S  A.;  Montreal.  Que.;  London,  Eng.;  Sydney,  N.  S.  W.;  Petro^rad,  Russia;  Bombay.  India:  Tokio, 
Japan;  Buenos  Aires,  Argentina. 
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CARTER,  CARTER  &  MEIGS  CO. 


WHOLESALE  DRUGGISTS, 

IMPORTERS 

AND  MANUFACTURING  CHEMISTS 


Bostorii  Mass. 


Massachusetts  College  of  Pharmacy 

72  St  Botolph  SU  Corner  of  Garrison,  Boston,  Hassachnsetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  cenificate  or  examination,  is  required  for  entrance. 

The  Demand  for  Graduates  of  this  School  Is  in  Excess  of  the  Supply. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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A  Difference. 

THERE  is  a  vast  differ- 
ence between  an  actual  and 
a  theoretical  profit.  Noth- 
ing pays  you  a  profit  until 
you  actually  sell  it..  So 
long  as  the  goods  stick  on 
the  shelves  you  are  losing 
money,  no  matter  how  wide  the  margin  be- 
tween cost  and  selling  price.  Many  a  mer- 
cantile venture  has  gone  on  the  rocks  because 
of  the  false  beacon  of  paper  profits. 


A  Fine  Art. 

A  store  may  carry  its  full  quota  of  clerks, 
manager  included,  and  not  have  a  real  sales- 
man in  the  lot.  Merely  giving  a  customer 
what  he  asks  for  and  taking  his  money  in  ex- 
change is  not  true  salesmanship.  The  real  art 
of  salesmanship  consists  in  turning  a  potentiar 
into  an  actual  customer.  -Another  phase  of 
the  art  that  requires  fine  handling  is  in  taking 
unproQiising  goods  and  finding  something  fresh 
and  interesting  to  say  about  them. 

Planning  Ahead. 

One  great  difference  between  the  man  who 
succeeds  and  the  one  who  fails  is  that  the 
former  always  plans  ahead,  while  the  latter 
seldom  looks  beyond  the  present.  The  mer- 
chant who  plans  far  enough  ahead  for  any 
special  sales  event  is  seldom  troubled  with  a 
hitch  when  the  event  actually  comes  off.  Plan- 
ning ahead  develops  foresight.  With  most  suc- 
cessful men  this  is  a  sort  of  sixth  sense  —  an 
ability  to  analyze,  weigh,  reason  and  judge  re- 
sults by  the  data  in  hand  that  is  almost  un- 
canny. It  is  this  rare  judgment  developed  by 
the  man  at  the  helm  that  is  the  biggest  asset 
of  many  a  concern. 

To  Attract  Trade. 

It  is  impossible  to  lay  too  much  stress  upon 
the  necessity  of  making  your  fountain  a  place 
where  the  thirsty  like  to  go  and  refresh  them- 
selves during  the  warm  days.  There  are 
two  things  necessary  to  this  end.  The  first 
is  to  attract  people  to  your  store,  the  second 
is  to  keep  them  coming.  The  latter  is  the 
easier  of  the  two ;  it  Is  done  by  serving  the 
best  soda  water,  having  a  cool,  comfortable 
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place,  and  having  your  service  such  that  it 
pleases  those  who  come  in.  Satisfied  custom- 
ers come'back  and  they  tell  others  about  your 
shop,  which  makes  them  living  advertisements 
for  you. 

A  Prosperous  Air. 

An  air  of  prosperity  is  an  essential  feature 
of  the  modem  store.  Soap,  water  and  muscle 
are  commodities  out  of  the  reach  of  the  trusts, 
and  there  is  no  reason  why  the  merchant  in 
the  smaller  cities  should  not  follow  in  the  foot- 
steps of  the  great  stores  by  keeping  everything 
clean  and  neat.  The  woodwork  should  be 
kept  clean  and  bright  from  ceiling  to  floor, 
and  dirt  should  not  be  allowed  to  accumulate 
on  the  baseboard.  When  a  slack  hour  comes 
in  any  department  have  the  floor  brushed  up. 
This  can  be  done  without  raising  any  dust  to 
speak  of,  and  will  lend  an  entirely  different 
appearance  to  the  department.  Particular  at- 
tention should  be  given  to  departments  where 
ladies  shop  exclusively. 

As  a  Side  Line. 

Since  a  pharmaceutical  calling  has  more  or 
less  of  a  commercial  nature,  it  is  necessary 
that  the'  pharmacist  become  acquainted  with 
many  conditions,  and  any  side  line  that  adds 
to  his  income  is  too  important  to  be  overlooked. 
Among  many  other  things  that  have  become 
affiliated  with  pharmacy,  optics  hold  a  promi- 
nent position.  Those  druggists  who  have 
taken  sufficient  interest  in  the  subject  to  make 
a  study  of  it  have  found  it  a  valuable  addition 
to  their  stock  in  trade.  Since  college  instruc- 
tion, in  a  pursuit  of  this  kind,  is  an  important 
feature,  why  not  include  a  short  course  in  the 
college  curricula  ?  The  general  principles  of 
this  science,  propounded  to  the  student  in  a 
proper  manner,  would  materially  aid  him  in 
further  study  and  help  him  perfect  his  knowl- 
edge. 

Confidence. 

No  druggist  having  a  business  of  any  pro- 
portions can  do  all  of  the  duties  of  a  store  suc- 
cessfully. Neither,  if  the  business  be  up  to 
the  average,  can  he  watch  all  that  goes  on. 
He  must  divide  his  work  up  among  his  clerks, 
and  then,  to  obtain  the  best  results,  he  must 


trust  them  to  perform  faithfully  and  to  his  in- 
terest the  duty  assigned  to  them.  If  for  any 
reason  the  clerk  thus  trusted  is  unworthy  of 
the  trust  placed  in  him  it  will  not  be  long 
before  this  fact  becomes  evident.  On  the 
other  hand,  if  he  be  ever  so  worthy  of  your 
confidence,  and  you  by  your  actions  show  him 
that  you  do  not  trust  him,  he  cannot  do  his^ 
best  for  you  even  if  he  really  desired  to,  be- 
cause the  fact  that  he  is  being  watched  puts  a 
restraint  upon  his  actions,  so.  that  he  can't*be 
himself.  Try  for  one  year  this  i3ea  of  put- 
ting confidence  in  your  clerks  without  ham- 
pering them  and  see  the  result.  You  will  be 
surprised. 

Cash-Pulling  Letters. 

How  many  dniggists  have  worked  out  an 
efficient  system  of  collecting  overdue  accounts.? 
Of  what  use  to  plan  brilliant  and  successful 
sales  campaigns  while  the  equally  important 
work  of  turning  long-standing  accounts  into 
cash  is  overlooked?  A  system  of  collection 
letters  that  will  shake  Mr.  Slow  Pay's  apathy 
with  a  vigorous  hand  is  an  important  part  of 
the  equipment  of  any  business,  and  there  is 
just  enough  "pep"  in  such  paragraphs  as  the 
following,  which  the  American  Paint  and  Oil 
Dealer  cites  as  examples  of  good  collection 
letters,  to  make  the  recipient  sit  up  and  take 
notice :  "  Your  past  record  does  not  indicate 
that  you  are  the  sort  of  man  who  would  wil- 
fully sidestep  a  just  obligation,  and  we  don't 
believe  you  are.  However,  your  action  in  per- 
mitting this  account  to  run  so  long  is  creating 
a  decidedly  unfavorable  impression  —  an  im- 
pression that  is  seriously  injuring  your  stand- 
ing with  this  firm." .  "  Had  we  not  considered 
you  thoroughly  honest  we  certainly  would  not 
have  granted  you  this  extension  of  credit. 
Your  failure  to  pay  at  the  .time  agreed,  to- 
gether with  your  ignoring  of  our  first  letter, 
is  a  surprise  and  disappointment  to  us,  but  it 
has  not  shaken  our  faith  in  your  integrity. 
We  still  think  you  will  pay  this  account  and 
not  force  us  to  sue  for  settlement."  "A  first- 
class  credit  is  a  most  valuable  asset  to  you  — 
its  real  worth  cannot  be  measured  in  dollars 
and  cents.  Therefore,  we  ask  you,  in  all  sin- 
cerity, to  think  twice  before  compelling  us  to 
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take  legal  action  in  forcing  payment  of  this 
account,  thus  making  public  a  matter  that 
will  seriously  impair  your  standing  with  all 
business  men  of  this  town/' 

Be  Gracious. 

The  Pennsylvania  Railroad  proposes  to  start 
a  school  of  manners,  says  the  Philadelphia 
Ledger.  "  Courtesy  meetings  **  are  to  be  held,- 
to  teach  those  who  come  in  contact  with  the 
public  in  whatever  capacity  that  it  pays  to  be 
polite.  In  every  kind  of  business  to-day  the 
inculcation  of  courtesy  is  part  of  the  office  dis- 
cipline. To  market  your  wares  in  the  teeth 
of  keen  competition  is  to  be  gracious  to  cus- 
tomers one  by  one.  Difficult  as  it  is  to  do  so, 
the  public  must  be  individualized.  Each  man 
must  be  made  to  feel  that  his  custom  is  want- 
ed, that  the  sidewalk  is  swept  and  the  door  is 
opened  and  the  salesman  stands  expectant  and 
the  goods  are  on  the  shelves  just  for  him.  He 
— and  not  just  his  pocketbook  —  must  be  made 
welcome.  The  costliest  mistake  in  any  busi- 
ness is  to  hire  and  retain  rude  assistants  be- 
cause they  are  cheap.  They  repel  customers. 
They  spell  ruin  for  their  employer  and  defeat 
their  own  prospects  of  promotion.  Every 
other  personal  habit  is  inexpensive  compared 
with  chronic  discourtesy. 

Profits  of  Pharmacy. 

One  of  the  stock  subjects  with  the  profes- 
sional jokesmith  is  the  huge  profits  of  the 
pharmacist.  That  the  profit  on  drugs  is  not 
excessive  will  be  admitted  by  any  one  who  is 
familiar  with  the  margins  on  ordinary  articles 
of  merchandise.  The  grocer  and  hardware 
merchant,  to  say  nothing  of  the  haberdasher 
and  milliner,  in  many  cases  charge  a  more  lib- 
eral per  cent  than  the  druggist,  besides  having 
the  advantage  of  a  larger  volume  of  business. 
But  while  the  public  has  a  generally  exagger- 
rated  idea  of  the  profits  upon  drugs,  on  the 
other  hand,  many  pessimistic  pharmacists 
maintain  that  their  calling  is  the  most  unsatis- 
factory and  unprofitable  vocation  upon  the 
face  of  the  earth  —  a  calling  with  which  some 
men,  because  of  their  sins,  have  been  afflicted, 
and  from  which  only  death  can  bring  surcease 
of  sorrow.  The  truth,  however,  is  neither  the 
one  nor  the  other  of  these  two  extreme  views. 


Pharmacy  is  neither  the  fabulously  profitable 
business  of  the  newspaper  joke  nor  the  miser- 
ably unprofitable  calling  of  the  pharmaceutical 
misfit  whose  lack  of  educational  qualifications 
or  business  ability,  or  both,  has  made  him  a 
failure  in  life,  and  who  seeks  to  escape  the 
blame  for  the  results  due  to  his  own  short- 
comings by  finding  fault  with  his  profession. 
While  dispensing  pharmacy  is  not  a  profession 
to  be  embraced  by  those  yho  aim  at  the  rapid 
accumulation  of  wealth,  it  is  one  that  under 
normal  conditions  will  enable  a  man  through 
diligence  to  bring  himself  to  comfortable  cir- 
cumstances, and  to  maintain  a  respectable 
position  among  the  great  middle  class,  which 
constitutes  the  bulk  as  well^  as  the  backbone 
and  substance  of  both  the  social  and  the  politi- 
cal state. 


V.  I. 

I  look  for  The  Spatula  every  moDth.  Very  inter- 
esting. £d.  Breault,  Jr. 
Brocktotty  Mass.<t  May  6^  igiS. 


THE   YOrNG   PATRIOT. 
( From  photo  contributed  to  the  Spatula  by  L.  W.  Longmore, 
Pahiatua,  N.Z.) 
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ttkm  Castile  Soaii  B«&siB«ss. 

Some  pharmacists  and  merchants  over  the  country 
have  opened  their  eyes  to  a  situation  which  on  consid- 
eration brings  deep  chagrin,  both  in  reflection  on  the 
honor  of  the  drug  store  proprietor  and  in  considering 
why  he  does  not  get  the  volume  of  castile  sales  for- 
merly enjoyed. 

There  was  a  time  when  the  consumer  knew  he  would 
get  real  castile  soap  when  he  asked  for  it.  Today  his 
demand  is  frequently  supplied  with  such  bold-faced 
deceptions,  substitutes  and  imitations  that  it  has  come 
to  be  a  habit  with  many  druggists  to  ignore  entirely 
some  very  important  facts. 

Castile  Soap  is  official— it  is  recognized  by  the  Phar- 
mocopoeia  and  'accordingly  covered  by  the  Food  & 
Drugs  Act.  There  is  no  question  about  the  fact  that 
to  be  *^  Castile  Soap  "  the  article  must  be  made  solely 
from  pure  olive  oil  and  sodium  hydroxide.  Ridiculous 
assertions  have  been  made  by  some  manufacturers 
that  it  is  impossible  to  produce  a  saleable  article  with 
these  simple  ingredients.  Such  manufacturers  do  not 
know  or  wish  to  forget  that  some  succeed  where  others 
fail. 

What  is  the  result  today  of  thus  ignoring  one  of  our 
old  time  drug  staples?  The  5  and  10  ct.  sjtore  and  the 
unscrupulous  department  store  have  observed  the 
sanction  of  the  pharmacist  of  such  substitutes  being 
sold  as  *'  Castile/Soap"  and  have  stolen  a  march  on  the 
druggist  by  giving  forth  to  the  consumer  quantities  of 
the  rankest  imitations,  quantity  and  price  being  so  en- 
tirely out  of  comparison  that  an  honest  druggist  with 
real  castile  cannot  compete.  The  correction  of  this 
lamentable  condition  is  now  being  taken  up  in  some 
directions  by  proper  authorities. 

When  these  imitation  castiles  are  sold  for  what  they 
really  are,  alright ;  but  when  deliberately  falsified  it*s 
all  wrong.  Imitations  should  and  must  be  marked 
what  they  really  are.  If  instead  of  being  pure  olive 
oil  soap  they  contain  in  their  fatty  ingredient  cocoa, 
nut,  cottonseed,  palm,  poppy,  sesame,  hempseed,  or 
some  other  strange  oil,  or  an  animal  fat,  the  percen- 
tage of  adulteration  and  the  nature  of  the  adulterant 
Musf  be  declared^  or  the  article  clearly  marked  '^  For 
technical  purposes  only." 

How  is  the  situation  to  be  remedied  ?  First  by  look- 
ing at  your  own  stock  of  castile  soap.  Are  you  sanc- 
tioning such  a  condition  by  handling  impure  castile  or 
an  imitation  ?  At  least  one  seller  of  pure  castile  soap 
will  supply  you  an  honest  analysis  of  any  castile  soap 
you  carry  if  you  mail  them  a  sample,  without  cost  to 
you  and  simply  as  an  effort  to  correct  these  ethically 
wrong  condition.  Have  you  any  real  knowledge  re- 
garding the  castile  soap  you  are  selling? 

Second,  7^;>r  the  movement—id^Lt  a  stand  against 
this  imposition  on  and  gross  deception  of  the  public, 
which  does  so  much  harm  to  your  castile  soap  trade. 

It  is  well  to  remember  that  the  chief  uses  for  which 
castile  soap  is  sold  are  special  ones,  and  only  the  gen- 
uine and  pure  article  gives  the  desired  effects.  Con- 
sider that  baby— the  cuts,  wounds,  bruises,  etc.,  that 


are  to  be  bathed,  and  above  all  recognize  the  fact  that 
your  cheapest  yet  most  efficient  advertising  comes 
only  from  association  with  goods  that  are  above  ques- 
tion and  their  character  such  that  your  customers  have 
such  full  confidence  in  you  that  they  will  come  back 
again  and  again  to  your  store — Theodore  R.  Lock  wood. 


Tobacco  Trad«  of  ttkm  ^ITorld. 

The  United  States  is  the  greatest  producer  of  to- 
bacco in  the  world,  and  the  greatest  exporter,  the 
greatest  importer,  and  the  greatest  consumer.  Our 
production  of  leaf  of  all  sorts  averages  somewhat  more 
than  1,000,000,000  pounds  a  year,  having  a  value  to  the 
producers  of  about  ^100,000,000.  An  enormous  quan- 
tity is  exported — considerably  more  than  a  third  of  the 
production  in  normal  years— for  the  sales  of  tobacco 
abroad  are  excelled  by  only  seven  of  the  many  pro- 
ducts America  sends  to  other  countries.  These 
tobacco  exports  exceed  in  value  such  items  as  cotton 
manufactures,  electrical  machinery,  paper  and  paper 
products,  and  leather  and  leather  manufactures. 

The  dislocation  of  trade  resulting  from  the  war  has 
had  its  effect  on  these  tobacco  sales,  however,  )ust  as 
it  has  upon  the  exports  of  many  other  items.  The 
sales  of  unmanufactured  leaf  have  suffered  most,  and 
these  sales  represent  the  bulk  of  our  tobacco  exports. 
In  the  first  place,  it  is  practically  impossible  to  ship 
leaf  to  some  of  the  belligerents  at  all ;  and,  in  the  sec- 
ond place,  the  factories  'm  the  warring  countries  that 
are  accessible  are  not  taking  their  usual  supply  of 
leaf,  probably  because  sufficient  labor  can  not  be 
spared  to  manufacture  it.  Our  manufactured  tobacco 
is  holding  its  own  in  spite  of  the  war,  thanks  largely  to 
increasing  demands  from  the  Far  East  and  Oceania. 
In  the  actual  war  zone  the  increased  consumption  by 
the  men  in  the  field  is  more  than  offset  by  the  econo- 
mies that  must  be  practiced  by  noncombatants. 


R«aas  ^ir«ii. 

A  correspondent  says :  **  If  one  should  meet  a  young 
woman  whose  face  is  suffused  with  blushes  every  now 
and  then,  don't  be  too  sure  that  they  are  of  the  *  maid- 
enly *  variety,  for  the  mantling  color  may  be  due  to  a 
tiny  glass  capsule  which  a  chemist  has  lately  intro- 
duced. This  invention,  which  may  prove  alike  fasci- 
nating to  buyer  and  seller,  for  —  unlike  most  wares  of 
this  sort  which  are  launched  upon  the  market,  and 
where  one  has  to  go  to  the  fountain  head  for  instruc- 
tions in  the  expensive  art  of  how  to  apply  them  —  the 
capsules  are  said  to  be  easily  managed  by  any  one. 
They  consist  of  a  glass  bottle  of  microscopic  propor- 
tions, filled  with  a  volatile  drug.  When  the  glass  is 
snapped  by  the  fingers  the  liquid  soaks  into  the  hand- 
kerchief for  inhalation,  and,  being  a  powerful  heat 
stimulant,  its  effect  is  to  raise  a  vivid  blush,  which 
appeals  to  the  unsophisticated  eye."  —  Health. 


Eas«s  I^lvlntf. 

We  are  sending  you  todajr  5/6,  representing  the 
amount  of  one  year's  subscription  to  your  paper,  with- 
out which  it  is  hard  to  get  along. 
Milanoy  Italy ^  March  22^  igis,       Vermondo  Valli. 
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A   UNIQUE  CIGAR  WINDOW   TRI5I. 
( From  photo  contributed  to  the  Spatulji  by  W.  J.  Madden,  Bristol,  donn.) 


Danger  in  Subscribing  to  Stock. 


By  Elton  J.  Buckley. 


OMETHING  is  just  now  trans- 
piring in  Los  Angeles,  Cal., 
under  a  law  which  is  the  same 
in  all  States,  which  illustrates 
very  vividly  the  dangers  faced 
by  any  business  man  who  joins 
an  unincorporated  organization, 
or  signs  a  subscription  for  the 
stock  of  a  corporation.  Every 
day  all  sorts  of  schemes  involving  one  of  these  dangers 
is  being  put  up  to  business  men  of  all  classes  all  over 
the  United  States.  Especially  co-operative  enter- 
prises, which  are  always  keenly  interesting  to  business 
people — associations  to  buy  merchandise  co-opera- 
tfvely,  or  do  something  else  to  eliminate  the  middle- 
man ;  in  other  words,  which  promise  to  save  money  for 
the  members.  No  matter  bow  fantastic  it  appears  to 
be,  a  cooperative  scheme  that  promises  to  do  any- 
thing like  this  finds  instant  response  from  even  the 
hardest-fisted  business  men. 

The  Los  Angeles  case,  in  a  nutshell,  is  this :  Several 
months  ago  a  co-operative  buying  concern  was  organ- 
ized there  under  the  name  of  the  "American  Mer- 
chants' Syndicate."  Great  things  were  promised  for 
it,  the  chief  of  which  was  that  it  proposed  to  buy  in 
large  quantities  and  save  its  members  money  on  every- 
thing.   Eliminate  the  jobber,  in  other  words. 

^Copyright  March  191 5,  by  Elton  J.  Buckley. 


A  charter  was  obtained  and  stock  was  offered  at 
the  par  value  of  ^10  per  share  A  great  point  was 
made  of  a  rule  under  which  members  should  hold  but 
five  shares  each,  ^  so  as  to  keep  control  out  of  a  few 
hands  '*— the  usual  patter.  Some  stockholders,  how- 
ever did  hold  more  than  five  shares. 

Stock  was  to  be  paid  for  in  installroents—^pay  for 
it  out  of  your  savings"— but  when  it  was  half  paid 
for,  the  corporation  went  to  pieces  and  bankruptcy 
proceedings  were  begun  against  it.  The  creditors  re- 
ceived but  23  per  cent,  of  their  claims. 

As  soon  as  the  corporation  collapsed,  all  of  the 
stockholders  stopped  payments  on  their  stock.  There 
were  some  1,262  subscribers,  all  retail  merchants,  and 
all  still  [owing  money  on  their  stock,  the  meaning  of 
which  is  this :  that  in  all  States  where  the  stockholders 
of  a  bankrupt  corporation  owes  a  balance  on  his  stock, 
he  can  be  compelled  to  pay  it,  in  order  that  the  com- 
pany may  pay  its  debts.  Therefore  some  nineteen  of 
the  creditors  of  the  '*  American  Merchants*  Syndicate  " 
have  brought  suit  against  these  1,262  retailers  to  collect 
the  balances  which  they  owe  on  their  shares.  And 
from  what  I  know  of  the  case,  there  is  a  powerful 
probability  that  they  will  have  to  pay  it.  The  amount 
represented  by  the  nineteen  suits  is  ^31,000  so  that  the 
seriousness  of  the  matter,  to  the  1,262  stockholders,  is 
evident. 

Of  course  these  1,262  victims  are  not  going  to  pay 


Digitized  by 


Google 


384 


THE  SPATULA 


this  money  without  a  struggle.  They  are  defending 
the  suits  on  the  ground  that  the  stock  was  sold  to  them 
^nder  false  pretenses.  Under  the  law,  if  it  was,  they 
have  a  right  to  cancel  their  subscription  as  soon  as 
they  find  it  out,  and  cannot  be  held  liable  for  the  bal- 
ance. But  it  is  a  slender  thread  to  hang  a  defense 
upon,  and  before  the  courts  will  absolve  a  stock  sub- 
scriber on  account  of  such  a  defense,  the  false  pretense 
must  be  proven  very  clearly.  No  amount  of  exaggera- 
tion as  to  what  the  scheme  is  likely  tONdo  amounts  to 
false  pretense.  The  law  holds  that  this  is  a  mere  pre- 
diction, which  everybody  knows  must  of  necessity  be 
only  a  prediction. 

When  a  scheme  like  this  is  put  up  to  you,  there  are 
two  things  to  watch.  It  is  always  dafer  in  the  first 
place  to  refuse  to  join  it  at  all  unless  it  is  incorporated. 
So  long  as  it  is  unincorporated,  the  members  are  per- 
sonally liable  for  its  debts  if  anything  happens.  The 
fact  that  it  is  "  going  to  be  incorporated  "  is  not  enough, 
or  that  an  "  application  has  been  made  for  a  charter." 
Better  wait  until  the  charter  has  been  granted.  That 
safeguards  one  thing.  The^  other  thing  is  to  remem- 
ber that  where  you  buy  the  stock  on  installments, 
which  is  the  usual  way,  you  can  be  compelled  to  fully 
pay  for  all  you  subscribe  for,  whether  the  corporation 
meanwhile  goes  to  pieces  or  not.  Don't  think  for  a 
moment  that  if  anything  happens  to  the  concern,  you 
can  stop  your  payments,  and  will  only  be  out  the  few 
payments,  made  up  to  that  time. 
-  As  I  have  shown,  if  the  company  is  insolvent,  you 
will  have  to  pay  every  cent  of  the  balance  you  owe,  if 
any  creditor  is  shrewd  enough  to  get  after  you.  I  fig- 
ured in  a  case  precisely  of  this  sort  recently,  in  which 
a  stockholder  who  had  signed  a  stock  subscription 
"  merely  as  a  matter  of  form,*'  had  paid  only  a  small 
amount  on  his  stock  when  the  company  collapsed. 
"Just  as  a  matter  of  form,"  he  had  subscribed  for 
about  l4,ooo  worth  of  stock.  Some  of  the  creditors  of 
the  corporation  entered  suit  to  compel  him  to  pay  the 
balance.  He  put  up  a  fierce  defense,  but  in  the  end 
he  decided  to  settle,  rather  than  go  further  to  final  de- 
cree, and  the  settlement  cost  him  ^1,000  which  he  had 
had  no  more  idea  of  having  to  pay  than  I  had.  His 
mistake  was  in. subscribing  for  such  a  large  block  of 
stock  to  begin  with,  and  later  in  not— in  his  own  inter- 
est—-settling  all  of  the  claims  of  the  corporation,  which 
he  could  have  done  for  a  very  small  sum  when  it  be- 
came bankrupt. 

^irii«r«  S|ilc«s  Gro^ir. 

A  traveller,  who  has  written  of  many  lands,  speaks 
in  these  terms  of  Grenada,  the  spice  island  of  the 
Caribbees :  — 

*^Here  in  this  lovely  island  of  the  Western  Seas  all 
the  spices  grow,  and  as  I  write,  the  spice  harvest  is 
being  gathered  in.  This  is  a  wonderful  land  of 
strange,  yet  familiar,  fruits  and  flowers.  The  earth  is 
rich  dark  red  and  everything  grows  apace.  Nut- 
megs grow  by  the  roadside  and  over  the  hills.  On 
some  estates  nothing  else  is  grown  and  every  planter 
has  a  few  of  them.    The  tall  well-formed  tree,  with 


its  dark,  glossy  leaves  is  covered  with  yellow  peach- 
like  fruit;  as  they  ripen,  the  outer  husk  opens  and 
discloses  the  nutmeg  inside  with  its  bright  red  *  aril ' 
of  mace.  The  fallen  fruit  is  gathered  from  the  ground 
every  morning  and  knocked  off  with  a  stick.  The 
soft  outer  covering  is  often  made  into  jelly,  the  mace 
is  peeled  off  and  dried  in  the  sun,  while  the  nutmegs 
are  put  in  shallow  trays  and  dried  in  the  sun  or  over 
a  charcoal  fire.  When  dried  they  are  broken  up  with 
wooden  hammers,  the  nuts  rubt}ed  with  dry  lime  to 
preserve  them,  and  packed  in  casks. 

*'  An  old  woman  we  meet  on  the  road,  leading  her 
cow  by  a  string,  offers  to  show  us  her  garden.  What 
a  garden  of  spices !  The  aromatic  scent  of  them  is 
heavy  in  the  air,  and  it  is  easy  to  trace  the  where- 
abouts of  the  cloves  she  is  so  proud  of.  There  are 
the  cloves  —  seven  of  them  —  tall  trees  covered  with 
yellow  fruit  that  is  slowly  reddening  in  the  sun.  Cloves 
grow  in  thick  bunches  of  about  fifteen  to  each  stalk, 
and  are  prepared  by  being  smoked  over  a  fire  and 
spread  on  a  hurdle  covered  with  matting.  They  are 
supposed  to  resemble  a  nail ;  hence  their  name,  clou. 
The  clove  of  commerce  loses  much  of  its  strength, 
blackened  and  dried  out  of  all  semblance  ^  to  its  na- 
tural ruddy  color  when  fresh. 

"  Hard  by  grow  the  cinnamons,  which  are  very  like 
orange  trees  in  appearance.  In  nature  the  cinnamon 
grows  to  about  thirty  feet  in  height,  but  in  cultivation 
it  is  cut  down  so  often  that  it  resembles  a  bush.  The 
tender  shoots  are  cut,  the  tops  are  taken  off,  and  they 
are  peeled  and  rubbed  together  to  get  off  the  bark, 
which  comes  away  easily  in  long  strips,  and  is  tied 
up  in  bunches  and  dried.  What  a  process  to  be  gone 
through  before  the  cinnamon  is  turned  into  the  dry 
brittle  spice  that  was  the  joy  of  our  childish  days, 
when  we  were  allowed  to  choose  'something  nice*, 
from  the  store-room !  The  whole  of  the  cinnanfon 
tree  is  used  —  camphor  made  from  the  roots,  wax  from 
the  fruit,  and  oil  from  the  refuse  bark,  leaves  and 
young  shoots. 

"There  is  another  familiar  spice  in  the  garden  — 
the  allspice.  Oils  distilled  from  the  thick  green  leaves 
of  this  tree,  mixed  with  rum,  and  made  into  the  well- 
known  *bay  ruip  and  oil.*  The  small  round  seed  is 
the  allspice.  The  berries  are  collected  by  women  who 
stand  undtr  the  trees  and  catch  the  twigs  that  are 
thrown  down  to  them  from  above.  The  seed  is  dried 
in  the  sun,  in  trays,  till  it  becomes  quite  dark  and 
rattles  in  its  pod." 


Herbert  H.  Bigelow,  of  St.  Paul,  Minn.,  in  a  recent 
business  address,  proclaimed  that  the  essentials  of 
good  business  were:  cleanliness  and  order ;  advertis- 
ing, direct  and  indirect,  and  smiles.  ''A  clean  window 
is  a  good  advertisement  for  any  store,"  said  Mr.  Bige 
low.  "A  clean  store  and  an  orderly  one  is  ope  of  the 
best  expressions  of  personality  I  can  think  of.  News- 
paper advertising  that  is  kept  alive  and  effective,  and 
other  forms  as  well,  are  essential ;  and  a  merchant's 
smiles  will  bring  business  to  the  country  merchant." 
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A   HOUSE  MADE  OF  BOTTLES. 
( Coui^tesy  of  Scientific  American.) 


How  to  Build  Business. 

The  sixteenth  in  a  series  of  articles  on  Commercial  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "Commercial  Pharmacy." 


IHERE  ALWAYS  comes  a  time 
in  every  drug  store's  career  when 
business  seems  to  have  approached 
its  limit.  The  customers  seem  in- 
different, some  drop  out,  transfer 
their  patronage  to  some  new  store, 
move  out  of  town  or  to  a  different 
section  of  the  city.  New  candy 
stores,  cut  price  cigar  stores,  variety  stores,  spring  up ; 
a  new  drug  store  is  opened  which  encroaches  on  the 
old  drug  store's  territory,  and  the  much  dreaded 
branch  store  of  a  big  cut  price  drug  syndicate  comes 
to  town.  These  conditions  cause  business  to  come  to 
a  standstill. 

The  proprietor  of  a  drug  store  at  such  a  time  must 
employ  ever^  known  business  building  method  to 
boost  his  business  along.  It  does'nt  stand  still.  It 
goes  either  forward  or  backward.  If  it  is  not  given  a 
powerful  shove  along  it  is  sure  to  go  backward  and 
when  it  starts  running  down  it  runs  fast.  This  is  the 
condition  that  many  druggists  of  the  present  day  are 
facing.  What  is  the  remedy  ?  The  remedy  is  business 
building  methods.  The  store  territory,  its  trading 
zone  must  be  squeezed  dry  and  the  store's  influence 
must  be  extended  to  reach  other  parts*of  the  city. 
The  regular  customers  must  be  stimulated  to  buy  more 
goods  and  new  customers  must  be  secured  to  take  the 
places  of  those  lost  through  removal,  competition,  or 
dissatisfaction. 

The  business  building  methods  which  bring  the  best 
results  are :  Adding  side  lines;  using  the  mailing  list ; 


conducting  special  sales;  increasing  the  farmer's 
trade ;  pushing  own  preparations ;  building  of  each 
department  of  the  store ;  getting  rid  of  dead  stock ; 
pushing  the  Holiday  business;  greater  oconomy  in 
operating  the  store;  increased  advertising;  and  in- 
tensive salemanship.  The  methods  if  properly  carried 
out  will  build  up  any  drug  store's  business. 

How  to  Add  Side  Lines. 

Adding  side  lines  requires  great  judgment.  The 
field  must  be  thoroughly  looked  over  to  see  just  wh^t 
side  line  to  add.  When  the  decision  is  made  you 
should  familiarize  yourself  with  the  side  line.  Ask 
merchants  who  already  carry  it  if  if  pays  and  how 
much.  Write  to  the  manufacturers  for  some  literature 
on  the  new  side  line.  If  it  is  photographic  goods, 
have  the  manufacturer  send  on  a  man  to  make  up  an 
initial  order  for  you.  He  knows  the  kind  of  goods 
that  will  sell  in  your  town.  His  ideas  and  yours  in  co- 
operation should'nt  go  wrong.  From  the  first  order 
you  can  guage  the  second.  The  point  to  consider  is, 
not  to  load  up  too  much  with  an  untried  line  of  goods. 
Order  small  at  first  then  close  out  the  numbers  that 
are  slow  sellers  and  re-order  the  quick  sellers.  In 
that  way  you  keep  your  capital  turning  over  rapidly, 
the  goods  are  always  fresh,  and  the  amount  of  capital 
required  for  the  side  line  investment  is  small  and  does 
not  rob  the  capital  necessary  for  running  the  main  de- 
partments of  the  store. 

The  side  lines  added  to  drug  stores  nowadays  in- 
cludes stationery,   post  cards,    photographic  goods. 
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paints,  wall  paper,  Parisian  ivory,  hair  goods,  sporting 
goods,  jewelry,  chinaware,  novelties,  cut  flowers,  arti- 
ficial flowers,  optical  goods,  manicure  supplies,  trusses 
and  supporters,  books,  lending  libraries,  seeds  and 
fertilizers,  religious  articles,  Japanese  goods,  and  even 
lunch  counters  are  now  being  added. 

Mailing  List  as  a  Business  Builder. 

The  mailing  list  is  a  great  business  builder  if  rightly 
used.  Making  of  a  miscellaneous  list  from  the  city 
directory  or  telephone  directory  seldom  pays.  There 
is  too  much  waste  in  such  a  list.  The  best  kind  of  a 
mailing  list  to  compile  is  a  classified  mailing  list.  A 
mailing  list  of  known  candy  buyers,  one  of  known 
smokers,  one  of  known  horse  owners,  one  of  ladies 
who  are  perfumery  buyers,  a  farmer^s  list,  etc.  From 
these  classified  lists  a  good  general  list  for  use  at 
Christmas  can  be  compiled.  I  do  not  believe  in  hav- 
ing the  list  too  large  because  then  it  is  apt  to  be  un- 
profitable. Have  every  name  on  it  a  possible  buyer 
and  the  percentage  of  sales  to  total  names  on  the  list 
will  be  large.  A  children's  list  is  a  nice  list  to  have  to 
use  at  Holiday  time.  A  pretty  Christmas  or  New 
Years  card  sent  to  a  list  of  loo  children  will  make  them 
feel  good  and  will  win  the  loyalty  of  their  parents  for 
the  store. 

Drug  clerks  can  help  out  greatly  on  a  mailing  list  by 
getting  the  names  of  pupils  in  the  high  school,  normal 
school,  business  college  and  their  own  friends  and 
neighbors.  Another  way  is  to  find  out  by  inquiry  the 
names  of  the  customers  who  are  unknown  to  the  pro- 
prietor. Every  drug  store  has  many  customers  who 
are  unknown  to  the  proprietor.  Every  drug  store  has 
many  customers  whose  names  are  not  known.  If  you 
do  not  know  some  of  the  customers  names  who  trade 
in  your  store  point  them  out  on  the  street  and  your 
friends  may  know  them.  I  followed  this  plan  with 
good  success.  All  the  clerks  offered  their  services  and 
it  was'nt  long  before  we  had  the  names  of  about  every 
customer  on  our  mailing  list.  When  sending  out 
sample  sachet  envelopes  it  seems  unfair  to  miss  some 
of  your  best  customers  simply  because  you  don't  know 
their  names.  They  are  pretty  apt  to  feel  slighted  and 
to  make  up  their  minds  that  the  proprietor  isn't  very 
progressive  not  to  know  who  they  are  in  all  the  years 
they  have  been  trading  there. 

How  Special  Sales  are  Conducted. 

Special  sales — although  overdone — are  a  big  factor 
in  building  business.  The  special  sales  that  pay  best 
in  the  drug  business  are  the  anniversary  sales,  stock 
reduction  sales  spring  and  fall  sales.  There  must  be  a 
good  reason  for  conducting  special  sales.  It  is  easy  to 
find  a  reason  for  the  four  sales  just  mentioned,  but  it 
is  hard  to  find  a  good  reason  for  more  than  four 
special  sales  a  year.  The  public  lose  interest  when  a 
special  sale  is  conducted  every  two  months. 

Every  special  sale  should  be  planned  carefully.  In 
the  big  department  stores  a  special  sale  is  planned  in 
advance  as  carefully  as  a  military  campaign.  In  a 
drug  store  every  detail  must  be  arranged  in  advance  so 


that  when  the  time  for  the  sale  arrives  there  is  nothing 
to  do  but  to  execute  the  details  of  the  pre-arranged 
plan. 

The  window  displays,  the  store  displays,  signs  and 
price  tickets  must  be  all  thought  out  in  advance.  Lists 
of  goods  to  be  displayed  and  sold  at  a  reduction  should 
be  made  out,  signs  and  price  tickets  made,  or  a  list  of 
them  sent  to  the  sign  writer.  The  series  of  news- 
paper ads  should  be  written  and  numbered.  Number 
one  should  give  the  reasons  for  the  sale,  the  principal 
features  of  it,  and  the  date.  Number  two  should  men- 
tion that  the  sale  is  now  on,  the  special  offers  should  be 
prominent  and  the  readers  asked  to  watch  the  win- 
dows. Number  three  should  mention  the  success  of 
the  sale,  a  few  special  prices  for  the  closing  days,  etc. 
One  week  is  long  enough  for  a  special  sale  in  a  drug 
store.  It  drags  after  that.  Wind  it  up  at  the  end  of 
the  week  and  don't  continue  the  same  cut  prices  into 
the  next  week. 

Special  circulars  are  of  ten  sent  to  the  store's  mailing 
list  when  special  sales  are  conducted.  This  is  advis- 
able only  when  you  have  several  good  offers  to  make 
and  your  special  sale  is  of  some  proportion.  A  circu- 
lar at  an  anniversary  sale  ought  to  bring  results  but  at 
a  small  stock  reduction  sale  it  won't.  T]ie  newspapers 
and  window  displays  will  suffice  for  that.  In  all 
special  sales  the  clerks  should  be  well  posted  on  the 
articles  and  prices  featured  in  the  sales  and  should 
read  the  store's  ads.  If  the  clerks  are  not  posted  the 
customers  get  the  impression  that  the  special  saleis'nt 
such  a  big  affair  after  all  and  become  indifferent  to- 
wards it. 

Soliciting  Farmers  Trade. 

If  a  drug  store  is  situated  near  an  agricultural  dis- 
trict a  good  trad^  can  be  built  up  by  soliciting  the 
farmers.  Farmers  nowadays  are  easily  reached  by 
telephone  and  rural  free  delivery.  By  promising  quick 
deliveries  a  great  many  mail  orders  can  be  obtained 
from  farmers.  Sending  them  samples  of  seeds,  pills, 
tublets,  medicines  etc.,  and  almanacs,  advertising  lit- 
erature, and  government  bulletins  will  usually  win  their 
trade.  They  are  good  customers.  The  big  mail  order 
houses  are  after  them  all  the  time.  A  big  mail  order 
house  is  known  as  the  farmers  department  store. 
Drug  stores  ought  to  get  some  of  the  farmers  money. 
They  can  do  it  by  using  the  same  methods  as  the  big 
mail  order  houses.  The  druggist  has  the  big  advan- 
tage of  personal  contact  with  the  farmer.  Oftentimes 
a  farmer  is  won  over  by  the  druggist's  special  atten 
tion  to  his  affairs.  Asking  him  about  his  property, 
his  crops  driving  out  to  his  farm  to  see  how  it  is  con- 
ducted, sending  his  name  to  Washington  so  that  he 
will  get  the  weather  reports,  crop  reports,  and  other 
government  publications.  The  farmers  must  be  con- 
sidered in  any  business  building  campaign. 

Pushing  Own  Goods. 
Pushing  own  goods  offers  a  big  field  for  building 
business.    There  is  good  money  in  it  and  it  insures 
many  repeat  sales.    If  the  preparations  are  good  the 
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customers  must  come  back  to  that  particular  store  to 
get  them.  Not  only  will  they  buy  them  for  themselves 
but  will  recommend  them  to  their  neighbors  and 
friends. 

You  as  a  drug  clerk  should  push  your  employer*s 
preparations.  Recommend  them  to  your  friends,  call 
the  attention  of  customers  to  them,  tell  the  customers 
how  everybody  that  has  used  them  speaks  well  of 
them.  If  you  have  used  them  personally  or  any  of 
your  friends  have,  that  is  a  strong  point  to  emphasize. 
Such  a  statement  carries  weight.  It  is  a  convincing 
argument.  The  customer  feels  that  if  the  prepara- 
rations  are  good  enough  for  you  and  your  family  they 
are  good  enough  for  him  and  his  family  and  when  he 
gets  feeling  like  that  he  usually  buys. 

Wrapping  package  slips  advertising  your  employer's 
preparations,  around  every  bottle  of  medicine  that  you 
put  up  stimulates  their  sale.  The  package  slip  carries 
the  message  of  your  employer's  preparations  directly 
to  a  medicine  buyer,  the  very  person  who  is  apt  to  buy 
them.  If  every  drug  clerk  would  only  be  regular  and 
faithful  to  that  simple  duty  it  would  mean  a  good  many 
more  dollars  in  his  employers  pocket  at  the  end  of  the 
year. 

Another  scheme  often  used  is  to  keep  all  of  a  store's 
preparation  in  one  section  of  the  wall  cases,  eitheY 
directly  behind  the  cigar  counter  or  the  counter  scales 
where  the  packages  are  wrapped.  The  customer 
while  waiting  for  his  package  looks  straight  at  the 
wall  section  occupied  entirely  by  the  store's  own  prep- 
arations. When  they  are  concentrated  in  one  section 
it  is  easy  for  you  to  get  at  them,  and  you  think  of  them 
more  readily  than  if  they  were  scattered  all  over  the 
store. 

Concentrating  on  one  Department. 

It  is  surprising  how  the  different  departments  of  a 
drug  store  can  be  built  up  by  taking  one  department 
at  a  time,  concentrating  the  attention  on  it  for,  say, 
one  week,  and  pushing  it  hard  during  that  week.  For 
instance,  next  week  would  be  cigar  week.  A  little 
cigar  campaign  can  be  carried  out.  Three  good  cigar 
ads  for  the  qewspapers ;  a  special  cigar  window  dis- 
play ;  an  extra  cigar  display  on  the  showcase ;  some 
post  cards  advertisipg  a  new  brand  or  a  box  special 
sent  out  to  about  100  names  of  smokers ;  and  on  Sat- 
urday, special  bargains  on  two  or  three  leaders,  four 
ten  cent  cigars  for  25  cents,  seven  five  cent  cigars  for 
25  cents;  also,  run  a'  special  brand  for  six  cents  each 
or  nine  cents  each.  The  store  customers  could'nt  help 
having  "cigars  on  the  brain"  all  that  week. 

In  the  same  general  way  the  candy  department  could 
be  given  a  boost  the  following  week.  Run  a  mid. 
week  candy  special  and  a  week-end  candy  special. 
Have  the  candy  case  trimmed  a  little  extra  fancy,  have 
the  candy  special  written  on  the  soda  menu,  have 
plenty  of  signs  advertising  the  candy  specials.  One 
sign  in  the  window,  one  on  the  soda  fountain,  one  on 
the  candy  case,  and  one  on  the  cigar  case,  would  make 
the  customers  think  of  candy.  Both  specials  can  be 
advertised  on  one  post  card.    The  purity  of  the  candy 


should  be  mentioned,  its  ingredients,  mode  of  prepara- 
tion, etc.  These  post  cards  sent  to  a  select  list  of  100 
names  should  bring  good  results.  The  candy  ads  in 
the  newspaper  would  reach  the  general  public.  A 
certain  amount  of  the  candy  specials  should  be  given 
out  as  samples  in  the  store.  If  you  can  get  a  person 
to  eat  a  piece  of  nice  candy  right  where  they  can  see  a 
big  pile  of  it  they  are  pretty  sure  to  buy  at  least  a  little 
of  it  to  try  it.  All  that  week  the  drug  clerks  should  do 
a  littie  personal  advertising  by  telling  everybody  they 
know  about  the  two  candy  specials  they  are  running 
that  week. 

The  following  week  could  be  given  up  to  the  soda 
department.  A  new  drink,  a  punch  bowl  special,  a 
fancy  ice  cream  dish  could  be  featured.  A  special 
window  trim,  a  fountain  trim,  some  unique  design 
carved  out  of  a  block  of  ice  would  all  be  appropriate. 
Dainty  arrangements  of  fruits;  new  signs;  flowers  on 
fountain  and  ice  cream  tables;  post  cards  sent  out  to 
popularize  some  special  drink ;  a  special  menu  for  that 
week ;  six  soda  tickets  for  1 5  cents.  All  these  schemes 
with  the  addition  of  the  newspaper  ads  and  personal 
solicitation  of  the  clerks  ought  to  assure  a  record- 
breaking  soda  week. 

The  stationery  department  could  receive  special 
treatment  the  next  week,  the  rubber  goods  department 
the  next,  and  so  on  through  all  the  principal  depart- 
ments of  the  store. 

Taking  one  department  of  the  store  at  a  time,  push- 
ing and  boosting  it  for  a  week,  you  can  certainly  give 
.  it  a  big  shove  ahead.  It  is  a  good  way  to  put  life  into 
a  department  that  has  a  tendency  to  drag.  It  is  one  of 
the  best  ways  to  build  business  that  I  know  of.  The 
sales  sheet  for  that  department  for  that  week  always 
shows  a  bulging  out ;  so  that  by  glancing  over  the  sales 
sheets  of  any  year  you  can  always  tell  what  week  any 
department  received  special  attention. 
Moving  Dead  Stock. 

Getting  rid  of  dead  stock  is  one  method  of  business 
building,  because  it  releases  dead  capital  and  makes  it 
available    for    purchasing    new  goods  which  move 
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quickly.  The  dead  capital  is  transformed  into  live 
capital.  Any  drug  store  goods  that  don*t  sell  ought  to 
be  got  rid  of  for  whatever  price  they  will  bring.  Any- 
thing you  can  get  for  them  is  clear  gain.  The  longer 
they  stay  in  stock  the  less  they  will  bring.  Besides, 
they  take  up  space  that  belongs  to  goods  that  are  more 
saleable. 

A  good  method  of  disposing  of  them  is  to  assign 
them  all  to  one  section  similar  to  that  of  the  store's 
own  preparations.  There  they  are  always  close  at 
hand  and  always  in  mind.  I  tried  this  method  and  it 
worked  well!  No  dead  stock  should  be  sold  which  is 
not  in  perfect  condition.  It  would  be  far  better  to 
throw  it  out  then  to  work  it  o£F  on  some  customer  with 
the  risk  of  losing  that  customer  altogether. 

It  isn*t  good  policy  to  show  up  dead  stock  in  a  win- 
dow unless  there  is  enough  of  any  one  kind  to  make  a 
display,  like  soiled  boxes  of  stationery.  Generally  a 
window  is  needed  to  sell  seasonable  goods  and  it  is 
far  better  to  use  it  for  a  display  of  cough  syrup  in  the 
cough  syrup  season  then  to  give  it  up  to  a  display  of 
miscellaneous  junk.  The  dead  stock  can  be  arranged 
in  groups  on  the  counters  and  showcases  and  gotten 
rid  of  gradually  through  salesmanship. 

Planning  Holiday  Campaigns. 

Everybody  spends  extra  money  at  Christmas  and 
New  Years.  No  matter  how  straightened  their  cir 
cumstances  or  how  strong  their  resolutions  not  to 
spend  any  money  next  Christmas,  when  the  Holiday 
season  comes  around  again  the  spending  fever  hits 
them,  so  they  manage  some  way  to  spend  money  dur- 
ing the  Holidays. 

There  is  no  reason  why  the  druggist  should^nt  get 
some  of  the  extra  money  that  is  spent  at  the  Holiday 
season.  Building  of  a  Holiday  business  is  quite  a 
trick.  It  must  be  planned  far  in  advance.  The  Holi. 
day  ^oods  must  be  in  the  store  by  November  first.  It 
pays  to  show  them  up  before  the  Holiday  displays  are 
too  common.  A  special  sale  of  last  years  Holiday 
left-overs  might  be  run  early  in  November.  About 
the  middle  of  November  it  is  a  good  plan  to  run  a 
Christmas  special,  such  as  a  Japanese  vase,  a  fancy 
Japanese  basket,  or  some  novelty  that  is  entirely  new. 
People  are  interested  in  Christmas  by  the  middle  of 
November  and  your  display  will  get  them  thinking. 
They  are  always  looking  for  new  things  and  the  early 
display  of  something  just  out  ought  to  create  a  deep 
impression  and  make  many  early  sales. 

The  Holiday  advertising  should  be  written  of  ahead 
and  the  ads  numbered.  The  window  displays  should 
be  listed  and  planned  for  a  six  weeks  campaign.  The 
mailing  list  should  be  corrected  up  to  date  and  all 
material  iqtended  for  it  ready  for  distribution. 
Nothing  should  be  left  for  the  last  minute.  Planning 
in  advance  then  working  out  the  plan  in  a  systematic 
way  insures  success. 

Keeping  Down  Expenses. 
Pushing  business  on  one  end  and  economizing  on 
operating  expenses  on  the  other  swell  the  profits. 


When  business  is  dull,  competition  strong,  and  the 
customers  indifferent,  the  store  expenses  must  be  kept 
down.  You  as  a  drug  clerk  can  help  in  this  by  using 
less  gas  in  making  the  syrups,  by  watching  the  lights 
in  the  cellar  and  stockroom,  by  greater  care  in  hand- 
ling goods,  etc.  Business  is  dull  just  now  on  the  rail- 
roads; so  they  are  pulling  off  trains,  sending  out  cir- 
culars to  their  employees  asking  them  to  economize  in 
the  material  used  by  them,  the  fireman  in  using  the 
coal,  etc.  It  is  one  method  of  building  busipess  be- 
cause it  keeps  it  from  going  backward  and  makes  far 
greater  efficiency  of  its  employees.  Building  on  one 
end,  economizing  on  the  other  results  in  a  general 
gain  for  any  business. 

Don't  Stop  Advertising. 

One  of  the  best  agencies  to  employ  when  business  is 
at  a  standstill  is  advertising.  Increased  advertising 
will  bring  increased  returns.  How  foolish  it  is  for  a 
druggist,  when  the  completion  of  the  new  drug  store 
near  him  and  the  new  branch  of  the  cut  price  drug 
syndicate  has  caused  his  sales  to  Tall,  to  drop  his  ad- 
vertising altogether.  That  is  the  worst  thing  he  could 
do,  because  it  just  lets  his  competitors  step  right  in 
and  take  his  trade  away.  A  new  store  always  adver- 
tises and  a  cut  price  store  usually  knows  how  to 
advertise  right.  When  a  druggist  stops  his  advertising 
altogether  he  just  the  same  as  says  to  his  new  competi- 
tors, "  Here,  take  my  customers  I  have  been  advertis- 
ing for  customers  for  several  years  now  you  advertise 
for  them  and  take  them  away  from  me,  I  am  not  going 
to  spend  a  lot  of  money  in  advertising  to  hold  them.** 

A  cut  price  drug  store  will  just  jump  at  such  a 
chance  and  make  the  most  of  it.  It  will  plug'adver 
tising  hard  while  the  other  druggist  stays  out  of  the 
papers.  There  is  one  thing  a  cut  pijce  drug  store 
knows  and  that  is  the  power  of  advertising.  It  is  the 
life  of  a  cut  price  drug  store  just  as  it  is  the  pulse  of  a 
department  store. 

A  druggist  should  increase  his  advertising  when 
extra  competition  assails  him  or  when  his  business 
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comes  to  a  standstill.  The  months  of  April  and  May 
—before  the  summer  parks  open— and  the  month  of 
October— after  they  are  closed— together  with  the 
month  of  December  are  four  good  months  in  a  drug 
store.  A  large  percentage  of  his  yearly  sales  are  con- 
tributed by  these  four  months.  He  can  afford  to  plug 
advertising  hard  during  these  months  and  is  assured 
of  building  up  his  business  by  so  doing. 

Business  building  by  intensive  salesmanship  hits 
you  and  every  clerk  in  the  store.  Resolve  to  increase 
your  sales  by  a  better  display  of  goods ;  by  suggesting 
goods ;  by  quicker  attention  to  customers ;  by  calling 
their  attention  to  every  new  article  in  stock ;  by  telling 
them  of  the  immense  sale  a  new  speciality  has;  by 
persuading  your  friends  to  buy  this  or  that  new  article ; 
and»  in  general,  by  doing  everything  possible  to  turn 
the  stock  into  money. 

Feel  with  your  employer  during  business  depression, 
increased  competition,  misfortune,  and  duU  periods  of 
the  year.  When  you  get  in  that  frame  of  mind  you 
will  wonder  at  your  own  power  for  promoting  your 
employer's  business. 

To  sum  up, — business  building  is  one  of  the  biggest 
problenos  you  will  have  to  face  when  you  take  up  the 
duties  of  an  efficient  manager.  You  cannot  allow  a 
business  to  stand  still  for  it  surely  will  soon  go  back. 
You  must  boost  it  along.  You  must  increase  the  sales 
with  a  corresponding  increase  of  the  profits.  You 
must  increase  the  sales  with  a  corresponding  increase 
of  the  profits.  You  must  build  at  one  end  and  econo- 
mize at  the  other.  Every  business  building  method 
must  be  studied  ahead  and  only  the  eyes  suitable  to 
your  special  environment  should  be  accepted.  Side 
lines  must  be  approached  with  caution  and  only  in  a 
small  way  at  first.  The  mailing  list  must  be  kept  free 
from  dead  wood  and  should  be  classified  so  as  to  in- 
clude as  far  as  possible  only  the  names  of  possible 
buyers.  Special  sales  must  have  a  reason  for  their  ex. 
istence  and  they  must  be  carefully  planned  and  not 
overdone.  The  farmers  should  be  solicited.  Special 
pains  must  be  taken  to  build  up  the  store's  own  prepa- 
rations ;  the  principal  departments ;  to  get  rid  of  dead 
stock ;  to  economize  in  operating  expenses ;  to  go  after 
the  Holiday  business ;  to  know  ^how  to  employ  to  the 
best  advantage  the  great  powers  of  advertising  and 
salesmanship. 


Gr«at  ClimBC*  for  America. 

The  war  affords  America  an  opportunity  to  become 
the  drug  and  chemical  center  of  the  world,  in  place  of 
London  and  Amsterdam,  if  America  but  knows  enough 
to  grasp  the  advantage,  in  the  opinion  of  Dr.  C.  £. 
Vanderkleed,  chief  chemist  of  a  big  Philadelphia  man- 
ufacturing and  biological  chemical  concern,  who  has 
been  touring  Europe  for  several  months.  This  pos- 
sible leadership  can  come,  however,  only  in  case 
American  chemists  develop  the  ability  to  make  syn- 
thetic chemicals  as  Germany  already  has  done,  out  of 
the  raw  and  crude  materials  that  come  largely  from 
South  America  and  Central  America,  and  that  now, 


because  of  danger  to  shipping,  are  being  sent  in  huge 
quantities  to  New  York  instead  of  Amsterdam  and 
England. 

Once  America  achieves  some  of  the  highly^spezial- 
ized  German  ability  along  this  line,  he  believes,  she 
will  be  able  to  compete  for  all  time  with  the  rest  of 
the  world,  and  attract  to  herself  the  lion's  share  of  the 
raw  materials  so  close  at  hand.  Dr.  Vanderkleed's 
travels  through  Geimany,  Austria,  Holland  and  Den- 
mark have  shown  him  that  there  is  a  scarcity  of 
serums  in  practically' all  of  the  countries  at  war,  as 
well  as  a  scarcity  of  some  opiates.  There  is  conse- 
quently a  market  here  for  every  ounce  that  can  be 
made  in  America  and  shi  pped  over.  Practically  every 
laboratory  in  Europe,  he  finds,  is  manufacturing  to 
the  limit  of  its  capacity  serums  for  tetanus,  dysentery 
and  spinal  meningitis,  three  of  the  great  war  scourges. 
Each  country,  however,  is  hampered  by  two  things— 
the  length  of  time  that  is  necessary  to  produce  serums 
of  the  requisite  strength  and  a  universal  shortage  of 
the  high-grade  horses  used  in  the  manufacture  of  the 
medicines.  _^ 

Anticniity  of  tlio  Mortmr. 

There  is  little  doubt  indeed  that  mortars  were  em- 
ployed for  the  purpose  of  bruising  and  reducing  hard 
bodies  to  powder  centuries  before  medicine  as  an  art 
was  thought  of  or  known.  The  name  is  derived  from 
the  Latin  word  mortarium^  which  is  probably  from 
the  root  mordeo^  to  bite,  akin  to  the  Sanscrit  mrid^  to 
grind  or  to  pound,  the  literal  meaning  of  the  word 
being  a  vessel  in  which  substances  may  be  pounded 
with  a  pestle. 

The  origin  of  the  mortar  appears  to  have  been  iden 
tical  with  that  of  the  mill,  or  quern,  as  it  was  called  in 
ancient  times.  The  primitive  implement  used  by  pre- 
historic nations  for  the  purpose  of  crushing  their  grain 
was  simply  made  by  hollowing  out  a  cup-shaped  hole 
in  a  block  of  stone  or  granite,  and  pounding  the  grain 
placed  in  this  receptacle  with  a  smaller  stone  of  suit- 
able form.  These  grain-crushers  composed  of  stone, 
together  with  stone  rollers  and  pounders,  have  been 
found  in  the  circular  huts  of  the  Britons  in  several 
parts  of  North  Wales.  This  method  was  also  used 
by  the  early  Jews  before  the  Christian  era  for  crush- 
ing their  spices  and  gums. 


Cambrai. 

Cambrai  is  known  to  the  Fleming  and  Germans  as 
kameryk  or  kambrik.  When,  as  one  authority  says, 
in  A.  D.  1520  it  produced  a  fine  linen  fabric,  what  more 
natural  than  to  call  them  cambric.  The  material  was 
a  luxury  in  those  days,  and  household  accounts  of 
Henry  VIII  show  that  he  gave  6/—  the  ell  for  cameryk 
for  shirts.  A  little  later  camericke  was  bought  at  9/4 
an  ell,  while  lawn  was  5/2.  It  was  used,  too,  for  bands 
and  cuffs  for  shirts,  and  Sir  Philip  Sidney  gave  Queen 
Elizabeth  '*A  smock  (chemise)  of  Cambric."  In 
1634,  a  surgeon,  in  recommending  linen  cloth  for  ban- 
dages, says,  "  For  persons  of  higher  dignity,  take  layre 
of  camerige." 
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One  of  natures's  mysteries  that  has  not  yet  been 
solved  is  the  rising  of  sap  in  trees.  Like  so  many 
other  mysteries,  it  is  so  common  that  we  never  think 
of  it.  We  were  taught  in  school  that  liquids  rise  by 
capillary  attraction,  but  never  so  high  as  to  overflow. 
So  this  will  not  answer,  since  a  branch  bleeds  when 
cut.  It  has  been  a  theory  of  some  scientists  for  a  long 
time  that  sap  rises  on  account  of  differences  in  pres- 
sure. But  there  are  difficulties  in  the  way  of  this 
theory.  No  one  knows  of  any  causes  powerful  enough 
to  produce  such  differences  of  pressure  as  would  draw 
water  from  the  roots  to  the  top  of  a  tree. 

Beside  it  appears  that  the  presure  in  the  sap  cells 
can  be  measured,  and  found  to  be  the  same  at  the  top 
of  a  tree  as  near  the  ground.  If  the  pressure  theory 
were  the  right  explanation,  the  pressure  would  be 
much  greater  at  th^  base  of  the  trunk  than  at  the  top. 
The  latest  theorizer,  Gaston  Bonnier,  has  recently 
presented  the  theory  that  the  tree  trunk  must  be  con- 
sidered as  a  rigid  column,  the  cells  of  which  do  not 
have  weight  upon  each  other.  Then  by  the  little  un- 
derstood method  of  osmosis,  the  sap  pours  through 
the  cell  walls,  and  so  climbs  up  to  replace  what  has 
gone  to  nourish  the  leaves  and  growing  twigs  above. 


Pictures  are  used  less  than  formerly  in  outdoor  ad- 
vertising, though  they  are  prominent  on  the  billboards, 
says  the  Springfield  Republican.  Even  now,  the  early 
summer  months  find  the  drug  stores  showing  pictures 
in  their  windows  of  huge  plates  of  hectic  pink  ice- 
cream, but  this  seems  to  be  about  the  only  sort  of  eat- 
able that  is  still  brought  to  notice  in  this  way. 

Rural  districts  that  the  billboard  enthusiasts  have 
missed  have  not  been  neglected  by  another  and  even 
more  nefarious  sort,— the  man  who  paints  on  the  face 
of  Nature  the  merits  of  "  Crabb^s  cough  cure  for  cranky 
critters^*  or  similar  miraculous  remedies.  Fences  and 
trees  have  received  their  due  share  of  little  tin  or  paper 
posters,  but  the  fact  that  these  are  never  seen  by  nine 
out  of  ten  people  who  pass,  has  cost  them  some  popu- 
larity. Barns  and,  occasionally,  dwelling  houses,  are 
also  regarded  as  legitimate  prey.  Some  years  ago  it 
was  a  rare  sight  to  see  a  barn  that  was  not  defaced 
with  the  praises  of  somebody^s  sarsaparilla  or  some- 
body else's  little  liver  pills.  Nowadays  either  the 
advertisers  have  tired  of  this  means  of  publicity  or 
country  property  owners  have  become  more  finicky, 
for  certain  it  is  that  fewer  of  these  signs  appear  and 
those  that  are  visible  show  by  the  ravage  of  years  that 
they  were  painted  in  bygone  days. 

The  religious  advertiser  is  by  no  means  unknown, 
especially  in  rural  sections.  Some  of  the  items  from 
the  scriptures  that  we  see  decorating  fence  posts  have 
been  placed  there  by  religious  societies  and  cults, 
while  others  owe  their  being  to  the  inspiration  of  in- 
dividuals. Occasionally  the  blending  of  medical  and 
religious  "  ads  "  affords  some  fun  to  the  sightseer.  It 
was  not  long  ago  that  there  was  a  notice  near  Windsor, 


Ct.,  with  the  inscription.  "Take  purgative  pills  and 
prepare  to  meet  your  God,*'  the  first  phrase  having 
been  placed  there  by  a  patent  medicine  man  and  the 
second  by  a  religious  enthusiast,  while  the  conjunction 
was  supplied  by  an  irreverent  passerby.  An  ancient 
sign  in  Chicopee.used  to  say,  "  Buy  your  drugs  of 
J.  F.  Jonas  and  order  your  tombstones  of  G.  £. 
George." 


Hints  for  Sigwk  Makers. 

To  keep  gold  leaf  from  adhering  where  it  is  not 
wanted,  slice  a  raw  potato  in  two  and  rub  the  part  a 
few  times;  this  will  cause  a  film  of  starch  to  form, 
upon  which  the  leaf  will  not  stick  unless  there  is  size 
on  it  to  stick  to. 

White  lead  will  darken  vermillion;  so  will  driers, 
with  lead  salts  in  them.    Always  mix  enough  for  the 
job,  as  it  is  hard  to  get  two  batches  alike. 

To  break  up  lampblack  for  water  color  work,  use 
vinegar  or  alcohol.  For  oil  or  turpentine  work,  use 
benzine  or  turpentine,  mixing  to  a  thick  paste.  Stir 
well,  then  add  oil,  a  little  at  a  time  until  like  butter. 

The  size  must  extend  a  little  beyond  the  letters  for 
a  small  sign  so  that  the  sand  will  come  a  little  upon 
the  gold  and  thus  make  a  good  joint. 

One  leafing  is  better  than  two  or  more  on  wood, 
though  the  reverse  of  this  is  true  as  concerns  gilding 
on  glass. 

Gold  size  should  never  be  used  in  its  pure  state,  but 
should  be  mixed  with  some  varnish  to  regulate  its 
time  of  drying.  The  more  varnish  the  slower  the  size, 
and  vice  versa. 

Gold  size  Japan  is  made  from  boiled  oil  and  the  ad- 
dition of  >red  lead  and  litharge  in  certain  proportions  : 
it  is  a  wonderful  drier. 

When  the  artist  has  a  number  of  signs  to  do  on 
glass,  all  the  same  size,  he  will  save  time  by  making 
a  stencil  for  use  in  applying  the  backing-up  color. 

A  good  black  lettering  paint,  for  use  on  glass,  is 
made  with  japan  coach  black  thinned  with  turpentine 
and  bound  with  a  little  rubbing  varnish.  Or,  if  you 
are  not  particular  about  it  drying  quickly,  use  coach- 
body  varnish  instead  of  the  rubbing. 

To  gild  on  wood,  see  first  that  the  board  is  well 
seasoned,  and  free  from  knots  and  cracks.  Prime 
with  white  lead,  to  which  add  some  red  lead,  and  thin 
with  raw  linseed  oil  and  a  very  little  good  drier.  Three 
or  four  coats  are  not  too  much. 

Zinc  white  and  white  lead  give  a  good  hard  coat  for 
the  last  priming  coat  on  a  wood  sign  if  a  white  ground 
is  to  be  used  with  black  lettering.  If  the  sign  is  to  be 
smalted,  the  last  priming  coat  should  be  dark  or  lead 
color. 

Gold  leaf  should  stand  over  night,  at  least,  before 
being  varnished,  if  the  job  is  to  be  varnished.  Var- 
nish will  not  protect  gold  leaf,  nor  improve  its  looks, 
but  it  is  necessary  to  varnish  it  in  certain  cases.  A 
very  elastic  varnish  should  be  used  so  it  won't  crack 
over  the  elastic  size.  —  Signs  of  the  Times. 
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A  SPONGE  WINDOW  SHOWN   IN   GERMANY. 


Facts  About  Candy. 


Wherever  possible,  package  candies  should  be  dis- 
played at  this  time  on  top  of  the  show  case.  Few 
people  will  go  to  the  trouble  of  selecting  a  box  inside 
the  case  unless  they  came  in  purposely  to  buy  a  box 
of  candy.  If  the  packages  are  piled  out  on  top  of  the 
case,  many  who  have  not  the  slightest  notion  of  buy- 
ing candy  when  they  entered  the  store  will  pause  and 
examine  a  box  or  two,  hesitate  a  moment,  and  then 
buy.  Of  course,  the  great  objection  to  having  candy 
piled  outside  is  that  a  box  may  now  and  then  disap- 
pear without  going  the  orthodox  way  of  the  cash  regis- 
ter ;  but  this  practice  must  be  extremely  rare,  or  some 
druggists  I  know  would  have  gone  out  of  business 
long  ^o. 

Before  going  to  a  lot  of  trouble  displaying  goods,  it 
is  well  to  be  sure  in  the  beginning  that  you  have  the 
right  kind  of  goods  to  display.  It  is  of  the  greatest 
importance  to  select  the  right  line  — a  line  of  artistic 
and  attractive  packages,  containing  chocolates  of  su- 
perior merit  and  quality.  Your  reputation  for  quality, 
reliability  and  class  is  one  of  the  biggest  assets  you 
have,  and  this  reputation  is  made  partly  by  the  kind 
of  confectionery  you  sell.  Your  candy  case  may  have 
a  far  wider  influence  than  you  suspect.  It  may  even 
be  an  index  to  your  entire  store  and  business  methods. 
The  druggist  who  may  be  relied  upon  to  sell  his  cus- 


tomer a  fresh  box  of  chocolates  every  time  is  pretty 
sure  to  gain  that  custon\er's  confidence  and  sell  him 
pretty  nearly  everything  else  he  buys. 

A  number  of  things  should  be  carefully  considered 
in  choosing  a  brand  of  package  candies.  So  much 
depends  on  the  manufacturer,  that  it  is  wise  first  of  all 
to  be  sure  you  are  doing  business  with  the  right  house. 

The  artistic  appearance  of  the  package  is  almost  as 
important  as  the  quality  of  the  candy  itself.  A  box 
of  chocolates  should  be  a  feast  for  the  eye  as  well 
as  a  dainty  morsel  Xo  eat.  Loud  colored  packages 
and  flaming  chromos  should  be  shunned  as  the 
plague,  even  though  they  may  appeal  to  a  certain  class 
of  trade.  Such  trade  will  never  build  up  your  reputa- 
tion as  a  high  class  quality  store.  It  is  tnuch  more 
profitable  in  the  long  run  to  educate  your  low  class 
trade  to  a  higher  class  of  goods  than  it  is  to  antago- 
nize what  high  class  trade  you  have.  The  rabble 
usually  takes  its  cue  from  the  few  "  who  know."  The 
crowd  will  be  just  as  eager  to  buy  the  "correct  thing  " 
in  confectionery  (when  they  know  what  that  is)  as  they 
now  are  to  wear  the  correct  style  and  cut  of  clothing. 

After  satisfying  yourself  that  the  packages  are  in 
good  taste  and  artistic,  the  next  thing  to  do  is  to  assure 
yourself  of  the  quality  of  the  candy.  As  a  rule,  high 
class  packages  contain  high  class  candy,  for  the  two 


Digitized  by 


Google 


392 


THE  SPATULA 


tn 


ings  go  together  hand  in  hand.  One  of -the  most 
important  things  to  obtain  is  a  condition  of  freshness 
when  the  candy  is  sold  to  the  Consumer.  This  is  a 
matter  of  service  that  can  only  be  had  by  dealing  with 
a  house  that  can  supply  you  with  small  lots  of  candy, 
that  come  direct  to  you  from  the  refrigerator  rooms 
of  the  candy  factory. 

Another  very  important  thing  is  the  kind  of  work- 
manship put  into  the  candy.  The  making  of  high 
grade  confectionery  is  an  art,  and  skilled  labor  is  one 
of  the  essential  elements  that  goes  to  make  up  quality. 
The  "cream  man"  who  makes  the  centres  for  choco- 
lates must  be  an  expert.  He  must  be  able  to  make 
the  soft  cream  fillings  exacdy  alike,  day  after  day,  in 
weather  that  may  be  damp,  dry,  hot  or  cold.  The 
delicate  process  of  making  high  grade  chocolates  can- 
not be  trusted  to  machinery.  A  large  share  of  the 
worlc  must  be  done  by  hand.  A  factory  that  values 
its  reputation  cannot  afford  even  to  break  in  appren- 
tices, but  must  rely  solely  on  experienced  help. 

A  good  deal  depends  on  the  chocolate  dippers,  and 
a  candy  reputation  may  be  made  or  lost  by  their  work. 
If  the  centres  are  not  dipped  properly  they  will  leak 
or  become  hard  in  a  very  short  time.  The  chocolate 
will  become  a  dirty  gray  color  if  it  is  allowed  to  be- 
come a  trifle  overheated.  It  becomes  grainy  and  hard 
if  it  is  not  stirred  constandy  while  being  melted.  The 
best  chocolates  are  now,  and  always  will  be,  made  by 
the  factories  that  specialize. 

The  real  high  class  chocolates  have  a  bright,  snappy 
appearance.  There  is  a  lustre  to  the  coating.  The 
decorations  at  the  top  of  each  piece  are  neat  and  uni- 
form. The  color  is  a  rich,  dark  brown  for  bitter 
sweets,  and  k  light  brown  color  for  milk  chocolates. 
There  should  be  no  spots.  The  color  should  be  abso- 
lutely uniform. 

The  packing  department  in  a  specialized  chocolate 
cream  factory  is  just  as  important  as  the  dipping  de- 
partment. It  is  in  the  packing  room  that  most  fac- 
tories fall  down.  High  grade  chocolates  are  very  per- 
ishable. They  are  about  as  fragile  as  eggs,  and  the 
coating  is  of  a  soft,  wax-like  consistency  which  shows 
every  mark.  You  can  scarcely  touch  its  surface  with- 
out scratching  it  or  leaving  a  disfiguring  mark.  Choco- 
lates should  be  packed  with  great  care.  Each  piece 
should  be  set  into  a  separate  bonbon  cup,  or  should 
be  wrapped  in  paraftin  paper  or  foil.  No  two  pieces 
should  touch.  Each  piece  should  be  separated  from 
its  neighbor  by  some  protecting  surface.  If  the  pieces 
touch,  they  will  stick  together  the  first  time  they  are 
exposed  to  heat.  The  box  must  be  thoroughly  padded, 
so  the  soft  contents  will  not  be  crushed  or  broken  in 
transit. 

The  problem  of  the  packing  room  is  only  half  solved 
when  the  goods  are  thoroughly  protected,  for  when 
the  box  is  opened  the  conteqts  should  not  only  be  well 
packed,  but  they  must  present  an  exquisite,  dainty 
and  thoroughly  appetizing  appearance.  The  confec- 
tionery must  appear  so  tempting  that  the  young  lady 
positively  can't  help  exclaiming :  "  Oh,  how  lovely  ! " 


This  much  desired  effect  must  be  produced  by  the 
clever  use  of  richly  colored  foil,  ribbons  and  colored 
bonbon  cups,  and  the  arrangement  of  fancy  nuts, 
pieces  of  candied  fruits  and  chocolates. 

The  real  foundation  of  quality  confectionery  must 
in  the  last  analysis  lie  in  the  kind  of  raw  materials 
used.  The  most  expensive  and* important  product 
that  goes  into  chocolate  creams  is  the  chocolate  coat- 
ing. There  is  a  wide  variation  in  coatings,  and  a  price 
range  from  1 8  to  50  cents  a  pound.  Pure  chocolate  is 
almost  as  bitter  as  quinine,  and  is  of  a  very  dark  color. 
In  its  pure  state  it  is  called  chocolate  liquor.  The  best 
factories  buy  it  in  the  liquor,  and  do  their  own  flavor- 
ing and  blending.  But  the  majority  of  manufacturers 
use  the  cheaper  coatings,  which  are  heavily  adulter- 
ated with  cane  sugar,  brown  sugar,  flavoring  matter 
and  other  materials. 

The  high  grade  chocolates  may  readily  be  distin- 

^  guished  by  their  rich  flavor  and  smooth  taste.    The 

best  grade  of  chocolate  is  made  from  selected  cocoa 

beans,  ground  and  re-ground  between  revolving  stones 

until  the  substance  is  as  smooth  as  velvet. 

Before  deciding  on  a  line  of  package  candies  to  tie 
up  to,  it  is  well  worth  your  while  to  spend  a  little  time 
in  carefully  studying  the  different  makes.  It  is  well 
to  know  what  is  inside  of  the  sealed  package  you  are 
offering  to  your  customer.  Remember  it  is  your  cus- 
tomer and  not  you  who  is  going  to  break  the  seal,  and 
if  the  contents  do  not  come  up  to  expectations  you  are 
going  to  be  the  loser.  If  the  customer  is  not  satisfied 
with  the  kind  of  candy  you  sell  him,  he  is  pretty  apt 
to  conclude  that  other  things  you  sell  may  turn  out 
the  same  way.  — The  Northwestern  Druggist. 

Bottle  Rlntfs  aad  time  ^iTar. 

Among  the  first  rubber  articles  in  Germany  to  be 
affected  by  the  war,  says  the  India  Rubber  World, 
were  the  small  rubber  rings  used  in  providing  air-tight 
stoppers  for  beer,  soda  and  mineral  water  bottles. 
As  soon  as  it  was  learned  that  the  Government  in- 
tended to  supervise  and  limit  the  use  of  crude  rubl>er, 
brewers,  wholesale  manufacturers  and  bottlers  of  beer 
and  seltzers  were  active  in  purchasing  all  the  rubber 
bottle  rings  they  could  obtain,  with  the  result  that  such 
rings  were  soon  selling  at  very  high  prices,  and  a  little 
later  could  not  be  obtained  at  any  price. 

As  yet  no  substitute  for  rubber  rings  has  been  dis- 
covered. Paper,  pulp,  tinfoil  and  other  rings  and  stop- 
pers have  been  resorted  to,  but  these  can  only  be  used 
once,  and  do  not  take  the  place  of  the  reliable  rubber 
rings  and  discs.  Black  and  dark  gray  bottle  rings, 
made  of  rubber  substitutes,  are  being  used  through 
necessity.  These  have  not  the  quality  of  durability, 
but  to  a  certain  extent  they  take  the  place  of  rubber. 
It  is  questionable  whether  or  not  these  rubber  sub- 
stitute rings  will  stand  contact  with  certain  mineral 
waters.  However,  "  war  rings"  will  have  to  be  used 
until  peace  is  established,  and  then  the  Germans  will 
go  back  to  the  little  red  rubber  bottle  rings  formerly 
so  generally  in  use. 
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NOTE— It  is  the  desire  of  the  editor  of  this  de- 
partment to  make  it  hs  interesting  and  profitable  to 
the  readers  oj  The  Spatula  as  possible.  Questions 
on  business  or  professional  subject^  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article^  let  us  hear 
from  you.  Do  not  expect  however^  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners, 

R«ikO'v>atiiktf  a  Camera. 

J.  P.  W.,  Key  West,  Fla. 
The  following  formula  should  be  applied  to  the 
mahogany  of  the  camera  by  means  of  a  soft  rag,  rub- 
bing it  well  in,  finally  polishing  lightly  with  a  clean, 
soft  cloth : 

Raw  linseed  oil 6ozs. 

White  wine  vinejiar 3  ozs. 

Methylated  spirit 3  ozs. 

Flitter  of  antimony Hot. 

Mix  the  oil  with  the  vinegar  by  degrees,  shaking 

well  to  prevent  separation  after  each  addition,  then 

add  the  spirit  and  antimony  and  mix    thoroughly. 

Shake  before  use. 

C.  C.  D.,  Champaign,  111. 

Glue! 3  ozs. 

Gelatine 3  ozs. 

Acetic  acid 4  ozs. 

Water a  ozs. 

Alum » V  grs. 

Heat  together  for  six  hours,  skim  and  add : 
Alcohol I  fl.  oz. 

Cliii&a  C«m«Bt. 

C.  C.  D.,  Champaign,  111. 

Gum  ammoniac 3  drs. 

Brazilian  isinglass 3  ozs. 

Distilled  water 6  ozs. 

Wood  alcohol 12  ozs. 

Add  four  ounces  of  wood  alcohol  to  the  water,  in 
which  dissolve  the  isinglass  by  the  aid  of  gentle  heat ; 
dissolve  the  gum  in  the  remainder  of  the  wood  alcohol 
and  add  to  the  previous  solution.  If  perfume  is  de- 
sired, a  few  drops  of  oil  of  sassafras  dissolved  in  the 
alcohol  can  be  added. 


DandrtsIT  C«ar«. 

E.  A.  C,  Lexington,  Ky. 

Chloral  hydrate 2  ozs. 

Resorcin i  oz. 

Tannin i  oz. 

A  Icohol 8  fi .  ozs. 

Glycerine 4fi.czs. 

Rose  water  to  make 4  pints 

Hmlr  Tonic. 

T.  J.  M.,  Sharon,  Pa. 

No.  I. 

Aromatic  spts.  ammoni:* 4  fl.  ozs. 

Tr.  canthandes 4  fl  ozs. 

Glycerine 4  fl.  ozs. 

Bay  rum 5s  fl  ozs. 

Mix  and  filter  through  talcum. 

No.  2. 

Quinine  sulphate 150  ems. 

Castor  oil 4  fl  ozs. 

Tr.  cantharides 4  fl.  ozs. 

Oilbay ifl  dr 

Alcohol 56  fl.  ozs. 

Mix.  Agitate  or  stir  till  the  quinine  is  dissolved 
and  filter. 

Air  Brusli  I^mmii  BlacK. 

W.  A.— Chicago,  III. 
As  your  question  box  is  at  the  service  of  subscribers, 
I  wish  to  ask  in  regard  to  a  formula  for  air  brush  lamp 
black  made  in  paste  form  so  same  can  be  put  in  collapsi- 
ble tubes  and  keep  moist  indefinitely  and  always  ready 
for  use  by  thining  with  water. 

This  question  was  referred  to  an  expert  on  matters 
relating  to  show  card  making,  Mr.  W.  A.  Thompson, 
Pontiac,  Mich.,  who  writes:  I  use  lamp  black  for 
making  black  show  card  paint  to  be  used  with  the 
brush.  To  give  the  method  I  use  in  making  this  paint 
may  throw  a  little  light  on  mixing  lamp  black  for  the 
use  of  an  air  brush.  To  2  pounds  of  lamp  black,  mix 
same  in  2  quarts  of  good  gum  arabic  mucilage  to  a 
stiff  paste,  add  4  ounces  glycerine  (6  ounces  simple 
syrup  will  answer  in  place  of  glycerine)  and  about  ^ 
ounce  formaldehyde  for  a  preservative;  thin  with 
water  to  a  free  flowing  liquid.     Not  too  thin. 

Merely  as  a  suggestion,  I  believe  that  one-quarter 
of  the  mucilage  used  in  above  bulk  would  be  sufficient 
for  air  brush  work,— in  fact  very  little  mucilage  will 
act  as  a  binder  for  considerable  color.    Lamp  black 
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requires  twice  as  much  mucilage  as  that  of  other  col- 
ors. Lamp  black  for  show  card  paint  as  mixed  above 
will  keep  moist  in  screw  top  ointment  jars  for  a  long 
time,  while  other  colors  seem  to  dry  hard.  Aniline 
colors  are  generally  used  for  air  brush  work.  It  may 
be  that  if  your  subscriber  would  consult  L.  O.  Butcher 
&  Bro.,  675  W^est  Madison  St.,  Chicago,  III.,  he  would 
get  the  desired  information. 

Moscniito  LfOtioA* 

What  is  your  formula  for  best  mosquito  lotion  ? 
Rothubtry,  Englaftd.  F.  L. 

Try  the  following : 

No.  I. 

Aq.  ammonia 12  drs. 

Glycerine 2  ozs. 

Oil  pennyro)-al 4  ozs. 

Olive  oil 6  OSS. 

Mix. 

No.  2. 

Oil  eucalyptus %o%. 

Oil  citronella K  os. 

Alcohol 14     ozs. 

Mix. 

'BawFAmTmA  Gelatin*. 

Where  can  I  obtain  in  New  York  City  powdered  gela 
tine  such  as  is  used  in  jelly  powders,  also  can  you  give 
me  a  formula  for  chocolate  jelly  powder  similar  to  jello? 
Brooklyn,  N.  K.  H.  J. 

You  could  probably  obtain  the  abbve  from  any 
wholesale  grocery  house  in  New  York  City  or  Brooklyn 

To  R«mo'v«  ^ITrliaKl^s. 

Will  you  kindly  give  me  formula  of  a  powder  that  I  can 
add  to  water  or  witch  hazel  that  will  aid  in  removing 
wrinkles  and  make  the  face  free  from  lines  and  add  full- 
ness to  skin  ? 
Charlotte,  N,  V.  H.  R.  S. 

We  do  not  know  of  any  formula  that  will  meet  your 
requirements.  If  we  did  we  should  be  able  to  ride  in 
a  limousine  to  the  grand  opera  and  eat  humming  birds 
tongues  for  breakfast. 

B«d  Butf  Exterminator. 

Please  publish  in  your  next  issue  a  formula  for  bed  bug 
exterminator  in  light  red  liquid  form. 
Dickson  City,  Pa.  P.  Drug  Co 

No.  I. 

Naphthaline 3  ozs. 

Benzine 50  ozs. 

Alkanet  root,  q  s  color 
M. 

No.  2. 

Corrosive  sublimate K  oz. 

Alcohol  (wood) 4     ozs. 

Water,  q.  s 64     ozs. 

Alkanet  root,  q.  s.  color 

DIstftalsiBtf  Qoiniia*. 

C.  W.  T.,  Bridgeport^  Conn. 
For  administering  quinine  to  young  children,  Borde 
employs  a  suspension  of  quinine  in  olive  oil,  made  by 
rubbing  down  quinine  sulphate  i,  with  oil  8,  in  a  mor- 
tar. Twenty  drops  of  this  mixture,  equivalent  to  )i 
grain  of  quinine  sulphate,  is  poured  into  the  centre  of 
a  tablespoon  half  full  of  sweetened  milk.  The  dose 
is  then  taken.  If  a  draught  of  fluid  is  then  given,  no 
bitter  taste  will  be  perceptible  on  the  palate;  even  if 
no  such  drink  be  administered  the  bitter  taste  is  only 


very  slight  and  fugitive.  The  method  has  proved  very 
useful  in  the  administration  of  quinine  to  juveniles, 
who, generally  evince  a  strong  repugnance  to  bitter 
medicines. 

Slaankfioo  Pomrdor  aiad  Hair  Toiaic* 

Will  you  kindly  publish  in  The  Spatula  a  formula 
for  a  good  shampoo  powder,  also  a  good  hair  tonic  in 
powder  or  paste  form  ? 
Philadelphia,  Pa,  W.  A.  McF. 

Shampoo  Powder.— No.  i. 

Borax 2  bss. 

Carfo.  soda  (dry) aozs. 

Po.  camphor 15  BTS. 

Oil  rosemarf la  drops 

M.   The  above  amount  is  good  for  2  pints  of  water. 

Shampoo  Powder.— No.  2. 

Borax i     oz. 

Carb  potash i     oz. 

Po.  castile  soap ^ot. 

M.    Add  this  to  i  pint  of  water  for  shampoo. 

Hair  ToNia 

Peru  balsam 3o8ts. 

Betanaphthol oogis. 

Lanolin j6ogrs. 

Lard  benzoated 120  grs. 

Rub  in  daily  with  piece  of  flannel. 

Hmir  Ponkado* 

Will  you  please  publish  formula  for  the  hair,  the  prin- 
cipal ingredient  of  which  is  mutton  fat  ? 
Rutledge,  Pa.  H.  O.  E.  E. 

Try  the  following: 

Mutton  suet 16  ozs. 

Yellow  wax a  ozs. 

Castoroil  aoss. 

Benzoic  acid 10  grs. 

Oil  lemon i  dr. 

OU  cassia 15  drops 

Melt  the  suet  and  wax,  add  the  castor  oil  and  acid, 

allow  to  cool  and  add  remaining  ingredients. 

M«iatlaolatod  Cold  Croank. 

Have  you  a  good  formula  for  a  mentholated  cold  cream  ? 
Salem,  Mass,  E.  M.  F. 

Here  is  one  we  put  up  in  our  store. 

Camphor 15  grs. 

Menthol as  8TS.  , 

Thymol xagrs. 

Oil  wintergreen 10  mins. 

Boric  acid i  S  gn. 

White  wax i  os. 

White  petrolatum,  q.  s 4  ozs. 

Melt  wax  and  petrolatum  and  when  it  begins  to  cool 

add  other  ingredients. 

Also  try  the  following : 

White  paraffin  wax 14     Ihs. 

Ceresin  (white) i     lb. 

White  wax 3     lbs. 

Menthol K  oz. 

Rosewater 8     pts. 

Borax 4    ozs. 

Melt  the  waxes  together,  also  warm<  the  rose  water 

to  same  temperature,  in  this  put  the  borax,  and  add 

to  the  melted  waxes  and  add  balance  of  ingredients. 

ynixWm  Lfiiainaoiat. 

C.  L.  D.,  Boston. 

Powdered  castile  soap 31 

Oil  of  turpentine 3iss 

Oil  of  origanum 3  i 

Camphor 3  ss 

Ammonium  carbonate 3  vi 

Water  to  make Oil 

Dissolve  the  camphor  in  the  oils,  and  the  soap  in  6 

fluid  ounces  of  hot  water.    Also  dissolve  the  ammo* 
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nium  carbonate  in  a  pint  of  cold  water. .  Now  every- 
thing depends  upon  getting  tfiese  together  right.  Begin 
by  adding  a  little  of  the  oils  to  the  soap  solution  con- 
tained in  a  five-pint  bottle  and  shake  very  thoroughly. 
As  the  emulsion  forms  add  a  very  little  warm  water 
to  thin  it,  then  more  oil,  then  a  little  of  the  ammonium 
carbonate  solution.  The  latter  causes  the  emulsion 
to  thicken,  and  after  being  added  the  mixture  should 
be  allowed  to  rest  for  an  hour  or  so.  Then  repeat 
until  all  is  added.  The  final  result  is  a  thick,  creamy 
mixture. 
IbK  and  P«Bcil  Kraaer. 

A  highly  efficient  ink,  paint  and  pencil  eraser  is 
made  by  mixing  one  part  of  petroleum  jelly  (or  other 
grease)  with  two  parts  (by  weight)  of  pumice  powder. 
When  mixed,  a  small  amount  of  oil  of  cloves  is  added  . 
this, however,  is  done  solely  with  the  object  of  impart- 
ing an  agreeable  odor  to  the  compound.  The  eraser 
is  applied  to  ink,  pencil  and  paint  marks  on  tracing 
£loth  or  tracing  paper  by  rubbing  it  with  a  finger  en- 
closed in  rag.  By  this  means  marks  are  easily  re- 
moved and  the  transparency  of  the  paper  is  unaffected. 
The  formula  for  this  eraser  was  recently  patented  in 
England. 
Aromatis«d  Castor  Oil. 

Food  Inspection  Decisions  142  and  146  do  not  for 
bid  the  use  of  saccharin  in  drugs  generally.  If  an 
article  is  sold  under  a  name  recognized  by  the  United 
States  Pharmacopoeia  or  National  Formulary,  and 
such  article  deviates  from  the  prescribed  standard, 
however,  the  nature  and  character  of  such  deviation 
must  be  clearly  stated  on  the  label,  as  required  by 
section  7  of  the  Federal  Food  and  Drugs  Act.  The 
term  ** aromatized  castor  oil"  on  a  label  is  notion, 
sidered  sufficient  to  fulfill  the  requirements  of  the  act 
in  describing  a  castor  oil  containing  saccharin  in  addi- 
tion to  certain  aromatics.  The  label  should  also 
plainly  show  that  the  article  varies  from  the  pharma- 
copoeial  standard  for  castor  oil  in  that  it  is  sweetened 
with  saccharin. 
Proacrlfitioik  Dont's. 

Above  all  donU  substitute,  but  dispense  the  articles 
which  are  prescribed  and  chargefor  same. 

DonU  hide  your  prescription  department,  but  make 
it  the  most  prominent  feature  of  your  store.  Such 
signs  as  "  Drugs  and  Prescriptions  down  in  the  base- 
ment**  are  a  disgrace  to  professional  pharmacy. 

Don*t  make  your  motto  '*  Cheapness  and  Quick- 
ness" in  your  prescription  department,  but  much 
rather  **  Prescriptions  Compounded  Carefully  and 
Conscientiously." 

DonH  run  your  prescription  department  without 
any,  or  but  very  little,  apparatus  and  utensils,  but  have 
a  complete  outfit.  No  matter  how  expert  the  pharm- 
acist is,  he  must  have  the  necessary  tools  in  order  to 
turn  out  good  work. 

Don*t  convert  metric  weights  and  measures  into  the 
apothecaries  system,  but  have  a  complete  set  of  metric 
weights  and  measures,  and  use  these  and  thus  avoid 
errors. 


Don^t  neglect  to  properly  number  the  prescriptions 
consecutively  and  also  to  date  them. 

Don't  forget  to  mark  the  price  on  each  prescription 
in  plain  figures,  as  this  will  prevent  unpleasant  dis- 
putes with  customers. 

Don't  file  the  prescriptions  by  such  an  antediluvian 
method  as  a  string  or  wire,  but  preserve  them  in  a 
sanitary  manner  in  a  prescription  book  or  stiU  better, 
in  the  opinion  of  the  author,  by  means  of  one  of  the 
up-to-date  filing  cabinets.    . 

Don't  dispense  ordinary  water  when  distilled  water 
is  wanted. 

Don't  forget  that  sterilized  water  means  freshly 
boiled  distilled  water. 

Don't  dispense  solutions  or  syrups  which  are  cloudy, 
but  filter  or  strain  them. 

Don't  forget  that  psychology  still  plays  a  very  im- 
portant part  in  medicine  and  pharmacy.  This  is  es- 
pecially true  of  the  prescriptions  which  you  deliver  to 
the  patient. 

Last,  but  not  least,  don't  forget  the  motto :  "  Clean- 
liness is  next  to  Godliness^'  To  this  we  might  add : 
^"^  And  is  of  the  greatest  importance  in  medicine^'' 

It  will  be  a  credit  to  your  prescription  department  to 
display  such  a  sign.— Otto  Raubenheimer. 
MaK«  Yoor  Owa  Porft&m*. 


You  can  make  your  own  perfume  from  your  own 
favorite  flower.  Procure  a  glass  funnel  with  a  finely 
pointed  stem.  Fill  this  with  small  pieces  of  ice 
sprinkled  with  salt  and  place  in  a  small  tumbler ;  then 
leave  the  apparatus  quite  close  to  the  flower  in  a  warm 
rrom.  The  perfume  will  collect  in  a  liquid  state  in 
the  bottom  of  the  glass.  —  The  Technical  World. 

Tea  ynWkk  EM>* 

Tea  with  eggs  is  a  very  old  drink ;  dating  back  to 
1660.  This  is  it:  Beat  up  the  yolks  of  two  eggs  with 
sugar.  Then  pour  a  pint  of  fresh  made  hot  tea  upon 
it,  stir  and  drink  immediately. 
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The  Prescription  Department. 

By  John  F.  McAnulty,  Jr.,  Belmar,  N.  J. 


©RDER  is  probably  one  of  the  first  consid- 
erations in  the  prescription  department. 
Without  it  many  a  simple  prescription  be- 
comes a  hard  job  because  of  the  effort 
required  to  hunt  up,  and  sort  out,  drugs 
and  implements.  Preparations  of  like  nature  should 
always  be  kept  together  and  arranged  in  alphabetical 
order.  One  place  I  can  recall  had  the  bottles  arranged 
according  to  shape  and  size ;  thus  a  square  pill  bottle 
was  next  to  a  square  fluid  extract  bottle.  It  is  not 
difficult  to  imagine  a  strange  clerk  trying  to  fill  a  pre- 
scription in  that  store,  and  attend  counter  at  the  same 
time. 

All  pills,  tablets  and  capsules  should  be  arranged 
alphabetically,  irrespective  of  the  size  or  shape  of 
bottles.  This  method  is  the  first  attempt  to  an  orderly 
prescription  room.  As  the  number  of  tablets  have  in- 
creased, considerable  space  is  often  taken  up  by- 
stringing  the  bottles  in  a  line  on  the  shelves,  so  that 
all  the  labels  show. 

A  way  to  overcome  this  condition  and  at  the  same 
time  give  a  neat  appearance,  without  interfering  with 
convenience,  is  to  put  them  all  in  wood  or  tin  boxes, 
and  arrange  the  titles  in  alphabetical  order,  on  the 
fronts  of  the  boxes. 

I  have  found  the  boxes  that  held  loo  cigars,  Londres 
size,  of  such  brands  as,  "  Cinco,"  "  Roig,"  etc ,  to 
answer  this  purpose  very.  well.  Pills  should  be  grouped 
by  themselves  and  the  boxes  labeled  "Pills  No.  i,'' 
"  Pills  No.  2."  Proceed  to  place  the  pill  bottles  in  the 
boxes,  alphabetically,  until  one  box  is  filled,  then  con- 
tinue in  the  same  order  with  the  next,  and  so  on.  In 
this  store  I  have  105  separate  bottles  of  pills  in  five 
boxes.  The  bottles  range  from  100  pills  to  500  pills 
content.  Tablets  are  far  more  numerous.  It  took 
twenty  boxes  to  accommodate  the  tablets,  and  they 
were  arranged  in  the  same  order  as.  Tablets,  Box  No. 
,  Tablets,  Box  No.  2,  etc.    There  are  over  220  differ- 


ent tablet  triturates  in  these  boxes,  and  range  from 
100  to  1,000  tablets  to  the  bottle. 

This  method  saves  shelf  room,  as  one  box  takes  up 
5>^  inches  of  a  shelf  6  inches  wide  and  6  inches  apart ; 
where  the  bottles  in  the  box  spread  out  in  a  line,  so  as 
to  expose  all  labels,  take  up  24  inches,  or  nearly  ^vt 
times  the  space  of  one  box.  Another  great  advantage 
is  in  having  the  bottles  under  cover,  and  protected 
from  dust. 

The  labels  on  the  boxes  should  be  neatly  printed  or 
typewritten,  and  pasted  so  as  to  cover  all  the  exposed 
surface  of  the  box.  A  small  porcelain  screw  knob, 
bought  for  20  cents  per  dozen,  adds  a  finishing  touch, 
and  allows  the  boxes  to  be  set  close  together.  In  this 
way,  one  can  glance  at  the  label  on  the  box  and  posi- 
tively say  whether  or  not  he  has  a  tablet,  called  for,  in 
stock.  I  have  thirty  boxes,  occupying  three  shelves, 
where  the  pills  formerly  took  up  six  or  seven  shelves, 
accumulated  dust,  and  necessitated  a  search  every 
time  some  little-used  pill  was  called  for. 

A  question  in  most  stores  is  to  have  the  dispensing 
bottles  in  the  prescription-room  neatly  and  systemati- 
cally labeled.  If  one  is  fortunate  in  being  able  to  out- 
fit with  regular  saltmouth  bottles  with  glass  labels,  so 
much  the  better.  Many,  however,  are  not,  and  usu- 
ally make  some  shift  of  their  own  to  supply  neat  labels. 

A  label  that  always  looks  neat  and  legible  can  be 
made  with  ordinary  materials,  as  some  good  white 
paper,  some  transparent  paper,  and  a  newspaper. 
These  labels  are  for  4  oz.  saltmouth  clear  iodine 
botdes.  Any  bottle  may  be  used,  but  those  of  same 
size  and  shape  are  to  be  preferred. 

These  iodine  bottles  may  be  bpught  at  small  cost,  or 
by  ordering  your  iodine  of  pne  maker  and  in  certain 
size  bottles ;  it  will  not  be  long  before  you  get  the  bot- 
tles without  any  great  outlay  of  money. 

Take  a  good  white  paper,  prescription  blank  or 
similar  material  and  cut  a  piece  i}^  x  z)(  inches. 


Digitized  by 


Google 


THE  SPATULA  397 

Then  cut  ofiE  the  corners  at  a  45®  angle.    Draw  a  line  for  some  time.    To  make  this  wearing  quality  doubly 

with  ink  all  around  the  label  H  inch  from  the  edge,  sure,  take  some  sheet  celluloid — a  couple  of  camera 

Allow  this  to  dry  one  day.    Then  with  a  lead  pencil  films  washed  of!  answer  nicely— and  make  a  coating 

draw  two  lines,  or  more  if  required,  all  the  way  across  according  to  the  following : 

the  label,  very  lightly,  to  act  as  a  guide  for  your  letters.  /-  n  1  •  j  /     u    ^      .           .    v          «  i- 

f<i.    '      \   A.    luw    *u    u  **i        J        •      11       .  Celluloid  (2  sheets  4  in.  X  s  m.)  or  2.8  Gm. 

Then  paste  the  label  to  the  bottle  and  again  allow  to  *     .                        ^          j      / 

*^  J         —  ,  .^*,    ^      ^  Acetone * 37.5  Gm. 

set  one  day.    Take  a  newspaper  and  select  a  type  ai    v  1                                                 r^ 

,,    , .  ^      ,  J      J     r  •     i.    c/X  Alcohol 12.5  Gm. 

that  IS  commonly  used  and  of  a  proper  size  to  fit  the  /-    ^     rx.,                                          ^ ,, 

1  u  1     IT     1  A*         X   11  •         XT         -.1       XT  CastorOil gtt.  x. 

label.    Use  letters  of  all  one  size.    No  capitals.    Now  * 

cut  out  the  letters  necessary.  Cut  as  close  to  the  type  Put  the  celluloid  in  a  wide-mouth  bottle  of  about  50 
as  possible  in  straight  lines.  Do  not  cut  the  paper  en-  Gm.  capacity.  Add  the  acetone  and  alcohol  and  shake 
tirely  away  from  the  type  as  this  only  makes  more  until  dissolved.  Then  add  th6  castor  oil  and  again 
work  and  does  not  give  any  better  result.  Cut  each  shake.  Fix  a  camePs  hair  pencil  in  the  cork  and  you 
letter  so  that  it  stands  ki  a  rectangle  without  margin,  are  ready.  Paint  quickly  a  light  coat  over  the  label 
Now  run  some  paste  over  your  label  on  the  bottle,  and  and  allow  to  dry  for  one  day.  Do  not  blow  on  the 
with  a  pointed  stick,  put  the  letters  on  the  label,  label  as  this  will  cloud  the  coating.  Repeat  this  coat 
Straighten  them  and  press  carefully  down.  Take  a  ing  about  three  or  four  times,  and  you' may  wash  with 
piece  of  transparent  paper  and  cut  the  same  shape  as  old  Dutch  cleanser  and  only  scratch  the  label, 
the  label,  allowing  a  very  narrow  margin  to  extend  These  labels  are  a  little  tedious  to  make,  but  the 
over  the  edges  of  the  label.  Paste  over  the  entire  result  is  worth  the  effort  It  is  not  necessary  to  de- 
label  carefully,  so  as  not  to  disturb  the  letters,  and  vote  much  time  to  this  work,  as  5  or  10  minutes  each 
put  on  the  transparent  cover  and  rub  down  smooth,  day  is  sufficient  to  make  one  label.  There  are  many 
This  label.will  be  very  attractive  if  properly  and  care-  spare  moments  that  can  be  put  to  such  good  use,  and 
(ully  done,  and  even  in  its  present  condition  durable  the  result  is  worth  the  effort.— Merck^  Report. 


THE   MASSACHUSETTS  COLLEGE  OF_PHARMACV. 
(One  of  the  best  endowed  and  most  thoroughly  equipped  instutions  of  its  kind  in  the  world. 
There  is  no  better  place  at  which  to  secure  a  pharmacautical  education.i};iyiuzuu  by 
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II  TRADE  TIPS  AND  TOPICS 

^       A  Deparhncht  of  LIVE  BUSINESS  IDEAS  and  PROFIT  POINTERS  hi  Various  Ln<s 
*3e 


mmmmmi^'fifmii^''^mimm<mm{mAm^(!^ 


THe  £nglisH  VTar. 

Mr.  H.  O.  Lloyd,  Small  Heath,  England,  sends  us 
a  folder  which  he  used  in  advertising^  a  sale  last  winter. 

It  announces  four  big  free  gift  days,  Feb.  27,  28, 
March  2  and  3.  The  occasion  was  the  enlargement 
of  his  store,  and  the  folder  reads:  "  We  are  going  to 
celebrate  this  wonderful  extension  of  business  and 
premises  by  a  big  event.  Every  person  entering  our 
store  during  our  Four  Big  Days  will  be  presented 
with  a  *  Marjori ' '  Poppy  delicately  perfumed  with 
Lloyd's  Marjori  Poppy  perfume.  All  gifts  are  on 
view  in  our  windows — don't  forget  the  dates." 

The  gifts,  which  were  given  with  purchases  of  stated 
amounts,  included  packages  of  chocolate,  writing  tab- 
lets, toilet  soap,  boxes  of  note  paper,  hair  brushes, 
tooth  brushes,  manicure  outfits,  shaving  mugs  and 
medicine  tumblers. 

The  folder  also  contained  a  long  list  of  goods  on 
sale  at  special  prices  for  this  occasion. 

For  Memorial  Dajr* 

A  simply  arranged  window  showed  a  shield  covered, 
with  the  national  colors,  to  which  were  fastened  pic- 
tures of  a  number  of  the  principal  Union  generals, 
and  crossed  by  a  white  ribbon,  lettered  in  blue,  "  Lest 
We  Forget— 1861  — 1865." 

On  one  side  was  a  stand  of  small  flags  and  on  the 
other  of  muskets,  while  several  war  relics  were  ar- 
ranged on  the  floor  in  front  of  the  shield. 
Had  to  Hide  TKem. 

A  large  store  had  advertised  a  shirt  sale.  There 
.  was  a  great  rush  for  the  goods.  During  the  morning, 
"t^e  manager  noticed  one  of  the  clerks  hiding  shirts 
■tthder  the  counter. 


'^  What  are  you  doing?'*  he  demanded. 

"Putting  'em  away.  If  we  don't  hide  some,  we 
won't  have  any  shirts  to  sell  to-morrow." 

This  is  a  true  story. 

If  it  were  a  fable,  we  would  say  that  afterwards  the 
clerk  inherited  a  fortune,  opened  a  store,  bougl(t  a 
large  stock  of  goods,  and  then  refused  to  advertise 
because  it  would  compel  him  to  buy  more  goods. — 
Springfield  Republican. 

A  Captive* 

In  the  centre  of  a  tobacco  store  window  was  a  huge 
cigarette,  about  18  inches  in  length,  placed  on  a  glass 
shelf,  with  the  component  parts  placed  beside  it.  A 
placard  beside  it  read :  "  The  largest  cigarette  in  cap- 
tivity." Strips  of  cardboard,  simulating  bars  of  a^cage 
were  arranged  about  the  shelf,  and  a  small  chain  re- 
straining the  dangerous  captive. 

Plantin|(  Demonstration* 

A  unique  idea  for  stimulating  the  sale  of  seeds  'n 
the  planting  season  was  adopted  by  one  store. 

A  shallow  trench  filled  with  earth  was  placed  in  the 
window,  and  a  young  man  dressed  as  a  rustic  demon- 
strated to  an  interested  crowd  of  city  folks  how  garden 
seeds  of  all  kinds  should  be  planted.  As  each  variety 
was  planted  he  displayed  a  placard  reading  somewhat 
asiollows:  "Now  I  am  planting  beet  seed,  one-half 
inch  deep." 

The  walls  of  the  window  were  hung  with  pictures 
of  various  kinds  of  vegetables  growing,  and  packages 
of  seeds  of  all  kinds  were  displayed. 

HtAStlers* 

How  some  druggists  lay  their  course  so  as  to  catch 
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the  trade  winds  of  better  business  is  told  by  the  Novelty 
News. 

Dwineirs  Pharmacy  of  Lydonville,  Vt.,  established 
a  large  business  in  a  certain  brand  of  shampoo  through 
their  offer  of  three  cakes  of  a  well-known  soap  free 
with  each  bottle  of  the  shampoo.  The  retail  value  of 
the  soap  nearly  equalled  that  of  the  shampoo. 

Brand  &  Hildebrand,  druggists  of  Columbia  City, 
Ind.,  announced  that  every  family  that  wanted  a  pair 
of  beautiful  gold  fish  in  a  large  globe  might  have  them 
free  on  a  given  Saturday  if  they  would  call  at  their 
store  for  them  and  make  at  the  same  time  a  purchase 
of  certain  goods  to  the  extent  of  50  cents  or  over. 
They  were  surprised  to  find  out  how  popular  gold  fish 
were  and  how  many  people  would  spend  50  cents  at 
their  store  in  order  to  get  a  miniature  aquarium. 

Thorpe's  Drug  Store,  in  Oregon,  111.,  offered  the 
choice  of  either  a  silver-plated  sugar  shell  or  butter 
knife  free  with  every  purchase  to  the  extent  of  50 
cents  or  over  of  certain  lines  of  goods,  during  the 
month  of  February,  and  the  response  was  exceedingly 
gratifying. 

Dallas  Drug  Company  of  Dallas,  Texas,  recently 
offered  on  a  certain  Saturday  to  give  away  a  $1  pen- 
nant absolutely  free  with  every  purchase  amounting 
to  $1  made  in  their  store  on  that  day. 

To  move  goods,  put  a  premium  behind  them  to 
push.  R.  G.^  Rosenstone,  druggist,  of  Sandwich,  111., 
proved  that  statement  by  giving  every  purchaser  of 
a  25  cent  can  of  talcum  powder  the  choice  of  any  10 
cent  cake  of  soap  in  his  store.  He  had  to  re-order  on 
talcum  powder. 

William  E.  Stagg,  druggist,  Lexington,  Ky.,  became 
extremely  popular  with  the  boys  of  that  city  through 
his  offer  to  provide  them  with  their  tops,  marbles,  balls 
and  bats  and  other  articles  of  sporting  goods,  which 
he  gave  absolutely  free  on  the  production  of  his  cash 
register  tickets  in  units  of  $i  each. 

Public  Drug  Company,  one  of  the  large  drug  stores 
on  State  St.,  Chicago,  is  giving  to  every  purchaser  a 
handsomely  lithographed  coupon  for  every  25  cents 
represented  in  the  purchase,  twenty  of  which,  together 
with  $2  98  in  cash  are  redeemable  for  a  42  piece  com- 
plete china  dinner  set  of  the  kind  that  usually  retail 
for  from  two  to  three  times  that  amount. 

Van  Lear  Bros.  Pharmacy  of  Roanoke,  Va.,  gained 
the  bulk  of  the  business  on  shaving  soap  and  shaving 
powders  through  the  offer  of  a  Burham  Safety  Razor 
with  every  purchase  of  such  goods  to  the  extent  of 
25  cents. 

Weipert  Drug  Co.,  St.  Louis,  Mo.,  attracted  a  large 
amount  of  new  trade  through  a  Friday  and  Saturday 
offer  of  a  souvenir  vanity  box  containing  a  fine  linen 
handkerchief  and  a  small  bottle  of  dainty  perfume, 
which  they  gave  with  every  purchase  aggregating  50 
cents  or  over.  There  was  malice  aforethought  in  the 
selection  of  the  perfume,  for  it  was  a  trial  bottle  of 
one  of  the  makes  that  they  were  featuring  in  the  store, 
and  that  fact  alone  led  to  a  largely  increased  trade  in 
that  particular  product. 


Jackson  Drug  Co.,  operating  stores  in  Joplin,  Webb 
City  and  Carthage,  Missouri,  reached  the  smokers  in 
(hose  three  cities  in  a  most  effective  way  through  the 
offer  of  a  handsome  metal  match  box  with  matches 
with  each  25  cent  purchase  of  cigars  displayed  in  their 
windows,  a  morocco  cigar  case  with  a  50  cent  pur. 
chase,  and  a  Bakelite  cigar  holder  with  a  gold  plated 
fan  with  every  1^1.25  purchase.  In  connection  with 
this  sale,  they  called  the  attention  of  the  smokers  to 
the  fact  that  they  carried  a  complete  line  of  popular 
brands  of  cigars,  chewiiig  and  smoking  tobacco,  as  . 
well  as  cigarettes,  tellipg  the  story  of  their  equipment 
to  meet  the  case  of  every  smoker,  to  every  person  who 
was<  attracted  by  these  offers. 

L.  DeCaswell,  druggist,  of  Fremont,  Ind.,  broke 
away  from  the  usual  single  premium  idea  and  offered 
a  face  chamois  free  with  a  25  cent  box  of  talcum 
powder,  a  tooth  brush  with  a  box  of  tooth  powder  or 
tube  of  tooth  paste,  cold  cream,  camphor  ice,  with  a 
jar  of  mentholin  balm,  a  safety  razor  with  a  bottle  of 
face  cream,  a  vanity  box  with  a  bottle  of  toilet  water, 
and  a  linen  tablet  with  a  pound  box  of  a  certain  make 
of  writing  paper.  These  and  other  premiums  were 
displayed  in  one  of  their  windows,  together  with  speci- 
ally prepared  announcement  cards  stating  how  and  for 
what  purchases  they  might  be  obtained. 

In  every  retail  business  there  are  certain  days  that 
ate  known  as  "slack"  days,  and  the  wise  merchant 
makes  some  special  offer  to  bring  the  public  into 
his  store  at  such  times.  The  Palace  Drug  Store  of 
Wichita  Falls,  Texas,  found  that  Mondays  were  the 
slack  days,  and  so  they  announced  a  special  Monday 
offer  of  a  rubber  balloon  free  with  every  25  cent  pur 


ART  IN    ADVERTISING. 
(Illustrating  '*  first  aid  to  the  injured."    Courtesy  of  Johnson  & 
Johnson,  New  Brunswick,  N.  J.) 
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chase.  The  balloons  were  equipped  with  closing  valves 
and  the  colors  were  red,  orange,  blue  and  yellow,  and 
because  the  children  loved  to  play  with  them  their 
parents  came  to  the  Palace  Drug  Store  on  Mondays 
and  made  many  purchases  that  the  store  would  not 
have  received  had  it  not  been  for  the  offer  of  the  bal- 
loons. Of  course  there  was  a  connection  between  the 
rubber  balloons  and  a  special  line  of  rubber  goods  that 
the  store  was  carrying,  and  so  in  their  advertisements 
announcing'  the  giving  of  the  balloons  they  call  par- 
ticular attention  to  these  products,  and  the  fact  that 
the  balloons  were  given  out  from  the  rubber  depart- 
ment was  another  element  that  made  for  an  increased 
business  in  that  line. 

Pointers. 
A  witty  play  upon  their  name  is  used  by  the  Casey 
Drug  Co.,  Batesville,  Ark.,  on  their  letterhead,  which 
reads :  '*  Make  no  mistake,  KC  drugs  are  better." 


The  progressive  man  is  the  one  who  does  the  thing 
while  the  other  man  contemplates  it  — he  gives  pre- 
miums, he  uses  specialties,  he  advertises,  he  gets  the 
trade  and  holds  it,  and  is  not  afraid.—  Novelty  News. 


A  pessimist  is  a  man  who  pulls -down  all  the  blinds 
and  then  kicks  about  how  dark  it  is. 


"  Economizing  for  the  purpose  of  being  independent 
is  one  of  the  soundest  indications  of  manly  character- 
It  is  what  we  save  rather  than  what  we  earn  that  in~ 
sures  a  competence  for  the  future." —  Stephen  Girard* 

TKe  Optimist's  Corner* 

Uncle  Sam^s  position  as  a  storekeeper  for  the  trade 
of  the  world  is  becoming  well  and  permanently  estab- 
lished. Let  this  feeling  of  confidence  extend  to  the 
retail  dealer  and  let  him  realize  that  the  business  out- 
look is  full  of  hope  and  confidence.  'Think  prosperity 
and  talk  prosperity.—  Good  Storekeeping. 

Any  man  is  wealthy  who  has  good  health,  a  happy 
home  life,  a  business  in  which  he  is  interested  and 
successful,  a  passion  ior  growth  and  the  ambition  to 
be  of  service  to  his  fellow  man.  With  these  he  has 
all  he  wants,  and  he  could  not  get  any  more  out  of  life 
if  he  had  a  million  dollars. —  Arthur  Fischer. 

ReacHini^  N^-w  Customers. 

Trade  winning  may  be  divided  into  two  classes: 
reaching  the  customer  direct  who  either  earns  the 
money  that  is  spent,  or  provides  it,  as  in  the  case  of 
the  housewife,  or  by  the  indirect  method,  which  is 
through  the  children  of  the  family  —  the  "  knee-high  " 
customers,  as  a  writer  in  System  has  called  them. 

This  latter  method  of  attack  on  the  family  purse 
and  patronage  is  good  tactics  —  a  flank  movement,  as 
the  military  men  would  say.  The  weapons  may  be 
souvenirs  or  premiums,  and  both  seem  equally  effec- 
tive in  their  own  spheres. 

Success  in  reaching  and  winning  the  good-will  of 
the  children,  and  through  them  that  of  the  parents. 


comes  to  the  business  men  who  is  a  close  student  of 
human  nature,  who  is  alert  to  iiew  ways  to  reach  out 
and  draw  trade.  To  the  aggressive  business  man  the 
lot  of  the  professional  man  who  is  sentenced  to  soli- 
tary confinement  in  his  office  until  patients  or  clients 
happen  to  come  to  him  seems  almost  unbearable 
There  is  so  much  business  to  be  had  in  every  line  by 
the  one  who  will  go  out  and  get  it  that  it  seems  to  be 
an  economical  waste  not'  to  bend  every  effort  in  that 
direction. 

The  same  writer  who  called  the  children  of  the 
neighborhood  the  "  knee-high "  customers  cited  sev- 
eral successful  methods  of  retailers  in  appropriating 
their  trade.  A  druggist  In  the  county  seat  of  a  central 
state  county,  for  example,  finds  Johnny  Jones  and  his 
sister  among  his  very  best  business  builders.  Con- 
sider an  instance  that  occurred  recently,  which  shows 
the  method  employed  by  this  dealer: 

Early  last  January  the  Colbys  —  father,  mother, 
James  (aged  ten)  and  Hazel  (eight)  —  moved  to  the 
city  where  this  druggist  has  his  store.  One  of  the  first 
pieces  of  mail  that  came  to  the  new  home  was  a  per- 
sonal letter  addressed  to  Master  James  Colby.  This 
is  what  the  letter  said : 

My  Dear  Master  Colby  : 

You  don't  know  me,  but  I  have  heard  about 
you  and  your  sister  through  Mr.  Reed,  who  sold 
your  father  his  new  house.  I  am  the  druggist  up 
at  the  corner  of  Main  and  Oak  Streets  —  that's 
just  three  blqcks  from  where  you  live. 

This  letter  will  start  making  us  acquainted,  but 
I  want  you  and  Hazel  to  come  up  to  my  store  as 
soon  as  you  can  and  we'll  get  really  acquainted. 
There's  a  bag  of  candy  here  for  each  of  you  when 
you  come.  I  think  my  drug  store  is  the  finest  one 
in  town,  and  I  want  to  know  what  you  think 
about  it. 
How  do  you  like  Granville? 

Your  friend, 

J.  A.  Stebbins. 
This  dealer  makes  it  a  policy  to  follow  up  with  a 
personal  letter  every  new  family  that  moves  to  town. 
He  readily  secures  the  names  of  such  families  by 
keeping  in  teuch  with  the  real  estate  dealers  and  find- 
ing out  who  they  rent  or  sell  their  houses  to.  When 
there  are  children  in  the  new  family,  the  druggist  finds 
that  the  force  of  his  appeal  is  nearly  doubled  if  he  ad- 
dresses his  letter  of  welcome  to  one  of  them.  His 
drug  store,  in  a  majority  of  cases,  is  the  first  one  that 
is  brought  to  the  attention  of  the  newcomers,  and  the 
offer  of  an  inexpensive  gift  is  sufficient  to  draw  the 
child,  at  least,  inside  his  doors;  and  usually  one  of 
the  parents  comes  along.  Sooner  or  later  the  store  that  , 
has  become  familiar  is  patronized  further.  — Novelty 
News. 


Fish,  flies  and  caterpillars  may  be  frozen  solid  and 
still  retain  life. 

A  squirrel  comes  down  a  tree  head  first  but  a  cat 
tail  first. 
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Sllbouette  SHoiir  Cards. 


We  sell^Cou^hRemed/ 
HfibH  h^z  tfie  proper  punch  ^ 


i 


And  how  they  can  be  easily  made  by  any  store  clerk 

Silhouette  display  cards  are  not  by  any  means  a" 
common  market  commodity— and  for  a  very  good 
reason— most  card  writers  do  not  know  how  to  make 
them  quickly. 

It  has  always  been  a  long  drawn  out  process  and 
that's  just  where  the  trouble  lies  today  with  many  who 
would  really  be  glad  to  use  them.  It  goes  without  say- 
ing that  when  a  thing  can  be  done  in  a  simple  wayi 
that  is,  when  some  really  good  meritorious  sign  scheme 
can  be  worked  out  easily  so  that  a  very  satisfactory 
result  is  quickly  obtained,  it's  popularity  is  easily  as- 
sured. The  writer  has  observed  sign  men  either  draw, 
ing  or  tracing  pictures  on  black  paper  and  then  with 
much  difficulty  endeavoring  to  cut  out  the  pictures. 

It  is  rather  a  long-winded  operation  and  has  been 
avoided  particularly  by  the  store  clerk  because  of  the 
bothersome  preparatory  detail  and  the  cutting,  which 
so  to  speak,  is  done  in  the  dark — as  the  paper  being 
blacl;  does  not  show  the  outlines  of  the  picture  clearly 
enough  for  rapid  cutting.  The  consequence  is,  the 
clerk  after  one  such  experience  generally  finds  some 
excuse  for  not  following  up  what  is  really  one  of  the 
most  striking  and  attractive  styles  known  to  the  pro- 
fessional sign  writer.  Of  course,  the  layman  or  the 
clerk  can  not  be  blamed  for  dropping  like  a  hot  potato 
anything  in  the  way  of  a  sign  that  is  going  to  eat  up 
too  much  of  his  already  well-filled  time— but  instead  of 
dropping  a  thing  on  first  trial  right  away,  why  not  in 
spare  moments  think  up  some  easy  way  of  getting  the 
desired  result. 

Listen  now  to  this  easy  way  of  obtaining  the  Silhou- 
ette without  so  much  as  touching  a  pencil.  Go  through 
your  old  magazines  and  select  such  pictures  as  give  a 
side  view— the  kind  of  pictures  that  display  well— when 
cut  out.  Different  positions  of  figures  will,  too,  often 
suggest  to  you  certain  words  or  catch  phrases  for  let- 
tering use  on  the  sign. 

Cutout  all  these  pictures  that  you  think  suitable  for 
this  purpose — using  a  small  pair  of  scissors,  except  on 
ihside  cutting  which  is  better  accomplished  with  the 
pen  knife.  Get  a  tube  of  ivory  black  or  lamp  black 
water  color,  and  mix  it  well  in  a  small  dish— with  any 
ordinary  No.  5  sable  hair  brush,  paint  over  the  cut  out 
pictures  in  jet  black — when  dry,  paste  them  down  on 
the  card,  leaving  enough  space  for  the  lettering. 


This  explanation  tightens  up  a  screw  that  has  been 
loose  a  long  time  and  shows  the  reader  just  how  very, 
very  simple  this  Silhouette  process  is  when  it  has  been 
properly  thought  out. 

Your  pictures  are  already  drawn  for  you— there  is 
no  bother  cutting  into  black  paper  because  there  is  no 
black  paper  to  contend  with  while  the  cutting  is^nder 
way — all  the  black  being  put  on  afterward — see? 
Simple,  isn't  it?  Still  there  are  men  day  in  and  day  out 
throwing  aside  this  particular  sign  because  they  had 
not  thought  out  the  easy  way  of  making  it. 

Human  nature  does  not  change  much  and  there  are 
many  of  us  who  are  really,  a  good  part  of  the  time,  in 
a  lethargic  state.  The  writer  was  forcibly  impressed 
with  this  fact  once  upon  a  time  on  entering  an  office  in 
the  city  of  St.  Louis,  after  having  completed  a  sign 
campaign  throughout  the  State  of  Texas.  Having 
finished  the  contract  for  the  big  firm  there  seemed  to 
be  nothing  else  to  do,  at  least  for  a  while,  so  I  dropped 
off  the  train  at  St.  Louis  remembering  that  I  wished 
to  see  some  folks  whom  I  had  not  heard  from  in  a  long 
time.  Just  as  I  opened  the  door  of  the  first  friend's 
office,  my  eyes  met  a  large  sign  printed  in  red — it  said, 
THINK !  On  the  instant  almost,  I  did  think— that  if 
I  had  just  finished  a  big  sign  contract  and  thousands 
were  at  that  moment  reading  them,  why  not  follow  up 
the  advantage  gained,  go  back  and  continue  the  same 
line  of  campaigning.  What  was  the  use  of  my  walk- 
ing away  from  a  good  field— I  had,  by  hard  conscien- 
tious work,  created  opportunity  and  then  came  near 
falling  asleep  on  the  job,  but  that  sign,  ^*  Think,"  woke 
me  up  and  ever  since  that  particular  moment  I've  been 
a  busy  man,  b^ause  I  take  time  occasionally  to 
THINK.  When  a  m^an  has  finished  any  particular 
thing  he  has  set  out  to  do  what  is  the  use  of  sitting 
down  and  waiting  for  others  to  suggest  something  new 
—you  may  be  sure  you  will  get  the  suggestions  all 
right— but  the  most  peculiar  part  of  these  suggestions 
is  the  fact  that  if  they  were  really  any  good  at  all  the 
other  fellow  would  be  working  at  them  himself. 
Don't  wait  for  the  other  fellow  to  tell  you  what  to  do — 
use  your  own  top-piece — THINK  ! 

Sign  No.  I.     Illustrated  in  reduced  form,  is  a  house-  < 
man  or  a  houseboy  ready  for  action— that  of  course  is 
what  the  sign  is  to  imply — that  it  is  time  to  get  busy 
house  cleaning. 


=! 


iiouse-cleei.nin^ 
Dismfect^^nts  of 
a.11  kinds 
Insect  exfermin- 
actors -Fly 
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Sign  No.  2.  **  We  sell  a  cough  remedy  that  has  the 
puDch.'^  That  kind  of  a  cough  remedy  ought  to  sell 
and  will  sell,  if  advertised  in  this  manner ;  just  stick- 
ing to  that  catch  phrase,  and  having  your  remedy  for 
colds  known  by  it — don't  use  too  many  catch  phrases 
for  one  brand  of  goods. 

Really  when  you  come  to  concentrate  real  thought  a 
sign — display  cards—what  a  remarkable  business  a 
man  could  build  up  through  the  judicious  use  of  timely* 
well  gotten  up  window  cards,  by  making  a  special 
feature  of  it,  using  illustrated  cards,  the  kind  that  will 
tell  the  story  at  a  glance.  Many  storekeepers  of  to' 
day  treat  the  window  card  proposition  as  a  sort  of  a 
side  issue,  they  do  it  in  a  desultory  sort  of  a  wayi 
some  do  it  very  indifiFerently  even  in  a  very  perfunc- 
tory manner,  if  you  please.  My,  O  my!  but  what 
neglect  Just  think,  fifteen  good  new  display  cards 
shown  in  your  store  every  week  is  as  good  as  an  exura 
man  selling  goods  behind  the  counter.  You  wouldn't 
believe  it  hardly,  but  it's  so  t  Cards  that  carry  ideas, 
that's  the  nowaday  kind ;  have  new  ones  every  week> 
make  an  arrangement  with  some  good  live  sign  man 
for  just  one  month's  service  and  see  how  it  pays— test 
it  yourself !  Go  to  it.— Franklin  Myers,  in  the  Southern 
Pharmacetutical  Journal. 


St.  James  parish  perique  is  grown  only  in  St.  James 
parish,  La.,  in  very  limited  quantities.  Very  much  of 
the  tobacco  sold  as  perique  is  an  imitation.  The  soil 
of  St  James  parish  produces  a  peculiarly  strong, 
gummy  tobacco,  that  will  grow  nowhere  else.  After 
the  usual  preliminary  curing,  this  tobacco  is  mixed 
with  molasses  and  sweated.  Then  it  is  packed  in  old 
whiskey  barrels,  under  great  pressure,  and  allowed  to 
cure  slowly ;  it  improves  with  age.  During  this  cur- 
ing, the  molasses  and  whiskey  odors  permeate  the 
tobacco  thoroughly,  giving  it  an  aroma  found  in  no 
other  brand  of  tobacco.  When  thoroughly  cured,  it  is 
shipped  in  bulk  to  manufacturers  and  used  by  them  in 
mixtures. 

The  "  carrot "  perique  is  an  inferior  article.  While 
it  comes  from  the  same  stock,  it  does  not  undergo  the 
curing  process  in  the  whiskey  barrel.  Instead,  it  is 
treated  to  the  molasses  sweat  only,  then  wrapped  in 
rope,  under  great  pressure,  and  is  ready  for  market. 
Like  other  tobaccos,  perique  is  naturally  brown  in  the 
leaf ;  it  acquires  its  black  color  during  the  curing  pro- 
cess in  the  whiskey  barrel. 


Dmtftfist's  Lruclcjr  lif«mber. 

It  is  curious  sometimes  to  note  the  fateful  part  a 
certain  number  occasionally  plays  in  a  man's  history. 
The  numeral  6  seems  to  have  adopted  Mr.  John  W. 
Miller,  a  well-known  and  popular  Dayton,  O.,  druggist, 
as  its  special  proteg^,  as  the  following  sketch  will 
show. 

Mr.  Miller  opened  his  first  store  April  26,  1888,  and 
some  years  later  bought  the  store  located  at  6  North 
Main  Street,  and  moved  it  to  the  location  he  has  at 


the  present  time,  at  6  East  Third  Street.  He  haa  re- 
cently purchased  another  drug  store,  at  6  South  Main 
Street,  the  negotiations  for  this  deal  being  practically 
closed  on  April  26  of  this  year. 

The  lease  which  Mr.  Miller  obtained  in  connection 
with  the  deal  will  be  effective  six  years  and  seven 
months,  dating  from  Saturday,  May  i. 

Again,  in  this  connection,  it  is  worthy  of  note  that 
Mr.  Miller  was  born  in  the  sixth  month  of  the  year 
1866.  There  are  also  six  letters  in  his  Christian  namei 
and  six  letters  in  the  city  which  claims  him  as  a  citizen. 

Mr.  Millei;  has  likewise  been  a  subscriber  to  The 
Spatula  for  eighteen  years,  which,  it  will  be  noted, 
i^  a  multiple  of  six. 

When  the  two  stores  are  combined,  which  now 
Seems  a  foregone  conclusion,  it  will  be  one  of  the 
largest  and  most  complete  drug  stores  not  only  in  the 
city  of  Dayton,  but  in  the  State  of  Ohio.  The  fact 
that  Mr.  Miller  has  gradually  advanced  commercially, 
as  the  city  l^as  grown  and  more  progressive  methods 
are  adopted,  is  reflected  in  the  fact  that,  regardless  of 
his  start  under  modest  conditions  more  than  a  quarter 
of  a  century  ago,  he  has  risen  to  every  exigency,  until 
now  he  is  at  the  head  of  the  largest  establishment  of 
its  kind  in  this  section  of  the  country. 


TH*  Epsom  yWmjr* 

The  London  publication.  Health,  gives  the  following 
method  for  reducing  flesh  with  the  aid  of  epsom  salts : 
Take  half  a  pound  of  epsom  salts  and  dissolve  in  a 
pint  of  rain  water,  then  shave  fine  one  and  a  half  bars 
of  white  soap  and  dissolve  in  half  a  quart  of  boiling 
water.  When  partially  cool  beat  in  the  epsom  salt 
solution.  This  preparation  must  be  massaged  into 
the  fleshy  parts  of  the  body  and  allowed  to  dry  on  the 
skin.  In  the  morning  wash  off.  Continue  treatment 
until  flesh  disappears.  Be  careful  of  your  diet  and 
take  plenty  of  exercise,  eat  plenty  of  green  vegetables, 
but  do  not  eat  rich  pastri^,  greasy  foods  or  sweets. 


Pleasure  and  Knoiirledtfe. 

Herewith  find  enclosed  check  for  renewal  of  sub- 
scription to  The  Spatula,  which  really  commenced 
last  December,  and  I  am  glad  to  know  you  were  not 
afraid  to  send  along  the  monthly  issues,  which  I  al- 
ways look  forward  to  with  interest.  Thanking  you 
for  the  great  pleasure  and  knowledge  I  obtain  from 
The  Spatula,  and  wishing  it  long-continued  success, 
A^ew  Bedford^  May  11^  igij.  H.  Harper. 


"Wtkir  He  Continues* 

Enclosed  find  M.  O.  for  another  twelve  months' 
Spatula.  Don't  know  whether  my  subscription  is 
up  or  not,  but  don't  want  to  miss  a  number  pf  your 
journal,  as  I  can  always  get  new  attractions  out  of  it, 
and  this  counts  in  competitive  trade. 

J.  SOSEMERGY. 

Gishorne^  N9w  Zealand^  April  /j,  1915. 


A  horsefly  will  live  for  hours  after  the  head  has 
been  pinched  off. 
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A   WINNING   MILWAUKEE  FOUNTAIN. 

(  From  photo  coDtributed  to  the  Spatula  by  the  Goldsmith  Pharmacy,  Milwaukee,  Wis.    The  handsome  young  man 

behiftd  the  fountain  is  Herbert  Scbmitt,  the  one  in  front  Edwin  H.  Gora. ) 


Fountain  Uses  of  Marshmallow. 

(From  the  Fourth  Edition  of  The  Spatula  Soda  Water  Guide.) 


gL  SEVERAL  firms  are  now  preparing 
I  marshmallow  paste    usually  called  a 
n  marshmallow  creroe,  which  name  we 
1/  will  use  for  convenience,  in  a  form  that 
^    is  convenient  for  the  preparation  of 
sundaes.    By  the  use  of  this  marsh- 
mallow creme,  many  delicious  dressings  may  be  pre- 
pared ;  for  not  only  can  it  be  used  plain,  but  may  be 
flavored,  and  also  be  used  as  a  flavor  in  the  place  of 
vanilla,  etc.,  in  the  preparation  of  many  dressings. 

Besides  the  regular  marshmallow  dressings,  the 
marshmaHow  creme  can  also  be  made  into  a  syrup  by 
diluting  it  with  simple  syrup,  and  in  turn  these  syrups 
may  be  flavored  and  called  by  the  name  of  the  flavor. 
Thus  a  marshmallow  syrup  flavored  with  coffee  would 
be  called  either  "Coffee  Marshmallow  Syrup"  or 
"  CofEee  Marshmallow,"  or  simply  "  A  Coffee  Dress- 
ing;" for  these  syrups  are  not  used  as  flavors  for 
drinks,  but  simply  as  dressings  for  ice  cream.  Where 
the  expression  syrup  is  used  in  this  connection,  the 


product  is  thin  enough  to  pour  from  a  bottle,  but 
where  the  word  dressing  is  used,  they  are  intended  to 
be  served  from  a  bowl  or  other  container  with  a  ladle. 

Marshmallow,  added  to  a  syrup  or  dressing  helps  to 
develop  the  flavor  and  mellow  it  at  the  same  time, 
thereby  making  it  much  flner  for  eating  purposes, 
which  makes  it  very  valuable  for  the  manufacture  of 
dressings  to  b^  used  with  ice  cream. 

Mashmallow  can  also  be  used  to  advantage  for  top- 
ping fancy  drinks,  hot  chocolate,  etc.;  and  will  be 
found  very  useful  to  every  one  who  sells  ice  cream  or 
dispenses  soda  water. 

Marshmallow  Syrup. 

Where  a  syrup  or  dressing  is  wanted  to  pour  from  a 
bottle,  either  of  the  following  formulas  can  be  be  used : 

No.  I.  —  Warm  3  pints  of  simple  syrup  and  add  i 
pint  of  marshmallow  creme  and  whip  together  thor- 
oughly. 

No.  2.  — -  Warm  2  pints  of  simple  syrup  and  add  2 
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pints  of  marshmallow  creme  and  whip  together  thor- 
oughly. 

In  preparing  marshmallow  syrups  and  dressings 
mallow  creme,  velvet  marshmallow  creme,  marshmal- 
low whip  or  any  other  g^ood  marshmallow  can  be  used ; 
where  some  special  paste  is  specified,  it  is  because  it 
gives  extra  good  results  in  the  formula. 

Plain  Marshmallow  Dressing. 

No.  I.  —  Beat  2  pints  of  marshmallow  creme  and  i 
pint  of  simple  syrup  together  thoroughly. 

No.  2.  —  Beat  2  pints  of  marshmallow  creme,  ^  pint 
of  cream  and  %  pint  of  simple  syrup  together. 
American  Beauty  Dressing. 

To  I  part  of  rose  water  syrup  add  3  parts  of  marsh- 
mallow syrup.  No.  i  or  2,  color  pink  and  mix  thor- 
oughly. This  makes  a  delicious  rose  dressing.  When 
serving  top  with  candied  rose  leaves. 

Buckwheat  Dressing. 

The  advent  of  the  marshmallow  dressing  has  made 
it  possible  for  the  dispenser  of  ice  cream  to  serve  ice 
cream  covered  with  a  delicious  dressing,  having  the  de- 
lightful flavor  of  the  buckwheat  honey.  Purchase 
one  or  more  combs  of  buckwheat  honey  and  to  each 
comb  used  add  12  ounces  of  sugar  and  yi  pint  of 
water  and  heat  until  the  honey  is  thoroughly  dissolved. 
Then  allow  to  cool  and  remove  the  wax  from  the  sy- 
rup. '  To  6  ounces  of  the  syrup  add  enough  marsh- 
mallow whip  to  make  i  pint,  and  whip  together. 
Buckwheat  Cream  Dressing. 

To  4  ounces  of  buckwheat  syrup,  add  4  ounces  of 
cream  and  enough  marshmallow  whip  to  make  i  pint 
and  whip  together.  This  not  only  makes  a  delicious 
dressing  for  ice  cream,  but  also  for  cold  or  hot  pud- 
dings of  many  kinds,  a  fact  that  may  be  of  interest  to 
caterers. 

Caramel  Marshmallow  Dressing. 

No.  I.— To  3  or  4  ounces  of  caramel  dressing^  add 
4  ounces  of  cream  and  enough  marshmallow  creme  to 
make  i  pint,  and  whip  together. 

No.  2.  — Whip  together  equal  parts  of  caramel 
dressing  and  marshmallow  whip. 

Chocolate  Marshmallow  Dressing. 

No.  I.— Mix  equal  parts  of  chocolate  syrup  and 
marshmallow  syrup.  Keep  in  a  bottle  and  shake  be- 
fore using. 

No.  2. —  Mix  2  pints  of  marshmallow  creme  dress- 
ing with  from  i  to  2  pints  of  good  chocolate  syrup, 
and  whip  together. 

No.  3.  —  Mix  6  ounues  of  strong  chocolate  syrup 
with  I  pint  of  marshmallow  whip  and  whip  together. 
Chocolate  Nut  Dressing. 

No  I.— -Mix  thoroughly  i  pint  of  chocolate  syrup, 
I  pint  of  marshmallow  syrup  and  5  ounces  of  any  de- 
sired chopped  nut  meats,  naming  the  dressing  after 
the  nut  meat  used. 

No.  2.  —  To  a  pint  of  any  chocolate  marshmallow 
dressing  add  2  or  3  ounces  of  chopped  nut  meats  and 
mix  thoroughly. 


Clover  Cream  Dressing. 

To  3  or  4  ounces  of  clover  honey  syrup  (see  formula 
for  Marshmallow  Honey  Dressing),  add  4  ounces  of 
cream  and  enough  marshmallow  whip  to  make  i  pint 
and  whip  to  the  consistency  of  whipped  cream.  This 
is  a  dainty  dressing  for  ice  cream  and  may  be  colored 
for  special  occasions  and  makes  an  excellent  dessert. 
It  may  also  be  used  as  a  sauce  for  pudding,  etc. 
CocoANUT  Cream  Whip. 

To  6  ounces  of  sweet  cream,  add  12  ounces  of 
marshmallow  whif>  and  from  2  to  4  ounces  (av.)  of 
fresh  grated  cocoanut  and  whip  together. 

Coffee  Marshmallow  Dressing. 
No.  I.  —  Mix  I  part  of  good  coffee  syrup  with  from 

1  to  2  parts  of  marshmallow  syrup  and  mix  thoroughly. 
No.  2.  — Mix  2  pints  of  marshmallow  creme  dress- 
ing with  I  pint  of  coffee  syrup  and  whip  together. 

No.  3.  —  Whip  together  equal  parti  of  coffee  syrup 
and  marshmallow  whip.  This  gives  a  good  consis- 
tency, but  where  a  heavier  dressing  is  desired  use  % 
pint  of  coffee  syrup  to  a  pint  of  the  whip.  The  dis- 
penser must  use  his  judgment  in  the  proportions  to 
use  in  these  dressings  according  to  the  way  he  is  go- 
ing to  use  them.  These  formulas  are  not  iron  clad 
rules,  but  rather  suggestions  to  help  him  in  preparing 
delicious  dressings. 

Coffee  Nut  Dressing. 

This  can  be  prepared  by  mixing  2  or  3  ounces  of 
chopped  nut  meats  with  a  pint  of  aoy  cfoffee  marsh- 
mallow dressings.  For  whipping  into  heavy  dressings, 
the  result  is  better  if  the  nuts  are  ground  fine. 

Creme  de  Menthe  Dressing. 
To  4  ounces  of  creme  de  menthe  or  peppermint 
syrup  add  from  12  to  16  ounces  of  marshmallow  syrup 
and  mix  thoroughly.  If  not  the  desired  shade,  add  a 
little  green  color.  This  will  make  a  nice  mint  sundae 
and  should  be  topped  with  a  creme  de  menthe  cherry. 

Cream  Rose  Dressing. 
Mix  2  or  3  ounces  of  rose  water  syrup,  6  ounces  of 
cream  and  enough  marshmallow  whip  to  make  i  pint. 
Color  a  delicate  pink  and  whip  thoroughly. 

Cream  Walnut  Dressing. 
Put  3  pints  of  cream  into  a  porcelain  lined  pan  and 
add  I  ^  pounds  of  sugar  and  i  pound  of  chopped  wal- 
nut meats.  Cook  until  it  nearly  reaches  the  boiling 
point,  stirring  constantly  to  prevent  burning,  then  re- 
move from  the  fire  and  add  3  or  4  tablespoons  heap- 
ing full  of  marshmallow  whip,  or  marshmallow  creme, 
and  whip.  This  makes  an  excellent  dressing  and  is  a 
trade  winner  and  not  expensive. 

Fruited  Marshmallow  Dressing. 
No.  1.—  Mix  yi  pint  of  mixed  crushed  fruits  with 

2  pints  of  marshmallow  or  marshmallow  cream  dress- 
ing. 

No.TJ.  —  Mix  8  ounces  of  mixed  crushed  fruits,  8 
ounces  of  whipping  cream  and  enough  marshmallow 
whip  to  make  2  pints  and  whip  together.  — 
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Ginger  Cream  Whip. 

Add  to  from  4  to  6  ounces  of  ginger  fruit  syrup  (see 
ginger  marshroallow  dressing),  according  to  the  flavor 
desired,  4  ounces  of  whipping  cream  and  10  ounces 
of  marshmallow  whip  and  whip  until  the  dressing  is 
about  the  consistency  of  whipped  cream. 

These  ginger  dressings  will  be  found  to  be  trade 
winners  for  the  coroiifg  season,  and  will  not  be  found 
expensive,  as  the  dressing  is  very  rich  and  a  little 
goes  a  long  way.  These  dressings  also  add  to  the  sup- 
plies available  for  fancy  sundaes. 

Ginger  Marshmallow  Dressing. 

One  of  the  most  popular  of  ice  creams  in  recent 
years  has  been  the  ginger  ice  cream,  but  never  before 
has  the  dispenser  been  able  to  make  a  ginger  dressing 
that  was  acceptable  for  serving  on  icecream,  although 
once  in  a  while  some  one  might  call  for  a  ginger  sun- 
dae to  be  made  with  a  regular  ginger  syrup.  But  the 
advent  of  the  marshmallow  dresing  has  made  a  de- 
licious ginger  dressing  possible.  Secure  a  jar  of  the 
imported  preserved  ginger  and  strain  the  Sjrrup  from 
the  fruit  and  then  run  the  fruit  through  the  fruit  chop- 
per, using  a  fairly  fine  cutter,  and  return  to  the  syrup. 
Add  from  4  to  6  ounces  of  this  syrup  to  a  pint  of 
marshmallow  creme  and  mix  thoroughly. 
Grape  Mallo  Creme. 

To  12  ounces  of  mallo  creme  add  4  ounces  of  fresh 
grape  pulp,  and  whip  together.  This  can  be  im- 
proved by  the  addition  of  a  little  cream  before  whip- 
ping. 

Mallo  Nut  Creme  Dressing. 

To  12  ounces  of  marshmallow  creme  add  6  ounces 
of  cream  and  from  4  to  6  ounces  of  any  desired 
chopped  nut  meats,  and  whip  together. 

Maple  Caramel  Mallo  Dressing. 
To  4  ounces  of  maple  caramel  dressing  add4  ouuces 
of  sweet  cream  and  8  ounces  of  mallo  creme  and  whip 
together.    If  desired,  chopped  nuts  may  be  added  to 
this  dressing. 

Maple  Cream  Pecan  Dressing. 

Put  3  pints  of  cream  into  a  porcelain  lined  kettle 
and  add  i  pound  of  maple  sugar,  }i  pound  of  granu- 
lated sugar,  and  i  pound  of  chopped  pecan  nut  meats 
—  not  chopped  too  fine — and  bring  almost  to  a  boil, 
stirring  constantly  to  prevent  burning,  then  remove 
from  the  fire  and  add  five  heaping  spoonfuls  of  marsh- 
mallow whip.  Do  not  allow  this  to  actually  boil  or 
you  may  cause  the  cream  to  curdle. 
Maple  Dressing. 

No.  I.  —  Mix  I  part  of  maple  syrup  with  2  or  3  parts 
of  marshmallow  syrup,  the  quantity  depending  upon 
the  strength  of  your  maple  syrup. 

No.  2.  —  To  a  pint  of  maple  syrup  add  from  i  to  2 
pints  of  marshmallow  creme  dressing  and  whip  to- 
gether. 

No.  3.  —  Maple  marshmallow  syrup  may 'also  be 
prepared  by  flavoring  the  marshmallow  dressing  with 
a  good  maple  flavor. 


Maple  Pecan  Dressing. 

To  each  pint  of  any  desired  maple  dressing,  add  2 
or  3  ounces  of  chopped  pecan  nut  meats  and  mix  thor- 
oughly. This  process  may  be  reversed  and  a  small 
amount  of  the  marshmallow  creme  added  to  any 
maple  pecan  dressing. 

Mapleine  Whip  Dressing. 

Mix  together  4  ounces  of  mapleine,  6  ounces  of 
cream  and  enough  marshmallow.  Whip  to  make  i 
pint,  and  whip  until  it  is  the  consistency  of  whipped 
cream.  This  makes  a  delicious  dressing,  but  it  must 
be  kept  on  ice,  and  made  fresh  every  day. 
Marron  Mallo  Creme. 

Prepare  French  marrons  by  drawing  off  the  syrup 
and  then  running  them  through  your  fruit  chopper 
and  returning  to  the  syrup.  To  6  ounces  of  this  syrup 
add  4  ounces  of  cream  and  8  ounces  of  mallo  creme 
and  whip  together. 

Marshmallow  Bisque. 

Mix  3  ounces  of  crisp  macaroon  crumbs  with  2  pints 
of  marshmallow  dressing  or  marshmallow  cream  dres- 
sing and  mix  thoroughly.    This    is    also    delicious 
when  the  crumbs  are  mixed  with  Honey  Wliip. 
Marshmallow  Creme  Dressing. 

Beat  together  2  parts  of  mallo  creme  and  i  part  of 
whipping  cream.  If  you  desire  a  dressing  richei:  in 
cream,  and  less  sweet,  use  equal  parts.  When  beaten 
properly  the  dressing  will  have  about  the  consistency 
of  whipped  cream. 

Marshmallow  cream  can  be  used  plain,  or  it  may 
be  flavored  with  different  syrups,  just  the  same  as  the 
marshmallow  syrup,  the  amount  of  syrup  necessary  to 
give  the  desired  flavor,  depending  upon  the  strength 
of  its  flavor,  and  whether  a  mild  or  strong  flavor  is 
desired.  In  preparing  such  dressings  formulas  act 
only  as  a  guide,  the  skill  of  the  dispenser  must  be 
brought  into  play.  One  pint  of  the  desired  syrup  will 
flavor  about  2  parts  of  the  cream  dressing,  but  the 
proportions  of  syrup  can  be  increased  up  to  equal 
parts. 

Marshmallow  Fruit  and  Nut  Dressing. 

Mix  thoroughly  4  ounces  of  chopped  figs,  6  ounces 


*^  I^have  just  had  a  glass,  thank  you." 
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of  chopped  raisins,  4  ounces  of  marshmallows  cut  in 
small  pieces,  8  ounces  of  chopped  walnuts  and  enough 
marshmallow  syrup  to  give  a  working  consistency. 
Marshmallow  Fruit  Dressing. 

No.  I.  — This  may  be  prepared  by  mixing  i  pint  of 
any  desired  fruit  syrup  or  crushed  fruit  with  2  pints 
of  marshmallow  syrup. 

No.  2  —  Add  4  to  6  ounces  of  any  desired  crushed 
fruit  or  fruit  syrup  to  a  marshmallow  creme  dressing, 
and  whip  together. 

No.  3.  —  Add  2  or  3  ounces  of  any  desired  fruit 
syrup  to  a  pint  of  marshmallow  whip,  and  whip  to- 
gether. A  little  whipped  cream  mixed  into  this  dres- 
sing improves  it;  but  necessitates  its  being  fresh. 
More  syrup  may  be  added  up  to  the  proportions  of 
half  and  half  according  to  the  result  desired  with  good 
effect;  but  we  would  recommend  as  more  satisfactory 
the  milder  flavors. 

Marshmallow  Honey  Dressing. 

First  prepare  a  syrup  from  clover  honey  in  the  same 
manner  as  described  for  preparing  buckwheat  syrup, 
or  have  on  hand  a  supply  of  genuine  strained  honey. 
Mix  6  or  8  ounces  of  this  honey  syrup  with  enough 
marshmallow  creme  or  whip  to  make  i  pint  and  whip 
together. 

Marshmallow  Whip. 

Mix  2  parts  of  marshmallow  whip  and  i  part  of 
sweet  cream  and  whip  to  the  consistency  of  whipped 
cream.  This  proportion  of  cream  is  not  absolute  and 
can  be  varied  to  suit  taste  and  conditions. 

Marshmallow  Whipped  Cream. 

Whipped  cream  flavored  with  marshmallow  is  even 
more  delicious  as  a  topping  for  sundaes  than  plain 
whipped  cream,  and  can  be  used  in  any  formula 
where  whipped  cresfm  is  called  for.  To  i  part  of 
marshmallow  whip  add  4  to  8  parts  of  whipping  cream, 
and  whip  in  the  usual  manner.  The  amount  of  the 
whip  which  you  use  depends  upon  how  sweet  a  prod* 
uct  you  want. 

Artificial  Frtiit  Ksseflces* 

No  satisfactory  substitute  for  orange  has  yet  been 
marketed,  the  so-called  soluble  concrete  and  soluble 
extracts  of  both  orange  and  lemon  being  made  from 
the  natural  oils  of  these*  fruits  by  special  processes. 
Citral  is  often  used  to  fortify  soluble  extracts  of  lemon 
and  orange,  these  being  made  from  oils  from  which 
the  terpenes  have  been  removed.  The  following  for- 
mulas for  other  artificial  fruit  essences  furnish  close 
imitations  of  the  fruit  if  the  ethers  used  are  of  best 
quality. 

Apple  Essence. 

Amyl  valerianate 60  grams 

Linayl  formate 3  grams 

Ethyl  acetate 2  grams 

Tincture  of  orris 30  grams 

Glycerin 30  grams 

Alcohol,  95  per  cent 350  grams 

Water  to  make. '. 500  grams 


This  formula  is  improved  if  apple  brandy  be  used 
for  one  to  two  parts  of  alcohol,  also  by  macerating 
freshly  scraped  apple  peelings  in  the  mixture  for 
several  days. 

Almond  Essence. 
Oil  of  bitter  almonds,  synthetic ....  30  grams 

Oil  of  rose  geranium i  gram 

Oil  of  cloves I  gram 

Glycerin 30  grams 

Alcohol  to  make 500  grams 

Strawberry  Essence. 

Amyl  acetate 3    grams 

Amyl  butyrate 2    grams 

Ethyl  acetate 5    grams 

Ethyl  butyrate 5    grams 

Ethyl  formate i  ^  gram 

Methyl  salicylate  . .  / 0.5  gram 

Glycerin  5    grams 

Alcohol,  95  per  cent,  to  make. ...  100    grams 

This  is  a  very  concentrated  flavor;  it  is  usually 
diluted  with  alcohol  to  500  grams  for  sale  as  a  flavor- 
ing extract. 

Pineapple  Eseence. 

Amyl  acetate i     gram 

Amyl  butyrate 10    grams 

Ethyl  butyrate 5    grams 

Oil  of  lemon 05  gram 

Oil  of  orange 0.2  gram 

Glycerin 5    grams 

^  Alcohol,  95  per  cent,  to  make  — 100    grams 

This  formula  also  makes  a  concentrated  extract  and 
should  be  diluted  for  general  sale. 

Quince  Essence. 

Amyl  acetate i     gram 

Amyl  valerianate i     gram 

Ethyl  acetate 2    grams 

Citral 0.1  gram 

Glycerin  2    grams 

Alcohol,  to  make 20    grams 

This  flavor  also  is  concentrated  and  should  be  di- 
luted with  alcohol. 

Pear  Essence. 

Ethyl  pelargonate i  gram 

Acetic  ether 1 . 5  grams 

Amyl  acetate 2  grams 

Ethyl  butyrate i  gram 

Glycerin 2  grams 

This  flavor  is  similar  to  the  former  recipes  in  that 
it  is  best  diluted  with  alcohol  to  blend  and  ^ilute  the 
ethers. 

Raspberry  Essence. 

Ethyl  butyrate i  gram 

Ethyl  acetate i  gram 

Amyl  acetate i  gram 

Tincture  of  orris  root 10  grams 

Glycerin i  gram 
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The  tincture  of  orris  ordered  is  a  saturated  alcoholic 
solution  made  by  macerating  or  percolating  finely 
ground  orris  root  with  95  per  cent  alcohol,  in  which 
should  be  dissolved  the  ethers  and  glycerin. 

The  artificial  flavoring  essences  or  flavors  are  usually 
highly  concentrated  mixtures  of  various  ethers,  and 
unless  highly  diluted,  are  apt  to  give  too  strong  a 
flavor  to  foods  or  beverages.  The  concentrated  es- 
sences should  always  be  diluted  for  general  sale,  using 
alcohol  or  a  mixture  of  alcohol  and  water  for  this  pur- 
pose. Vegetable  colors  are  best  for  coloring  such 
products,  as  caramel  for  brown,  turmeric  for  yellow, 
cochineal  for  strawberry  red,  cudbear  for  raspberry, 
or  combinations  of  these.  There  are  many  harmless 
aniline  colors  now  on  the  market,  and  these  may  be 
used  if  preferred.  It  must  be  remembered  that  while 
the  sale  and  use  of  artificial  fruit  flavors  are  permitted 
provided  they  contain  no  harmful  ingredient,  such 
products  must  be  distinctly  labelled  *'  Artificial  "  fruit 
flavors  or  essences.  —  American  Druggist. 
THat  Fountain  Odor. 

That  man  who  through  the  lack  of  proper  care  allows 
his  fountain  to  deteriorate  until  it  has  reached  that 
condition  where  it  gives  o£E  a  sour,  sloppy  odor  often 
becomes  so  used  to  the  odor  himself  that  he  does  not 
notice,  and  would  be  much  surprised  if  any  one  were 
to  call  his  attention  to  the  existing  conditions.  Hav- 
ing become  accustomed  to  the  odor  himself,  he  does 
not  realize  that  it  costs  him  more  in  the  way  of  trade 
than  it  would  to  keep  the  fountain  sweet  and  clean. 

These  ofiEensive  odors  can  be  kept  away  providing 
the  fountain  is  kept  clean  and  the  wood  about  it  kept 
dry.  Those  who  have  wood  floors  will  find  that 'it 
pays  to  clean  them  at  night  after  the  store  closes 
using  plenty  of  hot  water.  Where  the  dispensers  are 
careful  and  keep  the  floor  dry  the  cleaning  can  be 
done  in  the  morning  just  as  well,  but  floors  that  are 
wet  should  not  be  left  to  soak  over  night,  as  is  so  often 
the  case.  The  racks  should  be  washed  and  thoroughly 
dried  before  they  are  returned  to  the  counter.  In  fact, 
the  best  way  is  to  have  these  in  duplicate,  and  then  a 
dry  set  is  always  ready  to  put  on  the  floor  the  first 
thing  each  morning.  When  the  floor  is  being  cleaned 
care  should  be  taken  to  see  that  the  space  under  the 
counter  and  workboard  is  thoroughly  cleansed.  Be- 
cause it  is  not  an  easy  matter  to  get  under  the  ice 
cream  cabinets  of  the  modern  soda  fountain,  the  care, 
less  dispenser  is  in  the  habit  of  allowing  egg  shells, 
lemon  peels,  straws  and  other  things  that  are  dropped 
on  the  floor  to  collect  there,  and  in  time  they  produce 
an  offensive  odor.  Offensive  odors  are  able-bodied 
business  destroyers. 

Where  the  floors  are  of  concrete  and  the  fountains 
are  of  an  all -stone  construction  it  is  an  easier  matter 
to  keep  away  the  foul  odors.  The  best  way  is  to  use 
the  hose  each  night.  Hot  water  is  preferable,  and  all 
the  corners  must  be  watched  with  a  careful  eye,  be- 
cause they  seem  to  be  just  the  place  for  dirt  to  collect. 

The  garbage  chutes  and  cans  need  unusual  care. 
They  should  be  thoroughly  cleansed  at  least  twice  a 


day.  Every  night  they  should  be  emptied  and  washed 
with  hot  water  and  sal  soda.  They  should  never  be 
left  behind  the  fountain  at  night  with  anything  in 
them,  as  that  draws  rats  and  mice.  Under  no  circum- 
stances should  wooden  buckets  be  used  for  garbage. 
Another  source  of  foul  odors  is  the  ice  cream  cabinet, 
which  so  many  dispensers  seem  to  think  never  needs 
to  be  cleaned.  As  the  result  there  collects  in  the  bot- 
tom of  these  cabinets  a  mixture  of  salt,  dirt  and  ice 
cream  which  !s  very  bad.  These  cabinets  should  be 
cleaned  out  every  month,  and  oftener  would  do  no 
harm. 

The  cupboards  and  refrigerator  compartments  in 
the  back  bar  are  another  place  where  bad  odors  are 
formed.  Dispensers  frequently  put  soiled  coats  and 
aprons  in  the  dry  closets ;  these  coats  and  aprons  are 
frequently  saturated  with  cream,  syrup  and  dirt,  and 
in  hot  weather  it  does  not  take  long  for  them  to  give 
off  an  odor.  Then  there  are  the  refrigerator  sections. 
Just  because  there  is  a  little  ice  in  them  some  dispens- 
ers seem  to  think  that  they  cannot  give  out  an  odor ; 
but  this  ts  not  so,  and  an  ice  box  should  be  cleaned 
out  thoroughly  once  a  week.  Such  odors  attract  as 
well  ah  repel.  They  attract  flies  and  repel  customers. 
—  The  Soda  Dispenser. 
I^ittle  Tblntfs  Get  C«stomars. 

With  large  business  establishments  vying  in  service 
to  get  and  hold  trade  the  public  is  being  educated  to 
expect  refinements  that  in  bygone  years  were  un- 
thought  of. 

Footmen  to  open  and  close  auto  doors,  umbrella 
checking  systems,  rest  rooms  and  free  concerts  are  so 
common  that  they  are  no  longer  regarded  as  luxuries 
but  rather  as  things  to  be  expected.  Even  the  tiny 
corner  grocery  is  obliged  to  maintain  a  telephone 
delivery  service  or  lose  his  trade  to  the  competitor 
that  does.  So  it  behooves  every  druggist  to  compare 
his  business  to  that  of  the  druggist  across  the  way  and 
determine  just  why  the  customers  who  buy  of  his  com- 
petitor are  doing  so. 

The  question  naturally  arises: — Is  my  competitor 
giving  more  value  for  a  dollar  than  I  ?  This,  however, 
in  these  days  of  standardized  products  and  prices  is 
possible  only  on  a  small  scale.  So  the  next  logical 
conclusion  is  that  the  difference  is  in  service.  In  nine 
cases  out  of  ten  this  is  where  the  trouble  lies. 
,  A  case  in  point :  In  a  certain  community  there  is  a 
drug  store  and  a  cigar  store  side  by  side.  The  tobacco 
trade  of  the  drug  store  almost  equals  that  of  the  cigar 
store ;  and  the  "  why  "  of  this  is  service.  The  drug 
store,  with  every  purchase  large  or  small,  gives  away  a 
paper  of  matches.  Often,  too,  if  a  stranger  stops  at 
the  cigar  counter  for  a  light,  he  is  given  a  paper  of 
matches  whether  he  purchases  or  not.  This  results  in 
good  will,  appreciation,  and  Sales  by  which  means  the 
drug  store  has  built  up  a  tobacco  trade  so  large  that  it 
greatly  overbalances  the  small  cost  of  the  matches. 
This  good-will  is  frequently  turned  into  dollars  and 
cents  at  other  counters  too,  because,  with  the  men  of 
the  neighborhood  this  is  the  favorite  drug  store. 
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It  has'nt  been  so  many  years  since  it  was  common 
practice  for  druggists  to  wrap  packages  in  pink,  yellow 
or  blue  paper,  bearing  an  ad  for  a  blood  remedy  or 
some  other  patent  medici  ne.  But  today  in  the  majority 
of  cases  this  so-called  form  of  economy  has  also  been 
swept  before  the  advance  of  service,  so  that  now,  the 
live  up-to-date  pharmacist  who  is  doing  the  largest 
business  in  his  community  uses  plain  paper  or  wrap- 
pers bearing,  if  anything,  only  a  neat  ad  for  his  own 
establishment. 

And  so  it  goes,  throughout  the  store,  clear  down  to 
the  prescription  department.  Here  lie  the  vitals  of  the 
drug  store,  because  it  is  this  part  of  the  organization 
that  largely  determines  the  standing  of  the  store  in  the 
community.  If  it  is  up-to-the-minute,  it  will  not  only 
impress  the  people,  but  the  doctors  too,  who  wield  great 
influence  everywhere.  So  it's  absolutely  necessary 
that  every  product  which  comes  from  this  department 
should  have  the  earmarks  of  ability  behind  the  desk. 

Among  other  things  a  cork  is  not  the  least  important 
part  of  the  prescription.  It  has  much  to  do  with  the 
prescription's  external  appearance  and  until  the  con 
tents  are  used  it  stands  a  symbol,  in  a  certain  degree, 
of  your  prescription  service. 

Corkwood,  being  full  of  flaws,  inferior  corks  will  not 
stand  the  strain  of  repeated  removal  and  replacement 
and  the  minute  a  cork  breaks,  unfavorable  attention  is 
directed  to  that  part  of  your  service.  If  you  don't  be. 
lieve  this,  take  your  own  case  as  an  illustration ; 
Remember  how  provoked  you  were  when  you  broke 
the  last  collar  button  you  had  ?  Well  that's  a  fair 
sample  of  the  way  a  customer  feels  towards  your  store, 
when  he  breaks  a  cork. 

Right  in  line  with  this,  there  recently  came  to  the 
writer  a  small  folder  gotten  out  by  the  Armstrong 
Cork  Company  of  Pittsburgh,  Pa ,  manufacturers  of 


the  famous  Circle  A  and  Circle  B  prescription  corks 
from  which  the  following  extract  was  taken : 

A  Small  Thing  Can  Injure  You. 

Have  you  ever  thought  what  an  important  part 
corks  play  in  your  success  as  a  druggist?  It  is 
these  little  things  that  people  notice  when  they 
look  for  evidence  to  inspire  them  with  confidence 
in  the  things  they  must  take  your  word  for.  Not 
only  is  a  poor  cork  liable  to  provoke  them  when 
it  breaks,  but  it  will  be  taken  as  evidecce  that  the 
prescription  was  carelessly  prepared.  « 

As  an  up-to-date  druggist  you  spend  a  great 
deal  of  time  and  energy  in  an  effort  to  keep  your 
stock  fresh,  clean  and  in  good  condition.    In  your 
laboratory  you  take  care  to  see  that  the  ingredi- 
ents of  a  prescription  are  measured  accurately. 
Can  you  afford  to  let  a  poor  or  soiled  cork  give 
your  customers  a  contrary  impression  ? 
After  all,  the  success  of  any  business  depends  on  its 
customers —  so  it's  a  case  of  get  them.    To  do  this  it 
is  necessary  to  make  your  store  and  service  such  that 
they  will  prefer  both  to  your  competitor'^.    This  does 
not  necessarily  mean  rest  rooms  and  footmen  but  it 
does  mean  keeping  one  step  ahead  of  him ;  and  keep- 
ing one  step  ahead  means. attention  to  the  smaller  de- 
tails whether  they  be  neatly  wrapped  packjiges,  more 
punctual  delivery,  free  matches,  or  Circle  A.  Corks. — 
By  Lester  T.  Lornig. 


StruclC  SometHintf  Helpfal. 

We  duly  received  specimen  copy  of  The  Spatula, 
and  it  is  the  most  helpful  publication  we  have  ever 
struck.  We  enclose  money  order  for  a  year's  sub- 
scription and  two  books.  Properts. 
Bristol^  England^  April  20^  IQ^S- 


where  marston's  folded  powdkr  papers  are  made. 
(Factory of  O.  H.  Marston  Co.,  Stoneham,  Mass.) 
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Just  in  Jest. 


"  No,"  said  the  old  gentleman  sternly,  "  I  will  not 
do  it  Never  have  I  sold  anything  by  false  representa- 
tions and  I  will  not  begin  now.  It  is  an  inferior  grade 
of  shoe,  and  I  will  never  pass  it  off  as  anything  better. 
Mark  it, '  A  Shoe  Fit  for  a  Queen,'  and  put  it  in  the 
window.  A  queen  does  not  have  to  do  muclr  walk- 
ing."—Tit-Bits. 


She  :  "  I  saw  the  doctor  to  day  about  my  loss  of 
memory." 
He:  "What  did  he  do?" 
She:  "Made  me  pay  in  advance."—  London  Mail. 


The  coal  merchant,  it  was  mentioned,  had  accumu. 
lated  a  fortune.  y 

"No  wonder,"  said  one  of  the  company,  "look 
how  long  he's  been  lying  in  weight  for  it," — Royal 
Magazine. 

He:  "You  only  kiss  me  now  when  you  want 
money." 

She:  "Good  gracious,  John,  isnHthat  often  enough?" 
—  London  Mail. 


"Healthy?"  said  the  proud  resident.  "I  should 
say  this  town  is  healthy.  Why,  there's  only  been  one 
death  here  in  ten  years." 

"Indeed!"  replied  the  visitor.  "And  may  I  ask 
who  it  was  that  died  ? " 

"  Our  doctor ;  he  died  of  starvation."—  Royal  Maga- 
zine. 


An  interested  visitor  who  was  making  a  call  in  the 
tenement  district  said  on  departing: 

"  Well,  my  good  woman,  I  must  go  now.  Is  there 
anything  I  can  do  for  you  ? " 

"  No,  thank  ye,  ma'am,"  replied  the  submerged  one. 
"Ye  mustn't  mind  if  I  don't  return  the  call,  will  ye? 
I  haven't  any  time  to  go  slummin'  meself." — Royal 
Magazine. 

Commercial  Traveller:  "If  a  man  has  an  in- 
come of  two  millions  a  year,  what  is  his  principal  ? " 

CvNic :  "  A  man  with  such  an  income  usually  has 
no  principle." — Royal  Magazine. 


The  Doctor:  "  I  had  a  great  many  more  patients 
this  time  last  year ;  wonder  where  they  have  all  gone  ?  " 


His  Wife: 
—  Campus. 


"  We  can  only  hope  for  the  best,  dear." 


"  You're  rather  a  young  man  to  be  left  in  charge  of 
a  drug  ^hop,"  said  the  fussy  old  gentleman.  "  Have 
you  any  diploma?" 

"Why  —  er— no,  sir,"  replied  the  shopman;  "but 
we  have  a  preparation  of  our  own  that's  just  as  good." 
—  Garden  of  Eden  Herald. 


Speaking  of  little  puzzlers,  a  woman  inquired  at  a 
Boston  drug  store  recently  for  "some  stuff  that  is 
sweet  inside,  and  red,  white  and  blue,  to  give  a  child 
for  worms."  The  pharmacist  was  stumped  for  the 
first  time  in  hisOife. —  Boston  Globe. 


"  Jones  tells  me  he  has  just  started  a  bank  account 
for  his  new  baby." 
"  I  see ;  a  fresh  heir  fund."—  Baltimore  American. 


Two  Irishmen  arranged  to  fight  a  duel  with  pistols. 
One  of  them  was  distinctly  stout,  and  when  he  saw 
his  lean  adversary  facing  him  he  raised  an  objection. 

"  Bedad,"  he  said,  "  I'm  twice  as  big  a  target  as  he 
is,  so  I  ought  to  stand  twice  as  far  away  from  him  as 
he  is  from  me." 

"  Be  aisy  now,"  replied  his  second.  "  I'll  soon  put 
that  right." 

Taking  a  piece  of  chalk  from  his  pocket  he  drew 
two  lines  down  the  stout  man's  coat,  leaving  a  space 
between  them. 

"Now,"  he  said  turning  to  the  other  man,  "fire 
away,  ye  spalpeen  and  remember  that  any  hits  outside 
of  that  chalk  line  don't  count."—  X. 


A  man  entered  a  drug  store  in  a  hurry  and  asked 
for  a  dozen  two-grain  quinine  pills. 

"Shall  I  put  them  in  a  box, sir?"  the  clerk  asked 
as  he  counted  them  out. 

"  Oh,  no,"  replied  the  customer,  "  I  want  to  roll 
them  home." —  Noah's  Ark  Joker. 


A  man,  all  out  of  breath,  recently  rushed  into  the 
basement  and  said  to  a  clerk :  "  A  nickel  mouse  trap, 
please,  and  let  me  have  it  quickly,  as  I  want  to  catch 
a  train." —  Selling  Sense. 
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Recently  Applied  for  Trade -Marks 


DACETRAGk 


EYE.RRMEDY 


Note.  —  The  following  numbers  are  all  Class  6  **seria 
numbers/'  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  farther  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

84,066.  R.  C.  Staples  Chemical  Company,  Fort  Smith, 
Ark.    Baking  Powder.     Aug.  i,  191 4. 

84,302.  Naman  Sapah,  Brooklyn,  N.  Y.  A  remedial  oil 
for  topical  use.    December,  191 4. 

84,478.  Ella  M.  Bennett.  Boston,  Mass.  A  liquid  for 
restoring  gray  hair  to  its  former  color.     July  15,  1914. 

84,731.  Bristol-Myers  Company,  New  York,  N.  Y.  Rem- 
edy for  dyspeysia,  indigestion  or  similar  diseases. 
Jan.  I,  1909. 

84,901.  Frank  W.  Dreffein,  Chicago,  111.  A  compound 
for  perfuming.    Aug.  3,  19 14. 

84,767.  James  £.  Mahoney,Chatanooga,Tenn.  A  medi- 
cated salve,     Feb.  25,  191 5. 

84, 628.  Susanna  Kidd,  Minneapolis,  Minn.  An  insecti- 
cide.    Dec.  I,  1 91 4. 

85,112.  Eisner-Mendelson  Co.,  New  York,  N.  Y.  Com- 
pound syrup  of  hypophosphites ;  digestive  mixtures 
and  tablets,  etc.,  1912. 

85,414.  Martha  Elizabeth  Robins,  Richmond,  Va.  A 
liquid  iodin  preparation.     March  20,  191 5. 

83,380.  Jacob  Luctenberger,  Easton  Pa.  A  remedy  for 
the  eyes.     Oct.  21,  1914. 

79,418.  Radium  Limited,  U.  S.  A.,  New  York,  N.  Y. 
Chemical  substances  adapted  to  give  off  radio-active 
emanations.     June  22,  191 4. 

85,669.  M.  G.  Gibbs,  Washington,  D.  C.  Insecticides. 
1907. 


^5,3 2 5.  Mary  E.  Sullivan,  Richmond,  Va.  Medicines 
for  the  treatment  of  diarrhea,  dysentery,  cholera 
morbus,  etc.     March  13,  1915. 

75,852.  Societe  Anonyme  de  Traitements  Chemiques, 
St.  Denis,  France.  Radium  and  radio-HCtive  com- 
pounds of  radium  for  medical  use.     Nov.  19,  1913. 

84,964.  Michael  Loftus,  Chicago,  III.  A  liniment  for 
rheumatism,  lumbago  and  dsuidruff.     Jan.  i,  191 5. 

84  880.  Axel  E.  Erickson,  Denver,  Col.  A  medicinal 
water.     July  1,  1914. 

83,053.  Henry  Tetlow  Co.,  Philadelphia,  Pa.  A  Face 
powder.     January,  1902-5.  ^ 

83,444.  The  Wiley  Dandruff  Remover  Company,  Toledo 
Ohio.  Shampoo  in  soap  and  liquid  form,  hair-tonic, 
etc.     October,  1904. 

84,237.  Ernest  R.  Downer,  Aurora,  III.  Face  creams, 
bleach,  etc.     Dec.  7,  191 4. 

84,988.  Gaius  H.  Smith,  Providence,  R.  I.  Medicines, 
March  i,  191 2. 

85,215.  Louis  Opper,  Paterson,  N.  J.  Salves.  Oct.  i, 
1914. 

84,849.  Waldemar  Kalitzky,  Milwaukee,  Wis.  Rem- 
edies for  stomach  and  bowel  ailments.     March  i,  19 14. 

85,124.  Society  Specialty  Co,  Inc.,  New  York,  N.  Y. 
Toilet  creams.     December,  1914. 

83,685.  Alfonso  de  Tullio,  Youngstown,  Ohio.  A  tonic 
reconstituent.     Sept  21,  191 2. 

84,974.  William  Fritz  Company,  Lester,  Pa.  •  Cough 
drops  and  catarrh  bonbons.     Jan.  25,  1915. 

85,019.  Healine  Manufacturing  Co.,  Elmira,  N.  Y.  A 
salve  and  ointment  for  catarrh,  neuialria,  quinsy, 
etc.     Nov.  8,  1894.  (*  ^ 
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Here  are  the  five  senses  that  have  taught  and  will 
continue  to  teach  the  consumer  to  demand  CX)CA-COLA 
—  and  to  go  to  the  fountain  where  he  can  be  sure  of  the 
genuine. 

Seeing —  "the  name  COCA-COLA  on  the  waPs  and 

in  every  progressive  druggist's  window. 

Hearing —  everybody  say  how  delicious  it  is. 

Tasting ^^^   being  taught  by   taste   that  the   best 

that's  said  of  it  doesn't  adequately  describe  it. 


Advertising —  that  appeals  to  the  intelligence  as  well  as 
the  eye— pubHcity  that  for  26  years  has  been  appear- 
ing in  the  biggest,  best  and  most  powerful  adver- 
tising mediums. 

Selling —  ^y  ^^^  ^^^se    druggist  who    sees  to  it  that 

it  is  served  properly  according  to  directions  and  that 
only  the  genuine  is  served. 

Are  you  getting  your  share?     If  not,  start  now 
—  if  so,  get  more. 

ORDER  FROM  YOUR  JOBBER 


\ 


you  »ee  an  Arrow  vyJV^ 

think  of  ^%v,. 

Coc«-CoI.  ^^Ojjf/yy 


'<% 


% 


# 


THE  COCA-COLA  COMPANY,  Atlanta.  Ga.    ,.0 
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BUY  A  GRO^^  ^25l^rp.^c». 


f55. 60  per  gross.     $2. 80  per  doz. 

JOBBERS  SELL  IN  GROSS  LOTS.  6%  AND  Z%%  OFF. 

This  is  the  Genuine. 


THE   KIND   YOU    HAVE   ALWAYS   HANDLED. 
IT    PAYS   TO     HANDLE    RELIABLE    GOODS. 

•  •  •  Smnd  for  •  •  • 

Cards,  Cut  Outs  and  Counter  Wrappers. 

THE  CEMTAUR  COMPAMY, 

2SO  West  Broadway, 

New  York  City.  ^*> 


PrmsidmaU 


BUY  A  GROSS  ^^°  Ifvt  5 

-____-_-————__     and  2  1*2  per  cent. 

MTHo  cmA*t  sell  IS  doxan  ji^^t  mAAum? 


ssS 


THE  SPATULA 


413 


84,565.  Ralph  Brown,  New  York,  N.  Y.  A  liniment  for 
external  use.    July,  191 4. 

75,044.     The  Zoz  Chemical  Company,  Cincinnati,  Ohio. 

S4>095-  George  F.  £.  Pawlas,  Cleveland,  Ohio.  Face 
lotion,  etc.     Dec.  i,  1914. 

^4*493-  Malcolm  Robertson  White,  Detroit,  Mich.  A 
cathartic.    Jan.  26,  191 5. 

84,389.  F.  A.  Thompson  &  Co.,  Detroit,  Mich.  Hair 
tonics.    Sept.  i.  191 2. 

85,199.  Baer  Chemical  Co.,  Bair,  Pa.  Salves.  Decem- 
ber, 1914. 

85,283.  Jacob  Rubel,  New  York,  N.  Y.  Powdered  an- 
tiseptic.    January,  191 5, 


Soda  fountain  Slantf* 

The  soda  clerk  has  jast  started  his  slang,  and  it 
hasQ*t  advanced  to  many  dispensaries  of  gaseous  and 
other  drinks,  but  the  old  game  of  making  over  the 
language  by  way  of  amusement  is  progressing  from 
one  fountain  to  another. 

"Razapazaz"  is  just  at  present  the  soda  fountain 
artist's  highest  accomplishment  with  mere  vowels  and 
consonants.'  Even  at  this  early  day  its  origin  is  lost 
in  the  dim  recesses  of  somebody's  brain,  but  it  was 
probably  invented  in  deference  to  a  superior  taste  as 
doing  justice  to  a  combination  of  lime  and  lemon  juice 
in  a  strawberry  soda.  Anyhow,  both  the  buzz  saw 
name  and  the  drink  itself  seem  to  be  popular. 
I  |A  straight  crib  from  the  waiter's  book  is  already  in 
use  in  the  phrase,  "  draw  one,"  which  has  become  the 
fountain  god's  cant  term  for  hot  chocolate,  but  he 
doesn't  yet  seem  to  have  noted  the  similarity  between 
the  whipped  cream  floating  on  top  to  snow,  if  such  a 
similarity  really  exists. 

There  is  a  very,  popular  patented  drink  much  adver- 
tised and  once  much  attacked  by  the  Federal  and 
State  health  departments,  which,  however,  did  not  find 
sufficient  evidence  of  harm  in  it  to  halt  the  steady  pro- 
cession of  nickels  into  the  pockets  of  its  manufactur- 
ers. This  drink  is  labeled  by  the  frivolous  soda  clerk 
as  *'  dream,"  a  term  easily  enough  explained  by  the 
rumors  in  drug  stores  that  analyses  of  it  were  being 
made  to  determine  its  coni position. 

The  Tremont  Street  store  where  this  sort  of  slang 
began  among  the  clerks  works  up  a  few  more  turns  on 
the  language  every  once  in  a  while.  There  is  the 
*' chocolate  peep,"  where  the  unwitting  customer  de- 
sires a  chocolate  egg  and  milk,  the  hen  fruit  coming 
in  for  description  as  a  **  peep."  On  the  tongue  of  the 
soda  clerk  also  a  chocolate  ice  cream  soda  becomes 
"  brown  the  chocolate,"  without  any  apology  for  the 
apparent  repetition  in  the  title. 

Should  you  by  any  chance  take  a  notion  for  an  egg 
in  your  hot  chocolate  and  the  aproned  chap  to  whom 
you  give  the  order  happens  to  be  tied  up  serving 
others  ahead  of  you,  he  will  likely  call  out  "  draw  one, 
twist  it,"  to  his  team  mate,  and  however  queer  it 
sounds  to  you,  the  order  will  be  delivered  just  as  you 
wanted  it. 

The  clerks  who  are  thus  enriching  the  language 
diffidently  admit  that  they  have  not  as  yet  gone  far  in 
revising  the  dictionary,  but  with  a  generous  sweep  of 
the  hand  toward  the  bottles  and  pumps  that  cover  the 
shelves  and  front  of  the  fountain,  they  humbly  suggest 
that  the  field  is  broad,  and  that  time  ought  to  do  much 
for  their  own  brand  of  slang.  —  Boston  Globe. 


Hygienic 

Glass  Washing 

find*  iU  very  highest  development  in  the  ROWE  NO- 
THUMP  TUMBLER  WASHER.  With  this  tireleM  ser- 
▼ant  in  the  Heart  of  your  Fountain,  you  have  only  to 
preM  the  fflaM  on  the  plunder  and  in  the  twinkli^ff  of 
an  eye  it  is  washed  inside  and  outside  in  fresh  run- 
ning water.  Note  that  nothing  but  pure  water  comes 
in  contact  with  the  glass  — no  disease-breeding  brush 
with  its  complicated  mechanism ;  no  glass  thumping; 
no  pipe  hammering;  no  water  spattering.  It  is  simple, 
speedy,  sanitary  and  always  ready  for  duty. 

ROWE'S 

NO-THUMP  TUMBLER  WASHER 


is  the  original  brushless  washer  of  the  world,  and  was 
the  first  to  incorporate  supplementary  streams  for 
washing  the  outside  as  well  as  the  inside  of  the  glass 
—  the  famous  ROWE  "ALL-OVER "  wash.  It  is  made 
on  honor  and  sold  on  reputation.  When  ordering  a 
new  soda  founUin,  see  that  ROWE'S  NO-THUMP 
TUMBLER  WASHER  m  written  in  the  contract  in  a 
way  that  cannot  be  misunderstood.  The  price  b  S15 
nickel  plated,  or  SIS  silver  plated  — no  more  than 
the  imitation  to  start  wKh,  and  infinitely  less  in  the 
end.  Absolutely  guaranteed.  Write  To-day  for  "Wash- 
er Wisdom"  —  the  primer  of  the  tumbler  washer. 

L.  L.  ROWE, 

INVENTOR  AND  SOLE  MANUFACTURER, 
74  PORTLAND  STREET,  BOSTON,  MASS. 


uiyiLizuu  uy  x^j  v_>' v_>^  ^ 


414 


THE  SPATULA 


I.  Patent  No.  1,135,377.  P'aucet  for  Liquid  Dis- 
pensing Fountains.  Patented  April  13  by  Merritt 
J.  Hopkins,  Seymour,  Conn. 

No.  2.  Patent  No.  1,137,388.  Container  for  Trans- 
porting Bacterial  Cultures.  Patented  Apjil  27 
by  George  H.  Karp-Thomas,  Glen  Ridge,  N.  J. 

No.  3.  Patent  No.  1.136,538.  Water- Filter.  Pat- 
ented April  20  by  Henry  L.  Kuenzli,  Nevada,  Ohio. 

No.  4.  Patent  No.  1,135,380.  Top  for  Receptacles. 
Patented  April  13  by  William  G.  Kendall,  Newark, 
N.  J. 

No.  5.  Patent  No.  1,137,242.  Syringe.  Patented  April 
27  by  William  D.  Stratton,  (Jrand  Rapids,  Mich. 

No.  6.  Patent  No.  1,135,922.  Brush  Guide  for  Den- 
tifrice Containers.  Patented  April  13  by  John 
Rebrovich,  Pittsburgh,  Pa. 

No.  7  Patent  No.  1,134,993.  Inhaler.  Patented  April 
13  by  Mortimer  Bye,  Indianapolis,  Ind.,  assignor  to 
The  Eli  Lilly  and  Company,  Indianapolis,  Ind. 

No.  8.  Patent  No.  1,137,607.  Bottle  Closure  and 
Proteci'oR.  Patented  April  27  by  Arthur  W.  Gross 
and  George  H.  Dannenberg,  Schenectady  N.  Y. 


A  N«w  ri«ld. 

I  should  like  to  ask  how  many  of  the  country  drug- 
gists are  supplying  the  different  receptions  and  balls 
where  they  use  the  different  combinations  of  frappes 
and  puncheSi—  if  they  are  getting  any  o{  that  business  ? 
There  are  quite  a  good  many  social  functions  going 
on  in  small  cities  and  villages  and  most  of  the  func- 
tions use  either  punch  or  frappe  and  they  send  to  the 
larger  cities  to  the  caterer  for  them.  I  believe  there 
is  a  field  that  the  local  druggist  can  attend  to  very 
nicely.  Frappes  are  simple  to  prepare  and  once  you 
get  them  started,  you  divert  that  trade  from  the  large 
cities,  or  caterers.— W.  S.  Smetana. 


A  New  Disinfectant. 

Sea  water  electrically  treated  has  been  found  to  be 
of  great  value  as  a  disinfecting  means,  and  is  now  used 
regularly  in  a  number  of  English  cities  for  cleaning 
swimming  pools,  school-rooms,  hospitals  and  similar 
places.  It  is  very  effective  and  quite  cheap.  Where 
the  salt  water  is  not  obtainable  an  artificial  sea  water 
is  made  at  a  very  slight  addition  to  the  cost.  Public 
swimming  pools  are  maintained  in  a  sweet  condition 
by  the  addition  at  the  first  filling  of  about  30  gallons 
of  the  treated  water  to  a  pool  of  about  85,000  gallons, 
and  then  an  addition  of  the  treated  water  is  made 
every  few  days. 

Prom  S*  to  W* 

Please  change  my  address  to  47  Bremen  Street.  I 
couldnH  miss  a  number  of  The  Spatula.  It's  good 
from  start  to  finish.  L.  £.  Dougherty, 

Buffalo,  N.  K,  May  13,  igrs. 


Do  This 


Urop  UB  a  card  and  we  will  gnre  you  tull  and  complete 
information  about  BRENARD'S  NEW  TRADE  EXTENSION 
CAMPAIGN -a  campaisn 

—  that  will  get  you  a  lot  of  new  customers  who  will  stay 
with  you. 

—  that  will  hold  /our  old  customers. 

—  that  will  get  business  from  people  who  are  in  the  habit 
c»f  patronizing  your  competitors. 

—  that  will  get  business  from  people  who  are  in  the  habit 
of  patronizing  catalogue  houses. 

—  that  will  get  business  from  people  who  are  in  the  habit 
of  patronizing  soap  dubs. 

—  that  will  get  business  from  people  who  are  in  the  habit 
of  patronizing  department  stores  in  nearby  cities. 

—  that  will  get  full  price  for  your  odds  and  ends  and  slow 
sellers. 

—  that  will  sell  everything  for  cash. 

—  that  will  collect  your  old  outstanding  accounts  and  re- 
tain the  customers'  good-will. 

—  that  will  get  you  a  lot  of  ready  cash  and  do  it  quick. 

—  that  will  get  people  to  deposit  hundreds  of  dollars  with 
you  to  be  traded  out  at  some  future  time. 

—  that  will  make  dull  Wednesday  a  bigger  day  than  busy 
Saturday.  ^ 

If  you  desire  to  use  this  NEW  Trade  Extension  Campaign 
to  greatly  increase  your  business  and  sell  ererything  for  cash, 
write  us  right  away,  as  we  will  close  a  deal  with  the  Brst 
merchant  who  wants  it  in  your  town. 

When  you  arrange  to  use  our  plan  we  will  agree  not  to 
sell  it  to  any  of  your  competitors  in  jrour  town  so  long  as  you 
remain  our  customer. 

IMTrite  today  to 

Brenard  Mf^^.  Company 


lowm  CitXs  lowL 
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We   are    at   letst  in  a  position    to  report    something   to 
interest   and    gratify 

THE  HONEST  DRUGGIST 

To  seriously  concern  and  displease  the 

SUBSTITUTOR 

To  surprise,  disappoint  and  thwart  the 

UNSCRUPULOUS  and  CONTEMPTIBLE  MANUFACTURER 

who  supplies  a  counterfeit  and  fraudulent  product  for 
substitution  purposes. 

Ergoapiol  (Smith)  capsules  bear  on  the  inside  of  each 
capsule  the  letters  M.  H.  S. 

These  letters  are  not  visible  from  the  outside,  but 
they  are  plainly  discernible  in  the  gelatine  when  the  cap- 
sule is  cut  in  half. 

This  method  of  marking  Ergoapiol  (Smith)  now  offers 
absolute  protection  against  any  imposition  in  the  use  of  a 
spurious  and  fraudulent  product. 

Identification  by  the  physician  or  patient  is  now  very 
simple,  because  no  analytical  investigation  is  necessary 
and  because  no  one  else  can  use  this  invention  as  it 
is  our  exclusive  property  under  Letters  Patent  in  the 
United  States  and  foreign  countries. 

We  have  been  manufacturing  Ergoapiol  (Smith)  with 
this  patented  protective  mark  for  the  past  two  years, 
but  have  withheld  announcing^  the  fact,  so  as  to  give 
reasonable  and  ample  time  for  all  the  old  style  capsules 
to  have  been  dispensed. 

Physicians  are  now  being  fully  informed  regeurding 
this  protective  mark  and  easy  method    of   identification. 


Patented  in  V.  S.  and 
foreign  countries. 


Capsule  intact,  showing 

no  mark  objectionable 

to  the  physician. 


Capsule    cut   in   half 

through  the  seam, 

showing  initials. 


Ergoapiol  (Smith)  is  to  be  had  only  in  packages  of  twenty  capsules 
each.    It  is  not  imder  any  circumstances  supplied  in  bulk  of  other  form. 

MARTIN   R   SMITH   CO.,   New  York,  N.  Y. 


Digitized  by 


Google 


4i6 


THE  SPATULA 


CHunks  of  IMTisclom. 

Be  careful  in  all  yoar  conversation,  cultivating  pru 
dence,  caution,  modesty,  and  as  well,  good  English. 

Know  how  to  listen  well ;  take  in  all  the  points  you 
are  told,  and  catch  the  spirit  as  well  as  the  letter  of 
the  request. 

Learn  to  close  an  interview  diplomatically,  and  save 
your  time  and  that  of  other  people  as  well. 

Avoid  too  much  cross  examination  of  customers  when 
goods  are  returned ;  this  causes  needless  irritation. 

When  a  commission  is  placed  in  your  hands  to  fill, 
see  that  you  put  into  it  your  best  judgment  and  thought. 

Learn  the  great  extent  to  which  the  Golden  Rule 
may  be  applied  in  business  matters  with  the  utmost 
satisfaction  to  all. 

All  the  time  you  are  forming  business  habits ;  take 
care  that  these  are  such  habits  of  progressiveness  and 
worth  as  you  will  care  to  retain,  and  never  find  occa- 
sion to  break. 

Learn  to  observe  as  you  go,  and  draw  valuable  les- 
sons from  the  things  around  you. 

Think  about  your  work  as  a  whole,  not  merely  about 
the  little  pieces  of  it  in  hand. 

We  fool  ourselves  when  we  are  too  well  satisfied 
with  our  own  acts. 

Do  not  allow  little  differences  to  shut  off  profitable 
connections  and  associations.  Learn  to  absolutely 
respect  a  promise  or  appointment  and  keep  it  faith- 
fully. 

Put  yourself  in  other  people's  places  to  get  proper 
view  of  your  methods  and  work. 

Let  your  every  dealing  with  the  public  be  such  as 
will  inspire  confidence. 

See  that  your  work  begins  promptly  '\n  the  morning ; 
let  the  first  few  minutes  find  you  in  full  working  trim 
and  busy. 

Know  what  goods  we  sell  and  what  we  do  not  sell, 
be  able  to  answer  without  a  doubt.—  Marshall  Field 
&Co. 


Patent  CHenrintf  Cvtam. 

A  patent  was  issued  April  20  to  Maria  M.  Raub» 
Brooklyn,  N.  Y.,  for  a  chewing  gum  formula  consisting 
of  chicle,  sugar,  pine  tar  and  a  flavoring  ingredient  ad- 
mixed in  substantially  the  proportions  of  one  part  of 
chicle,  three  parts  of  sugar,  and  one  sixth  of  one  part 
of  pine  tar  with  any  desired  quantity  of  flavoring  in- 
g^redient. 


HENRY  TROEMNER 


STAlfBABB  OF  EXCXX!.!:]! €E 


1840 


1913 


New  Triumph  Prescription  Scale 

Built   like    the    Wise  Man*t  Hottse — upon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    sensitive  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  RNE  WORK 

Write  for  Catalogue  No.  1918. 

91 1  Arch  Street,        PHILA^  PA. 


The 
Sanitary  Disher 

No 
Concealed  Parts 


GEM  ICE  CREAM  SPOONS,  Price  $1.50  Each. 

For  Sale  by  All  Dealers 


The  claims  made  for 
merit  in  other  dishers 
find  their  realization 
alone  in  the  superior 
merit  of  the  "GEM." 
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Mr.  Walrus  says:— 


embody    Three    Distinct 
Grades  of  (Construction, 


WALRUS  SODA  FOUNTAINS 

AmnKement  and  Materials,  namely: 

mPITUCDU/AV  An  Absolute  Sovereign.  No  other  Apparatus 
UinClflffAl.  nearly  approaches  it*  Ice  or  Iceless.  Use  it 
EITHERWAY.  The  Syrup  Jar  that  jars  competition.  Syrup  Lifts 
Guaranteed  a  Life  Time. 

mPAililAIIFD  Just  like  all  others  are  offering,  only  we  make  it 
bUMIIIUIlCn.  Setter  and  sell  it  for  less.  Let  us  prove  it. 
TUE  y/AlinFD  Fu-  ahead  of  anything  in  its  class.  SubsUntially 
I  nC  If  UllUCn.  bullt,  well  designed,  durable.  A  whote  lot  of  Foun- 
tain for  a  very  little  money.  Made  for  the  man  who  requires  a  good  but 
inexpensive  outfit. 

SBND  FOR  CATALOGS 

WALRUS   MANUFACTURING   COMPANY 

DKCATUR.  ILLINOIS 
Largest  Boikiers  and  Distributors  of  Soda  Fountains  through  Jobbers 

AGBNCIHS  IN  ALL  PRINCIPAL  CITIBS 


C«rtaiialx  Curious* 

The  number  142,857,  which  is  odd  in  more  senses 
than  one.  If  we  multiply  it  by  any  number  from  one 
up  to  6  we  arrive  at  products  expressed  by  exactly  the 
same  figures  as  the  original.  Not  only  so,  but  with 
the  exception  that  a  different  figure  leads  off  each 
time,  the  order  of  the  figures  is  the  same. 

142,857  multiplied  by  i  is  the  same. 

142,857  multiplied  by  2  is  285,714. 

142,857  multiplied  by  3  18428,571. 

142,857  multiplied  by  4  is  571,428. 

142,857  multiplied  by  5  is  714,285. 

142,857  multiplied  by  6  is  857,142. 

With  this  multiplying  by  six  the  strangeness  stops, 
though  the  result  of  multiplying  the  number  by  seven 
gives  the  rather  odd  number,  999,999. 

Distasteful  to  Microbes. 

Commercial  rubber  which  is  kept  in  perfectly  dry 
air  is  not  capable  of  furnishing  nutriment  to  any  form 
of  microbe,  according  to  a  note  in  the  bulletin  of  the 
Pasteur  Institute  (Paris),  but  in  the  presence  of  suffi' 
cient  moisture  it  may  be  attacked  by  certain  bacteria 
or  molds  which  feed  on  albuminoids,  resins  and  sugars* 
Some  microbes  form  red,  yellow,  brown,  or  black  spots 
on  rubber  without  sensibly  altering  its  properties.  But 
there  are  two  species  of  actinomyces  (act.  elastica  and 
act.  fuscus)  which  are  able  to  assimilate  the  hydro- 
carbon of  rubber,  and  which  may  therefore  so  modify 
its  properties  as  to  destroy  its  value. 


Abuse  of  Sitf  ns.     ' 

Signs  may  be  made  of  value  or  detriment  to  the 
soda  business  in  accordance  with  the  mode  in  which 
they  are  used.  Many  signs  put  everywhere,  with  no 
particular  object  in  view,  more  than  the  placing  of 
something  for  the  people  to  look  at,  never  pay.  A  few 
neat  ones  placed  where  they  can  easily  be  observed, 
calling  attention  to  some  drink,  which  you  especially 
desire  to  sell,  is  a  very  nice  idea. 

A  few  on  the  window,  made  on  narrow  strips  of 
white  paper,  are  both  nice  and  neat,  and  serve  to 
attract  the  attention  of  the  passer-by.  Too  many 
however,  do  little  good,  for  when  one  sees  a  long  ad- 
vertisement, he  rarely  stops  to  read  it  through,  but 
when  a  small  one  plainly  written,  such  as  "try  our 
orange  phosphate,"  greets  the  eye,  it  is  Uken  in  at 
one  glance  and  the  desired  impression  is  made.    The 


more  window  space  a  man  has  the  more  signs  he  may 
use,  for  the  only  object  is  to  try  and  not  have  too 
many  in  any  one  place. 


"  And  aren't  ye  afraid  o'  gettin*  killed  ?  '*  said  Mrs. 
Murphy  to  Pat  O'Brien,  who  had  joined  the  Army. 

"Sure,  an  phwat  of  it,"  he  replied  proudly;  "it's 
me  living  ain't  it ?"—X. 


New  Prioe  I^ist. 

A  new  wholesale  price  list  of  essential  oils,  etc.,  manu- 
factured by  Schimmel  &  Co.,  dated  May,  1915,18  being 
sent  out  by  their  American  representatives,  Messrs 
Fritzsche  Brothers,  82  Beekman  street.  New  York.  The 
list  also  includes  aromatic  chemical  preparations,  fruit 
flavors,  harmless  colors  for  confectionery  and  soaps,  sun- 
dries, etc. 


This  Valuable  Book  FREE 

Write  for  this  new  book- 
let, entitled  "  Selling  Helps 
for  Live  Druggists."  It  is  a 
collection  of  valuable  ideas, 
suggestions  and  plans  for 
the  upbuilding  of  the  retail 
drug  store.  This  book  con- 
tains interesting  chapters  on 
store  leaks  and  how  to  stop 
them,  departmental  man- 
agement, substitution  and 
what  it  means,  suggestions 
for  special  sales,  now  to 
make  money  on  side  lines, 
a  practial  advertising  plan 

for  druggists,  and  a  full  explanation  of  the  Listerine 

advertising  campaign. 

This  Book  Wai  Help  You 

"Cash  In"  on  Our 
Listerine  Advertising 

It  will  pay  you  to  push  Listerine.  It  is 
a  live  item  and  a  sure  repeater.  No  pro- 
prietary product  is  advertised  more  at- 
tractively than  Listerine,  We  are  using 
the  most  important  magazines  and  all  the 
best  known  medical,  surgical  and  dental 
publications.  We  are  backing  up  this  ad- 
vertising with  elaborate  window  display 
material,  booklets  for  general  distribution 
and  very  strong  electrotyped  retail  adver- 
tisements, all  of  which  we  furnish  the 
druggist  free  of  charge. 

Write  for  the  booklet  today. 

UMBERT  PHARMACAL  CO.,  Saint  Louis. 
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Ent«rtaln«cl* 

A  party  of  120  dental  and  pharmaceutical  students  from 
the  Western  Reserve  University,  Cleveland,  was  enter- 
tained by  Parke,  Davis  &  Co.  at  their  Detroit  laboratories 
on  Friday,  April  23.  The  day  was  largely  given  up  to  an 
inspection  of  the  plant.  Luncheon  was  seived  at  noon  in 
the  men's  caf^  at  the  laboratories,  and  a  banquet  was 
given  in  the  evening  at  the  new  Hotel  Statler. 


Stick  to  Tantflefoot. 

Druggists  are  advised  to  send  in  good  liberal  orders  for 
Tanglefoot  as  early  as  possible,  as  the  demand  for  it  this 
year  will  undoubtedly  be  greater  than  ever  before.  Its 
reputation  is  world  wide  and  its  manufacturers,  the  O.  & 
W.  Thum  Company,  are  advertising  it  far  and  wide.  It 
is  the  recognized  standard  fly-destroyer  and  there  is 
nothing  else  that  is  just  as  good.  Your  customers  will 
want  it  and  if  they  do  not  get  it  of  you  they  will  buy  it  of 
some  one  else. 

New  Violet  Oils. 

Messrs.  Fritzche  Brothers,  82  Beekman  street,  New 
York,  American  representatives  of  Schimmel  8c  Co.,  are 
offering  two  genuine  novelties,  oil  violet,  Schimmel  & 
Co.,  Parma  type,  and  oil  violet,  Schimmel  &  Co.,  Victoria 
type.  The  odor,  quality,  strength  and  general  character- 
istics of  these  two  new  oils  are  said  to  be  perfect  in  every 
respect.  They  are,  moreover,  sold  at  prices  which,  for 
oils  so  excellent,  are  extremely  moderate  —  ^3.00  per 
ounce,  or -45.00  per  pound.  Messrs.  Fritzsche  Brothers 
are  very  anxious  that  these  oils  should  be  sold  on  their 
intrinsic  merits  alone  and  for  this  reason  will  gladly  send 
to  any  active  druggist  a  sample  upon  application  if  this 
publication  is  mentioned.      , 


Botanical  Drtatfs. 

Editor  of  The  Spatula  ;  We  take  pleasure  in  sending 
you  our  price  list  and  in  calling  your  attention  to  its 
arrangement.  Every  one  interested  in  botanical  drugs 
*  wishes  at  some  time  to  have  a  ready  means  of  learning 
the  part  of  the  plant  employed  in  medicine,  its  common 
and  botanical  names,  which  are  recognized  by  the  United 
States  Pharmacopoeia  and  National  Formulary,  those 
which  are  poisonous,  and  the  ruling  market  value  of  each. 

What  is  most  important  information,  and  has  in  the 
past  been  difficult  to  quickly  search  out,  is  the  therapeutic 
value  of  hundreds  of  botanicals  which  enter  into  the  drug 
business  of  today.  The  accompanying  list  will  supply  all 
of  the  above  information. 

Not  all  of  us  are  familiar  with  medical  terms,  which 
lack  of  space  has  made  it  necessary  to  employ  in  explain- 
ing uses.  For  the  convenience  of  our  customers,  we  have 
prepared  a  small  key,  which  will  be  sent  on  request.  We 
suggest  that  this  ^e  carefully  preserved  and  used  in  con- 
nection with  list,  to  be  issued  regularly,  showing  market 
changes  in  prices.  We  will  be  glad  to  send  our  list  to 
any  of  our  subscribers  who  may  desire  it. 

S.  B.  Pknick  &  Company. 
Marion^  N.  C,  May  /,  /^/j. 


ROBERTSON'S 

fpult  tablets  flavors  seldom  found,  exoept  In 
the  original  fruits,  oonsequently  are  business 
builders  I  paolced  6  lb.  round  Jars;  and  4  lb. 
square  Jars.  Established  retail  prioe  40o  lb. 
or  2  ozs.  for  60. 

If  not  at  your  Jobbers  write  us  direot. 

ROBERTSON-BRAOSHAW  CO., 
286  Graawieb  Stmt,       New  York  CHy 


Self  Filling 
Pens 


(Sample  Postpaid  25c.) 

Gross  Lots  10c.  Each 

Think  of  it!  A  well 
made,  hard  rubber  pract- 
ical pen,  not  a  toy.  Fit- 
ted with  14  karat  gold 
plated  pen  point,  hach 
pen  packed  in  a  neat  box 
with  instructions  for  fill- 
ing, etc.-Price  $1.50  print- 
ed on  box. 

One  Gross  retail  at  25c. 

each,  net $36.00 

Cost  you 14.40 

Your  profit     •     •    $21.60 

This  pen  makes  a  great 
article  to  give  away  to 
''boost'*  sales  and  the  cost 
is  small. 

COST  YOU 
Gross         1-2  gross        Dozen 
$14.40  $8.00  $2.00 

Order  a  gross  of  these 
pens.    Dump  them  into 
oneof  you  windows.  Put 
a  sign  on  them  :  "Special 
Saturday,  25c."  and  clean 
up  a  nice  profit.    Besides, 
everyone  will  tell  every- 
one else,  what  a  bargain 
they  got  in  a  self-filling  fountain 
pen  at  your  store  for  only  a 
quarter.     It's  a  big  ad. 


CHAS.  L.  ARCHBOLD 

1562  East  93rd  St.,  CLEVELAND^OHIO 
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Neur  PHarmacists. 

The  Massachusetts  Board  of  Registration  in  Pharmacy  * 
registered  in  April,  after  examination,  these  pharmacists 
and  assistants : 

Registered:  H.  A.  Shapiro,  John  F.  Clifford,  Simon 
Michaelson,  Charles  H.  Crptty,  Edward  R.  Gifford,  Bos- 
ton; Sister  Mary  Bernard  Nunan,  South  Boston;  Arthur 
P.  Lavalee,  George  W.  Grimwood,  Haverhill ;  William's. 
Brosseau,  Timothy  A.  Coffey,  Holyoke;  Ralph  H.  Esta- 
brook,  Fitchbnrg ;  Alfred  H.  Wheeler,  Danvers ;  Edward 
J.  Columbus,  Beverly ;  Sister  Scholastica  Rodgers,  Low- 
ell} Jules  H.  Tonpin,  New  Bedford. 

Assistants:  George  F.  Devin,  Joseph  S.  Pnllia,  Al- 
bert C.  Wilkie.  George  W.  Carroll,  Vincent  La  Raga, 
Arthur  H.  Barnes,  Daniel  S.  Bova,  John  F.  Kelly,  Sam.  R. 
Wentworth  Boston;  Brendon  P.  Lyons,  Brookline;  Thomas 
F.  Quinn,  Dorchester;  Joseph  A.  McDermott,  Lowell; 
George  H.  Thomas,  Cambridge ;  Newell  Knowlton,  Bev- 
erly; Ejmest  K.  Mackey,  Haverhill;  William  G.  Brad- 
bury, Bridgewater;  George  H.  Everett,  Waltham  ;  Duane 
E.  Webster,  Grafton:  Charles  J.  Babb,  Middleboro;  Fred 
M.  Hall,  Beachmont ;  William  E.  Prue,  Worcester. 


The  many  friend^  of  Frank  G.  Ryan,  president  of  Parke, 
Davis  &  Co.,  will  be  glad  to  know  that  though  he  has  not 
yet  been  able  to  rid  himself  of  the  cast  on  his  leg,  he  is 
oqce  more  at  his  desk.  It  will  be  recalled  that  in  Febru- 
ary last  Mr.  Ryan  had  the  misfortune  to  fall  on  the  ice  in 
front  of  his  residence  in  Detroit,  breaking  his  right  leg  in 
two  places  below  the  knee.  For  another  week  or  two  he 
will  have  to  navigate  with  the  aid  of  crutches  and  an  auto- 
mobile.    His  general  health  is  reported  to  be  excellent. 


No.  10 

"REST  EASY" 

NON-SLIP  BED  CUSHION 

Size  14  X  20  Inches 

A  CUSHION  SUPPORT,  for  sitting  up  or  re- 
clining in  bed  I  also  adapted  for  wheel  chairs. 
In  combination  with  a  back  rest  it  gives  the 
required  FOWLER  POSITION  for  POST 
OPERATIVE  WORK.  A  trial  WILL  CON- 
VINCE it  is  healthful  and  economical  the  saving 
of  nurses  time  will  soon  cover  the  cost.  Re- 
commended by  HOSPITALS  and  EMINENT 
SURGEONS  Testimonials  and  descriptive  cir- 
cular sent  upon  request. 


Maaufactured  Exclusively  by 

DAVOL  RUBBER  COMPANY 

PROVIDENCE,  R.  L,  U.  S.  A. 


Public  Opinion 

today  demands  a  strict  observance 
of  sanitary  rules,  and  the 

Medical  Profession 

recognizes  the  superiority  of  prod- 
ucts hygienically  prepared.  In 
this  respect 

PLUTO  WATER 

meets  the  exact  requirements  of  be'** 
classes.    Hence  the  daily  increasi 
substantial  demand  through  our  p 
sistent,  national  campaign  of  edu 
tion. 

Link  your  store  to  this  chain  of  pi 
licity  by  the  regular  use  of  our  sts 
ling,  sales-compelling  window  d 
plays. 

Investigate  our  quantity  lot  discoL.., 
and  send  for  our  full  window  display  free  on  request 

French  Lick  Springs  Hotel  Company 

French  Lick,  Indiana. 


'ThencxttimeAoo 
toSmiflilsniannatq'' 

Said  Mary  Jones.  "TKe  cork  Brown's  put 
in  that  bottle  was  the  ruination  of  my 
suit.  It  was  cracked  akmg  one  side  and 
the  medicine  leaked  out  in  my  pocket" 
And  Brown  was  using  a  pretty  fair 
grade  of  corks  too,  but  this  chance  one 
slipped  by.  Result,  a  k)st  customer. 
Now  in  a  bag  of 

Circle  A  Corks 

there  are  no  chance  ones.     Each  one  is 
as  nearly  perfect  as  it's  possible  to  make 
it.    This  means  that  every  cork  is  bright,  clean, 
sound,  strong  and  practically  flawless. 

That's  why  they  arc  called 

The  Standard  Prescription  Corks 
of  America 

To  shoU>  you  how  perfect  corl^s  can  be — 
a  package  of  100  in  five  assorted  sizes  for 
twenty  cents  in  stamps, 

Armstrong  Cork  Company 


1*21  23d  Street.  Pittsburgh.  Pa. 
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WE  SAVED 
$215,973.11 

Actually  Saved  for  and  Returned  to  Our  Members 

WE  NEVER  HAD  A  LAWSUIT 

No  Greater  Success  Could  Be  Achieved 
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This  is  the  Druggists'  own  Fire  Insurance  organi2Eation, 


conservatively  and  successfully  managed 
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Druggists'  Indemnity  Exchange 
St.  Louis 
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Attorney  and  Manager. 
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Aa  lUtuitrmted  MontKlar  Publicmtion  for 


Webb's  Alcohol, 


THE  ACKNOWLEDGED  STANDARD. 

JAMES  A.  1¥EBB  <SX  SON, 


50  &:  52  Stone  Street^  NEW  YORK. 

(HanoTcr  Square.) 


douAle  profit 

OAt  ABSORBENT 


Maplewood  Mills  Absorbent  Cottons  are  the 

easiest  sellers  and  M/  BEST  profit  yeilders 

BECAUSE  :  —  Each  of  the  four  grades  they  manu- 

facture  b  the  best  obtainable  at  the  price  and  puts  yon 

COTTO^  on  the  credit  side  of  your  customer's  good-will  account.     It  costs  you 

less  than  similar  qualities  offered  by  others,  because  the  Maplewood 

Mills  complete  manufacturing  facilites  make     im  £K1%T  "PWTJf^fWk    lUiftt  C 

it  possible  to  produce  cotton  at  minimum    J^^nri^tl.LU\J\JU   jniM^M^^ 

cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit.  FJkLL  RIVER,  MJkSS. 

PROOF  FOR  A  PO«T  CARP.  J 


FritzscKe  BrotHers  -  Ne^^  York 


01 


Absolute  Purity 

POLLANTIN 

in  HAY  FEVER 


Quality  Standard 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 
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(^lumate  Razors 


S«Mli)mi23,ooo  Dnislsts.   Write  totii  for  catalog  and  price  list 

SHUMATE  RHZOR  GO., 


ESTABLISHED  OVER  30  YEARS 
CAPACITY  6,000  RAZORS  DAILY 


672  LOCUST  STREET, 
bT.  LOUIS,  U.  S  A 


EcKman's  Alterative 

'^XMfTS  FOR  THROAT  AND  LUNGS  '^'Jr^ir'.^'Z 

CcRman  Manufacturinc(  Company*  PKii«deipKia,  p«. 


'^ 


Every  Physician  Will  Want   Our 
Germicidal  Soap. 

We  are  bringing  this  powerful  antiseptic  and  disinfectant  to  the  attention  of  the  entire 
medical  profession  of  America. 

Germicidal  Soap  (McClintock)  is  of  the  utmost  value 

In  Surgery; 

In  Gjrnecology  and  Obstetrics; 

In  General  Practice. 

Physicians  direct  the  use  of  our  Germicidal  Soap  for 
cleansing  minor  wounds,  as  a  deodorant  in  offensive  per- 
spiration, for  cleansing  the  scalp  and  checking  dandruff, 
for  the  preparation  of  vaginal  douches. 

Germiciclal  Soap,  2  9^ :  large  cakes,  one  in  a  box. 

Germicidal  Soap,  Mild,  1  ^o:  large  cakes,  one  in  a  box;  small  cakes,  five  in  a  box. 

Germicidal  Soap,  Soft,  \^o:  collapsible  tubes. 

Germicidal  Soap,  Surgical,  1  % :  cylindrical  sticks,  each  in  a  nickel-plated  case. 

STOCK  GERMICIDAL  SOAP  (McCUNTOCIC),  P.  D.  &  CO. 
Home  Offices  and  Laboratories,  D#^«-1»a       T^#%«^a     JP-     f^^ 

Detroit.  Michig«.  rarke,  Uavis  cfe  Co. 


Hydrogen  Peroxide,  P,  D.  &  Co. 

or  Cheap  Peroxide — ^Which? 

When  you  get  a  call  for  peroxide,  do  you  offer  your  customer  a 
cheap  product  at  a  cheap  price,  or  the  best  peroxide  that  can  possibly 
be  produced— Parke,  Davis  &  Co.'s  Hydrogen  Peroxide. 

Our  hydrogen  peroxide  is  a  pure,  dependable  peroxide.  It  is  full 
strength.  It  is  as  stable  as  is  possible  to  a  product  of  its  nature. 
It  is  the  best  peroxide  that  we  know  how  to  make,  and  we  have  had 
forty-five  years'  experience  in  chemical  and  pharmaceutical  manufacture. 

Hydrogen  Peroxide,  P.  D.  &  Co.,  means  satisfied  customers.     It 

means  a  legitimate  profit.     Your  patrons  will  willingly  pay  a  reasonable 

price  when  they  know  that  they  are  getting  a  j)roduct  of  the  highest 

grade.     Why  push  peroxide  of  questionable  strength  and  purity?     Why 

Showing  Ae^ncw  mefl     j^^^j^ J  ^^  the  Icvel  of  cheap  Competition? 

Home  Offices  and  Laboratories.  Parkc,     Davls     &     G)a 

I>etroit.  Michigan.  *   **a  amwj     m^%^w  m^     ^^     ^^va 
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THE  SANITARY  "DUMORE". 

The  Electrically  driven  Drink  Mixer. 

AN 


OBJECT 
LESSON 


The  Dumore 

advertises  your  store 

The  Dumore 

attracts  your  coustomers.  There  are 
no  springs  to  rust  or  weaken.  There 
can  be  no  shocks,  every  part. being 
thoroughly  insulated;  standardized 
and  interchangeable.     It  is  started  IN 

or  stopped  at  any  point,  and  the  mix- 
ing rod  and  agitator  can  be  detached     Qp££DY 
instantly. 

The  Dumore 


has  few  parts  and  they  will  not  get 
out  of  order. 

The  Dumore 

is  fully  guaranteed.     Its  base  is  il- 
luminated. 


AND 

CLEANLY 

MIXING. 


WISCONSIN  ELECTRIC  CO.,  Racine,  Wisconsin. 


Massachusetts  College  of  Pharmacy 

72  St.  Botolpb  SU  Corner  of  Garrison,  Boston/ Massacbusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

The  Demand  for  Graduates  ef  this  School  is  in  Sxcess  of  the  Supply. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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Boston,  June,  1915 


No.  Q 


THE  SPATULA. 

Established  1894 
Entered  at  Boston  Post  Office  as  Second  Class  Matter. 

Irving  P.  Fox Editor 

B.  A.  FoRBBS Assistant  Editor 

H.  LiscoMB  Miller Pharmaceutical  Editor 

Terms  of  Subscription  :  United  States  and  its  possessions 
^i  per  year.  If  paid  in  advance  2  years  for  $1.50 ;  3  years  for  $2 ; 
life  subscription  $10.  Canadian  subscription  $1^5  each  year. 
Foreign  subscription  f  1.35  (5s.  6d.)  each  year. 

New  subscriptions  may  begin  with  any  number. 

Unused  postage  stamps  of  the  United  States,  Canada,  or  Great 
Britain  will' be  received  at  par  value  in  payment  of  subscriptions. 
AmerioAi  or  Canadian  currency  may  be  sent  for  subscription  in 
regular  mail  wholly  at  our  risk.  Checks  on  local  banks  in  Great 
Britain  accepted. 

Any  subscription  will  be  stopped  upon  receipt  of  a  written  re- 
quest and  thtf  payment  of  all  arrearages. 

Every  subscriber  should  be  careful  to  notify  the  publishers  of 
any  change  in  his  address,  or  of  any  failure  to  regularly  receive 
his  paper. 

Wanted  :  The  Spatula  wants  its  subscribers  to  send  it  pho- 
tographs of  any  views  or  objects  of  interest.  Photos  of  window 
displays,  their  homes,  stores,  wives  or  children  especially  desired. 
Correspondence  of  any  kind,  however  apparently  trivial,  is  always 
welcome.    Let  us  hear  from  you. 

Address  all  correspondence  and  make  all  checks  payable  to 
THE  SPATULA  PUBLISHING  CO., 
Telephone  Sudbury  Building, 

ao7  Haymarket  Sudbury  St.,  Boston,  Mass. 


Accom  modati  ng. 

THE  druggist  is  imposed  upon 
a  good  deal,  but,  all  the  same, 
the  accommodating  dealer  is  the 
one  who  gets  the  business.  There 
is  no  store  in  which  women  like 
so  well  to  trade  as  the  one  where 
they  meet  with  an  accommodat- 
ing spirit. 

Don't  Croak. 

Don't  be  a  croaker.  There  are  lots  of  this 
breed  coming  to  the  surface  these  days.  Keep 
your  courage  up,  attend  more  strictly  than 
ever  to  business,  and  you  will  still  find  that 
fortune  smiles  on  those  who  have  faith  in  her 
and  supplement  their  confidence  by  good,  hard 
work. 


Interesting  the  Public. 

Many  druggists  do  not  advertise  aggres- 
sively because  they  think  they  have  too  few 
things  for  sale  about  which  they  can  find  any- 
thing to  say  of  special  interest.  The  truth  is 
there  are  many  articles  and  lines  carried  by 
the  modern  drug  store  in  which  the  public  is 
very  directly  interested.  What  is  wanted  is  a 
continual  stream  of  ads  that  are  so  bright  and 
instructive  that  the  entire  community  gets  in 
the  habit  of  looking  for  them. 

Show  Your  Goods. 

Showing  the  goods  is  what  sells  them.  You 
can't  waste  the  time  that  you  spend  in  arrang- 
ing and  re-arranging  your  stock  so  that  it  will 
attract  attention.  Keep  the  appearance  of  the 
goods  on  exhibition  in  your  store  changing 
constantly.  Keep  goods  out  where  people  can 
see  them  and  see  how  much  they  cost.  Put 
the  goods  that  you  can  where  people  can  handle 
them  over,  and  don't  get  hot  if  they  do  it.  Of 
course  window  display  is  the  best  way  of  show- 
ing goods,  but  the  inside  display  makes  sales 
and  makes  the  store  attractive. 

Increasing  Sales. 

How  much  time  and  intelligent  thought  do 
you  really  give  to  the  vital  matter  of  increasing 
sales  ?  Do  you  simply  sit  down  and  wait  for 
customers  to  wander  in,  or  do  you  seek  every 
possible  means  of  letting  people  know  that  you 
have  what  they  want,  and  of  making  them 
want  what  you  have.^  Turn  the  searchlight 
on  each  department  in  turn.  Have  you  said 
the  last  word  about  your  own  remedies,  your 
toilet  goods,  soda,  candy,  and  so  on  down  the 
list  ?  Hammer  away  at  the  advertising  anvil. 
If  you  appeal  to  people  often  enough,  in  ways 
enough  and  attractively  enough  you  are  bound 
to  get  a  hearing. 

Pointer  From  Politicians. 

If  politicians  were  good  for  anything  but 
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politics,  that  thing  would  be  running  a  store. 
Politicians  remember  people's  names.  There's 
more  in  that  than  you  think.  If  you  don't  be- 
lieve it,  just  think  over  the  stores  where  you 
buy  things,  and  if  you  don't  remember  with 
more  pleasure  the  places  where  they  greet  you 
by  name  when  you  go  in  than  those  stores 
where  you  get  a  kind  of  vague  **  Good  morn- 
ing" with  a  blank  smile,  then  the  mistake  is 
ours.  Make  it  a  point  to  find  out  the  names 
of  the  people  who  come  into  your  store  espe- 
cially those  who  appear  to  be  strangers  just 
come  to  town  to  live.  See  that  your  clerks 
form  the  habit  of  calling  customers  by  name 
too.     It  will  pay  every  time. 

Cultivate  This  Habit. 

•Being  right  is  just  as  much  a  habit  as  being 
forgetful,  or  being  careless.  It  is  generally 
considered  an  easy  matter  to  form  a  habit,  but 
the  idea  is  all  wrong.  We  unconsciously  work 
like  Trojans  to  form  many  an  ill  habit,  and  a 
good  habit  requires  care  in  its  formation  too. 
Being  right  is  sometimes  a  matter  of  judgment 
—  then  the  habit  might  not  avail,  but  as  a  rule 
it  is  simply  a  matter  of  common  sense.  Any 
man  can  be  almost  uniformly  right  if  he  will 
but  take  the  pains.  Just  get  into  the  way  of 
being  right.  Cut  out  carelessness  and  forget- 
fulness  and  impulsive  judgment  and  you  will 
find  that  you  have  disposed  of  most  of  the 
causes  of  being  wrong. 

Going  After  Business. 

Success  never  stands  still.  When  you  get 
one  line  of  goods  selling  to  your  satisfaction, 
when  you  get  the  trade  of  one  section  coming 
to  your  store  as  you  want  it  to,  don't  say, 
"Well,  everything  is  coming  my  way  now. 
I'll  just  sit  down  and  watch  it  come."  If  that 
is  your  plan,  you  will  very  soon  find  things 
going  the  other  way.  If  you  have  the  trade 
on  one  line  cornered,  start  in  on  something 
else.  If  you  have  secured  the  confidence  of 
the  people  in  one  neighborhood,  go  after  that 
of  the  next  farther  away.  Keep  reaching  out 
for  more  business.  To  say  that  a  man  has 
reached  his  limit  in  increasing  his  business 
generally  means  the  limit  of  the  capacity  of 
the  man  rather  than  of  the  business. 


Inside  Advertising. 

Some  retail  merchants  confine  their  adver- 
tising efforts  almost  exclusively  to  outside 
mediums,  such  as  newspapers,  posters  and  cir- 
culars. They  apparently  overlook  the  fact 
that  all  such  advertising  is  only  intended  to 
bring  people  into  the  store,  and  that  it  is  es- 
sential to  follow  up  the  outside  invitation  by 
good  inside  "reminders."  It  is  not  wise  to 
put  all  display  cards  in  the  windows.  Keep 
some  of  them  for  inside  the  store,  and  hang 
or  fix  them  where  they  can  be  plainly  seen. 
Don't  let  the  advertising  effort  stop  at  the 
threshold ;  keep  it  up  when  the  visitors  you- 
have  invited  get  inside.  And  one  should  be 
just  as  particular  about  the  effectiveness  of 
the  ads  inside  the  store  as  in  the  preparation 
of  those  for  outside.  They  should  be  varied 
in  style  and  changed  regularly,  so  that  they 
will  not  grow  monotonous.  In  the  construc- 
tion of  these  cards,  the  aim  should  be  to  attract 
and  please  everybody  rather  than  cater  to  the 
tastes  of  a  few. 

A  Success  Essential. 

When  asked  regarding  the  essentials  of  suc- 
cess, P.  D.  Armour  answered:  *«One  must 
know  three  essentials.  The  first  is  men ;  the 
second  is  men,  and  the  third  is  men."  "  I  judge 
men  by  the  shape  of  their  heads,  not  by  the 
cut  of  their  clothes,"  said  E.  H.  Harriman, 
master  of  finance  and  railroad  genius,  who  se- 
lected his  assistants  with  the  greatest  care- 
Other  big  men  agree  with  Armour  and  Harri- 
man that  an  accurate  knowledge  of  men  is  a 
success  essential.  The  ability  to  read  men 
interests  the  retail  merchant  in  two  ways  —  in 
selecting  his  employes  and  in  studying  his  cus- 
tomers. A  man  unconsciously  betrays  his 
personality  in  many  ways.  The  sound  of  his 
voice,  his  hand-shake,  walk,  posture,  gestures, 
clothes,  facial  expression,  manner — all  these 
things  tell  the  story.  The  failure  to  employ 
men  that  fit  is  a  serious  drawback  to  many  a 
business.  Failure  to  size  up  a  customer  rightly 
loses  numberless  sales.  An  argument  that 
wins  one  buyer  is  totally  lost  on  another.  The 
character  analyst  is  able  to  grasp  almost  at  a 
glance  how  to  approach  the  customer  and  to 
determine  whether  price  is  the  big  thing,  or 
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whether  it  is  quality,  appearance,  or  something 
else.  This  isn't  knack,  it  is  insight.  Then 
study  your  customer's  personality  with  the 
eye  of  a  hawk.  Character  analysis  is  a  tre- 
mendous help  to  successful  salesmanship. 

Value  of  System. 

There  is  no  other  retail  store  that  is  com- 
pelled to  carry  such  a  variety,  in  proportion  to 
the  amount  of  business  done,  as  is  the  drug 
store,  and  for  that  reason  alone  the  druggist 
should  have  his  stock  so  arranged  that  he  will 
know  just  where  everything  is  to  be  found  at 
a  moment's  notice,  and,  which  is  of  even  greater 
importance,  so  arranged  that  his  clerks  can  find 
anything  wanted  with  equal  alacrity.  There 
is  the  new  clerk  ;  long  before  he  can  begin  to 
know  the  stock  he  must  be  left  alone  for  a 
short  time  in  the  store.  This  is  especially 
true  of  smaller  stores,  and  then  the  relief  man, 
the  night  man  and  many  others  who  often 
meet  the  difficulty  of  being  unable  to  find  an 
article  just  at  the  time  it  is  most  needed. 
What's  the  solution  ?  Simply  index  your  store. 
The  librarian  would  have  a  long  search  for  an 
odd  volume  if  it  were  not  for  his  card  index 
system.  Apply  this  same  system  to  your 
store,  and  your  employes  will  be  able  to  find 
any  article  called  for  without  unnecessary  loss 
of  time,  and  to  know  the  cost  and  selling  price 
when  in  doubt.  Probably  as  simple  a  way  as 
any  is  to  divide  the  store  into  sections  )f 
shelves,  drawers  and  closets,  then  letter  each 
shelf  in  each  section.  Thus,  if  an  article  was 
Sec.  21,  Shelf  4,  Art.  5,  any  one  could  go  to 
that  section  and  find  the  fifth  article  on  the 
fourth  shelf  without  a  moment's  hesitancy. 
Make  out  your  card  list  to  correspond,  section 
by  section.  Use  the  dull  hours,  the  winter 
nights,  the  rainy  day,  and  in  place  of  complain- 
ing that  your  business  is  poor  because  of  a 
dull,  rainy  week,  get  busy  yourself  and  it  will 
be  gone  before  you  know  it.  Push  your  busi- 
ness, never  let  your  business  push  you.  If 
you  have  system  it  can't. 

Neatness  and  Accuracy. 

Many  people  get  the  idea,  and  perhaps  they 
are  not  far  wrong,  that  neatness  and  accuracy 
are  somehow  related.  A  prescription  package, 
neatly  wrapped  with  good  paper  and  twine  of 


a  distinctive  color,  seldom  fails  to  give  the  cus- 
tomer the  impression  that  the  druggist  who  is 
neat  and  methodical  in  little  things  will  use 
equal  care  and  exactness  in  compounding  pre- 
scriptions. 


A  PHarmacewtical  Graveyard. 

Modern  journalism  of  any  type  demands  that  news 
be  presented  to  the  reading  public  as  concisely  and 
expeditiously  and  yet  as  fully  as  possible.  Members 
of  the  American  Pharmaceutical  Association  who  pre- 
sent papers  at  its  meetings  or  at  meetings  of  its  local 
branches  are  not  permitted,  according  to  the  by-laws, 
to  publish  these  papers  elsewhere  until  they  have  ap- 
peared in  the  Association's  Journal.  Such  a  require- 
ment would  be  just  if  the  papers  were  published  within 
two,  three  or  even  six  months  of  the  date  of  presentat 
tion,  but  when  a  member  presents  a  paper  at  one 
meeting  of  the  Association  and  fails  to  see  it  printed 
in  the  Journal  until  a  full  year  has  elapsed,  "  it  will 
possess  value  for  only  one  division  of  the  Association, 
namely,  the  Section  on  Historical  Pharmacy,"  and  it 
is  questionable  whether  a  member  will  think  it  worth 
his  while  to  contribute  future  papers  of  any  impor- 
tance to  the  Association.  Only  a  very  small  percent- 
age of  the  members  are  in  a  position  to  attend  the 
annual  meetings,  and,  besides,  there  is  never  sufficient 
time  )o  read  all  of  the  papers  presented,  so  it  is  really 
through  the  publication  that  members  expect  to  bring 
their  views  before  the  pharmaceutical  public.  —  R.  P. 
Fischeles. 


Ho^v  Received. 

I  enclose  my  subscription  to  your  valuable  magazine. 
It  is  always  received  with  pleasure. 

J.  F.  McInerney. 
Wyandotte^  Mich.^  May  21^  /p/f. 


NOT   AFRAID. 


Digitized  by 


Google 


43« 


THE  SPATULA 


THe  Gvo^viBif  of  Dr«ii(  Pl»Bts« 

Although  a  large  amount  of  money  is  spent  annually 
for  the  importation  of  crude  drugs,  and  the  extermina- 
tion of  a  number  of  valuable  native  drug  plants  is 
threatened,  government  specialists  do  not  believe  that 
the  growing  of  drug  plants  offers  any  unusual  oppor- 
tunities for  profit  to  the  American  farmer.  Drug  plants 
are  subject  to  the  same  diseases  and  risks  as  other 
crops,  and,  in  addition,  knowledge  of  the  best  methods 
of  cultivation  and  handling  is  less  general  than  in  the 
case  of  other  and  better  known  crops.  In  issuing  a 
new  bulletin,  Farmers'  Bulletin  663,  *'Drug  Plants 
Under  Cultivation,*'  the  Department  of  Agriculture, 
therefore,  warns  farmers  that  in  order  to  have  the 
cultivation  of  drug  plants  financially  successful  in  this 
country,  the  introduction  of  improved  methods  and 
the  extensive  use  of  machinery  is  probably  necessary. 
Under  these  circumstances  the  natural  tendency  will 
be  to  increase  the  production  in  the  interest  of  economy. 
The  demand  for  many  drug  plants,  however,  is  so 
limited  that  if  large  areas  are  brought  under  cultiva- 
tion there  is  considerable  danger  of  overproduction. 
Prospective  growers  are  urged,  therefore,  to  acquaint 
themselves  with  market  conditions  before  investing 
any  considerable  sum  of  money  in  this  way. 

On  the  other  hand,  the  number  of  drug  plants  which 
may  be  grown  in  the  United  States  is  large.  Many 
native  medicinal  plants  which  are  found  in  their  wild 
state  in  a  few  sections  have  been  successfully  cultivated 
in  situations  far  beyond  their  natural  range.  In  suit- 
able soil  and  under  favorable  weather  conditions  the 
following  plants  have  done  well  under  cultivation  in 
numerous  places  in  the  Central  and  Eastern  States 
and,  if  the  difference  in  climatic  conditions  is  not  too 
great  will  probably  be  suitable  in  other  regions :  anise, 
belladonna,  burdock,  caraway,  catnip,  camomile,  co- 
nium,  coriander,  digitalis,  dill,  echinacea,  elecampane, 
fennel,  henbane,  horehound,  pennyroyal,  sage,  stra- 
monium, tansy,  thyme. 

The  bulletin  already  mentioned  contains  specific 
instructions  for  the  cultivation  of  each  of  these  plants 
and  of  a  number  of  others.  In  general,  it  may  be  said 
that  many  wild  medicinal  plants  are  much  more  diffi- 
cult to  propagate  from  seeds  than  species  commonly 
grown  in  gardens.  Moreover,  in  growing  medicinal 
plants  from  seed  it  is  much  better  to  start  the  plants 
in  a  greenhouse  or  hot-bed  than  to  sow  the  seed  di- 
rectly in  the  field.  Under  any  circumstances,  the 
preparation  of  the  soil  is  of  prime  importance.  A  seed 
bed  prepared  by  thoroughly  mixing  equal  parts  of 
garden  soil,  leaf  mold,  well  rotted  manure,  and  clean 
sand  will  be  suitable  for  the  germination  of  most  seed. 
The  heavier  the  soil  the  greater  the  quantity  of  seed 
should  be. 

Drug  plants  grown  for  their  roots  are  usually  har- 
vested in  the  fall  or  early  in  the  spring  while  the  plant 
is  still  dormant  Roots  collected  during  the  growing 
season  often  shrink  excessively  in  drying,  which  in  all 
cases  must  be  thoroughly  done.  Large  roots  are  usu- 
ally split  or  sliced,  spread  in  thin  layers  on  clean  floors. 


and  stirred  or  turned  frequently.  The  process  of  dry- 
ing may  take  several  weeks  although  the  time  can  be 
reduced  by  the  use  of  artificial  heat  Good  ventilation 
is  an  essential  in  order  that  the  moisture  driven  off 
from  the  roots  may  be  allowed  to  escape. 

Leaves  and  herbs  are  usually  harvested  when  the 
plants  are  in  flower.  Picking  by  hand  in  the  field  is 
a  slow  process,  and  the  entire  plant  is,  therefore,  often 
cut  and  the  leaves  stripped  after  the  plants  have  been 
brought  in.  Flowers  may  be  gathered  either  by  hand, 
which  is  a  laborious  method,  or  by  devices  similar  to 
a  cranberry  scoop  or  a  seed  stripper. 

In  addition  to  the  care  and  knowledge  needed  for 
the  production  of  these  medicinal  plants,  the  grower 
must  be  familiar  with  market  conditions.  In  many 
cases  there  is  no  local  market  for  the  product,  and  the 
grower  should  then  send  samples  to  dealers  in  crude 
drugs  or  the  manufacturers  of  medicinal  preparations 
in  order  to  obtain  a  price  for  his  crop.  Some  growers 
who  have  been  careful  to  maintain  a  very  high  quality 
in  their  product  have  succeeded  in  building  up  a  trade 
at  a  price  a  little  above  the  prevailing  market  quota- 
tions. It  is  also  possible  to  secure  a  contract  for  the 
sale  of  the  entire  crop  in  advance,  thus  insuring  a  defi- 
nite market  In  general,  the  bulletin  says,  the  growing 
of  drug  plants  in  this  country  seems  to  be  more  suit- 
able to  well  equipped  cultivators  who  devote  them- 
selves entirely  to  it  than  to  the  general  farmer  who 
looks  upon  it  only  as  a  minor  source  of  income. 

DeatH*s  BfftS9^  Days. 

Nothing  is  more  appalling  than  a  study  of  the  rate 
at  which  people  died  a  few  centuries  ago.  A  bare 
reference  to  Hecker's  "Epidemics  of  the  Middle 
Ages  "  tells  how  hundreds  of  thousands  were  smitten 
by  a  disease  which  visited  the  country  at  that  time. 
In  the  year  1348  the  plague  alone  carried  off  half  the 
population  of  England  (Green),  and  *'  the  ravages  were 
fiercest  in  the  greater  towns,  where  filthy  and  undrained 
streets  afforded  a  constant  haunt  to  leprosy  and  fever.'' 
In  1666,  in  six  months,  one  hundred  thousand  London- 
ers died  of  the  plague,  which  broke  out  in  the  crowded 
city. 

But  those  who  died  from  epidemic  disease  were  few 
compared  with  those  who  were  cut  off  by  diseases 
which  were  constantly  operative.  No  very  trustworthy 
statistics  can  be  obtained  on  which  to  calculate  the 
death  rate  of  the  seventeenth  century,  but  so  far  as  it 
can  be  ascertained  it  probably  amounted  to  50  annually 
for  every  i,cxx>  of  population  living,  and  every  evidence 
tends  to  show  that  during  the  century  the  number  of 
deaths  exceeded  the  number  of  births.  Our  forefath- 
ers, then,  did  not  escape  from  terrible  visitations  of 
disease,  but  suffered  in  a  degree  to  which  there  is  no 
parallel  in  our  times.  —  "  Semaine." 


The  origin  of  the  phrase,  "Mind  your  P's  and Q's," 
is  said  to  have  been  a  call  of  attention  in  the  old  Eng- 
lish alehouses  to  the  pints  and  quarts  being  scored 
down  to  the  unconscious  or  reckless  beer-bibber. 
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Price  Fixing. 

By  Elton  J.  Buckley 


HHAVE  just  been  reading  in  the  United 
States  Court  reports  the  first  intelligent 
information  I  have  had  as  yet  as  to  the 
real  gist  of  the  court's  decisions  in  the 
three  recent  celebrated  price-fixing  cases 
—  the  Ford  automobile  case,  the  Kellogg 
corn  flakes  case  and  the  Victor  talking  machine 
case.  In  all  these  cases  the  manufacturers 
tried  with  the  utmost  ingenuity  to  tie  up  both 
jobbers  and  retailers  so  that  the  wholesale  and 
retail  prices  on  their  various  products  would 
not  be  cut.  The  United  States  Court  decided 
against  all  of  them.  In  the  Kellogg  case  the 
decision  was  not  final  or  complete,  but  indi- 
cates the  mind  of  the  court  on  the  main  ques- 
tion whether  a  manufacturer  may  compel  a 
retailer,  whom  he  has  not  sold  direct,  to  sell 
at  a  price  which  the  manufacturer  dictates. 

Some  attention  was  paid  to  these  three  cases 
by  the  newspapers,  but,  as  usual,  the  reports 
were  badly  garbled,  and  in  order  that  the  busi- 
ness world,  which  is  so  keenly  interested  in  the 
subject  from  one  standpoint  or  the  other,  should 
have  a  clear  conception  of  the  progress  of  legal 
events,  I  will  briefly  give  the  point  involved  in 
each  of  the  three  cases. 

The  Ford  Case. 
The  Ford  Motor  Company  has  always  tied 
everybody  up  to  sell  Ford  cars  at  retail  at  regu- 
lar list  prices.  One  of  its  agents  or  sellers  in 
Ohio  cut  the  price,  and  Ford  at  once  asked  for 
an  injunction  and  damages.  The  Ford  plan 
of  limiting  the  price  was  to  do  what  it  called 
licensing  its  dealers,  the  condition  of  the  license 
being  that  they  should  resell  at  regular  Ford 

•Copyright  May  IQ15,  by  Elton  J.  Buckley. 


prices.  Of  course,  Ford's  idea  was  that  if  any- 
body violated  that  condition  and  cut  the  price 
he  would  revoke  the  license  to  sell  and  get  an 
injunction  preventing  the  cutter  from  selling 
any  more  cars  that  he  might  have  on  hand. 

The  plan  did  not  succeed.  The  court  held 
that,  in  spite  of  the  "licensing"  scheme.  Ford 
had  actually  parted  with  the  title  to  his  cars, 
and  the  buyer  therefore  had  the  right  to  do  as 
he  pleased  with  them.  The  court  said  it  was 
true  that  Ford  had  made  a  contract  with  his 
dealers  not  to  cut  the  price,  but  it  was  illegal 
and  he  could  not  enforce  it.  This  case  en- 
forces the  doctrine  lard  down  by  the  United 
States  Supreme  Court  in  the  Sanatogen  limited 
price  case,  that  whether  an  article  is  patented 
or  not,  a  seller  who  has  actually  sold  it,  and 
parted  both  with  possession  and  title,  (Cannot 
interfere  with  the  retail  selling  price. 

The  Victor  Talking  Machine  Case. 

The  scheme  used  in  this  case  was  even  more 
ingenious  than  the  other.  The  Victor  concern 
has,  of  course,  patented  its  machines  and  its 
records.  Everything,  in  fact,  about  its  whole 
enterprise  is  tied  up  with  patents.  Every 
machine  and  every  record  had  printed  on  it  a 
notice  that  they  were  not  sold,  but  that  the 
Victor  Company  merely  licensed  the  right  to 
.use  them.  The  title  to  both  machine  and 
records  remained  in  the  Victor  until  the  pat- 
ents expired,  according  to  this  clever  scheme. 
Here,  too,  this  "  license  *'  could  be  revoked  the 
minute  somebody  —  buyer  or  licensee,  which- 
ever you  like  —  broke  the  Victor  Company's 
rules,  the  most  important,  of  which  was,  of 
course,  the  rule  to  sell  at  a  fixed  price.   And  if 
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the  price  was  cut,  the  Victor  Company,  under 
its  contract,  could  go  in  and  take  its  goods 
back. 

The  "license  to  use"  was'granted  upon  the 
payment  to  the  Victor  Company  in  the  begin- 
ning of  a  sum  which  the  Victor  Company 
called  a  "royalty,'*  but  >yhich  corresponded 
exactly  with  the  price  charged  both  for  machine 
and  records. 

Macy  &  Co.,  the  New  York  department 
store  keepers,  cut  the  price  of  Victor  records, 
and  the  Victor  Company  promptly  revoked 
their  license  'to  sell  and  demanded  the  return 
of  all  unsold  goods  on  the  ground  that  break- 
mg  the  price  condition  constituted  an  infringe- 
ment of  its  patents !  Miacy  &  Co.  resisted,  and 
the  Victor  Company  then  applied  for  an  in- 
junction, damages,  etc.,  to  prevent  Macy  &  Co. 
from  continuing  to  cut  prices.  Here,  too,  the 
plan  failed.  The  court  said  that  inasmuch  as 
the  Victor  Company  had  collected  the  whole 
royalty  in  the  beginning,  instead  of  in  install- 
ments, as  royalties  are  usually  collected,  it 
showed  that  it  was,  after  all,  not  a  license,  but 
a  sale,  and  being  a  sale,  the  Victor  Company 
could  not  interfere  with  the  retail  selling  price. 

The  Kellogg  Case. 

The  Kellogg  Company  is  a  manufacturer  of 
toasted  corn  flakes,  and  has  always  been  par- 
ticularly earnest  in  its  effort  to  compel  jobbers 
to  sell  retailers  at  a  uniform  price,  and  retail- 
ers to  sell  consumers  at  a  uniform  price.  Its 
latest  plan  was  to  get  a  patent  on  some  feature 
of  the  carton  in  which  its  corn  flakes  were 
packed.  It  could  not  patent  the  corn  flakes. 
The  company  only  sells  jobbers  that  will  agree 
to  sell  to  retailers  at  the  company's  fixed  price. 
It.did  not  deal  with  retailers  direct,  so  it  printed 
a  notice  on  each  carton  that  the  retailer  who 
sold  below  ten  cents  would  be  considered  an 
infringer  on  the  company's  patents.  Here  the 
question  was  opened  by  the  United  States 
Government,  who  began  suit  against  the  Kel- 
logg Company  on  the  ground  that  its  plan  of 
limiting  prices  was  a  violation  of  the  Sherman 
Act.  The  first  decision  on  this  case  has  just 
been  handed  down.  Although  only  on  a  part 
of  the  case,  it  is  significant  in  that  it  declares 
that  the  fact  that  the  carton  is  patented  is  im- 


material in  determining  whether  the  company's 
plan  of  maintaining  prices  is  a  violation  of  law. 

From  these  three  cases,  which  are  the  latest 
and  the  most  important  at  the  moment  before 
the  public,  the  crux  of  the  limited  price  cam- 
paign may  easily  be  seen.  The  manufacturer 
who  wishes  to  enforce  a  fixed  selling  price  is 
trying  by  every  possible  means  to  hold  on  to 
his  goods  until  they  get  into  the  consumer's 
hands ;  that  is,  not  hold  actual  physical  pos- 
session, but  hold  the  title.  The  reason  is,  of 
course,  clear.  As  long  as  he  holds  the  title 
the  goods  are  his  to  do  as  he  pleases  with,  in- 
cluding fixing  and  holding  the  price  at  which 
they  shall  be  sold.  To  reach  this  result  the 
manufacturers  license  and  patent  and  make 
agreements,  but  the  trouble  with  all  of  their 
plans  is  that  they  want  the  cake  and  the  penny, 
too.  They  want  to  sell  and  not  to  sell.  They 
want  to  collect  the  purchase  price  of  their 
products  and  still  say  it  is  not  a  sale.  The 
United  States  Supreme  Court  and  several  les- 
ser United  States  courts  have  repeatedly  said, 
in  the  last  few  years,  that  this  cannot  be  done. 
If  the  transaction  is  really  a  sale,  no  matter 
what  it  is  called,  the  manufacturer  is  helpless 
to  control  the  selling  price  in  the  hands  of 
anybody  who  has  acquired  both  title  and  pos- 
session. 

There  is  only  one  way  for  a  manufacturer  to 
do  what  he  wishes  to  do,  and  that  is  to  actually 
hold  title  to  his  goods  until  they  are  sold  to 
the  consumer.  He  can  do  that  by  regarding 
retailers  as  his  agents  and  actually  —  not  by 
a  legal  fiction,  but  literally  —  consigning  his 
goods  to  these  agents,  taking  his  pay  only 
when  they  are  sold.  If  he  is  willing  to  do  that 
he  can  control  the  selling  price  clean  to  the 
limit,  but  he  has  not  been  willing  to  do  it  up 
to  this  time,  owing  to  the  enormous  trouble 
and  work  which  it  involves. 


The  Spatula  is  always  bright  and  interesting,  and 
each  number  contains  a  great  deal  of  matter  worth 
reading,  and  of  profit  both  mentally  and  financially. 

T.  McMuRDo  &  Co. 
Si,  John^Sy  Newfoundland,  May  22y  igis. 


Bees  never  store  up  honey  where  it  is  light. 
Corn  on  the  ear  is  never  found  with  an  uneven  num- 
ber of  rows. 
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Selling  Your  Services.* 

The  seventeenth  in  a  series  of  articles  on  Commercial  Preparation  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "  Commercial  Pharmacy." 


f  I  ri"^  ^^™*  ^^  come  once  again  for  you  to 
*^  I  ^  take  account  of  stock  of  yourself  and  see 
just  where  you  stand.  Have  you  em- 
braced every  opportunity  presented  to 
reach  your  fixed  purpose  ?  Are  you  really 
l_j  satisfied  that  you  are  now  an  efficient 
manager?  Do  you  feel  able  to  take  up 
the  varied  and  important  duties  of  an  efficient  man- 
ager? Have  you  confidence  in  your  ability  to  make 
good?  If  after  a  thorough  self-examination,  you  de- 
cide that  you  are  fully  equipped  to  enter  the  field  as 
an  efficient  manager,  your  next  move  is  to  sell  your 
services. 

In  selling  your  services  you  employ  the  same  prin- 
ciples of  salesmanship  as  in  selling  commodities.  Your 
fund  of  knowledge,  and  your  ability  and  experience, 
are  salable  commodities ;  what  you  know  and  what 
you  can  do  are  your  stock  in  trade ;  they  are  market- 
able ;  they  are  for  sale.  You  are  to  present  them  and' 
exploit  them,  just  as  you  would  toilet  articles,  fancy 
goods,  specialties  or  any  other  drug  store  commodity. 
Keep  that  idea  firmly  fixed  in  your  mind  that  the  get. 
ting  of  a  situation,  the  placing  of  yourself  to  the  best 
advantage,  is  salesmanship,  pure  and  simple.  You  are 
looking  for  somebody  to  buy  your  ability.  It  is  for 
sale. 
Your  inventory  of  yourself  should  show  just  what 

•Copyright  1915,  by  D.  Charles  O'Connor. 


your  abilities  are  and  wherein  you  excel.  Which  of 
the  ten  success  qualities  mentioned  in  Article  three  of 
this  series  are  you  particularly  strong  on  ?  Is  it  your 
Fnitiaiive^  your  Judgment^  your  Enthusiasm^  your 
Persistency y  your  Energy?  If  you  possess  Initiative 
in  a  marked  degree,  make  a  note  of  that.  Give  it  the 
greatest  importance.  Emphasize  it  as  your  point  of 
difference,  your  chief  selling  point.  Group  your  othier 
selling  points  around  it  in  order  of  their  importance. 
You  must  do  this  in  order  to  make  your  selling  argu- 
ment as  strong  as  possible.  In  selling  goods,  you  must 
know  the  goods  well  to  properly  present  them.  In  like 
manner,  in  selling  yourself — your  abilities — you  must 
know  yourself  well  if  you  would  make  the  best  pres- 
entation of  your  selling  argument.  Make  your  self- 
analysis  a  thorough  one  and  group  your  selling  points 
carefully  and  in  their  logical  order. 

When  you  have  <^one  this,  you  are  confronted  with 
a  serious  questiop.  You  must  ask  yourself,  *'  Will  I 
sell  my  services  to  myself  or  to  others  ? 

Selling  Your  Services  to  Yourself. 

If  you  asked  me  ten  years  ago  for  my  opinion  as  to 
whether  or  not  it  would  be  advisable  for  you  to  sell 
your  services  to  yourself —  to  own  your  own  store  — 
1  should  have  said  "yes "  right  off.  the  reel.  If  you 
asked  me  to  day,  I  would  say,  "Don't  be  in  too  much 
of  a  rush  to  get  into  business  for  yourself." 

Ten  years  ago,  ordinary  ability  and  small  capital 
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would  get  you  by  if  you  were  in  business  for  yourself. 
In  those  days,  less  stock  was  required ;  there  were  but 
few  side  lines ;  drug  stores  were  not  departmentized  as 
much  as  at  present;  there  were  fewer  drug  syndicates 
and  chain  stores;  less  business  ability  was  required; 
advertising,  salesmanship,  and  business  methods  were 
not  held  in  as  high  favor  as  now ;  a  small  capital  then 
would  make  a  good  showing  where  now  it  would  hardly 
buy  the  store  fixtures. 

Disadvantages  of  Being  in  Business 
FOR  Yourself. 

To-day,  everything  costs  more.  Fixtures  are  higher ; 
rents  are  higher;  coal  is  higher;  wholesale  prices  are 
higher;  wages  are  higher  and  more  help  required ;  the 
cost  of  doing  business  has  greatly  increased ;  but  the 
retail  prices  of  drug  store  goods  have  decreased.  This 
is  guite  a  squeeze  and  really  is  a  serious  situation. 
Looking  at  it  in  this  light,  it  must  be  plain  to  you  that 
an  extra  lot  of  business  ability  and  experience  is  abso- 
lutely necessary  to  run  a  store  of  your  own  and  make 
it  pay.  Ordinary  business  ability  is  not  enough;  it 
must  be  the  out-of-the-ordinary  brand.  Together  with 
this,  there  must  be  ample  capital.  If  you  have  ability 
without  capital  or  capital  without  ability,  you  wont 
stand  much  of  a  chance  in  competition  ^th  the  big 
drug  syndicates  who  have  the  combination  of  vast 
capital  and  the  highest  business  ability.  You  must 
have  plenty  of  capital  and  out-of-the-ordinary  ability 
to  get  by  nowadays  in  business  for  yourself.  Lack  of 
capital  is  given  first  place  in  the  list  of  causes  of  failure 
and  lack  of  ability  second  place  by  one  of  our  large 
commercial  agencies.  It  is  safe  to  say  that  both  to- 
gether cause  over  50  per  cent  of  the  financial  failures 
qf  the  country. 

Being  in  business  for  yourself  in  these  days  is  not 
all  sunshine.  It  isn*t  so  nice  as  most  drug  clerks  think, 
The  responsibility  is  a  weighty  one.  It  is  a  constant 
strain.  As  proprietor  of  your  own  store,  your  time  is 
not  so  much  your  own  as  you  would  expect.  You  have 
to  be  forever  thinking  of  new  ideas,  watching  for  new 
advantages,  considering  new  departures.  Your  busi- 
ness is  on  your  mind  day  and  night.  You  work  much 
harder  when  in  business  for  yourself  than  when  work- 
ing for  others. 

Good  help  is  scarce.  Just  when  you  get  them  trained 
to  your  store  methods,  they  will  leave  you,  sometimes 
with  notice,  sometimes  without.  Oftentimes,  the  better 
you  use  them,  the  worse  they  use  you.  You  have  to 
watch  for  new  laws;  observe  sanitary  regulations  in 
your  ice  cream  and  soda  departments ;  live  up  to  the 
Board  of  Pharmacy  and  License  Commissioner's  re- 
quirements ;  observe  the  Harrison  Law  requirements. 
State  Narcotic  Laws ;  as  a  matter  of  fact,  there  are 
complications  continually  arising;  so  sometimes  it 
seems  as  though  you  hardly  have  time  to  breathe. 

Another  thing,  your  income  is  very  uncertain.  At 
some  seasons  of  the  year  you  wont  make  enough  to 
live  on.  There  are  many  days  when  the  store  will  lose 
money.    When  you  get  a  real  bad  year — and  they 


come  every  so  often  —  you  wont  make  so  much  as  if 
you  were  clerking. 

Advantages  op  Being  in  Busii^ess 
FOR  Yourself. 

Of  course  there  are  some  advantages  of  being  in 
business  for  yourself.  Briefly,  4hey  are :  (i)  The  satis- 
faction of  being  your  own  boss— r not  accountable  to 
anyone  other  than  yourself  —  doing  as  you  please,  to  a 
certain  extent.  (2)  The  advantage  of  a  better  social 
position  in  your  community,  as  the  merchant  of  to-day 
has  a  high  standing  compared  with  that  of  the  mer- 
chant of  yesterday.  Business,  formerly  ridiculed  as 
a  vocation,  is  now  considered  by  many  a  professional 
calling.  (3)  Not  of  necessity  tied  down  to  regular  hours 
as  you  can  take  extra  time  ofiE  during  dull  periods  and 
for  vacations.  (4)  If  you  are  successful  your  income 
will  be  larger  than  that  of  any  clerk.  (5)  The  oppor- 
tunity to  grow.  To  be  a  leader.  To  acquire  fame  as 
the  owner  of  one  of  the  largest  and  most  successful 
drug  stores  in  the  country.  Opportunities  to  realize 
your  ambition  are  greater  than  if  you  were  a  clerk. 

In  looking  on  both  sides  of  the  question,  your  cir- 
cumstances will  influence  you  more  or  less.  If  you 
have  rich  parents  or  relatives  who  are  anxious  to  start 
you  in  business,  you  are  pretty  apt  to  go  in  for  your- 
self. Even  in  such  cases  you  shouldn't  go  in  until  you 
are  well  prepared. 

My  advice  to  you  is;  do  not  go  into  business  for 
yourself  until  you  have  qualified  for  an  efficient  man- 
ager ;  and  have  had  three  or  four  years  experience  in 
charge  of  a  store  for  some  one  else ;  and  have  accu- 
mulated enough  capital  to  start  your  store  right  and 
have  enough  in  reserve  to  tide  you  over  the  first  two 
or  three  struggling  years.  Capital,  ability,  and  experi- 
ence are  three  necessary  requisites.  Why?  Because 
the  tendency  of  the  times  is  towards  centralization. 
This  is  true  of  ajll  kinds  of  business.  Every  year  small 
individual  storekeepers  are  ruined  because  of  this,  and 
because  of  their  small  reserve  capital.  If  you  talk 
with  the  managers  and  salesmen  of  some  of  the  large 
drug  syndicates  you  will  find  that  in  several  cases  they 
are  druggists  who  were  put  out  of  business  by  the  very 
firm  they  are  now  working  for.  The  heads  of  depart- 
ments in  some  of  the  large  department  stores  are,  in 
many  cases,  men  who  were  formerly  in  business  for 
themselves  but  who  were  either  financially  ruined  or 
forced  to  give  up  owing  to  centralization,  and  possibly 
by  the  very  firm  they  are  now  with. 

Figure  the  cost  and  consider  the  chances  before  in- 
vesting your  little  pile  in  a  store  of  your  own.  As 
manager  of  a  store  for  somebody  else  you  can  earn 
from  I21  to  ^o  a  week  which  is  more  than  you  will 
average  the  first  five  years  you  are  in  business  for 
yourself.  Besides,  you  are  getting  valuable  experience 
at  somebody  else's  expense,  not  at  your  own.  At  the 
same  time  you  can  keep  your  eye  open  for  a  good 
opportunity  to  branch  out  for  yourself. 

I  am  not  trying  to  throw  cold  water  on  your  ambition 
to  own  your  own  store  if  you  have  the  necessary  capi- 
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tal,  ability  and  experience;  and  if  the  opportunity 
warrants  it.  I  am  throwing  cold  water  on  your  ambi- 
tion to  be  a  drug  store  proprietor  if  these  conditions 
do  not  exist.  In  that  case  you  had  better  wait  until 
they  do.  It  is  far  better  to  have  cold  water  thrown  on 
you  now  than  to  have  you  embark  on  the  sea  of  busi- 
ness unprepared  and  experience  a  freeze-out  in  a  few 
years  and  lose  your  all. 

Think  twice  —  then  twice  more — then  one  final  think, 
before  selling  your  services  to  yourself  —  owning  your 
own  store.  I  am  strongly  of  the  opinion  that  your  final 
decision  will  be, —  to  sell  your  services  to  others,  at 
least  for  a  time. 

Selling  Your  Services  to  Others. 

When  you  have  decided  to  sell  your  services  to 
others  you  ought  to  aim  as  high  as  you  can.  Try  for 
the  highest  position  you  are  able  to  fill.  Plan  your 
selling  campaign  just  as  a  traveling  salesman  does. 
He  gets  a  list  of  the  people  he  is  to  call  on,  prepares 
his  selling  arguments,  then  starts  on  the  road  to  see  his 
customers  and  try  to  sell  them.  Your  mode  of  pro- 
cedure is  about  the  same. 

First,  make  a  list  of  the  progressive  concerns  you 
would  like  to  be  connected  with  in  the  order  of  their 
importance  or  their  geographical  nearness  to  where 
you  live. 

Second,  prepare  your  selling  arguments.  Empha- 
size your  chief  difference  point,  your  leading  success 
quality,  group  the  others  about  it  in  logical  order; 
assemble  all  the  press  notices  you  have  received,  either 
from  the  local  press  for  your  activities  in  the  local 
drug  clerks  organization  or  at  druggists  banquets,  or 
from  the  drug  journals  for  articles  published,  prizes 
won;  assemble  a  list  of  leading  druggists  and  other 
business  and  professional  men  of  your  city  for  refer, 
ences,  get  letters  of  recommendation  from  a  few  of 
them  and  have  typewritten  copies  made ;  have  all  this 
material  ready  for  immediate  use. 

Third,  plan  your  route,  as  it  were.  Prepare  to  call 
on  the  list  of  customers  to  whom  you  are  going  to  try 
to  sell  your  services.  There  are  four  principal  ways 
of  calling  on  them  to  sell  your  services,  (i)  Applying 
by  mail.  (2)  Applying  in  person.  (3)  Inserting  want 
ads.    (4)  Answering  want  ads. 

Applying  by  Mail. 

Find  out  the  man  in  the  concern  who  has  the  power 
and  write  him  direct.  Do  not  address  him  by  his  title 
alone ;  get  his  name  and  initials.  State  all  your  quali- 
fications for  the  position  and  as  briefly  as  possible. 

A  letter  something  like  this  would  cover  the  ground. 

Springdale,  Mass.,  May  8,  1915. 
Mr.  Frank  G.  Lewis,  General  Manager,  Daven- 
port-Bancroft Drug  Co.,  New  York  City. 
Dear  Sir :  I  want  to  be  the  manager  of  one  of 
your  branch  stores.  Is  there  a  vacancy  now  or 
will  there  be  one  soon? 

Here  is  my  equipment:  Graduate  Springdale 
High  School ;  Graduate  Massachusetts  College 


of  Pharmacy ;  Three  years  with  LeBlanc  &  Co., 
of  Springdale;  Four  years  with  Buffwing  & 
Co.,  of  Springdale. 

Qualities  developed  to  a  marked  degree  are: 
Initiative^  Judgment^  Self-confidence,  Concen- 
tration. Fond  of  creative  and  development 
work.  Age,  28  years,  single. 
References  enclosed,  vouch  for  character  and 
habits.  Testimonials  enclosed,  vouch  for  ac. 
tivity  in  the  drug  line. 

At  present,  I  am  head  clerk  for  Buffwing  &  Co., 
of  this  city.  My  position  is.  a  congenial  one  but 
I  am  looking  for  a  bigger  field. 
I  hope  this  letter  and  typewritten  sheets  enclosed 
will  give  you  as  much  confidence  in  me  as  I  have 
in  myself  for  making  good  as  manager  of  one 
of  your  branch  stores.    Yours  very  truly, 

Roy  a.  Vincent. 
91  Myrtle  Ave.,  Springdale,  Mass. 
If  you  know  anybody  who  is  in  close  touch  with  the 
general  manager,  get  him  to  write  direct  about  you. 
If  you  know  any  influential  business  man  or  profes- 
sional man  in  New  York  City,  have  him  call  up  the 
general  manager  on  the  telephone  or  call  on  him  per- 
sonally. With  your  letter  and  enclosed  testimonials 
and  references;  together  with  a  telephone  call;  a 
strong  letter  of  endorsement  from  a  person  in  close 
touch  with  the  general  manager ;  and  a  letter  sent  di- 
rect by  a  drug  leader  or  business  leader  of  your  own 
town,  a  deep  impression  will  be  made  on  the  general 
manager.  If  he  has  a  vacancy  you  ought  to  get  it;  if 
not,  you  will  be  first  in  line  for  it.  You  are  bound  to 
make  anybody  take  notice  when  you  plan  a  campaign 
like  that.  The  pressure  is  strong  enough  to  show  that 
you  are  above  the  ordinary  clerk  even  when  applying 
for  a  position. 

Applying  in  Person. 
This  is  the  best  way  to  apply  for  a  position  if  your 
environment  is  such  as  to  permit  it.    Have  your  sell- 
ing talk  right  on  your  tongue*s  end,  but  deliver  it  natu- 
rally, not  like  a  set  speech. 


WHY   JIPSUM   LOSES  SLEEP. 
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Be  sure  that  you  carry  Vourself  with  an  air  of  assur- 
ance and  walk  as  if  you  were  master  of  yourself- 
Cultivate  that  self-confident  air  that  will  make  others 
believe  in  your  ability  to  accomplish  things  as  you 
believe  in  it  yourself. 

Do  not  say  too  much,  because  oftentimes  what  you 
do  not  say  carries  more  power  than  what  you  say.  If 
you  can  make  people  feel  that  there  is  a  big  reserve 
power  back  of  everything  you  say  or  do  you  mark 
yourself  as  somebody  out  of  the  ordinary  and  will 
compel  attention. 

A  neat  appearance  is  absolutely  necessary.  With- 
out it  you  cannot  make  a  good  impression,  no  matter 
'how  many  good  qualities  you  may  have.  Your  clothes 
and  linen  must  be  spotless;  shoes  polished;  hosiery 
and  neckwear  conservative  rather  than  flashy. 

Two  other  things  that  are  important,  though^often 
overlooked,  are  the  appearance  of  your  hair  and  finger 
nails.  These  are  tell-tale  signs,  and  show  whether  or 
not  you  are  neat  and  particular.  Women,  in  particu- 
lar, always  notice  the  way  a  man  takes  care  of  his 
finger  nails.  Business  men  consider  it  a  test  of  clean- 
liness and  a  requisite  to  a  good  appearance.  Nothing 
looks  so  slack  as  a  mussed-up,  tossed- up  head  of  hair. 

When  you  apply  in  person  for  a  position,  rig  your- 
self up  just  as  slick  as  when  you  call  on  your  girl  on 
your  night  off.  You  know  you  look  your  best  on  that 
occasion.  Only  remember  that  the  business  men  won*t 
like  your  hot  vest,  loud  tie  and  flashy  stockings  and 
the  smell  of  perfume.  Cut  them  out;  wear  some- 
thing a  little  more  toned  down,  approaching  the  con- 
servative. 

Inserting  Want  Ads. 

This  method  of  selling  your  services  is  similar  to 
that  of  applying  by  mail.  It  differs  in  two  ways :  (i) 
Your  selling  argument  must  be  more  brief.  (2)  Your 
message  is  addressed  to  many  through  the  newspaper, 
instead  of  to  a  single  person  through  the  mail. 

The  letter,  under  the  heading, "  Applying  by  Mail," 
condensed  to  a  want  ad,  would  appear  al>out  like  this : 
Drug  Clerk. — Wants  to  be  manager  of  branch 
drug  store.  High  school  and  College  of  Phar- 
macy graduate ;  7  years*  experience  \  strong  on 
Initiative,  Judgment,  Concentration,  Self-Con- 
fidence; references  vouch  for  character;  testi- 
monials for  ability  and  activity.  Present  posi- 
tion congenial,  wants  bigger  field.  Age  28, 
single.    Address  R.  A.  91,  Herald  Downtown. 

Answering  Want  Ads. 
The  main  point  to  consider  when  answering  want 
ads  is  that  you  cover  every  condition  mentioned  in  the 
want  ad.    For  instance,  note  the  conditions  required 
in  this  want  ad : 

Drug  Clbrk.  — Must  be  competent  to  take 
charge  of  a  branch  store;  7  years'  experience 
or  over ;  must  have  Initiative  and  Good  Judg- 
ment; a  knowledge  of  business  methods  and 
business  building ;  a  clean-cut  appearance ;  per- 
manent poRttinn,  and  opportunities  limited  only 


by  your  ability  to  make  good.  References  re- 
quired. State  age,  present  position,  salary  ex- 
pected and  expectations.  College  of  Pharmacy 
graduate  preferred,  but  not  absolutely  neces- 
sary.   Address  Drug  Manager,  594,  Herald. 

There  are  eleven  conditions  contained  in  this  want 
ad,  viz:  i.  Competence.  2.  Experience.  3.  Initiative 
and  Judgment  4.  Business  Knowledge.  5.  Appear- 
ance. 6.  References.  7.  Age.  8.  Present  Position. 
9.  Salary.    10.  Expectation,  fi.  Pharmacy  Graduate. 

You  must  cover  all  these  eleven  conditions  when 
you  answer  this  want  ad.  A  letter  like  the  following 
covers  these  conditions : 

Springdale,  Mass.,  May  18,  1915. 
Drug  Manager,  594,  Herald,  New  York  City. 
Dear  Sir :  Your  ad  in  the  Sunday  Herald,  issue 
of  May  7th,  just  hits  me.  My  qualifications  are : 
7  years*  experience;  neat  personality  and  ad- 
dress; strong  on  Initiative  and  Judgment;  ref- 
erences (see  enclosed  typewritten  sheet);  age, 
28,  single ;  salary  expected,  $2$  per  week ;  pres- 
ent position,  head  clerk,  Buffwing  &  Co.,  this 
city. 

I  am  a  graduate 'of  the  Massachusetts  College 
of  Pharmacy,  class  of  1908.  My  expectations 
are  to  become  an  eflicient  manager.  I  like  the 
drug  business  and  I  am  fond  of  creative  and 
development  work.  The  references  and  testi- 
monials enclosed  vouch  for  my  character,  habits 
and  my  ^activity  in  the  drug  field. 
I  qualify  for  the  position  you  advertise  in  every 
condition  except  a  knowledge  of  business  meth- 
ods and  business  building.  I  qualify  for  that 
in  a  general  way.  That  is,  I  understand  the 
fundamentals,  but  in  my  position  here  as  head 
clerk  I  have  not  had  the  opportunities  of  put- 
ting them  into  practice  upon  my  own  responsi- 
bility. I  am  not  an  expert  at  it,  but  have  a  good 
foundation  to  build  on. 

I  have  every  confidence  in  my  competence  to 
take  charge  of  your  branch  store.  I  feel  that 
you  will  believe  in  me  when  you  read  this  letter 
and  enclosures.    Yours  very  truly, 

Roy  a.  Vingent. 
91  Myrtle  Ave.,  Springdale,  Mass. 

Of  course,  if  you  have  had  experience'in  business 
methods  and. business  building,  you  should  so  state. 
It  will  make  your  case  stronger.  It  is  a  good  asset  to 
have  when  applying  for  a  position  as  manager,  for 
it  is  a  big  part  of  a  manager's  duties.  I  believe  in 
making  your  case  as  strong  as  you  can,  but  be  frank 
in  admitting  the  things  you  are  not  qualified  for.  If 
you  claim  too  much  you  might  spoil  your  chances 
altogether. 

To  sum  up,  when  you  have  reached  the  conclusion 
that  your  study  and  experience  has  been  such  that  you 
are  qualified  to  be  an  efficient  manager,  you  should 
sell  your  services  to  the  best  advantage.  Employ  the 
same  principles  of  salesmanship  as  in  selling  com- 
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modities.  Group  your  selling  points  in  their  logical 
order  and  emphasize  your  strong  points. 

Do  a  lot  of  thinking  before  deciding  to  sell  your 
services  to  yourself.  Going  in  business  for  yourself 
is  an  important  step.  Don't  attempt  it  until  you  have 
had  the  necessary  experience,  and  not  even  then  unless 
you  have  sufficient  capital  to  start  right  and  to  keep 
you  going  during  the  first  two  or  three  years.  Capital, 
ability  and  experience  are  the  three  things  you  must 
have  to  start  a  business  of  your  own. 

When  selling  your  services  to  others,  bid  for  the 
high  position.  Get  in  with  the  big  concerns.  They  are 
great  training  schools.  Assemble  all  the  press  notices, 
testimonials  and  references  you  can  to  show  what  you 
(lave  done.  These  are  the  proofs  of  your  ability  above 
the  average.  Enclose  them  in  your  letter  of  applica- 
tion. Be  careful  of  your  appearance  when  you  apply 
in  person.  You  must  be  at  your  very  best  at  that  first 
interview.  When  applying  to  a  large  chain  store  or- 
ganization, state  which  branch  you  desire,  the  adver- 
tising, selling,  buying  or  mail  order  branch. 

When  inserting  want  ads  state  your  qualifications 
in  a  concise,  business-like  manner,  and  when  answer- 
ing want  ads  be  sure  to  cover  every  condition  men- 
tioned in  the  want  ad.  Remember  that  salesmanship 
is  telling  the  truth  about  your  goods  in  a  convincing 
way,  so  that  in  selling  your  services  you  are  to  tell  the 
truth  about  yourself,  and  have  no  more  right  to  exag- 
gerate your  own  claims  than  you  have  to  exaggerate 
the  claims  of  any  commodity  you  sell. 


Have  a  good  appearance.  There  may  be  a  few 
people  left  who  like  to  see  a  dirty  shirt  and  frayed 
cuffs,  but  they  are  growing  scarcer  every  day.^Frank 
Crane,  in  Chicago  News. 


I  am  not  a  salesman,  but  I  am  a  good  buyer,  and 
have  probably  purchased  more  things  that  I  did  not 
want  than  any  other  man  of  my  age.  Hence,  it  may 
be  interesting  to  salesmen  to  listen  for  a  brief  spell  to 
a  consumer's  idea  of  what  constitutes  good  salesman- 
ship. 

First  of  all,  be  good-natured.  I  here  and  now  con- 
fess that  nine-tenths  of  what  induces  me  to  buy  is  the 
ability  of  the  seller  to  jolly  me  along. 

Have  a  thorough  knowledge  of  your  goods,  also  of 
the  other  fellow's  goods.  Learn  how  they  are  made 
and  when,  and  who  makes  them.  Respect  your  cus- 
tomer's desire  to  know  and  fill  him  up  with  information. 

Don't  argue.  State  facts.  Don't  arouse  opposition 
in  the  buyer's  mind.  Agree  with  him  or  dodge  the 
issue.  Lead  him  around  to  some  subject  where  you 
are  at  home.  I  hate  to  have  a  seller  try  to  prove  to 
me  I'm  wrong.  Perhaps  I  am,  but  I  don't  like  to 
admit  it. 

Use  plain  language.  If  you  are  selling  automobiles 
don't  talk  about  carburetors  and  reciprocating  dew- 
dads  and  compound  thingumbobs.  Never  use  a  term 
when  there  is  any  doubt  whether  the  customer  under- 
stands it.    We  don't  like  to  be  made  appear  ignorant. 

Tell  the  truth.  If  you  are  with  a  firm  where  you 
dare  not  tell  the  truth  leave  it.  Be  candid.  Do  not 
conceal  things.  The  thing  you  have  to  sell  has  certain 
merits.  It  ought  to  sell  on  those.  To  sell  a  thing  upon 
merits  it  does  not  have  is  poor  policy. 


THe  AlcoHol  Milk  Test. 

The  alcohol  milk  test,  used  to  some  extent  in  Europe 
and  believed  by  some  investigators  to  be  a  quick  means 
of  testing  the  condition  and  keeping  quality  of  milk, 
is  not  a  satisfactory  substitute  for  bacterial  examina- 
tion, according  to  bacteriologists  of  the  United  States 
Department  of  Agriculture.  The  alcohol  test  is  based 
on  the  fact  that  when  equal  parts  of  68  per  cent  alcohol 
and  milk  are  mixed  and  the  mixture  shaken  gently* in 
a  test  tube  a  flaky,  white  precipitate  will  form  under 
certain  conditions.  The  occurrence  of  this  precipitate 
is  held,  by  those  who  believe  in  the  test,  to  indicate 
that  changes  have  been  produced  in  mixed  market 
milk  as  a  result  of  bacterial  fermentation.  The  depart- 
ment's investigator's  who  have  reported  on  the  results 
of  this  test  in  bulletin  202,  *'  The  Alcohol  Test  in  Rela- 
tion to  Milk,"  however,  find  that  alcohol  will  produce 
this  precipitate  when  the  mixed  market  milk  contains 
a  certain  amount  of  lactic  acid  or  rennet  produced  by 
varieties  of  bacteria  which  form  these  substances.  As 
a  consequence,  milk  may  be  high  in  bacteria  of  other 
varieties  without  showing  the  precipitate  when  alcohol 
is  added.  Moreover,  it  has  been  discovered  that  even 
with  lactic  acid  or  rennet-forming  organisms  present 
in  the  milk  the  precipitate  does  not  show  until  these 
organisms 'have  produced  a  considerable  amount  of 
the  special  substances  which  seem  to  cause  the  reaction 
with  alcohol. 

In  the  case  of  mixed  market  milk,  which  frequently 
contains  many  varieties  of  bacteria  other  than  the 
lactic  acid  or  rennet-forming  kinds,  the  alcohol  test 
may  be  negative  when  the  bacterial  examination  shows 
a  high  count. 

On  the  other  hand,  in  the  case  of  milk  from  a  single 
cow,  the  investigation  apparently  establishes  the  fact 
that  a  positive  reaction  in  a  68  per  cent  alcohol  test 
indicates  that  the  milk  is  abnormal.  Even  here,  how- 
ever, the  value  of  the  alcohol  test  with  milk  from  a 
single  cow  or  a  small  herd  lies  principally  in  the  fact 
that  it  will  show  when  the  milk  is  abnormal  and  will 
give  warning  that  a  careful  examination  of  the  herd 
should  be  made.  It  also  might  indicate  the  need  for 
improvement  in  the  method  of  handling  and  chilling 
the  milk,  with  the  object. of  checking  the  growth  of 
milk-souring  organisms. 


BostOA's  BIM^st  Taxpayer. 

A  list  of  largest  individual  taxpayers  of  Boston,  just 
issued  by  the  Board  of  Assessors,  shows  that  George 
R.  White,  president  of  the  Potter  Drug  Chemical 
Company,  pays  a  larger  tax  than  any  other  person 
in  the  city.  He  is  assessed,  the  statistics  show,  on 
14,214,700  in  real  estate  and  1500,000  in  personal  estate. 
The  amount  of  his  tax  is  182,507.25.  The  second 
largest  individual  taxpayer  pays  ^41236.50. 
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Ideals  in  Pharmacy.* 

By  Theodore  J.  Bradley,  Dean  of  the  Massachusetts  College  of  Pharmacy. 


S  THIS  is  the  day  on  which  you  re- 
-      m  ceive  your  degrees  and  commence  to 

//\\  be  graduates  in  pharmacy,  it  is  an  ap- 
f  \  \  priate  time  for  you  to  consider  your 
future  course,  and  I  wish  to  call  your 
attention  to  some  of  the  conditions 
that  confront  ihe  pharmacist  today, 
and  have  you  consider  with  me  certain  of  the  princi- 
ples that  should  be  adopted  and  followed  by  every 
pharmacist  who  is  to  achieve  a  success  that  shall  be 
permanently  satisfactory  to  himself. 

You  have  chosen  one  of  the  oldest  of  the  profes- 
sions and  one  that  has  undergone  many  changes.  In 
ancient  times  and  during  the  dark  ages  medicine  and 
pharmacy  were  practised  as  one  profession,  and  such 
crude  surgical  work  as  was  attempted  was  done  largely 
by  barbers.  The  successive  periods  in  the  develop- 
ment of  mankind  from  utter  savagery  are  generally 
designated  by  the  materials  from  which  our  utensils 
and  weapons  have  been  made,  as  the  stone  age,  the 
bronze  age  and  the  iron  age,  in  the  last  of  which  the 
people  that  we  say  are  civilized  are  now  living.  This 
present  period  could  very  well  be  subdivided  accord- 
ing to  the  sources  of  our  medicines.  In  olden  times 
parts  of  animals  were  used,  empirically  and  often 
superstitiously,  then  herbs  or  simples  and  teas,  then 
various  mineral  substances,  followed  by  the  tinctures 
and  extracts  of  the  early  nineteenth  century,  these  in 
turn  largely  displaced  by  the  alkaloids  and  other  active 
principles  of  plants  and  by  various  mineral  drugs. 
Very  recently  we  have  made  large  use  of  synthetic 
compounds  from  coal  tar  and  similar  sources,  and, 
finally,  we  are  entering  a  period  characterized  by  the 
use  of  serums,  antitoxins,  animal  extracts  and  similar 
products.  Of  course,  these  periods  are  of  varying 
length  and  overlap  each  other,  and  the  most  valuable 
drugs  of  former  periods  have  been  retained,  and  prob- 
ably will  be  for  an  indefinite  time. 

Each  of  the  periods  mentioned  has  been  marked  by 
an  advance  in  medical  knowledge,  and  this  has  fre- 
quently made  it  necessary  for  the  pharmacist  to  adapt 
himself  to  changing  conditions  governing  the  practice 
of  his  profession.  At  no  time  in  the  past  have  condi- 
tions changed  more  rapidly  than  they  are  changing 


•An  address  given  at  the  IQ15  CommenceQient  Exercises  of  the 
Albany  College  of  Pharmaqr. 


now,  and,  when  I  hear  a  pharmacist  complain  of  his 
profession,  I  wonder  if  the  profession  is  to  blame  or 
his  own  lack  of  the  adaptability  necessary  to  adjust 
himself  to  changing  conditions.  Such  complaints  are 
frequently  heard  and  many  men  oppose  the  changes. 
The  pharmacist  is  both  a  business  man  and  a  pro- 
fessional one,  in  about  equal  measure,  and  the  general 
public^s  recognition  that  our  calling  has  a  professional 
aspect  is  one  of  our  most  precious  possessions,  and 
we  should  do  all  we  can  to  increase  our  standing  as 
professional  men.  In  continental  Europe  the  practice 
of  pharmacy  is  so  restricted  that  there  is  no  likelihood 
that  the  pharmacist  will  lose  his  professional  standing, 
but  in  America  and  Great  Britain  there  has  been  re- 
cently a  large  development  of  the  commercial  side  of 
pharmacy,  and  we  are  in  great  danger  of  becoming 
mere  buyers  and  sellers  of  goods.  In  fact,  many  phar- 
macists seem  anxious  to  exchange  their  birthright  of 
recognition  as  professional  men  for  a  mess  of  pottage 
in  the  form  of  what  is  termed  commercialism.  The 
ideal  pharmacist  is  the  one  who  has  retained  liis  pro- 
fessional standing  and  used  it  to  aid  him  in  achieving 
commercial  success.  If  we  are  to  continue  to  be  more 
than  merely  tradesmen  it  is  necessary  for  pharmacists 
to  realize  this  present  danger  and  to  overcome  it  by 
living  up  to  the  ideals  of  their  profession.  There  is 
no  incompatibility  between  professionalism  aqd  com- 
mercialism in  pharmacy  if  they  are  developed  side  by 
side,  each  in  its.  proper  proportion,  and  not  at  the  ex- 
pense of  the  other.  It  is  difficult  to  control  this  matter 
by  law  in  this  country  because  of  the  great  American 
principle  of  the  liberty  of  the  individual,  but  various 
attempts  are  being  made  to  formulate  laws  to  this  end, 
and  we  watch  their  progress  with  interest.  It  is  obvi- 
ous that  a  man  cannot  become  a  successful  pharmacist 
unless  he  is  a  good  business  man,  but  neither  can  he 
become  a  successful  pharmacist  unless  he  is  a  phar- 
macist. It  may  be  that  reasonable  and  equitable  laws 
can  be  secured  that  will  recognize  that  the  practice  of 
pharmacy  is  as  personal  as  the  practice  of  medicine, 
or  law,  or  any  other  profession,  and  that  such  practice 
and  the  proprietorship  of  drug  stores  should  be  re- 
stricted to  registered  pharmacists.  But  pharmacists 
cannot  expect  the  benefits  of  such  laws  unless  they 
continue  to  show  that  they  are  professional  men  with 
professional  ideals. 
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The  frequently  enacted  special  laws  regulating  adul. 
teration,  the  sale  of  alcoholic  liquors,  the  sale  of 
poisons  and  similar  matters  put  on  the  well-meaning 
pharmacist  a  burden  that  he  must  bear  because  phar- 
macy has  in  its  ranks  some  men  who  are  a  discredit 
to  the  profession.  All  physicians  and  all  lawyers  suf- 
fer in  the  same  way  from  the  misdeeds  of  a  few  quacks 
and  shysters.  Many  of  these  laws  are  proposed  by 
men  who  see  a  real  or  imaginary  evil  to  be  remedied, 
but  who  know  little  or  nothing  about  pharmacy  or 
medicine.  In  dealing  with  these  proposed  laws  the 
pharmaceutical  associations  show  their  value.  These 
organizations  are  generally  able  to  prevent  the  enact- 
ment of  foolish  and  harmful  laws  and  to  secure  the 
modification  of  objectionable  parts  of  necessary  laws, 
so  that  they  do  not  oppress  the  pharmacist  who  knows 
his  work  and  is  trying  to  do  right  As  an  example  of 
this  value  of  the  associations  may  be  cited  their  work 
on  the  national  anti-narcotic  law,  which  has  recently 
become  efiEective.  All  who  had  any  knowledge  of  the 
growing  use  of  habit-forming  drugs  realized  that  strict 
regulation  and  control  of  their  sale  were  necessary,  but 
the  first  bills  brought  before  Congress  included  many 
regulations  that  were  impossible  of  enforcement  and 
which  would  have  worked  great  hardships  on  pharma- 
cists and  physicians.  The  national  pharmaceutical 
organizations,  including  those  of  the  retailers,  whole- 
salers and  manufacturers,  promptly  formed  a  joint 
committee,  which  met  several  times  at  Washington 
and  was  able  to  show  the  unreasonableness  and  im- 
practicability of  the  objectionable  sections  so  conclu- 
sively that  the  bills  were  amended  and  combined  and 
finally  passed  in  a  workable  form.  This  beneficial 
influence  on  legislation  constitutes  only  one  of  the 
reasons  why  every  pharmacist  should  be  a  member 
not  only  of  his  local  and  State  associations,  but  of 
both  national  pharmaceutical  associations  as  well. 
They  deserve  and  need  his  support,  and  he  receives  a 
great  deal  in  return  for  the  moderate  yearly  cost  of 
membership.  The  resultant  contact  with  the  leaders 
in  his  profession  which  is  enjoyed  in  these  organiza- 
tions helps  to  broaden  and  develop  a  man  as  nothing 
else  can  do. 

Besides  these  questions  and  others  of  general  inter- 
est to  pharmacists,  there  are  some  of  just  as  great  im- 
portance, but  which  are  of  personal  and  individual 
application. 

.  During  the  past  two  years  you  have  rapidly  devel- 
oped and  largely  increased  your  knowlec^e,  or  you 
wouldn't  be  here  today.  It  is  now  necessary  for  you 
to  decide  whether  or  not  you  are  to  continue  this  de- 
velopment and  progress,  or  stop  it  and  retrogress. 
The  New  York  State  pharmacy  law  requires  that  a 
pharmacist  shall  have  a  minimum  education  of  a  gen- 
eral and  a  special  nature.  Education  informs  and  de- 
velops the  mind,  and  the  studies  pursued  in  a  phar- 
macy course  do  these  things  in  about  equal  measure. 
What  they  lack  is  the  cultural  value  possessed  by  the 
languages  and  history,  which  is  of  great  benefit  in  the 
polish  it  gives  to  great  minds,  but  is  likely  to  lead  to 


intellectual  snobbery  in  little  minds.  Appreciate  your 
education  and  build  upon  it,  but  do  not  misapprehend 
its  value.  After  we  have  acquired  the  most  elemen. 
tary  subjects,  the  value  of  our  education  is  shown  by 
what  we  can  understand  and  do,  rather  than  what  we 
remember.  You  have  learned  much  of  the  theory  and 
practice  that  are  essential  to  the  trained  pharmacist,  but 
this  knowledge  forms  no  more  than  a  set  of  tools  with 
which  you  are  to  fashion  your  careers.  If  you  have 
studied  with  no  worthier  motive  than  merely  to  pass 
your  examinations  and  graduate,  and  with  no  real  in- 
terest in  the  subjects  themselves,  and  if  the  faculty  has 
done  no  more  than  to  teach  you  a  mass  of  facts,  more 
or  less  scientifically  classified,  you  and  they  have  failed 
in  your  work  together.  Your  course  has  been  success- 
ful only  if  it  has  helped  you  to  develop  your  powers 
so  that  you  can  interpret  facts  and  theories,  think  for 
yourselves  and  work  independently.  This  day  is  only 
one  of  the  prominent  milestones  in  your  journey  through 
life.  You  must  pass  others,  but  you  will  not  travel  far 
if  you  know  only  what  has  been  learned  from  teachers 
and  can  work  only  under  supervision.  Each  of  us  has 
two  kinds  of  education,  —  one  that  is  received  from 
teachers  and  one  that  we  give  ourselves.  We  receive 
no  diplomas  from  the  courses  we  give  ourselves,  but 
they  count  heavily  in  the  casting  up  of  our  lives' 
achievements. 

A  tendency  that  every  one  should  guard  against  is 
the  narrowness  that  is  likely  to  follow  close  applica- 
tion to  one  kind  of  work.  One  of  the  chief  features  of 
our  modem  industrial  organizations  is  specialization 
in  work.  If  such  specialization  leads  to  thoroughness 
it  is  fine,  but  if  it  leads  to  narrowness  also  it  is  vile. 
We  no  longer  commission  a  shoemaker  to  shape  a  pair 
of  shoes  to  our  individual  measure  and  expect  that  he 
is  to  do  all  of  the  work  on  them  himself,  but  we  buy 
a  ready-made  pair  that  is  exactly  like  many  others  that 
have  been  turned  out  in  a  factory  where  dozens,  per- 
haps hundreds,  of  men  and  women  have  each  con- 
tributed a  small  bit  of  work  to  them.  This  modern 
method  leads  to  economy  and  uniformity  and  style, 
but  not  always  to  quality,  and  never  to  versatility  in 
the  workmen.  We  are  becoming  so  dependent  upon 
each  other  that  there  may  be  a  seriously  bad  effect 
upon  the  race  after  a  few  more  generations.  Perhaps 
this  danger  from  specialization  in  work  is  not  near  to 
pharmacists,  but,  nevertheless,  the  tendency  to  special- 
ize is  here.  In  the  larger  stores  we  now  hire  prescrip- 
tionists,  store  clerks,  soda  clerks,  porters  and  others 
for  special  lines  of  work,  so  that  the  drug  store  boy, 
who  did  all  of  these  things  in  turn  and  as  a  part  of  his 
apprenticeship,  is  fast  disappearing.  The  clerks  have 
an  easier  time  now  and  are  undoubtedly  more  com- 
fortable in  their  work,  and  probably  this  is  a  real  im- 
provement in  conditions,  but  we  should  not  allow  this 
tendency  to  specialize  to  dominate  our  own  work  unless 
we  have  already  mastered  all  of  the  tasks  of  the  modern 
drug  store. 

Every  pharmacist  should  cultivate  the  habit  of  read- 
ing several  of  the  drug  journals,  and  occasionally  he 
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should  buy  a  new  book  on  pharmacy  or  one  of  the  re- 
lated subjects  and  read  that  also.  This  will  keep  alive 
his  interest  in  these  subjects  and  inform  him  on  new 
developments.  Antitoxins  and  biological  products  do 
not  yet  receive  much  attention  in  the  pharmacy  curri- 
culum, but  pharmacists  should  be  informed  on  them, 
and  I  commend  to  you,  for  immediate  post-graduate 
study,  a  course  of  reading  on  these  new  products. 

One  of  the  most  satisfactory  and  profitable  assets  a 
pharmacist  can  have  is  a  reputation  as  a  scientific 
worker.  I  have  in  mind  one  man  who  has  a  drug  store 
in  a  city  with  15,000  inhabitants.  Some  years  ago, 
after  graduating  in  pharmacy,  he  did  some  advanced 
work  in  t^acteriology,  and  used  that  and  his  knowledge 
of  chemistry  in  working  up  a  practice  in  clinical  test- 
ing for  the  physicians  of  his  city.  He  was  soon  ap- 
pointed city  chemist  and  bacteriologist,  at  a  moderate 
salary  for  a  small  amount  of  work,  but  the  prestige 
derived  from  this  position  has  secured  the  best  trade 
of  the  city  for  his  store,  and  his  customers  are  willing 
to  pay  advanced  prices  because  of  the  confidence  they 
have  in  his  products.  All  of  us  cannot  do  just  as  this 
man  has  done,  but  we  can  find  similar  opportunities  if 
we  look  for  them. 

After  securing  the  proper  training  it  is  necessary 
that  we  believe  in  ourselves.  Opportunities  constantly 
present  themselves  to  us.  We  may  have  the  training 
which  prepares  us  to  profit  by  them,  but  we  need  also 
backbone  enough  to  embrace  them.  Not  long  ago  the 
college  with  which  I  am  now  connected  was  asked  to 
recommend  a  man  to  take  charge  of  the  pharmacy 
department  in  a  State  university,  a  position  that  is 
attractive  in  all  ways.  The  university  is  located  in  a 
beautiful  town,  the  salary  to  start  with  was  #1,500  for 
nine  months'  work,  and  there  was  a  great  opportunity 
for  the  right  man  to  build  up  a  strong  departmenti 
After  considering  the  matter  we  suggested  two  men, 
both  of  whom  appeared  to  fill  the  requirements.  The 
first  was  selected  because  he  was  among  the  honor 
men  in  his  class,  and  the  other  because  of  his  manli- 
ness and  ability  to  make  friends. '  The  latter  was  a 
good  student,  though  not  a  distinguished  one.  What 
happened?  The  university  wrote  to  both  men,  and 
the  first  one  refused  to  consider  the  position  because, 
as  I  understand  it,  he  lacked  confidence  in  his  ability 
to  fill  it  Of  course  his  reason  appeared  good  to  him, 
but  I  would  much  rather  have  had  him  undertake*  the 
work,  as  I  feel  sure  that  he  could  have  done  well  in  it. 
The  other  man  secured  the  position  and  has  been 
markedly  successful  in  the  work.  He  may  not  be  as 
distinguished  a  scholar  as  the  first  man,  but  he  makes 
up  for  this  by  a  good  measure  of  that  quality  we  call 
gumption. 

It  is  probable  that  every  one  who  makes  his  own 
way  in  the  world  wonders,  at  one  time  or  another,  if 
he  would  have  been  more  successful  in  some  other 
calling  than  the  one  he  chose  to  follow.  Such  thoughts 
are  fruitless  and  unprofitable  after  we  are  established 
in  a  definite  line  of  work.  If  we  have  the  essentials 
for  success  in  our  make-up  we  shall  have  some  measure 


of  success  in  the  work  we  are  doing;  lacking  these  es- 
sentials, we  should  not  be  successful  in  any  other  work. 
This  is  true  of  all  callings  except  those  which  require 
natural  ardstic  gifts.  We  shoidd  not  allow  ourselves 
to  be  influenced  by  some  who  can  see  no  good  in  phar. 
macy  as  a  profession.  Every  kind  of  work  has  its  diffi- 
culties, and  we  are  likely  to  magnify  those  in  our  own 
path  because  we  are  so  near  them.  We  should  choose 
to  be  with  those  who  square  their  shoulders  and  over- 
come their  difficulties  rather  than  with  those  who  are 
themselves  overcome. 

With  all  the  changes  that  have  afiEected  pharmacy, 
conditions  are  better  now,  both  for  proprietors  and  for 
clerks,  than  ever  before.  A  boy  without  any  capital 
may  decide  to  study  pharmacy,  and  it  is  entirely  pos- 
sible for  him  to  earn  his  living  while  obtaining  the 
store  experience  which  is  an  essential  part  of  his  prepa- 
ration. As  his  experience  grows  his  compensation  is 
increased,  and  he  can  work  for  a  part  of  his  time  while 
attending  a  college  of  pharmacy,  earning  enough  to 
pay  his  expenses.  When  he  completes  his  training 
and  becomes  a  registered  pharmacist  he  has  his  choice 
of  several  good  paying  positions,  and  it  is  not  at  all 
difficult  for  a  dependable  man  to  secure  a  store  on  a 
small  first  payment  and  then  make  the  store  earn  the 
amount  necessary  to  finish  paying  for  itself.  How  dif- 
ferent these  conditions  are  from  those  governing  other 
professions,  like  medicine  or  law.  A  man  who  chooses 
either  of  those  professions  must  complete  a  college 
course  and  spend  some  time  in  hospital  or  law  office 
with  little  or  no  compensation,  and  then  wait  for  an 
indefinite  period  before  he  can  secure  a  practice  suffi- 
cient to  support  him. 

But  tlie  man  who  is  to  succeed  must  have  certain 
qualities  that  are  only  indirectly  connected  with  his 
education.  The  faculty  has  talked  to  you  so  much  in 
college  courses  about  the  necessity  and  value  of  study 
that  I  feel  that  I  should  now  caution  you  not  to  over- 
estimate the  importance  of  knowledge.  You  have  ac- 
quired much  more  than  the  average  amount  of  educa- 
tion or  you  wouldn't  be  here  today,  but  do  not  for  a 
moment  deceive  yourselves  into  believing  that  a  com- 
plete man  is  made  by  any  amount  of  knowledge.  Your 
happiness  and  success  will  come,  mainly,  from  your 
character  and  health  and  common  sense  and  industry. 
Many  great  opportunities  come  to  all  men  who  possess 
a  good  measure  of  these  qualities  in  this  country  of 
ours.  Your  superior  education  only  prepares  yru  to 
profit  by  these  opportunities  to  an  extent  far  greater 
than  can  the  poorly  educated  man. 

You  should  appreciate  the  importance  of  striving  to 
do  right  at  all  times.  The  man  who  is  trying  to  do 
right  has  a  weapon  that  makes  him  invincible  if  he 
but  use  it.  Remember  that  your  acts  and  achieve- 
ments are  thrown  back  on  the  college  which  trained 
you.  Your  credit  will  be  its  credit  and  your  shame 
would  be  its  shame. 

This  room  is  filled  with  your  friends :  mothers,  fath- 
ers, sisters,  brothers,  and,  I  trust,  sweethearts.  Each 
of  you  is  now,  or  soon  will  be,  able  to  support  a  wife, 
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in  comfort  if  not  in  luxury.  I  advise  you  each  to  find 
one  by  all  means.  If  you  get  the  right  one  you  have 
a  help,  not  a  hindrance,  and  you  become  immediately 
a  more  dependable  man.  The  world  will  respect  you 
accordingly,  and  the  happiest  men  are  those  who  are 
well  married.  A  word  to  the  wise  is  sufficient,  so  I 
shall  not  pursue  this  topic  further. 

In  this  talk  I  have  asked  you  to  keep  alive  the  pro- 
fessional ideas  of  pharmacy,  to  support  the  pharma- 
ceutical organizations,  which  will  return  to  you  much 
more  than  you  give  to  them,  to  continue  your  personal 
development  and  to  adopt  high  standards  of  conduct 
for  yourselves.  In  conclusion,  I  want  to  add  that  the 
best  policy  that  a  man  can  have  is  to  strive  to  do  right 
because  it  is  right.  Be  sure  that  the  things  you  work 
for  are  real.  Remember  that  money-making  is  not  the 
only  possible  kind  of  success,  and  don't  mistake  the 
glitter  of  ephemeral  pleasures  for  the  solid  gold  of 
abiding  happiness. 


Editor  of  The  Spatula  :  As  chairman  of  the  pub- 
licity committee  of  the  Allied  Drug  Interests,  I  write 
you  with  the  hope  that  you  will  give  the  coming  Con- 
ventions of  the  American  Pharmaceutical  Association 
and  the  California  Pharmaceutical  Association  promi- 
nent space  in  the  next  issues  of  your  paper.  Meetings 
will  be  held  in  the  Auditorium,  a  I2 ,000,000  building 
owned  by  San  Francisco,  and  especially  built  to  ac- 
commodate the  800  conventions  and  congresses  that 
are  scheduled  to  meet  in  San  Francisco  during  191 5. 

This  promises  to  be  an  important  gathering  of  the 
American  Pharmaceutical  Association,  for  many  of 
the  best  known  pharmacists  of  the  United  States 
promise  to  be  present.  Frank  A.  Freericks,  chairman 
on  education  and  legislation,  has  in  preparation  a 
**  Model  Pharmacy  Law,"  containing  new  features, 
some  of  which,  if  adopted,  will  materially  change  the 
practice  of  pharmacy  as  known  today.  Entertainment 
will  be  plentifully  provided,  and  the  enclosed  tentative 
program  will  serve  as  a  guide  for  the  fun  and  frolic  in 
store  for  all  who  attend.  Headquarters  will  be  main- 
tained in  the  Claus  Spreckles  Building,  Third  and 
Market  Streets.  Hotel  rates  are  very  reasonable. 
Rail  rates  have  been  reduced  to  one  way  fare  for  the 
round  trip.  California  is  at  its  best  this  year,  and  the 
attractions  of  the  Panama-Pacific  International  Expo- 
sition should  be  incentive  enough  to  persuade  every 
one  to  spend  a  few  weeks  in  the  "  Land  of  Sunshine." 
San  Francisco^  May  24^  igis-  D.  R.  Rees. 


M»lBteB»Ace  of  Hesale  Prices* 

The  Committee  on  the  Maintenance  of  Resale  Pricez 
for  the  Chamber  of  Commerce  of  the  United  States 
of  America  has  in  course  of  preparation  its  report  to 
the  Board  of  Directors  of  the  Chamber  on  the  subject 
of  resale  price  maintenance.  An  important  part  of 
this  work  is  a  statement  of  the  arguments  in  favor  of 
and  against  the  maintenance  of  resale  prices.  Sepa- 
rate subcommittees  have  been  appointed  to  prepare 


these  two  groups  of  arguments,  and  these  committees 
are  now  collecting  material  for  their  reports. 

The  arguments  in  favor  of  and  against  price  main- 
tenance are  comparatively  simple  in  principle,  how- 
ever complex  they  maybe  in  form,  but  the  facts  out  of 
business  records  to  confirm  or  refute  these  are  difficult 
to  collect.  For  example,  it  is  declared  that  price  cut- 
ting destroys  the  general  distribution  of  an  identified 
article.  In  opposition,  it  is  declared  that  such  cases 
are  rare,  if  there  are  any  at  all.  If  it  could  be  shown 
from  reliable  records  of  a  large  number  of  cases  that 
this  destruction  of  general  distribution  actually  has 
occurred  in  a  large  number  of  instances,  the  first 
declaration  could  be  established.  If  such  evidence 
were  not  forthcoming,  however,  or  if  numerous  cases 
of  ability  to  resist  price  cutting  were  offered,  the  second 
declaration  would  be  given  added  weight. 

Among  the  tjrpes  of  evidence  sought  by  the  commit- 
tee are  the  following : 

1.  Cases  showing  whether  there  is  an  essential 
distinction  between  goods  identified  by  brand  or 
otherwise  and  unidentified  goods,  to  the  advan- 
tage of  the  former  from  the  consumer's  point  of 
view. 

2.  Cases  showing  whether  advertised  or  unad- 
vertised  goods  are  more  economical  for  the  con- 
sumer to  purchase  at  the  same  price. 

3.  Cases  showing  whether  or  not  legislation  is 
desirable  to  require  merchandise  to  be  truthfully 
advertised  and  described. 

4.  Cases  showing  whether  or  not  such  legisla- 
tion is  necessary. 

5.  Cases  showing  whether  or  not  competitive 
conditions  prevent  the  making  of  exorbitant  profits 
on  identified  merchandise. 

6.  Cases  showing  whether  or  not  competitive 
conditions  prevent  the  making  of  exorbitant  profits 
on  unidentified  merchandise. 

7.  Cases  showing  whether  or  not  price  cutting 
actually  reduces  the  value  of,  and  hinders  the  dis- 
tribution of,  identified  goods. 

8.  Cases  showing  whether  or  not  price  cutting 
helps  or  hinders  the  reduction  of  distributing  costs. 

9.  Cases  showing  whether  or  not  price  cutting 
reduces  the  quality  standards  of  identified  articles. 

Tangible  evidence  on  these  and  kindred  questions 
must  be  secured  before  the  work  of  the  committee  can 
be  done  satisfactorily. 

Any  individual,  corporation  or  association  having 
material  of  this  character  is  urged  to  send  it  at  once 
to  Mr.  Paul  T.  Cherington,  Harvard  University,  Cam- 
bridge, Mass.  Mr.  Cherington  is  chairman  of  the 
Special  Committee  of  the  Chamber  of  Commerce  of 
the  United  States  on  the  Maintenance  of  Resale  Prices. 


A  Ped»^Oi(we. 

The  Spatula  is  one  of  my  best  teachers,  so  I  can't 

stop  it  NiCHOLAL  SlANI. 

Newark,  N.J.yJune  d,  /^/j. 
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NOTE^—It  is  the  desire  of  ike  editor  of  this  de 
Partment  to  make  it  as  interesting  and  profitable  to 
tke  readers  of  Tke  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article^  let  us  hear 
from  you.  Do  not  expect  however ^  the  formulae  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 

Rowp  Remedy* 

C.  L.  D.,  Bay  City,  Mich. 

One  of  the  best  remedies  for  roup  in  poultry  is  made 

as  follows : 

Potassium  chlorate 2  ozs. 

Powdered  cubebs 2  ozs. 

Anise i  oz 

Powdered  licorice  root 3  ozs. 

Reduce  all  to  powder  and  mix  well.    A  teaspoonful 

of  this  is  to  be  mixed  with  food  for  sixty  hens. 

C.  M.  Co.,  Newburg,  N.  Y. 

The  following  is  a  reliable  formula  for  these  papers. 

Be  sure  that  the  chemicals  you  use  are  of  the  best. 

Cobalt  chloride i     oz. 

Sodium  chloride H  oz. 

Calcium  chloride 75     grs. 

Gum  arable J^  oz. 

Water 4     ozs 

Dissolve  the  chemicals  in  the  water  and  saturate 

white  blotting  paper  with  the  liquid.    The  changes  in 

the  weather  will  be  indicated  by  the  following  changes 

in  color.      Blue,  dry  —  fair  weather;  lilac,  moist  — 

change;  red,  wet  — storm. 

Paregoric. 

P.  F.  D.  Co.,  Dickson  City,  Pa. 

Opium  powder  U.  S.  P 60  grs. 

Benzoic  acid 60  grs. 

Camphor 6ocrs. 

Oil  of  anise i  fl.  dr. 

Glycerine 10  fl.  drs. 

Diluted  alcohol 30  fl.  ozs. 

Place  all  the  above  ingredients  in  a  stoppered  con- 
tainer and  macerate  (soak)  for  three  days,  shaking  the 
bottle  frequently,  then  filter  in  a  well-covered  filter 
paper  filter,  adding  through  the  filter  enough  diluted 
alcohol  to  make  32  ounces  of  the  filtrate.  You  can  also 


make  this  up  extemporaneously  by  isubstituting  10  fluid 
drams  each  of  tincture  of  opium  and  spirit  of  camphor, 
instead  of  the  above. 
ilafety  Paste. 

E.  N.  G.,  Bremen,  Germany. 
Two  adhesive  compounds  for  post-office  packages 
are  used ;  one  on  the  fiap  of  the  envelope,  the  other 
on  the  part  to  which  it  is  pressed.    The  paste  to  be 
used  on  the  letter  is  made  of : 

Chromic  acid ^%  drt. 

Caustic  ammonia 15     drs. 

Sulphuric  acid H  dr. 

Cupro-ammonium  solution 30     drs. 

Water 15     drs.  ^ 

On  the  fiap  apply  a  glue  made  of  isinglass  dissolved 

to  the  consistency  of  a  thick  mucilage  in  water  7  parts 

and  acetic  acid  i  part.    The  chromic  acid  forms  with 

the  glue  a  compound  that  is  insoluble  in  water.  When 

the  envelope  is  sealed  it  will  resist  all  influences,  water, 

heat,  acids,  alkalies  and  steam  or  hot  water.    The 

wrapper  can  only  be  removed  by  tearing  or  cutting. 

Sett!  Alt  of  Plaster  of  Paris. 

O.  N.  S.^  Pawnee,  111. 
The  setting  of  plaster  of  Paris  may  be  retarded  by 
adding  8%  of  powdered  althsea  root  to  the  water  that 
is  mixed  with  the  plaster  of  Paris.  This  will  retard 
the  setting  of  the  plaster  of  Paris  for  fully  an  hour. 
Good  plaster  of  Paris  should  not  set  in  less  than  three 
minutes. 

l^Hite  SHoe  DresslBif. 

S.  L.,  Manchester,  N.  H. 

White  pipeclay 16  ozs. 

Whiting 8  ozs. 

Flake  white 6  ozs. 

Precipitated  chalk 4  ozs. 

Powdered  tragacanth 2  drs. 

Carbolic  acid 2  drs. 

Water  enough  to  make  a  thin  paste.  Add  the  traga- 
canth to  about  I  pint  of  water.  This  will  thicken  it; 
then  rub  up  with  the  powders  to  a  paste  of  the  usual 
consistency.  * 

CleaAiAtf  OstricH  FeatHers. 

S.  L.,  Manchester,  N.  H. 
Take  4  ounces  of  ivory  soap  and  cut  up  into  small 
pieces  into  4  pints  of  water  rather  hot  in  a  basin.  Beat 
this  soap  up  into  a  stiff  lather  with  an  egg  beater  or 
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buDch  of  wire  whips.  Introduce  the  feathers  and  rub 
well  with  the  hands  for  four  or  five  minutes;  then 
rinse  in  cold  clear  water,  as  hot  as  the  hand  can  bear. 
Then  shake  until  dry.  Curl  each  fibre  separately  with 
a  blunt  knife  or  ivory  paper  cutter  before  the  feather 
is  quite  dry.  Another  method  to  regain  the  curl  is  to 
hold  the  feather  over  the  stove  and  the  hot  air  will 
curl  it. 

Po^vder^d  Castor  Oil. 

R.  L.  A.,  Montreal,  Que. 
This  is  nothing  more  than  a  good  grade  of  castor  oil 
rubbed  up  in  mortar  with  light  calcined  magnesia.  Rub 
until  all  the  oil  is  absorbed  by  the  magnesia,  adding 
magnesia  until  it  assumes  a  powdered  consistency.  It 
will  take  equal  parts  by  weight  of  each  to  do  this. 

MediclAal  Herbs. 

Will  you  please  send  me  the  names  of  drag  houses  that 
buy  roots,  herbs,  barks,  berries  and  leaves  ?    If  there  is 
a  paper  published  in  their  interest  ?     Would  also  be  glad 
to  have  the  name  of  it. 
Conway^  Ark.  J.  F.  C. 

If  you  will  send  20  cents  to  the  Department  of  Agri- 
culture, Washington,  D.  C,  stating  your  want,  they 
will  send  you  a  pamphlet  on  the  subject  of  growing 
medicinal  herbs,  which  will  also  give  much  informa. 
tion  at  to  how  they  can  be  marketed.  We  also  advise 
you  to  write  to  S.  B.  Penick  &  Co.,  Marion,  N.  C. 

Bre^vers  PItcH. 

R.  L.  A.,  Montreal. 

No.  I. 

Coat  twice  the  inside  of  the  barrel  with  a  solution  of 

Rosin H  lb. 

Shellac 2     ozs. 

Turpentine 2     Mas. 

Yellow  wax %  os. 

Dissolve  in  i  quart  of  the  strongest  alcohol ;  after 

complete  drying  of  the  second  coat  give  another  coat  of 

SheUac. lib. 

Alcohol I  qt. 

This  varnish  will  cover  up  the  pores,  does  not  crack 
ofiE  or  give  a  foreign  taste  to  the  beer. 
No.  2. 

Melt  in  an  open  iron  boiler  100  pounds  of  pine  pitch, 
and  then  add  with  constant  stirring  5  or  6  pounds  of 
caustic  lye  soda,  10  degrees  Baume.  When  the  mass 
in  the  boiler  no  longer  rises  and  the  formation  of 
bubbles  has  ceased,  the  fatty  pitch  is  poured  into  iron 
molds  and  is  ready  for  use. 

SivIm  CHoGolmte  and  Caramel  Syr«ip. 

D.  O.  Y.,  Jacksonville,  Fla. 
The  Swiss  process  for  the  manufacture  of  chocolate 
is  a  trade  secret  and  known  only  to  the  manufacturers. 
Caramel  Syrup. 

Extract  of  coffee \%fi.  drt. 

Extract  of  vanilla ^  fl.  dr. 

Caramel 1     f1.  dr. 

Chocolate  syrup 8     fl.  ozs. 

Simple  syrup  to  make 3a     fi.  ozs. 

Owkm  Solution  Hair  Dye. 

T.  D.  P.  Co.,  Delhi,  India. 
The  only  formula  we  are  able  to  offer  for  a  black 
one-solution  hair  dye  containing  no  silverjs  what  is 


known  as  "  Bartlett*s  Hair  Colorer  —  Black,"  and  we 
are  not  quite  so  sure  that  this  is  a  jet  black  color.  We 
have  numerous  formulas  for  a  two-solution  black  dye 
that  do  not  contain  silver. 

Bartlett's  Black  Hair  Colorer. 

Pvro^allic  acid 60     Rrs. 

Chloride  of  copper  4     grs. 

Cologne  spirits,  188% H  oz. 

Water  q.  s.  to  make  up  to 4     ozs. 

Apply  once  or  twice  a  week,  or  as  is  necessary,  to 

give  the  desired  color. 

To  Keep  riles  from  Stock. 

B.  D.  T.,  Los  Angeles,  Cal. 
The    Department   of    Agriculture    publishes    five 
formulas   for  keeping  flies  from  stock,  and  South 
Dakota  Experiment  Station  reports  the  following  as 
the  best  of  these : 

Fish  oil 100  pts. 

Oil  of  tar 50  pts. 

Crude  carbolic  acid i  pt. 

Mix  and  apply  lightly  with  a  cloth  over  the  coat  of 

the  animal,  or  better  still,  with  a  sprayer. 

essence  of  Jsmmics  GlBifer. 

P.  F.  D.  Co.,  Dickson  City,  Pa. 

Jam.  ginger  No.  50  powder })«  av.  ozs. 

Alcohol  95%,  to  make 16     ti.  ozs. 

Moisten  the  drug  with  1  fluid  ounce  of  the  alcohol, 
transfer  it  to  a  percolator,  and  without  pressing  the 
drug  allow  it  to  stand  well  covered  for  six  hours ;  then 
pack  it  firmly  and  pour  on  enough  menstruum  to  satu- 
rate the  drug  and  leave  a  stratum  above  it.  When  the 
liquid  begins  to  drop  from  the  percolator  close  the 
lower  orifice,  having  closely  covered  the  top  of  the  per- 
colator. Macerate  for  twenty-four  hours ;  then  allow 
percolation  to  proceed  slowly  pouring  on  enough  alco- 
hol to  make  16  ounces  of  the  percolate  U.  S.  P. 

A  TootH  Psste. 

G.  W.,  Cairo,  Egypt. 
We  have  looked  over  your  formula  for  a  tooth  paste 
and  believe  if  you  will  increase  the  Ol.  Menth.  Pip. 
and  less  of  the  menthol  you  will  have  a  '^fresher'' 
tasting  powder.  Be  careful  about  the  01.  Menth.  Pip. 
using  the  very  best  you  can  buy  —  and  that  is  only  used 
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for  flavoring.  Dr.  N.  S.  Jenkins,  of  Paris,  gives  the 
following  formula  iot  his  dental  cream  which  he  calls 
Kolynos  —  a  Greek  word  meaning  disease  preventer. 

Powdered  castite  soap  (best  white)  . .  .33.00 

Eog.  precipitated  chalk 35.00 

Absolute  alcohol so  00 

Glycerine 15,00 

Benzoic  acid 3  00 

Oil  eucalyptus a  00 

Oil  of  peppennint aoo 

Saccharin 50 

Thymol 95 

We  believe  if  you  will  use  the  white  powdered  castile 

soap  in  your  paste  you  will  get  better  results.   It  looks 

as  if  the  carbolic  acid  is  somewhat  excessive. 

R«€l  Wmcm  Paiaat* 

Z.  T.  M.,  Ossing,  N.  Y. 

Zinc  oxide 2%  ozs. 

Bismuth  sub.  nit sH  ozs. 

Eosln 5     srs. 

Bouquet  essence iH  nrs. 


Camphor 94     iprs. 

Oil  of  pepper   ' 
Almond  oil . . 


[peppermint ao     grs. 

'     '  q.  s. 

Dissolve  the  eosln  in  the  bouquet  essence,*  and  to 
this  mixture  add  the  camphor  and  peppermint  oil. 
This  is  then  mixed  with  the  powders.  Add  enough 
almond  oil  to  make  a  paste. 

RoacK  Kxt«rmiaaato«*. 

S.  J.  D.,  Jacksonville,  Fla. 

Borax 3     oss. 

Sugar 4     ozs. 

Cocoa 3     oss. 

Starch 3M  ozs. 

Tartar  enetic 5     ozs. 

Mix  thoroughly. 
IXTat^rprooftik^  for  Stramr  Hat** 

T.  T.  McN.,  Camp  Hill,  Ala. 

Copal 5     ozs. 

Sandarac i     oz. 

Venice  turpentine K  oz. 

Castoroil »  dr. 

A  Icohol 10     ozs. 

Mix  all  together  and  let  stand  in  a  bottle  well  stop- 
pered in  a  moderately  warm  place  until  dissolved  and 
then  apply  to  the  hat  with  a  brush. 

Cla«ap  m*k^  Good  I^^n&oik  Kxtraot. 

T.  T.  McN.,  Camp  Hill,  Ala. 

No.i. 
One  pound  of  oil  of  lemon  dissolved  in  2  gallons  of 
95%  alcohol,  add  3  gallons  of  hot  water,  then  add  the 
peel  of  two  dozen  lemons :  let  stand  for  two  days  and 
agitate  at  frequent  intervals,  color  with  tumeric,  then 
filter  through  carbonate  magnesia  using  filter  paper  in 
a  glass  funnel.  This  can  be  made  cheaper  by  adding 
more  water.  This* must  be  labeled  as  *^ colored  with 
pure  vegetable  color." 

No.  2. 

Oil  lemon S  ozs. 

Alcohol I  qt. 

Boiling  water 3  qts. 

Dissolve  the  oil  of  lemon  in  the  alcohol  and  add  the 
boiling  water.  Then  add  the  ];>eel  of  six  fresh  lemons 
and  let  stand  for  one  week,  then  filter  through  precipi- 
tated chalk,  using  filtered  paper.  This  is  an  excellent 
extract  at  a  cheap  price. 

P«arif|ring  Oils. 

N.  M.,  Poona  City,  India. 
The  process  and  modern  methods  used  in  the  puri- 


fication of  oils  would  fill  a  large  book.    We  suggest 
that  you  get  the  work  published  by  D.  Van  Nostrand 
Co.,  25  Park  Place,  New  York,  N.  Y.,  entitled  Chem- 
istry of  the  Oil  Industries.^   This  book  is  by  J.  £. 
Southcombe  and  treats  on  the  subject  of  all  kinds  of 
oils,  fully  including  the  purification  of  all  oils,  animal, 
vegetable  and  mineral. 
Tast«I«»»  Castor  Oil. 
N.  M.,  Poona  City,  India. 
There  is  really  no  such  thing  as  "  tasteless  "  castor 
oil,  but  this  oil  may  be  made  palatable  by  the  follow- 
ing process : 

Castor  oil no    ozs. 

Alcohol 8     ozs. 

Oil  of  peppermint i     oz. 

Saccharin Hoz. 

Dissolve  the  saccharin  and  the  oil  of  peppermint  in 

the  alcohol  and  add  it  to  the  castor  oil.    Mix  well. 

Saccharin  is  known  as  garantose,  sugarin,  etc.,  and  is 

550  times  sweeter  than  sugar.    Another  flavor  that  is 

preferred  by  some  is  oil  of  orange.    Use  4  ounces  of 

this  oil  instead  of  the  i  ounce  of  peppermint. 

Blaok  Hair  Dx*  1  aaatf  S  BottI«« 

N.  M.,  Budhwar,  Peith,  India. 

One  Bottle  Black  Hair  Dve. 

Copper  nitrate 360  grs. 

Silver  nitrate  (crystal 7  ozs. 

Distilled  water 60  oss. 

Ammonia  water,  sufficient  quantity. 

Dissolve  the  salts  in  the  water  and  add  the  ammonia 

water  carefully  until  the  precipitate  is  re-dissolved. 

This  properly  applied  will  produce  a  very  black  color 

—  if  you  desire  brown  or  chestnut  shades,  dilute. 

Equally  as  good  results  can  be  obtained  with  copper 

sulphate  instead  of  the  nitrate. 

Two  Bottle  Black  Hair  Dye.— No.  i. 

N  itrate  of  silver  (crystal) i  H  ozs. 

Distilled  water 12     ozs. 

Ammonia  water,  q.  s.  to  make  a  clear  solution. 

Dissolve  the  nitrate  of  silver  in  the  water  and  then 

add  the  ammonia  until  the  precipitate  is  re-dissolved. 

No.  2. 

Pyrogailic  acid a  drs. 

Gallic  acid 2  drs. 

Cologne  water 2  ozs. 

Distilled  water   4  ozs. 

In  applying  this  dye  all  the  grease  and  dirt  must  be 
removed  from  the  hair  by  washing  the  hair  well  with 
a  good  soap  and  drying  well  with  a  towel.  Pour  a  little 
of  No.  I  into  a  saucer  and  apply  with  a  white  bristle 
brush— then  a  little  of  No.  2  in  another  saucer  and 
apply  immediately  with  a  black  bristle  brush.  Avoid 
touching  the  skin.  Do  not  grease  or  wash  the  hair  for 
several  hours  after  applying.  It  is  best  to  apply  this 
at  night. 

Haa**  Hog  ClaoI«ra  Wtmtnm^ir^ 
M.  T.,  Morristown,  Tenn. 

According  to  a  report  of  the  U.  S.  Department  of 

Agriculture,  the  following  is  the  composition  of  this 

remedy : 

Powdered  soap 10  parts 

Potassium  carbonate 5  p^rts 

Redocher la  parts 

Chalk 50  parts 

8uicklime 10  parts 
alcined  magnesia 13  parts 

Reduce  to  fine  powder  and  mix  well. 
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Memorials  to  David  Waldie. 

By  Alexander.  Spence,  M.  P.  S. 


There  has  just  been  erected  on  the  wall  of  the  house 
at  67  High  Street  (Cross)  Linlithgow,  Scotland,  where 
Dr.  David  Waldie  resided  and  had  his  laboratory  a 
bronze  portrait  medallion  tablet  bearing  the  following 
wording : — 

David  Waldie 

Surgeon  L.  R.  C.  S.  E.  and  Chemist 

Member  of  Asiatic  Soc.  of  Bengal 

B.  Linlithgow  1813    D.  Calcutta  1889 

A  Pioneer  in  Anaesthetic  Research 

To  Him  Belongs  the  Distinction 

Of  Having  Been  the  First  to 

Recommend  and  Make  Practicable 

The  use  of  Chloroform  in  the 

Alleviation  of  Human  Suffering 
The  sculptor  has  shown  his  genius  by  depicting  Dr. 
Waldie  at  his  loved  research  work.  He  is  shown  in 
the  act  of  carefully  weighing  the  substance  he  is  deal- 
ing with,  the  chemical  balance  being  that  of  the  period, 
And  in  the  background^one  sees  a  retort  and  bench. 
The  portrait  of  Dr.  Waldie  is  true  to  life.  The  sculp- 
tor is  Mr.  H.  R.  Hope-Pinker,  of  Kensington  Lon- 
don a  well  known  artist  and  master  of  the  Art  workers 
Guild  whose  work  can  be  seen  at  Oxford,  Cambridge, 
The  Thames  Embankment,  London,  and  in  India. 
This  memorial  is  his  first  piece  of  work  to  come  to 
Scotland,  although  small  in  comparison  with  most  of 
his  other  works,  some  of  which  were  to  the  order  of 
the  late  Queen  Victoria,  it  certainly  shows  how  realis- 
tic he  brings  out  his  subject. 

This  memorial  which  has  given  great  satisfaction, 
was  subscribed  to  by  all  classes  in  all  parts  of  the 
world.  The  movement  for  the  monument  was  started 
by  Mr.  Alexander  Spence,  M.  P.  S.,  Chemist,  Lesliei 
Fife,  Scotland,  a  native  and  ex-magistrate  of  the  Burgh 
of  Linlithgow  to  commemorate  the  centenary  of  Dr. 
Waldie's  Birth.  John  McWhirter,  Esq.,  acted  as  hon- 
orary treasurer. 

••  An  interesting  ceremony  took  place  at  the  rooms 
of  the  Asiatic  Society  of  Bengal,  India,  when  prior  to 
the  usual  monthly  general  meeting,  a  brass  Memorial 
Tablet  in  memory  of  Dr.  David  Waldie  was  unveiled. 
The  tablet  which  has  been  placed  on  the  wall  at  the 
top  of  the  main  staircase  bears  the  following  inscrip- 
tion : — 

In  Memory  of 
David  Waldie 

Bom  in  Linlithgow  Scotland,  February  27th,  1813, 
David  Waldie  was  associated  with  the  Discovery  in 
1847  of  Anaesthetic  properties  of  Chloroform,  arriving 
in  Calcutta  in  1853.  He  became  the  Pioneer  of  Chem- 
ical Manufacture  in  India.  He  was  an  active  member 
of  this  Society  for  Twenty-five  years  and  served  on 
the  Council  for  ten  years.  Died  in  Calcutta,  June 
23rd, 1889. 


Dr.  David  Hooper,  F.  I.  C.  (vice  president  of  the 
Asiatic  Society,  Curator  of  the  Econoqoic  and  Art 
Sections  of  the  Indian  Museum  at  Calcutta,  read  an 
interesting  note  upon  Waldies  Career  of  which  the 
following  is  an  extract : — 

**  David  Waldie  was  bom  in  Linlithgow,  Scotland 
on  February  27th,  1813.  He  studied  medicine  in  Ed- 
inburgh and  practised  for  some  time  as  an  Apothecary 
in  his  native  town,  subsequently  going  to  Liverpool 
and  from  thereto  Calcutta.—-  In  1847  Sir  James  Y. 
Simpson  made  enquiries  for  a  new  anaesthetic,  in 
place  of  ether  and  Waldie  recommended  Chloroform, 
and  this  proved  most  satisfactory. 

"  Since  then  it  has  become  one  of  the  greatest  boons 
to  mankind  in  all  surgical  operations.  Waldie  went 
out  to  India  in  1853  and  set  up  chemical  works,  the 
first  of  their  kind,  at  Cossipore,  which  were  afterwards 
transferred  to  Kounagar.  Between  1866  and  1867  he 
made  an  extensive  series  of  observations  with  the 
water  of  the  Hooghly,  the  results  of  which  went  to 
show  that  the  water  of  the  river  was  the  purest  that 
could  be  obtained  —  a  conclusion  that  was  at  first  con- 
troverted, but  the  correctness  of  which  has  since  been 
confirmed.  He  also  dealt  with  the  purification  of 
Calcutta  Water  Supply  in  which  the  causes  of  the  dif- 
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ficulties  attending  filtration  were  examined  and  ex- 
plained. Dr.  Waldie  throughout  his  long  residence  In 
Calcutta  never  went  to  Europe  nor  visited  the  hills, 
yet  his  health  never  seemed  to  suffer.** 

Following  is  an  extract  from  the  Proceedings  of  the 
Asiatic  Society  of  Bengal  for  July  1889 :  —  **  The  Presi- 
dent said—  I  very  much  regret  to  have  to  announce 
the  death  since  our  last  meeting  of  Dr.  D.  Waldie, 
one  of  our  oldest  members  of  Council.  Dr.  Waldie 
joined  the  Society  in  1865,  and  had  served  on  the 
Council  since  1879,  having  been  vice-president  in  the 
years  1 884-1 885.  ''He  was  a  most  regular  attendant 
at  our  meetings,  and  was  always  ready  to  further  the 
work  of  the  Society  in  auditing  accounts  and  giving 
his  services  on  various  committees.  He  published 
several  papers  in  the  journal  and  proceedings,  most  of 
which  were  connected  with  the  water  supply  of  Cal- 
cutta, and  the  effective  filtration  of  the  Hoogley  water 
during  the  rainy  season,  which  has  always  been  a  dif- 
ficulty. Before  Dr.  Waldie  came  to  India  some  40 
years  ago,  he  had  been  connected  with  Sir  James 
Simpson,  who  was  the  first  to  apply  Sulphuric  Ether 
as  an  ansesthetic,  and  appears  to  have  suggested  to 
him  the  use  of  chloroform  instead  of  ether,  though  our 
late  friend  and  associate  does  not  seem  to  have  re- 
ceived full  credit  for  his  share  in  one  of  the  most  im- 
portant discoveries  of  the  age.  '*A  man  of  retiring 
and  unassuming  ways,  we  here  had  few  opportunities 
of  knowing  the  full  extent  of  his  scientific  work,  but 
as  an  analytical  chemist  and  chemical  manufacturer 
he  undoubtedly  did  much  to  promote  chemical  science 
in  this  country.  "I  believe  he  also  did  good  service 
in  connection  with  the  establishment  of  libraries  and 
Institutes  in  the  neighbourhood  of  his  works  at  Cossi- 
pore  and  Dakinsur.  We  shall  miss  his  kindly  presence 
here,  and  he  will  be  regretted  by  many  who  knew  his 
worth." 

The  following  is  extract  from  a  letter  received  from 
Calcutta:  —  "I  have  your  letter  together  with  the 
papers  regarding  the  proposed  memorial  to  the  late 
Dr.  Waldie.  In  reply  to  your  enquiry,  I  have  to  ad- 
vise that  there  is  a  tombstone  erected  in  the  Scotch 
Cemetery.  This  is  a  white  marble  stone,  flat,  on  a 
double  base  of  brick  and  cement,  and  the  marble  is 
surrounded  by  a  simple  cast  iron  rail.  The  stone 
which  is  in  good  preservation,  has  the  following  in- 
scription on  it: — 

Sacred  to  the  memory  of  David 

Waldie  eldest  son  of  Alexander 

Waldie  and  his  wife,  Agnes 

Ford,  Linlithgow,  Scotland.    Born 

27th  February  1813  ;  died  23rd 

June  1889 ;  aged  76  years. 
"  Chloroform  —  One  of  God's  Best 
Gifts  to  His  Suffering  Children." 

—  Dr.  John  Brown. 

There  are  some  persons  who  have  an  unreasoning 

fear  of  chloroform,  and  their  explanation  of  this  is 

akin  to  the  mistaken  .belief  that  a  sailor  whose  life  is 

spent  almost  continuously  upon  the  sea,  runs  a  far 


greater  risk  of  death  than  a  landsman.  This  is  be- 
cause we  read  only  of  the  patients  who  die  under 
anaesthetics,  and  of  the  ships  that  go  down. 

The  administering  of  anaesthetics  to-day  has  been  so 
specialised  that  there  are  many  medical  men  who  de- 
vote themselves  almost  entirely  to  this  particular 
branch  of  the  profession,  and  the  percentage  of  deaths 
directly  due  to  chloroform  is  so  small  as  to  be  almost 
negligible.  In  fact,  as  in  a  case  which  occurred  at 
Guy*s  Hospital  the  other  day,  death  may  be  said  only 
to  occur  where  the  medical  men  are  faced  with  a  des- 
perate alternative,  and  run  the  risk  of  administering 
chloroform  to  a  weak  subject  rather  than  leave  the  pa- 
tient to  succumb  to  injuries  or  disease.  The  fact  that 
in  1912  and  1913,  as  stated  by  an  anaesthetist  in  Guy's, 
there  were  only  three  deaths  out  of  14,000  is  pretty 
conclusive  proof  that  the  risks  are  infinitesmal. 

In  a  published  chronological  Table  of  chief  events 
and  discoveries  in  the  history  of  anaesthesia  we  find: — 
Nitrous  Oxidr 

Joseph  Priestly 1776 

Humphrey  Davy x8oo 

Horace  Wells 1844 

Alcohol 

Collier 1 835 

Ether 

Michael  Farady 1818 

W.  E.  Clark 1839 

Crawford  Long 1842 

E.  E.  Marey 1844 

W.  T.  Morton 1846 

Charles  T.  Jackson 1846 

Chloroform 

Guthrie '. 1831 

Waldie 1845-1847 

Simpson 1847 

A  medical  man,  in  a  letter  sending  a  donation  to 
Waldie  Memorial  says : 

'*  I  am  very  pleased  to  learn  that  your  efforts  are  to 
be  successful  in  getting  up  a  memorial  to  Dr.  David 
Waldie,  whose  experiments  had  such  glorious  results. 
It  was  certainly  a  pity  he  did  not  receive  more  recog- 
nition during  his  life-time.  The  late  Sir  Robert 
Christison,  Professor  of  materia  medica  in  Edinburgh 
University,  used  to  relate  every  year  the  correct  story 
to  his  class,  and  did  so  when  I  was  one  of  his  students, 
I  told  Mr.  George  Waldie  this  one  day,  and  he  was 
very  much  pleased  to  hear  that  the  connection  his 
brother  had  with  chloroform  would  be  known  to  so 
many  doctors.  It  was  certainly  a  mistake  of  Simpson 
not  to  have  acknowledged  more  prominently  the  valu- 
able aid  he  received  from  Dr.  David  Waldie.  His 
honour  and  glory  would  have  been  none  the  less,  as 
being  the  first  to  administer  it  to  a  human  being.** 
One  letter  contained  the  following  :— 
"  Enclosed  please  find  donation  from  the  sons  of 
John  Abraham,  Chemist,  who  was  a  friend  of  Dr.  D. 
Waldie,  and  who  tried  chloroform  so  effectually  that 
the  two  friends  were  found  insensible  in  the  dining 
room  by  Mrs.  Abraham,  who  was  naturally  much 
alarmed." 


Digitized  by 


Google 


THE  SPATULA 


455 


pmjmimmmmmmmmmmmmimm 


I  TRADE  TIPS  AND  TOPICS 

^     A  Dcp»ti«>t  d  LIVE  tUSINESS  IDEAS  and  PROFIT  POINTERS  h  Va<oi»  U» 


Up  to  tHm  Mintate. 

The  Pillsbury-Jakins  Co.,  Beoton  Station,  Maine, 
have  a  way  of  advertising  their  goods,  according  to 
the  New  England  Grocer,  which  is  unique  and  timely, 
to  say  the  least ;  for  instance,  "  Our  meat  prices  are 
like  submarines ;  they  go  below  the  other  fellow.  This 
week  we  torpedo  pork  and  lamb.  Again  a  German 
Zeppelin  has  dropped  one  more  bomb.  It  didn't  hit  a 
mine,  but  it  hit  Pillsbury-Jakins  Company  and  smashed 
the  meat  prices.  Well,  well !  We  have  got  them  all 
a-going.  It's  a  regular  merry-go-round."  Then  fol- 
lows a  long  list  of  groceries  and  meats  at  very  attrac- 
tive prices.  Their  discounts  are  printed  on  cardboard 
six  inches  square  and  mailed  to  their  customers  and 
the  general  public  once  a  week. 

Orani^e  Dajr- 

Liggett's,  Boston,  announced  that  on  Friday  and 
Saturday  of  one  week  a  big,  ripe,  juicy  California 
orange  would  be  given  free  with  each  i5cent  pur- 
chase of  soda  checks. 

Other  souvenirs  announced  at  the  same  sale  were  a 
shaving  stick  or  shaving  cream  with  a  box  of  cigars; 
a  »5-cent  tube  of  spearmint  tooth  paste  with  each  pur- 
chase of  50  cents  or  over  in  the  drug  department ;  two 
cakes  of  Harmony  soap  and  a  wash  cloth  with  each 
purchase  of  a  rubber  bath  spray ;  a  nail  file  with  pur- 
chases of  manicure  goods  amounting  to  35  cents  or 
over ;  a  glass  jar  of  Guth's  hard  candy  with  each  pur- 
chase of  50  cents  or  over  at  the  confectionery  counter. 

For  One  Cent. 

Henry  C.  Hall,  druggist,  Waltham.  Mass.,  following 
the  lead  of  several  Boston  stores,  announced  a  One- 


Cent  Sale  for  three  successive  days.  Large  fliers  were 
distributed,  stating  that  during  this  sale  one  cent  would 
buy  any  article  mentioned  in  the  ad,  regardless  of  its 
retail  value,  provided  a  second  article  of  the  same 
kind  was  purchased  at  the  regular  price.  Thus  one 
pound  of  coffee  sold  for  35  cents ;  two  pounds  for  36 
cents.  The  list  includes  chocolates,  stationery,  toilet 
articles,  soap,  tooth  powder,  hot  water  bottles,  cigars 
and  household  needs  and  remedies. 

An  Interesting  Contest. 

Premium  contests  prove  4he  value  of  friendship. 
The  reason  is  that  no  one  contestant  can  hope  to  secure 
enough  "  votes  "  single-handed  to  win  one  of  the  prizes, 
so  help  is  asked  of  friends  and  neighbors.  Therein 
lies  the  value  of  premium  contests  to  the  manufacturer, 
the  retailer  or  the  publisher  —  the  solicitation  of  the 
contestants  among  their  friends  and  acquaintances  to 
buy  a  certain  product,  trade  at  a  certain  store  or  sub- 
scribe for  a  certain  paper. 

In  the  premium  voting  contest  now  being  conducted 
by  T.  Powell  Donahue,  apothecary,  of  Bristol,  Conn., 
the  solicitation  element  is  receiving  special  attention. 
The  premiums  awarded  to  the  contestants  securing  the 
largest  number  of  votes  as  the  rewards  of  their  efforts 
consist  of  an  upright  piano,  a  lady's  writing  desk,  a 
lady's  gold  watch  and  a  26-piece  set  of  Rogers'  silver- 
ware in  a  lined  chest. 

Serially  numbered  vote  tickets  or  ballots  are  given 
with  every  purchase,  each  bearing  the  number  of  votes 
represented  by  the  amount  of  the  purchase,  the  ratio 
being  one  vote  for  each  cent,  and  with  a  line  upon 
which  the  customer  may  write  the  name  of  the  party 
for  whom  the  votes  are  to  be  cast. 
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Each  contestant  is  designated  by  a  number  and  not 
by  name,  so  as  to  avoid  the  publicity  that  is  distasteful 
to  some.  All  votes  received  are  entered  in  a  voting 
register  to  the  credit  of  the  (Contestant,  and  periodi- 
cally bulletins  are  posted  giving  the  standing  of  each. 

Attractive  circulars  were  distributed  throughout  the 
city  illustrating  premiums  and  containing  ^  nomination 
blanks  '*  good  for  2,000  votes  when  signed  and  returned 
by  the  contestants,  with  the  limitation  that  each  con- 
testant may  file  but  one  such  nomination  blank.  Upon 
the  receipt  of  the  "  nomination  blank  "  a  number  is  as- 
signed to  the  candidate,  who  is  promptly  advised  and 
is  furnished  with  a  number  of  mailing  cards  to  be  sent 
to  friends  and  acquaintances,  stating  that  she  is  a  con- 
testant in  the  Donahue  Commercial  Contest  and  is 
working  for  one  of  the  premiums,  and  asking  that  the 
recipients  trade  at  Donahue's  and  save  or  cast  the 
votes  that  will  be  given  upon  their  purchases  for  her. 
The  inducement  to  comply  with  the  request  is  strength- 
ened by  the  fact  that  when  such  cards,  signed  by  a 
contestant,  are  presented  at  the  store,  they  count  500 
additional  votes  for  that  particular  candidate,  provided 
a  purchase  of  25  cents  or  more  is  made  by  the  person 
presenting  the  same.  To  prevent  several  members  of 
a  family  from  casting  the  500  additional  votes  for  the 
enterprising  candidate,  the  number  of  such  cards  that 
may  be  redeemed  or  counted  is  limited  to  one  to  a 
family. 

Mr.  Donahue  states  that  he  does  not  expect  to  re- 
cover the  expense  of  the  contest  through  any  larger 
percentage  of  profit  on  his  goods,  but  through  a  larger 
volume  of  business  brought  about  by  the  desire  on  the 
part  of  the  public  to  bestow  its  patronage  where  it  will 
be  of  some  real  benefit  to  some  relative,  friend  or  ac- 
quaintance. The  contest  began  some  weeks  ago  and 
will  continue  until  July  25th.  In  case  contestants  tie 
for  a  premium,  each  will  be  awarded  an  equal  interest 
in  it.  The  results  thus  far  obtained  promise  that  it 
will  be  the  most  successful  business  building  plan  he 
has  ever  tried.  —  The  Novelty  News. 

An  Original  Idea. 

The  Advertising  World  describes  a  scheme  which 
might  be  profitably  adopted  by  the  druggist  who  wishes 
to  feature  his  egg  drinks. 

A  syndicate  running  a  number  of  tea,  butter  and  egg 
stores  in  various  cities  is  making  an  attractive  window 
egg  display  that  is  worthy  of  consideration.  A  large 
box  is  obtained  >- cardboard  is  easier  to  handle  and 
will  serve  the  purpose  —  and  twenty-four  holes  suffi- 
ciently large  to  insert  an  egg  half  way,  but  not  large 
enough  to  permit  the  egg  to  fall  through  —  are  cut  in 
the  top  of  the  box  and  twenty-four  more  in  the  front 
of  the  box,  which  will  face  the  street  when  the  box  is 
placed  in  the  window.  One  egg  is  pushed  into  each 
of  the  forty-eight  holes  until  it  fits  tightly,  half  the  egg 
being  inside  the  box  and  half  out.  A  strong  electric 
light  is  then  placed  within  the  box.  If  the  light  is 
placed  correctly,  a  person  looking  in  from  the  street 
can  see  through  every  one  of  the  eggs«  Above  the 
box  a  sort  of  canopy  of  brown  paper  is  arranged. 


This  is  not  absolutely  necessary,  but  it  makes  the  dis- 
play show  up  much  better.  The  idea  has  caused  much 
favorable  comment.    A  card  above  the  display  reads : 

OUR  EGGS  ARE  GOOD  EG<iS 
SEE  THE  REA.^ON? 

THirst*ProvoRlng  Placards. 

Leave  your  thirst  at  our  fountain.  "The  parting 
will  be  sweet." 

Ice  Cream  Soda  —  deliciously  flavored,  dsuntily 
served.    Ever  try  ours? 

Chocolate  College  Ice  —  made  right,  served  right, 
tastes  good.    loc. 

Lemon  Phosphate  —  a  tart  and  tasty  tickler. 

Grape  Lemonade  —  a  satisfactory  thirst  quencher. 

Our  Nut  Sundaes  are  all  the  rage. 

Egg  Phosphate.    Enjoy  it  today,    loc. 

There's  magic  in  our  soda.  It  changds  a  grouch  to 
a  grin. 

Egg  Drinks  — fresh  eggs,  pure  fruit  syrups,  rich 
cream,  plenty  of  ice. 

Try  one  of  those  frozen  fancies  for  which  our  foun 
tain  is  famous. 

Our  Orange  Phosphate  touches  the  thirsty  spot. 

Have  a  Crushed  Strawberry  Soda.    Simply  great ! 

Chocolate  Walnut  Marshmallow  — one  of  the  finest 
sundaes  we  have  ever  served. 

Frappes  — all  flavors  — every  woman  votes  them 
delicious. 

Cherry  Sundae  with  ripe,  red  cherries. 

A  real  treat— Pineapple  Sundae  made  with  deli- 
cious fresh  fruit. 

Maple  Banana  Walnut — a  perfect  fountain  delicacy. 

Advertising  a  Fotantain. 

A  subscriber  in  far  away  Brisbane,  Australia,  Mr. 
Charlesr  Cheros,  sends  us  some  very  effective  and 
novel  advertising  of  his  handsome  new  fountain.  Mr. 
Cheros  is  the  proprietor  of  two  caf^s,  one  of  which, 
called  **  The  Garden  of  Roses,"  is  said  to  be  the  most 
beautiful  and  up-to-date  caf^  in  Australia,  and  the 
views  sent  would  seem  to  substantiate  this  claim.  The 
advertising  in  question  consists  of  eight  colored  post 
cards,  showing  views  of  the  entrances,  the  fine  foun- 
tain in  each  cafd,  the  candy  counter  and  the  splendid 
interiors.  In  our  judgment,  this  should  prove  a  most 
effective  and  striking  way  of  advertising  such  an  es- 
tablishment 

Pointers. 

It  is  the  novel  display  which  grips  the  attention  and 
causes  the  hurrying  crowd  to  come  to  a  dead  halt,  so 
that  the  first  object  of  the  window  dresser  should  be 
to  provide  something  arresting. —  Michigan  Trades- 
man. 


A  writer  in  Good  Storekeeping  describes  the  getting 
up  of  special  sales  as  much  like  the  staging  of  a  play, 
which  requires  the  most  careful  and  thorough  prepa- 
ration, so  that  when  the  curtain  rises  nothing  is  left 
undone  that  would  add  to  its  success  and  the  "per- 
formance "  takes  place  without  a  hitch. 
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FOURTH  OF  JULY. 


How  and  Where  I  Get  Ideas. 


By  An  English  Subscriber. 


D 


RIEFLY,  I  get  my  ideas  by  looking  for 
them.  Sometimes  I  know  what  I  want; 
sometimes  I  want^nothing  in  particular- 
By  keeping  my  eyes  open  and  my  brain 
moving  I  see  ideas  which  many  other 
persons  cannot  see.  I  am  constantly  on 
the  look-out  for  something  new.  I  don't 
know  what  it  may  prove  to  be,  but  I  want  to  see  it, 
whatever  it  is. 

If  I  go  for  a  walk  in  town,  city  or  country  I  see 
things  which  often  prove  useful  to  my  business.  I 
seldom  look  in  competitors*  windows  (that  may  be  a 
failing  of  mine),  because  I  find  in  most  cases  my  com- 
petitor can  show  me  little  I  would  care  to  use.  I  must 
lead,  not  follow,  and  on  this  principle,  even  if  a  com- 
petitor had  a  particularly  appealing  display,  I  should 
not  use  it  I  do  pay  attention  to  the  windows  of  other 
trades,  and  often  obtain  splendid  ideas,  which,  by 
adapting  to  my  own  business,  has  resulted  in  many 
good  advertisements. 

When  I  go  to  the  ci^y  I  may  get  ideas  from  a  grocer, 
a  draper,  a  piano  store,  but  most  especially  from  the 
large  stores.  In  the  train  one  hears  all  kinds  of  con- 
versations, sees  all  kinds  of  things  in  passing,  and  has 
many  opportunities  of  creating  or  adapting  all  manner 
of  effective  ideas. 

When  I  pick  up  a  newspaper,  a  catalogue,  maga- 
zine or  trade  paper  "  my  eyes  are  open.'*  I  see  things 
others  might  pass  by.  An  illustration  may  appeal  to 
me.  An  article  may  be  very  attractively  headed.  An 
advertisement  may  be  particularly  attractive,  or  some* 
thing  in  it,  of  it  or  from  it  may  be  unusually  striking. 
This  does  not  always  apply  to  businesses  such  as 
my  own;  often  something  totally  different  is  found  the 
most  suggestive.  Such  papers  as  engineering  journals, 
motor  and  cycle  papers  offer  a  wide  field  for  the  ger- 
minating of  ideas  and  suggestions.  The  press,  daily 
and  weekly,  is  also  a  fruitful  ground  in  this  direction, 
especially  if  local  events  can  be  adapted.  Schools, 
elections,  special  carnivals,  holidays,  openings  of  parks, 
the  war,  and  so  on,  from  time  to  time,  are  given  vari- 
ous degrees  of  prominence,  which  afford  special  oppor- 
tunities for  successful  ideas.    Many  effective  window 


attractions  can  be  made  without  showing  the  original 
source  and  without  really  imitating  by  making  use  of 
and  adopting  ideas  received  from  such  advertisements 
as  certain  Coca  Cola  illustrations  and  the  display  pages 
of  other  similar  goods. 

When  I  see  anything  which  I  think  striking  I  ask 
myself  if  I  could  use  it.  I  think  it  over  and  decide 
either  for  or  against  it.  It  might  require  too  expen- 
sive a  setting,  or  not  allow  of  a  successful  twisting 
around  to  suit  my  purpose,  but  I  find  in  most  cases 
that,  if  I  decide  to  use  it,  I  can  generally  make  it 
adaptable  to  my  requirements. 

To  mention  some  very  successful  schemes  which 
have  been  use^,  let  me  ask,  what  has  a  moving  minia- 
ture railroad  train  to  do  with  chocolates,  an  illustra- 
tion of  a  cannon  to  do  with  an  ice  cream  soda,  a  sketch 
of  a  service  rifle  to  do  with  a  phosphate  drink?  A 
sketch  of  a  soda  fountain  draught  arm  spraying  out 
imitation  drinks  (this  the  result  of  a  full-page  adver- 
tisement) is  more  in  keeping  but  no  more  effective, 
while  drawings  and  illustrations  of  the  war  and  sol- 
diers of  allies  have  proved  very  useful.  Here  let  me 
say  that  all  the  above  were  made,  like  all  our  window 
displays,  to  draw  attention  to  some  particular  line  of 
goods,  and  not  merely  to  attract  attention. 

This  town  recently  had  soldiers  billeted  here  during 
their  training,  and  particular  use  was  made  of  personal 
appeals  to  the  soldiers.  Would  any  soldier  stop  to 
learn  more  if  he  saw  a  window  bill  say,  "  Gk>ing  on  a 
March?"  or  "Bring  Your  Water  Bottle,"  "Trench 
Digging  Today,"  and  such  like  ?  Why,  they  simply 
could  not  help  themselves ;  their  curiosity  carried  them 
to  see  more.  When  they  were  told  by  means  of  writ- 
ten notice  that  plain  chocolate  was  a  good  "  hunger  " 
killer  they  saw  the  joke,  appreciated  it,  came  in  for 
their  chocolate  and  later  appreciated  that,  told  their 
mates — who  were  hungry  and  jealous  at  not  having 
any  — with  the  ultimate  result  of  more  business  to  us. 
By  changing  these  bills  weekly  the  soldiers  soon  made 
a  point  of  coming  to  see  the  latest  and  get  the  latest. 
This  idea  originated  by  hearing  conversations  of  the 
men  on  their  training. 

And  so  it  is  that  by  combining,  blending  and  adapt- 
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ing  various  ideas,  things,  reading  and  all  manner  of 
things,  I  am  able  to  create  and  invent  many  original 
and  effective  ideas.  Constantly  looking  on  these  lines, 
I  have  become  so  I  can  see  ideas  without  looking  for 
them;  they  often  strike  me  when  at  pleasure  as  well 
as  at  work.  This  does  not  mean  that  I  have  always 
my  work  with  me —far  from  it—  1  have  found  a  very 
interesting  and  uselul  hobby. 

You  try  it  for  a  week,  see  how  you  can  make  use  of 
the  things  you  see  and  hear.  You  will  not  find  it  dry 
work,  but  one  of  the  best  mind-broadening  things  you 
can  possibly  get  hold  of.  It  means  a  new  and  valu- 
able joy  in  life.  Try  it.  But  don't  be  afraid  to  use 
the  imagination.  Let  your  thoughts  have  full  sway 
on  these  lines  and  you  will  quickly  see  the  benefit  of 
doing  so.  * 

I  hope  to  show  later  how  the  finding  of  ideas  helps 
advertising.  

CKaiA  Stor«  KtKies* 

The  chain  stores  have  shown  that  they  have  but  one 
purpose,  and  that  is  to  get  what  they  want  no  matter 
how  unscrupulous  may  be  the  means.  This  does  not 
apply  to  all  of  the  smaller  chains,  but  is  particularly 
true  with  reference  to  some  of  the  larger  ones.  What 
they  do  comes  "within  the  law,*'  but  constitutes  a 
code  of  business  ethics  that  the  average  high  minded 
druggist  would  not  approve  of  in  his  own  business. 

A  certain  prominent  location  was  controlled  by  an 
independent  retail  druggist  for  years.  In  fact,  he  had 
spent  the  best  part  of  a  lietime  building  up  a  success- 
ful trade  in  his  locality.  His  lease  had  several  years 
to  run,  and  it  had  been  renewed  by  the  landlord  every 
five  years  almost  automatically.  But  one  day  the 
general  manager  of  the  chain  picked  that  particular 
location  as  a  good  one  for  his  purpose,  and  although 
the  druggist  still  had  several  years  ef  his  lease  remain- 
ing, the  chain  store  could  afford  to  wait.  They  took 
an  option  on  the  lease  at  its  expiration.  Meantime 
the  independent  druggist  went  on,  with  no  knowledge 
of  the  fact  that  he  was  just  building  up  a  trade  which 
would  eventually  help  fill  the  coffers  of  the  chain  store 
system.  Within  just  a  few  months  of  the  expiration 
of  his  lease  he  was  notified  that  it  would  not  be  re> 


newed  and  he  was  virtually  turned  out  into  the  street, 
and  the  years  he  had  spent  building  up  his  business 
wen^  for  naught. 

This  incident  may  sound  as  if  it  were  an  isolated 
case,  but,  on  the  contrary,  it  is  just  one  of  many  such 
things  that  have  occurred  since  the  chain  stores  started 
their  careers  of  greed.  The  same  ruthlessness  in  busi- 
ness that  characterized  some  of  the  big  trusts  is  evi- 
dent in  the  operations  of  the  chain  stores.  Some 
druggists  have  been  fortunate  enough  to  sell  out  to 
them  at  a  good  profit,  but  the  other  way  has  more 
often  been  employed. 

If  the  chain  store  general  manager  quoted  in  the 
Saturday  Evening  Post  means  that  independent  drug- 
gists should  use  such  methods  to  fight  the  chain  stores, 
he  will  find  that  the  average  druggist  has  neither  the 
money  nor  the  inclination  to  obtain  business  success 
by  such  a  piratical  course.  If  he  meant  that  indepen- 
dent retailers  should  use  the  chain  store  methods  of 
merchandising  their  goods  his  advice  should  be  well 
taken,  because  in  all  fairness  it  must  be  admitted  that 
they  have  shown  how  to  make  big  profits  in  the  drug 
business.  —  Pharmaceutical  Era. 


B«ftgici€l«». 

I  have  been  rather  amused  in  my  travels  among  the 
druggists  in  noting  their  efforts  to  devise  a  '*  different" 
name  for  their  particular  make  of  bug  exterminator. 
"Bug-Ine"  and  "Bugicide"  are  favorites.  "Bug- 
Doom  *'  was  not  a  bad  one,  while  another  druggist  in 
a  burst  of  originality  called  his  "  Bug-No-More." 

Taking  his  cue  from  the  lurid  color  which  they  all 
seem  to  think  it  is  necessary  to  give  this  article,  an- 
other dealer  calls  his  the  "  Red  Light."  I  expect  to 
find  every  day  some  dealer  who  has  named  his  prepa. 
ration  "  Bughouse." 

There  is  another  name,  however,  which  I  have  never 
yet  seen  used,  notwithstanding  that  it  is  the  appella- 
tion by  which  every  housekeeper  who  is  put  to  the  dire 
necessity  of  using  such  a  preparation  invariably  desig- 
nates it.  She  calls  it  "  Bug-Stuff."  After  all,  what 
better  name  is  there  than  the  plain,  simple  and  self- 
explanatory  one  of  "  Bug  Exterminator?" 

The  temptation  of  the  druggist  to  put  up  a  neat  pint 
botde  of  pink-tinted  poison  at  twenty-five  cents  seems 
too  great  to  be  resisted,  but  what  the  housekeeper 
needs  is  something  at  a  cost  that  will  permit  her  to 
use  it  more  lavishly.  Trying  to  rid  a  room  of  these 
pests  with  a  pint  bottle  of  anything,  however  good,  is 
like  going  after  a  bear  with  a  gun  loaded  with  bird- 
shot.  Now,  here  is  a  recipe  that  I  have  known  to  be 
used  with  excellent  results.  It  is  cheap  and  simple, 
containing  no  deadly  poison  or  dangerous  explosive. 

Kerosene 3H  pints 

Turpentine 3^  P*"*** 

Ammonia i      pint 

Apply  freely  with  oiling-can.  — A.  W.  Rideout. 


TANGLEHEAD. 


A  horse  always  gets  up  fore  parts  first  but  a  cow 
directly  the  opposite. 
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Fancy  Marshmallow  Sundaes. 

(From  the  Fourth  Edition  of  The  Spatula  Soda  Water  Guide.) 


Atlantic  Craze  Sundae. 

Put  a  No.  lo  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  small  ladle  of  crushed  pineapple. 
Then  add  a  ladle  of  marshmallow  cream  dressing  and 
sprinkle  with  shredded  cocoanut.  Drop  five  or  six 
maraschino  cherries  around  the  base  of  the  cone. 
Blanched  Almond  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  some  coffee  or  chocolate  marsh- 
mallow  dressing.  Arrange  a  dozen  blanched  almonds 
on  the  sides  of  the  cone  and  top  with  a  cherry.  This 
sundae  may  also  be  prepared  by  using  regular  cofiFee 
chocolate  syrup  and  topping  with  whipped  cream. 
Buckwheat  Pancake  Sundae. 

Put  a  No.  lo  mound  of  vanilla  ice  cream  into  a  sun- 
dae cup  and  pour  over  it  a  ladle  of  buckwheat  cream 
dressing  and  sprinkle  with  powdered  nutmeg. 
^  DiNG-A-LiNG  Sundae. 

Put  a  No.  8  mound  of  vanilla  ice  cream  into  a  cham- 
pagne sundae  cup  and  pour  over  it  a  ladle  of  fresh 
crushed  orange.  Over  this  pour  a  ladle  of  marshmallow 
dressing,  flavored  with  fresh  strawberries,  and  drop 
a  spoonful  of  whipped  cream  or  ginger  cream  whip 
on  top. 

Ginger  Cream  Puff. 

Cut  an  empty  cream  puff  shell  so  that  the  top  will 
lift  like  a  lid.     Fill  the  centre  with  whipped  cream  or 


vanilla  ice  cream,  as  may  be  desired,  and  pour  over  it 
a  ladle  of  ginger  marshmallow  dressing  or  ginger  cream 
whip,  as  desired. 

Ginger  Nut  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  small  ladle  of  ginger  cream 
whip.  Then  sprinkle  with  chopped  pecan  nut  meats 
and  top  with  a  maraschino  cherry. 

Jamaica  Nut  Sundae. 

Put  a  No.  10  cone  of  coffee  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  ladle  of  ginger  cream  whip  and 
sprinkle  with  chopped  nut  meats. 

King  Cotton  Sundae. 

Put  a  No.  lo  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  cover  with  marshmallow  dressing.  Sprinkle 
with  grated  chocolate  and  top  with  grape  mallow 
cream. 

Pride  of  the  Rockies. 

On  a  small  fancy  plate  place  four  No.  20  mounds  of 
chocolate  ice  cream  so  that  they  will  form  a  square. 
Into  the  centre  pour  a  small  ladle  of  crushed  cherries 
and  then  fill  the  space  between  the  mounds  with  a  ladle 
of  clover  cream  dressing  and  sprinkle  with  shredded 
cocoanut. 

Rose  Leaf  Sundae. 

Into  a  sundae  cup  put  a  No.  10  mound  of  vanilla 
ice  cream  and  pour  over  it  a  little  American  Beauty 
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marshmallow  dressing,  and  sprinkle  with  rose  leaves. 
This  makes  a  very  delicate  sundae  and  it  should  bring 
20  cents. 

RosEMAiD  Sundae. 

Into  a  fruit  nappy  pour  a  ladle  of  fresh  crushed 
strawberries.  In  this  put  a  No.  S  cone  of  either  peach 
or  vanilla  ice  cream.  Over  this  pour  a  ladle  of  Ameri- 
can Beauty  dressing.  Sprinkle  with  a  few  candied 
rose  leaves  and  top  with  a  red  cherry.  The  American 
Beauty  dressing  is  made  as  follows :  To  one  part  of 
rose  water  syrup  add  three  parts  of  marshmallow  syrup 
or  marshmallow  cream  dressing,  and  color  pink. 
Velvet  Marshmallow  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  ladle  of  marshmallow  dressing 
No.  2. 

Whitman's  Honey  Parfait. 

Put  a  No.  10  cone  of  vaniJla  ice  cream  tnto  a  mixing 
glass  and  add  a  ladle  of  clover  cream  dressing  and  mix. 
Then  transfer  to  a  parfait  glass  and  top  with  clover 
cream  dressing  and  decorate  with  a  |ew  rose  leaves. 
Winter  Snow  Sundae. 

Put  a  No.  10  cone  of  ice  cream  into  a  sundae  cup 
and  pour  over  it  a  ladle  of  marshmallow  cream  dress- 
ing and  sprinkle  with  shredded  cocoanut.  Top  with 
a  maraschino  cherry. 

Honey  Nut  Parfait. 

Prepare  the  same  as  Whitman's  Honey  Parfait,  only 
add  a  spoonful  of  chopped  nut  meats  before  mixing 
the  ice  cream  and  dressing. 

Marshmallow  Special. 

On  a  small  platter  put  a  No.  16  cone  of  pineapple 
sherbet  and  one  of  vanilla  ice  cream.  Over  the  vanilla 
ice  cream  pour  a  ladle  of  clover  cream  dressing.  Over 
the  sherbet  pour  a  ladle  of  crushed  pineapple,  and  top 
each  cone  with  a  maraschino  cherry.  On  the  platter 
lay  one  marshmallow  and  one  chocolate  covered  marsh- 
mallow. 

Maiden's  Dream  Sundae. 

Put  a  No.  10  cone  of  ice  cream  into  a  champagne 
cup  and  pour  over  it  two  ounces  of  iced  grape  juicei 
covering  the  cone  with  marshmallow  cream  dressing 
and  top  with  a  maraschino  cherry. 

Marshmallow  Fruit  Sundae. 

Into  a  punch  glass  put  a  small  quantity  of  crushed 
peach  and  a  little  crushed  strawberry  fruits.  Then 
fill  the  glass  with  ice  cream,  using  two  or  more  fruit 
flavors,  and  cover  the  top  with  marshmallow  cream 
dressing. 

Marshmallow  Nut  Sundaes. 

These  are  prepared  by  putting  a  No.  10  cone  of 
vanilla  ice  cream  into  a  sundae  cup  and  covering  it 
with  any  desired  marshmallow  dressing,  and  then 
sprinkling  with  chopped  nut  meats  and  topping  with 
a  maraschino  cherry. 

Mountain  Sundae. 

On  a  small  plate  place  two  lady  fingers.    Put  on 


them  a  No.  10  mound  of  vanilla  ice  cream.    Over  this 

pour  a  ladle  of  any  marshmallow  fruit  dressing  and 

top  with  a  maraschino  cherry  and  a  blanched  almond. 

Nestlerode  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  ladle  of  maroon  mallo  cream 
dressing.  Sprinkle  with  chopped  nut  meats  and  top 
with  a  red  and  a  green  cherry. 

Nougat  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  ladle  of  marshmallow  nut  dress- 
ing and  top  with  a  cherry.  Stick  a  piece  of  French 
nougat  on  each  side  of  the  cone. 

Our  Latest  Sundae. 

Put  a  No.  10  cone  of  ice  cream  into  a  sundae  cup 
and  cover  it  with  a  layer  of  chocolate  marshmallow 
dressing.  Over  this  pour  a  little  fig  dressing  and  serve 
with  two  nabisco  wafers  on  the  side,  topping  with  a 
maraschino  cherry. 

Philadelphia  Frozen  Chocolate. 

Put  a  No.  ID  cone  of  chocolate  ice  cream  into  a  sun- 
dae cup  and  pour  over  it  a  ladle  of  marshmallow  cream 
dressing. 

Philadelphia  Frozen  Coffee. 

Put  a  No.  10  cone  of  coffee  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  ladle  of  marshmallow  cream 
dressing. 

Pineapple  Cream  Island. 

In  a  sundae  cup  make  a  ring  of  vanilla  ice  cream 
and  fill  the  centre  with  crushed  pineapple  and  put  a 
ladle  of  grape  mallo  cream  dressing  on  top  of  the  pine- 
apple. Any  other  fruit  flavored  mallo  cream  dressing 
may  be  used. 
G«*ap«  J«iio«  in  T«irlK«9r« 

The  following  described  forms  of  grape  juice  are 
extensively  used  in  Turkey : 

Basduk.  —  Freshly  expressed  grape  juice* is  evapor- 
ated down  to  the  consistency  of  molasses.  A  consid- 
erable amount  of  flour  or  starch  is  mingled  with  it, 
and  the  mixture  is  spread  in  thin  sheets  upon  cotton 
cloth  and  exposed  for  two  days  to  the  sunshine.  After 
drying,  these  are  then  removed  from  the  cotton  (a 
damp  cloth  being  applied  to  the  reverse  side  in  order 
to  loosen  the  sheets),  and  for  three  months  they  are 
preserved  in  tightly  closed  jars.  After  this  period 
there  seems  to  be  no  risk  of  decomposition  in  the 
product,  which  resembles  leather  in  pliability  and  ap- 
pearance, the  color  being  that  of  the  grapes  employed 
at  the  outset. 

Kessme,  —  This  preparation  differs  from  the  preced- 
ing in  that  coarse  wheat  grits  are  employed  instead  of 
flour  or  starch,  and  the  resultant  product  is  obtained 
in  cakes  half  an  inch  thick,  after  drying  on  metal 
plates.  It  is  less  tough  than  the  basduk  and  more 
savory. 

Sujuk  (rojik^  in  Armenian), — The  meats  of  walnuts 
are  strung  closely  together  on  pieces  of  stout  twine  a 
yard  long.    These  strings  are  immersed  in  the  mixture 
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of  grape  molasses  and  flour  described  above,  and  after 
receiving  a  coating  of  about  one-fourth  of  an  inch  in 
thickness  are  withdrawn  and  hung  up  to  dry. 

The  last  two  are  preserved  for  a  few  months  in  jars, 
as  in  the  case  of  the  basduk.  These  three  prepara- 
tions are  excellent  articles  of  food,  the  last  two  being 
especially  savory.  They  offer  much  nutriment  in  a 
compact  form,  and  are  especially  well  adapted  for  the 
needs  of  the  Oriental  traveller. 
A  N«iv  Grap«  J«iio«. 

A  new  form  of  grape  juice  or  grape  syrup  has  been 
obtained  from  Concord  and  Ives  grapes  by  a  method 
which  has  just  been  perfected  by  the  fruit  jui^ce  experts 
of  the  United  States  Department  of  Agriculture,  ac- 
cording to  an  announcement  from  that  department. 
The  new  syrup  is  found  to  be  especially  suitable  for 
poft  drinks  and  as  an  adjunct  in  cookery.  The  discov- 
ery followed  experiments  in  concentrating  cider  to  one- 
fifth  of  its  volume.  The  new  method  consists  in  freez- 
ing juice  pressed  from  grapes  into  solid  ice,  cracking 
this  ice  into  pieces  the  size  of  a  walnut  and  whirling 
it  into  a  centrifugal  machine,  such  as  is  used  in  sepa- 
rating the  molasses  from  the  sugar  in  sugar  making. 
The  rapid  whirling  of  the  grape  juice  in  the  centrifugal 
machine  causes  the  sugar  or  sirupy  portion  of  the 
grape  juice  to  separate  from  the  crystallized  water  and 
to  fly  out  into  the  receiving  chamber  of  the  centrifugal. 
By  this  method,  the  grape  juice  is  quickly  reduced  by 
the  elimination  of  water  to  one-fourth  its  volume,  so 
that  the  sirupy  content  of  a  gallon  of  grape  juice  will 
make  a  quart  of  concentrated  grape  syrup. 
PoiAts  tKat  PoiAt. 

Make  it  a  point  to  listen  politely  to  the  complaints 
of  all  customers. 

Customers  are  not  given  to  finding  fault  unless  there 
is  something  to  find  fault  about. 

The  dispenser  should  remember  that  his  employer 
is  in  business  to  make  money,  and  not  that  he  may 
treat  his  friends. 

He  is  not  a  good  dispenser  who  can  only  keep  the 
trade  coming  by  giving  them  ten  cents'  worth  for  a 
nickel. 

When  you  display  plenty  of  interesting  signs  they 
give  your  customer  something  to  think  about 

No  man  should  expect  a  dispenser  to  work  more 
hours  than  he  would  be  willing  to  work  himself  under 
the  same  conditions. 

A  tired-out  clerk  is  about  the  poorest  thing  you  can 
have  about  the  fountain. 

"  Just  Out.**  That  is  a  trade  destroyer  that  usually 
comes  from  buying  in  too  small  quantities,  but  some- 
times from  carelessness. 

It  is  the  man  who  serves  the  best  of  everything  that 
can  demand  a  good  price. 

The  man  who  makes  a  success  at  dispensing  soda 
water  is  the  man  who  goes  whole-heartedly  to  work. 

The  rush  is  coming.    Get  enthusiastic. 

Enthusiasm  is  a  wonderful  fulcrum  in  the  develop- 


ment of  the  soda  water  business,  but  there  can  be  no 
enthusiasm  unless  the  heart,  as  well  as  the  head,  is  in 
the  work. 

A  carefully  planned  menu  is  a  great  help  toward 
good  service. 

It  is  just  as  necessary  to  know  how  to  run  a  soda 
fountain  as  it  is  a  candy  kitchen.  Neither  one  will 
run  itself. 

The  dispenser  who  does  things  6ut  of  the  ordinary 
is  the  one  who  draws  tiie  crowd. 

It  pays  to  make  your  own  simple  syrup  for  more 
reasons  than  one.  \ 

Many  a  dispenser  has  increased  the  sale  of  his  ice 
cream  by  serving  with  it  a  glass  of  ice  water  that  was 
really  cold. 

The  man  who  is  putting  off  adopting  modern  meth- 
ods at  his  fountain  is  neither  saving  his  money  or  his 
time. 

The  operation  of  the  soda  fountain  should  be  given 
intelligent  study.  Surely,  that  in  which  you  have  in. 
vested  the  most  money  is  entitled  to  a  little  of  your 
time,  to  say  the  least. 

Trying  to  save  the  laundry  bills  as  long  as  you  are 
in  the  soda  water  business  is  false  economy,  because 
proper  cleanliness  can  only  be  maintained  by  plenty 
of  laundrying. 

The  demand  for  fresh  fruits  is  on.  Are  you  wise  ? 
—  £.  F.  White,  in  the  International  Confectioner. 


Divers  in  the  clear  waters  of  the  tropical  seas  find 
that  fish  of  different  colors,  when  frightened,  do  not 
all  dart  in  the  same  direction,  but  that  each  different 
kind  takes  shelter  in  that  portion  of  the  submarine 
growth  nearest  to  its  color. 

Out  of  the  1,623,000,000  inhabitants  of  the  world, 
160,000,000  speak  the  English  tongue. 


COLD  CHOCOLATE. 
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iffanitation  at  tK«  SoAm  Co«ftAt«r« 

Every  one  realizes  that,  in  the  final  analysis,  the  one 
thing  that  sanitation  in  a  soda  fountain  depends  on 
more  than  anything  else  is  the  method  of  washing 
glasses  employed.  For- 
merly the  glasses  were 
merely  dipped  in  a  per. 
functory  style  in  a  trough 
of  water.  Sometimes 
this  was  a  trough  of  run- 
ning water,  and  frequently 
not. 

The  growing  demand 
for  greater  sanitary  pre- 
cautions in  the  serving  of 
drinks  at  fountains,  to- 
gether with  the  enactment 
of  laws  requiring  glasses 
to  be  washed  by  an  effec- 
Rowe's  tumbler  washer.  tual    rinsing     appliance, 

gave  birth  to  various  mechanical  contrivances.  Dis- 
pensers and  the  public  alike  realized  that  the  cleanli. 
ness  of  the  beverages  dispensed  ultimately  depended 
on  the  glasses  in  which  they  were  served.  Whatever 
might  be  said  about  the  cleanliness  of  the  syrup  con- 
tainers, ice  cream  cabinets,  drainboard,  ladles  or 
plumbing  of  the  apparatus,  or  the  care  exercised  in  the 
manufacture  of  the  product,  if  the  beverages  were  not 
dispensed  in  clean  glasses  washed  thoroughly  inside 
and  outside  in  clean,  fresh  running  water,  all  the  ad. 
vantages  of  other  features  of  the  service  aiming  at 
sanitation  were  of  no  avail  so  long  as  glasses  were 
washed  under  a  system  that  allowed  possibilities  of 
contamination  involving  very  grave  probabilities  of 
the  communication  of  disease  to  patrons. 

L.  L.  Rowe,  of  Boston,  set  to  work  a  number  of 
years  ago  to  evolve  a  mechanical  glass  washer  that 
would  wash  each  individual  glass  inside  and  outside  in 
clean,  fresh  running  water  under  the  full  force  of  the 
city  water  pressure,  and,  after  much  experimenting, 
invented  and  patented  the  washer  herewith  illustrated, 
which  is  known  to  every  progressive  dispenser  in  the 
land  as  Rowe's  No-Thump  Sanitary  Tumbler  Washer^ 
It  is  safe  to  say  that  the  dispenser  who  is  'abreast  of 
the  times  would  as  soon  think  of  buying  an  automo- 
bile without  a  carburetor  as  to  think  of  buying  a  foun- 
tain without  taking  the  precaution  to  see  that  Rowers 
No-Thump  Tumbler  Washers  were  specified  in  his 
contract  for  the  apparatus.  It  is  almost  as  familiar 
to  soda  men  as  the  eagle  on  a  dollar,  and  the  name 
"  Rowe  "  and  tumbler  washer  have  come  to  mean  the 
same  thing  wherever  soda  is  dispensed.  Even  in  bars, 
in  those  states  which  have  enacted  laws  forbidding  the 
washing  of  glasses  in  troughs  regardless  of  whether 
the  water  is  running  or  not,  Rowe  tumbler  washers  are 
now  safeguarding  the  health  of  the  drinkers,  and,  what 
is  more,  awakening  them  to  a  realization  of  the  im- 
portance of  looking  at  the  glasses  out  of  which  they 
are  drinking  as  well  as  merely  looking  at  the  contents. 
Aside  from  sanitary  considerations  the  Rowe  Tum- 


bler washer  has  resulted  in  many  notable  economies 
at  the  soda  fountain.  It  washes  glasses  much  more 
•  quickly  that  it  could  possibly  be  don»by  hand,  and 
there  is  not  the  danger  of  contamination  that  exists 
when  glasses  are  washed,  even  under  the  most  careful 
handling,  and  then  wiped  with  a  towel  that  has  touched 
surfaces  with  several  dozens  of  glasses.  Then  there 
is  the  **  no-thump"  feature,  which  is  the  one  thing  that 
made  mechanical  glass  washing  a  practical  success 
and  an  economy.  This  feature,  which  is  a  thump- 
proof  water  valve  that  closes  against  the  water  pres- 
sure, eliminates  the  water  hammering  and  thumping 
that,  in  old  models  of  mechanical  glass  washers,  broke 
so  many  glasses  and  necessitated  so  many  visits  from 
the  plumber.  The  saving  in  glasses  alone  is  a  big 
consideration,  not  mentioning  the  saving  in  time,  labor 
and  trouble,  which  are  so  obvious  in  this,  the  nearest 
approach  to  automatic  glass  washing  that  invention 
has  thus  far  afiEorded  the  trade.  The  saving  of  water 
is  another  important  economy  that  mounts  up  into 
dollars  in  the  course  of  a  year.  These  combined  econ- 
omies add  no  small  consideration  to  the  yearly  profits 
of  a  soda  dei^artment,  not  mentioning  the  trade  win- 
ning value  of  such  appliances  that  prove  to  the  custo- 
mer the  dispenser^s  vigilance  in  respecting  the  reason- 
able rights  of  the  trade  to  hygienic  service.  Many 
dispensers  have  found  that  it  pays  quite  as  much  to 
advertise  the  glass  washing  features  of  their  soda 
fountains  as  it  does  to  advertise  the  excellence  of  their 
ice  cream. 

As  Mr.  Rowe  says :  "  If  the  day  ever  was  when 
people  didn't  care  what  they  drank  from,  I  think  that 
it  has  gone  forever.  Many  of  my  friends  in  the  soda 
trade  write  me  that  they  have  tried  the  experiment  of 
advertising  their  hygienic  glass  washing  service  after 
some  crusade  against  unsanitary  methods  of  dispens- 
ing soda  has  been  written  up  in  the  press  and  the  pub- 
lic mind  was  on  the  issue,  and  have  found  it  a  splendid 
investment  —  indeed,  in  some  cases,  people  who  had 
been  patronizing  their  stores  for  a  long  time  would 
come  in  and  want  to  see  *how  it  was  done.'  After  one 
has  the  confidence  of  his  trade  in  these  matters  in  this 
day  of  pure  food  legislation  and  hygienic  reform,  he 
has  little  to  fear  from  investigation.  But  after  all,"  he 
added,  "  even  if  you  look  at  it  from  a  purely  selfish 
standpoint,  or  a  monetary  viewpoint,  which  I  desire  to 
say  I  do  not  believe  that  most  dispensers  do,  it  pays, 
for  any  other  policy  than  serving  the  best  in  the  best 
possible  way  is  a  suicidal  business  policy." — American 
Druggist  and  Pharmaceutical  Record. 


P«*«s«rving  Banana*. 

A  patent  was  issued  May  11  to  Hugh  E.  Plunkett, 
Maiden,  Mass.,  for  a  method  of  preserving  bananas, 
which  consists,  first,  in  removing  the  skin ;  second,  in 
subjecting  the  body  to  steam  in  a  closed  receptacle, 
whereby  the  body  is  cooked  and  the  stain  derived 
from  the  rind  is  removed ;  third,  in  partially  drying 
the  cooked  body  to  form  a  surface  crust  thereon,  leav- 
ing the  interior  in  a  soft  condition,  and  lastly,  in  sur- 
rounding the  pulp  body  to  exclude  air  therefrom. 
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The  maple  trees  of  the  nation  produce  47,000,000 
pounds  of  maple  sugar  annually  —  about  half  a  pound 
for  each  person.  And  the  demand  for  the  product,  it 
is  estimated,  is  ten  times  greater  than  the  supply. 
Despite  this  fact,  statistics  show  that  less  than  half  of 
the  trees  available  for  the  purpose  are  utilized.  This 
means  that  a  good  many  farmers  throughout  the  coun- 
try—and Indiana  is  no  exception  to  the  rule  — are 
neglecting  to  take  advantage  of  an  important  source 
of  income. 

The  season  for  sugar-making  is  at  hand,  and  the 
farmer  might  note  that  it  comes  at  a  time  when  there 
is  little  other  work  to  claim  his  attention.  He  might 
take  this  into  consideration,  too,  as  he  adds  young 
trees  from  time  to  time  to  his  wood  lot.  Convinced 
now,  as  most  farmers  are,  of  the  value  of  the  wood  loti 
it  ought  to  be  only  a  short  step  further  to  the  realiza- 
tion that,  by  judicious  selection  of  varieties  of  trees 
planted,  it  can  be  made  to  yield  a  revenue  both  in 
spring  and  in  autumn.  A  combination  of  sugar  maples 
and  nut  trees  would  produce  the  desired  result  and  be 
worth  more  in  the  long  run  than  the  plantation  set  out 
for  the  sole  purpose  of  producing  fence  posts. 

Science  has  turned  its  inquisitorial  eye  more  than 
once  on  the  sugar  tree,  but,  so  far,  has  failed  to  solve 
its  mystery.  Investigation  has  merely  recorded  cer- 
tain facts;  it  has  not  explained  them.  It  is  known, 
for  instance,  that  the  sugar  maple  is  far  more  particu- 
lar than  the  uninitiated  suspect  For  its  sap  to  flow, 
nights  must  be  cool,  clear  and  still,  with  the  tempera- 
ture at  least  ten  degrees  below  freezing;  the  days 
must  be  warm  and  sunny,  with  the  temperature  rising 
to  thirty  degrees  above  freezing,  and,  finally,  there 
must  be  a  fall  of  rain  or  of  snow  after  four  or  five  suc- 
cessive days  of  such  weather  or  the  sap  will  cease  to 
flow.  But  there  is  hardly  more  of  a  mystery  here  than 
there  is  in  the  fact  that  the  farmer  who  has  the  trees 
to  tap  fails  to  tap  them.  — Indianapolis  News. 

To  MalK«  CampKor. 

The  American  Camphor  Corporation,  incorporated 
for  the  manufacture  of  gum  camphor,  has  taken  the 
building  in  Philadelphia  which  is  being  fitted  as  the 
pioneer  plant  in  the  manufacture  of  this  product  in 
the  United  States.  While  its  product  will  be  available 
for  pharmaceutical  purposes,  the  corporation  purposes 
catering  to  manufacturers  of  celluloid,  who  take  about 
80  per  cent  of  the  gum  camphor  imported  into  this 
country. 

Equipment  for  giving  the  factory  an  output  of  25^00 
pounds  a  day  will  be  installed  in  a  few  weeks,  and  by 
midwinter  the  plant  is  to  be  in  complete  operation, 
consuming  daily  3,200  pounds  of  turpentine,  the  base 
of  synthetic  camphor.  As  a  by-product,  the  company 
will  have  a  daily  production  of  about  five  tons  of 
glauber  salts,  which  enters  into  the  manufacture  of 
dyes.  This  country's  consumption  of  camphor  is  esti- 
mated at  12,500  pounds  a  day,  of  which  the  Philadel- 
phia factory,  when  running  full,  can,  it  is  said,  supply 
about  20  per  cent. 


A  Val«ftabl«  Report. 

The  Report  of  the  Director  of  the  Pharmaceutical 
Experiment  Station,  University  of  Wisconsin,  for  the 
year  ending  June  30,  1914,  although  late  in  making  its 
appearance,  is  one  of  the  most  valuable  publications 
of  its  kind  that  have  yet  been  published  in  America. 
It  should  at  once  find  a  permanent  place  in  all  pharma- 
ceutical libraries,  whether  large  or  small.  Its  articles 
on  the  "Cultivation  and  Collection  of  Medicinal 
Plants,"  "  Medical  Plants  of  Wisconsin,"  the  "  Culti- 
vation and  Distillation  of  Wormwood  in  Wisconsin," 
•*  A  Study  in  Wisconsin  Wormwood  Oil "  and  "  The 
Alkaloidal  Content  of  Stramonium  Leaves"  furnish 
contributions  to  pharmaceutical  knowledge  that  are 
most  timely  and  of  great  practical  value.  The  articles 
are  fully  illustrated  by  half-tone  plates.  The  Sution 
is  to  be  congratulated  upon  having  as  its  director  a 
man  of  such  rare  scientific  attainments  and  of  such 
excellent  editorial  sense  as  Prof  essor  Edward  Kremers. 


lXrK««ls  of  tK«  J«igg«r  Aa«it« 

The  store  of  Green,  the  Druggist,  Incorporated,  in 
Scollay  Square,  Boston,  which  was  fitted  up  at  an  out- 
lay/>f  about  l7SiOoo,  and  opened  in  October,  1913,  has 
been  sold  to  the  Riker-Hegeman  Company  of  New 
York.  The  store  has  been  closed  and  the  stock  sent 
to  New  York.  Among  the  fixtures  now  on  the  market 
-are  a  $12,000  soda  fountain,  which  attracted  widespread 
attention  among  druggists  when  the  store  was  opened 
because  of  the  fact  that  the  fountain  was  the  first  one 
put  in  operation  with  a  forced  feed  from  the  basement. 
It  is  understood  here  that  the  Riker-Hegeman  Com- 
pany is  to  close  all  the  stores  of  Green,  the  Druggist, 
throughout  New  England.  The  location  occupied  by 
the  Green  drug  store  in  Worcester,  that  the  company 
has  already  taken  over,  is  to  be  occupied  by  the  United 
Cigar  Stores  Company. 


S«ftb  Rosa. 

The  rose  is  the  emblem  of  silence  in  Greece,  and 
was  formerly  hung  over  the  table  when  guests  were 
entertained,  as  a  warning  that  anything  heard  there 
was  not  to  be  repeated.  Hence  the  phrase,  *'Sub 
rosa,"  and  its  English  equivalent,  "  Under  the  rose." 


HOT  CHOCOLATE. 
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TK«  DrtiMi»t*»  Job. 

The  druggist  of  today,  if  he  has  aoything  like  a  full 
stock,  must  have  about  two  hundred  oi  the  principal 
synthetics,  and  a  full  line  of  pills,  tablets  and  tablet 
triturates  of  five  or  six  pharmaceutical  chemists ;  the 
special  suppositories,  bougies  and  tampons  of  four  or 
five  different  manufacturers ;  a  full  line  of  antitoxins, 
vaccines,  serums,  etc.,  of  at  least  three  biological 
chemists,  together  with  a  variety  of  "  ines,"  "  ols," 
"  aids**  and '^ Olds,**  the  number  and  kind  depending 
upon  the  suavity  and  plausibility  of  the  demonstrator, 
and  the  gullibility  of  the  physicians,  and  the  knowledge 
of  languages  of  the  originator  or  his  friends.  (For 
these  latter  combinations  of  old  remedies,  in  a  major- 
ity of  cases,  are  not  even  good  combinations ;  the  only 
thing  new  is  the  name.)  About  four  hundred  difterent 
varieties  of  "  patent  medicines  "  must  be  kept  on  handi 
the  kind  depending  upon  the  local  advertising  given 
them,  together  with  cutlery,  toilet  articles,  perfumes, 
confectionery,  jewelry,  dill  pickles,  rubber  goods,  post- 
cards, stationery,  liquors,  cigars;  in  fact,  anything 
that  strikes  the  fancy  of  the  proprietor,  or  that  he 
thinks  will  sell,  with  a  few  drugs  and  pharmaceuticals, 
bought  where  they  can  be  had  cheapest,  in  the  base- 
ment or  back  room  as  a  side  line,  and  classed  with 
the  stamps,  telephone  and  directory  as  a  necessary 
nuisance. 

The  retail  druggist  of  today  must  therefore  be  a  . 
man  of  great  versatility,  with  more  than  a  **  smatter- 
ing** of  all  the  trades.  He  must  be  also  a  professional 
man,  have  a  good  working  knowledge  of  chemistry, 
microscopy,  botany,  materia  medica  and  biology. 
Combined  with  a  memory  like  a  card  index,  he  must 
also  be  a  close  buyer,  a  good  salesman,  a  careful 
dresser,  a  Chesterfield  in  manners,  and  have  the  dis- 
position of  a  lamb,  with  the  constitution  of  a  Sandow. 
There  are  a  few  more  qualifications,  but  you  all  know 
what  you  expect  of  a  clerk.  —  Robert  L.  Ball. 


R.«m«€li«s»  Nwmt  aAil  Olil* 

The  opinion  has  been  expressed  that,  inasmuch  as 
coal  tar  products  are  taking  the  place  of  vegetable 
remedies,  it  is  unwise  to  spend  time  and  effort  on  the 
cultivation  of  medicinal  plants  and  the  chemical  study 
of  vegetable  drugs.  The  fact,  however,  is  that  the 
scientific  interest  in  medicinal  plants  and  their  consti- 
tuents is  greater  than  ever,  and  that  medical  and  phar- 
maceutical practice  are  daily  receiving  the  benefits  of 
investigations  in  this  direction.  Moreover,  even  or- 
ganic chemists  are  beginning  to  ap'preciate  that  future 
economic  developments  lie  in  the  direction  of  photo 
synthesis  by  the  plant  rather  than  in  artificial  synthe- 
sis from  coal  tar. 

As  to  chemical  remedies,  a  similar  condition  pre- 
vails between  the  so-called  **  new  remedies  **  produced 
artificially  in  the  laboratories  of  Germany  and  the 
older  chemical  remedies  that  were  the  new  remedies 
of  fifty  years  and  more  ago.  These  so-called  new 
remedies  are  presenting,  new  problems,  not  only  of 
their  own,  but  also  new  problems  in  connection  with 
older  remedies  when  combined  with  them    Moreover, 


the  chemistry  of  some  of  these  older  chemical  reme- 
dies presents  problems  that  are  far  from  being  solved 
at  present.  Chemical  incompatibilities  that  have  thus 
far  escaped  the  eye  not  only  of  the  dispenser,  but  even 
of  the  trained  scientists  of  the  large  manufacturing 
laboratory,  are  turning  up  constantly.  •—  Edward  Kre* 
mers,  in  Report  of  Pharmaceutical  Experiment  Sta- 
tion, University  of  Wisconsin. 


Color  PsxcKoIogx. 

A  recently  reported  case  of  the  result  of  a  bullet 
wound  shows  what  curious  freaks  may  be  produced 
by  accidents  to  the  brain.  In  this  case  the  soldier  was 
shot  directly  through  the  head,  the  bullet  entering  the 
front  forehead  and  coming  out  at  the  back  of  the  head. 
It  did  not  kill  or  stun  the  man,  and  he  recovered  rap- 
idly from  the  accident,  but  it  produced  the  effect  of 
giving  him  a  new  color  sensation,  inasmuch  as  he  in- 
sists that  everything  he  looks  at  now  has  a  green  c^lor. 
This  only  gave  further  confirmatory  evidence  of  the 
fact,  well  known  to  psychologists,  that  color  sensa- 
tions are  really  in  the  brain  and  not  in  the  object 
which  appears  to  be  colored,  and  that  the  same  object 
appears  of  a  different  color  to  different  people  who 
happen  to  have  a  little  different  color  psychology. 


Hard  y/fTrntmr. 

Do  you  realize  how  Aarcf  water  is  when  a  boat  sails 
through  it  at  full  speed  ?  Water  passing  at  fifty  miles 
an  hour  is  not  the  limpid  liquid  we  are  accustomed  to 
bathe  in.  If  you  put  your  arm  overboard  from  a  hydro- 
plane running  fifty  miles  an  hour^  and  strike  a  wave 
crest,  the  probability  is  that  you  will  break  your  arm 
or  wrist,  because  at  that  speed  the  water  has  not  time 
to  give  or  even  to  change  shape,  and  striking  it  is  like 
striking  so  much  metal.  If  a  swordsman  should  enter 
one  of  the  great  hydraulic  quarries,  where  a  stream  of 
water,  under  enormous  head,  is  used  to  wash  down 
hillsides,  and  attempt  to  cut  into  one  of  those  streams, 
his  sword  would  fly  in  pieces  without  being  able  to 
penetrate  the  water.  The  stream  is  like  a  bar  of  iron. 
—  The  Youth's  Companion. 


A   NOVELTY  FAN. 
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Just  in  Jest. 


"  Where  does  all  the  snu£E  go  to  that  comes  into  this 
country  ? " 
*^  No  one  nose ! "  —  London  Mail. 


Never  borrow  trouble  if  you  can  touch  your  friends 
for  anything  more  negotiable.  —  London  Mail. 

Although  the  doctor  cured  him 

With  a  homoeopathic  pill, 
He  subsequently  floored  him 

With  an  allopathic  bill. 

—  Philadelphia  Ledger. 


The  other  day  an  old  negro  walked  into  a  Jasper 
County,  Mo.,  drug  store  and  asked :  "  Mistah  Jones, 
whot  ah  good  fo'  fleas  ? "  "  Why,  pour  a  little  coal  oil 
on  the  animal,*'  replied  the  druggist.  The  old  negro 
pondered  a  moment,  scratching  his  head,  and  then  re- 
plied :  ^'  Dat  sounds  all  right,  Mistah  Jones,  but  Ah 
doan'*  believe  I  could  stan*  de  coal  oil." 


"  Now,  Tommy,"  said  Mrs.  Bull,  **  I  want  you  to  be 
good  while  Vm  out." 

**  rU  be  good  for  a  nickel,"  replied  Tommy. 

'*  Tommy,"  she  said,  "  I  want  you  to  remember  that 
you  cannot  be  a  son  of  mine  unless  you  are  good  for 
nothing.**— X. 

They  had  just  been  married  and  were  about  to  start 
on  their  wedding  trip.  As  is  the  custom  with  bride- 
grooms, he  was  embarrassed  to  the  point  of  forgetful- 
ness,  but  he  met  the  situation  like  an  expert. 

"Why,  Harry,  you  bought  only  one  ticket,"  said  the 
bride,  reproachfully. 

"Just  like  me,  dear,"  said  Harry  quickly,  **  always 
forgetting  myself !  '* —  London  Mail. 


She — Have  you  ever  been  wounded  in  an  engage- 
ment? 

He  —  Oh,  yes ;  when  my  flanc^  broke  off  our  last 
one  I  was  fearfully  cut  up.  —  London  Mail. 


Harduppe  —  Why  so  despondent? 
Flubdub  —  Oh,  I  can't  seem  to  get  out  of  debt. 
Harduppe  —  Gee  !    That's  nothing.    I  cant' get  in. 
-X. 


The  pessimist  was  suffering  from  rheumatism. 
"  Every  bone  in  my  body  aches,"  he  complained. 
"  You  ought  to  be  glad  you  are  not  a  herring,"  said 
the  optimist.  —  New  York  Sun. 


She  — Where  have  you  been? 
He—  In  the  hospital  getting  censored. 
She— Censored? 

He— Yes,  I  have  had  several  important  parts  cut 
cut.  —  London  Mail. 


"You're  a  fr^ud,  sir  !"  cried  the  indignant  patient. 
"  You  guaranteed  your  medicine  to  cure  after  every- 
thing else  failed,  and  "  — 

"  Well,  my  dear  sir,"  replied  the  fake  medicine  man, 
"  probably  you  have  not  tried  everything  else."  — 
Philadelphia  Press. 

Doctor  —  You're  very  run  down,  indeed.  You  must 
n't  take  any  violent  exercise  of  any  sort.  For  instance, 
you  mustn't  er  — er  —  what  are  you? 

Patient  —  An  anarchist. 

Doctor  —  Well,  you  mustn't  er — er — throw  any 
bombs  for  a  long  time.  — London  Opinion. 


"Why  do  you  always  jam  a  thermometer  into  the 
patient's  mouth  ?    Is  the  temperature  so  important  ? " 

"  It  saves  listening  to  a  lot  of  symptoms,"  explained 
the  doctor  briefly.  —  Adam  and  Eve's  Adviser. 


The  doctor —  I  had  a  great  many  more  patients  this 
time  last  year ;  wonder  where  they  have  all  gone  ? 

His  wife  — We  can  only  hope  for  the  best,  dear. — 
Pharoah's  Trumpet. 

Senator  Vardaman,  so  the  story  goes,  once  rented  a 
plot  of  several  acres  to  one  of  his  negro  neighbors. 
The  land  was  to  be  planted  in  com,  and  the  Senator, 
then  ex-Governor,  was  to  receive  one-fourth.  Meeting 
the  negro  one  day,  he  said : 

"  Look  here,  Sam  ;  have  you  harvested  your  corn  ? " 

"  Yes,  sah,  boss,  long  ago." 

"  Well,  wasn't  I  to  get  a  fourth  ?  " 

"Yes,  sah,  boss;  dat's  de  truf,  but  dar  warn't  no 
fo'th.    Dey  was  jes*  three  loads  and  dat's  all.  —  X. 


Goods  sold  by  misrepresentation  may  stay  sold,  but 
the  customer  does  not. 
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Recently  Applied  for  Trade -Marks 


^^<^. 


%s<^ 


Ql^-LljPlUS 
SAJppiNA 


T»URITAS" 


iiW 


AUWPIDE 


lUfRPBS 


Mr*.  A.  AGGOTS 


%HT« 


MQNALISA 


No  TE.  —  The  following  numbers  are  all  Class  6  "  serial 
numbers,*^  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

85,488.  Frances  M.  Pushin,  Cincinnati,  Ohio.  An  anti- 
septic fluid  having  medicinal  properties.  March  i, 
1915. 

85,646.  Jnlia  M.  Monlton,  Melrose,  Mass.  Tablets  for 
the  treatment  of  stomach  or  bowel  trouble,  whooping 
cough,  etc.     April  17,  1913. 

85,172.  Max  LAudesman,  New  York,  N.  Y.  An  anti- 
septic solution.     Feb.  I,  1915. 

85,350.  Seldonite  LAboratories,  Limited,  England.  A 
chemical  preparation  to  be  applied  to  coal  and  other 
combustible  materials.     Dec.  10,  1913. 

79,410.  John  Amprey,  Chicago,  111.  An  eye  remedyi 
July,  191 4. 

74,989.  Hollandsche,  Melksuikerfabriek,  Amsterdam. 
Milk  Sugar.     Nov.  22,  1913. 

85.730.  George  T.  Hastings,  New  York,  N.  Y.  Dental 
Cream.     Mar.  2,  191 5. 

86,308.  Annie  Aggott,  Boston,  Mass.  A  medicine  for 
rheumatism.    April  i,  19 12. 

85,965.  Richard  Hudnut,  New  York,  N.  Y.  Toilet 
water,  headache-cologne,  smelling  salts  etc.  April 
8.  1915- 

85,115.  Adolph  Klar,  New  York,  N.  Y.  Face  powder. 
Jan.  13,  1913. 

84,486.  Joseph  Judt,  Rockaway  Beach,  N.  Y.  Stomach 
tonics.    Jan.  i,  19 10, 

81,685.     John  M.  Gilmore,  Hollidaysburg,  Pa.     A  char- 


coal compound  used  in  the  treatment  of  stomach  and 
intestinal  diseases,  etc.     Apr.  i,  1908. 

85,807.  The  Bayer  Company,  Inc.,  New  York,  N.  Y.  A 
substitute  for  the  lodids.     Oct.  19,  1905. 

86,040.  Kongo  Products  Company,  Pittsburgh,  Pa 
Hair  tonic.     Dec.  15,  1914.        , 

84,888.  William  Herman  Self,  Barham,  La.  Venereal 
diseases.    Jan.  1913. 

85,779.  Kloczewski  &  Crisp,  Washington,  D.  C.  Anti- 
septic mouth  wash.     March  10,  19 1 5.         ^ 

85,729.  George  T.  Hastings,  New  York,  N.  Y.  Dental 
cream.     March  2,  1915. 

85,988.  Stefan  Heindl,  Pittsburgh,  Pa.  Foot-powder. 
March  29,  19 15. 

85,972.  American  Chemical  Company,  Philadelphia,  Pa. 
Witch-hazel.     Dec.  10,  19 14. 

85,786.  The  Paramount  Drug  Co.,  Washington,  D.  C. 
Medicinal  tonics  and  blood-purifiers,  remedies  for  kid- 
ney and  bladder  troubles  etc.    July  1914. 


A  stone  house  is  not  so  durable  as  one  of  brick.  A 
brick  honse,  well  constructed,  will  outlast  one  built  of 
granite.  

Chinamen  have  been  known  to  offer  themselves  as 
substitutes  for  execution  on  the  understanding  that 
certain  sums  of  money  will  be  paid  to  their  families. 


Statistics  compiled  by  the  Humane  Society  of  the 
United  States  establish  the  strange  fact  that  American 
husbands  are  kinder  to  their  wives  in  warm  weather 
than  in  cold. 
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BUY  A  GRO^>S  125  l^n  *,..„. 


f  35.60  per  gross.     f2.80  per  doz. 

JOBBERS  SELL  IN   GROSS  LOTS.  6%  AND  2H^  GPP, 

This  is  the  Genuine. 


THE    KIND   YOU    HAVE   ALWAYS   HANDLED. 
IT    PAYS   TO     HANDLE    RELIABLE    QOOD8. 

. .  •  S^nd  for  •  •  • 

Cards,  Cut  Outs  and  Counter  Wrappers. 

THE  CEMT^UR  COMPANY, 

250  West  Broadway, 
New  York  City. 


Prmmidmnt. 


BUY  A  GRO^S  AND  SAVE  5 

——————————     Bind  8  1*2  per  cent. 

VTKo  GmA*t  sell  12  doseA  per  mAAtam  ? 


»'  ,..""-*' 


THE  SPAtULA 


46Q 


Hanai*  for  DrlAlclAiC  Glass. 

Measure  the  bottom  part  of  the  glass  and  make  a 
band  of  copper  that  will  neatly  fit  it.   The  ends  of  the 

copper  can]  be  riveted, 
but  if  a  neat  job  is  de- 
sired, flatten  or  file  the 
copper  ends  on  a  slant 
and  braze  or  solder  them 
together. 

Attach  to  the  band  an 
upright  copper  piece  a 
little  longer  than  the 
glass  is  high.  To  this 
upright  piece  a  bent 
piece  of  copper  to  form 
a  handle  is  riveted  or 
soldered.  The  glass  is 
set  in  the  band  and  the  upper  end  of  the  vertical  piece 
is  bent  over  the  glass  edge.  — -  Popular  Mechanics.   , 

A  NoA.r«movabl«  Stopper. 


(A  novelty  that  allows  the  contents  of  a  bottle  to  be 
used  without  pulling  out  the  cork.  It  is  claimed  to 
be  sanitary  and  air-tight.) 

M«aiclA«  Pl9«t  Hoia«r. 

Various  holders  and  bottle  attach* 
ments  for  medicine  pipets  have  been 
devised,  but  are  seldom  available  when 
needed. 

An  efficient  holder  can  be  improvised 
in  about  ten  seconds'  time  by  the  use  of 
two  common  brass  pins.  The  pins  are 
inserted  deeply  into  the  cork,  parallel 
with  each  other  and  nearly  in  contact. 
They  will  possess  spring  enough  to  hold 
securely  an  ordinary  medicine  pi  pet,  as 
shown  in  the  accompanying  illustration. 

—  Dr.  H.  S.  Reynolds,  New  Haven,  Conn.,  in  Journal 

A.  M.  A. 


(Siphon  for  Carbonated  Water  Bottles  illustrated 
in  Popular  Mechanics.) 


Let  each  of  us  do  his  part  to  make  this  organiza- 
tion one  that  will  stand  out  in  history  for  the  men  it 
produces. 


rT 


Hygienic 

Glass  Washing 

finds  its  very  highest  development  in  the  ROWE  NO- 
THUMP  TUMBLER  WASHER.  With  thb  tireless  ser. 
rant  in  the  Heart  of  your  Fountain,  jrou  have  only  to 
press  the  glass  on  the  plunger  and  in  the  twinkling  of 
an  eye  it  is  washed  inside  and  outside  in  fresh  run- 
ning water.  Note  that  nothing  but  pure  water  comes 
in  contact  with  the  glass  — no  disease-breeding  brush 
with  its  complicated  mechanism ;  no  glass  thumping ; 
no  pipe  hammering;  no  water  spattering.  It  is  simple, 
speedy,  sanitary  and  always  ready  for  duty. 

ROWE'S 

NO-THUMP  TUMBLER  WASHER 


is  the  original  brushless  washer  of  the  world,  and  was 
the  first  to  incorporate  supplementary  streams  for 
washing  the  outside  as  well  as  the  inside  of  the  glass 
—  the  famous  ROWE  '*  ALL-OVER"  wash.  It  is  made 
on  honor  and  sold  on  reputation.  When  ordering  a 
new  soda  founUin.  see  that  ROWE'S  NO-THUMP 
TUMBLER  WASHER  is  written  in  the  contract  in  a 
way  that  cannot  be  misunderstood.  The  price  is  $15 
nickel  plated,  or  SIS  silver  plated  — no  more  than 
the  imitation  to  start  with,  and  infinitely  less  in  the 
end.  Absolutely  guaranteed.  Write  To-day  for  "Wash- 
er Wisdom  '*  —  the  primer  of  the  tumbler  witsher. 

L.  L.  ROWE, 

INVENTOR  AND  SOLE  MANUFACTURER, 
74  PORTLAND  STREET,  BOSTON,  MASS. 
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WHAT'S  NEW. 
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No.  I.  Patent  No.  1,134,098.  Perfume  Sprayer. 
Patented  April  6  by  Mayer  Jules  Robert  Bloch,  Paris, 
France. 

No.  2.  Patent  No.  1,138.703.  Icr-Cream  Dipper. 
Patented  May  n,  by  Edwin  Walker,  Erie,  Pa. 

No.  3.  Patent  No.  1,140,928.  Bottle-Stopper.  Pat- 
ented May  25  by  August  Herman  Wirz,  Moylan, 
Pa.,  assignor  to  A.  H.  Wirz,  Incorporated,  Chester, 
Pa. 

No.  4.  Patent  No.  1,138,764.  Hermetically-Sealed 
Bottle.  Patented  May  1 1,  by  Clarence  M.  Kline, 
Philadelphia,  Pa.,  assignor  to  Snaith,  Kline  &  French 
Co.,  Philadelphia,  Pa. 

No.  5.  Patent  No.  1,140,103.  Bottle  and  Jar  Clos- 
ure. Patented  May  18  by  Otto  A.  J.  Becher,  Copi- 
ague,  N.  Y. 

No.  6.  Patent  No.  47,348.  Poison  Bottle.  Patented 
May  1 1  by  Amadore  F.  Stephenson,  Dumont,  N.  J. 

No.  7.  Patent  No.  1,138,533.  Ice  Cream-Cone  Disher. 
Patented  May  11,  by  Theodore  J.  Brandt,  Gresham, 
Greg. 

No.  8.  Patent  No.  1,138,705.  Ice  Cream  Disiier. 
Patented  May  11,  by  Edwin  Walker,  Erie,  Pa. 

No.  9.  Patent  No.  1,140,301.  Atomizer  or  the  Like. 
Patented  May  18,  by  Allen  De  Vilbiss,  Toledo,  Ohio. 

No.  10.  Patent  No.  1,139,368.  Ampul.  Patented  May 
1 1  by  Edward  W.  Pierce,  Cynwyd,  Pa. 

No.  II.  Patent  No.  1,140,959.  Pour  Out  Stopper. 
Patented  May  25  by  Joseph  T.  Craw,  Jersey  City, 
N.J. 

No.  12.  Patent  No.  1,133,156.  Gelatin  Capsule. 
Patented  April  6,  by  Hermanus  Rolff  Planten,  New 
York,  N.  Y. 

No.  13.  Patent  No.  1,134,957.  Glass  Washer.  Pat- 
ented April  6,  by  Harry  H.  Krone,  Max  Rubinstein, 
and  Jacob  Rubinstien,  Chicago,  111. 


No.  14.  Patent  No.  1,139,579.  Holder  for  Folding 
Paper  Vessels.  Patented  May  18  by  Berton  I.  Rike, 
Dayton,  Ohio. 

No.  15.  Patent  No.  1,138,562.  Medicine  Box.  Pat- 
ented May  4,  by  John  Herboldt,  Woodside,  Idaho. 

No.  16.  Patent  No.  1,139,508.  Bottle  Closure. 
Patented  May  18,  by  George  Feczko,  Braddock,  Pa. 

No.  17.  Patent  No.  1,139,018.  Sanitary  SodaCup. 
Patented  May  11,  by  David  F.  Curtin,  Chicago,  111. 


Nm-mr  PKarmacists* 

The  Massachusetts  Board  of  Registration  in  Pharmacy 
registered  in  May  after  examination,  these  pharmacists 
and  assistants. 

Registered:  Elmer  Thomdike  Lee, Beverly ;  William 
Spring  Fairbanks,  Fitch  burg;  Ralph  Hudson  Wheeldon, 
Waltham ;  Anthony  Joseph  Ziegel,  Louis  Kreisman,  Ruth 
Leveen,  Somerville;  Armand  Merrill  Dupaul,  Alfred  Rich- 
ard Trimbach,  Roupen  De  Stepanian,  Boston  ;  John  Wil- 
liam Vigeant,  Gt.  Barrington;  Rosamond  Alice  Guinn,  • 
Cambridge. 

Assistants:  Frank  Lawrence  Canney,  Francisco  Vie- 
ira  Gonsalves,  New  Bedford  ;  Michael  Demetrion  Exedis, 
Springfield;  John  Francis  Fitzgerald,  Arthur  Cookson, 
John  Augustine  Cronin,  Lawrence;  Charles  William 
Mayo,  South  Framingham;  Earl  Fuller  Smith,  Mitti- 
neague :  Frank  Charles  Steblik,  Westfield  ;  Carl  Eugene 
Truman,  Orange ;  James  Henry  Burns,  Natick ;  Joseph 
Putnam  Cross,  Huntington ;  Frederick  Alvin  Fitzgerald, 
Max  Mayer,  Boston  ;  Robert  Granger  Fletcher,  Lynn ; 
John  Martin  Kane,  Charles  Herbert  Hughes,  Holyoke ; 
James  Charles  Madden,  Pittsfield ;  Alfred  William  Da- 
prey,  Brockton;  John  Dennis  Hayes,  Lee;  Vincent  de 
Martini,  Yonkers,  N.  Y.;  George  Henry  Perreault, 
Spencer. 

Sunlight  will,  according  to  a  doctor^s  evidence  given 
recently,  kill  the  bacilli  of  anthrax  in  an  hour. 
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We   are   at   last  in  a  position   to  report   something   to 
interest   and    gratify 

THE  HONEST  DRUGGIST 

To  seriously  concern  and  displease  the 

SUBSTITUTOR 

To  surprise,  disappoint  and  thwart  the 

DNSCRDPULOUS  and  CONTEMPTIBLE  MANPFACTURER 

who  supplies  a  counterfeit  and  fraudulent  product  for 
substitution  purposes. 

Ejrgoapiol  (Smith)  capsules  bear  on  the  inside  of  each 
capsule  the  letters  M.  H.  S. 

These  letters  are  not  visible  from  the  butside,  but 
they  are  plainly  discernible  in  the  gelatine  when  the  cap- 
sule is  cut  in  half. 

This  method  of  marking  Ergoapiol  (Smith)  now  offers 
absolute  protection  against  any  imposition  in  the  use  of  a 
spurious  and  fraudulent  product. 

Identification  by  the  physician  or  patient  is  now  very 
simple,  because  no  analytical  investigation  is  necessary 
and  because  no  one  else  can  use  this  invention  as  it 
is  our  exclusive  property  under  Letters  Patent  in  the 
United  States  and  foreign  countries. 

We  have  been  manufacturing  Ergoapiol  (Smith)  with 
this  patented  protective  mark  for  the  past  two  years,, 
but  have  "withheld  announcing  the  fact,  so  as  to  give 
reasonable  and  ample  time  for  all  the  old  style  capsules 
to  have  been  dispensed. 

Physicians  are  now  being  fully  informed  regarding 
this  protective  mark  and  easy  method    of   identification. 


Patented  in  U.  S.  and 
foreign  countries. 


Capsule  intact,  showing 

no  mark  objectionable 

to  the  physician. 


Capsule   cut   in   half 

through  the  seam, 

showing  initiab. 


Ergoapiol  (Smith)  is  to  be  had  only  in  packages  of  twenty  capsules 
each.    It  is  not  under  any  circumstances  supplied  in  bulk  or  other  form. 


MARTIN   H.   SMITH   CO.,   New  York,  N.  Y. 
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Keep  your  eyes  open  for  improvements,  criticisms 
and  suggestions  which  will  help  any  part  of  this 
business. 

Pay  strict  attention  to  whatever  you  have  in  hand, 
and  let  that  for  the  time  have  your  whole  thought. 

Learn  to  leave  no  misunderstanding  unsettled  to  the 
entire  satisfaction  of  the  other  party. 

Cultivate  cleanliness  in  every  spot  and  corner  of  the 
house ;  see  that  your  own  section  is  perfectly  clean. 

Know  how  to  write  a  good  business  letter,  and  be 
sure  you  are  thoroughly  understood  by  the  recipient. 

Be  sensibly  economical  in  large  and  small  matters ; 
save  paper,  save  lights,  etc.,  etc.,  and  treat  each  privi' 
lege  as  a  trust. 

Try  continually  to  set  a  good  example  for  those 
around  you,  whether  above  you  or  below  you  in  posi- 
tion ;  example  is  the  greatest  of  teachers. 

Learn  to  utilize  the  knowledge  of  others,  and  know 
every  man  for  the  best  there  is  in  him. 

Treat  all  customers  courteously,  regardless  of  how 
they  may  be  dressed;  the  contrary  is  inexcusable 
under  any  circumstances. 

AH  fixtures  and  property  of  the  house  should  be 
treated  with  the  greatest  care ;  the  first  scratch  paves 
the  way  for  carelessness. 

Each  day  should  find  us  doing  things  better  and 
better  than  previously. 

Acquire  the  habit  of  promptness  in  every  matter, 
large  or  small,  which  is  left  to  your  care. 

Know  the  value  of  a  good  personal  appearance  ;  do 
not  think  that  any  detail  of  your  attire  will  escape 
notice. 

Learn  to  ask  such  questions  as  will  draw  out  the 
most  profitable  information. 

Spend  wisely  your  spare  time;  count  every  hour 
golden,  every  moment  an  opportunity ;  don*t  waste  a 
minute  at  any  time. 

Avoid  being  influenced  for  the  wrong  by  other  per- 
sons; have  a  purpose  of  your  own;  weigh  counsel,  but 
act  from  your  own  best  thought. 

Cultivate  a  good,  clear,  legible  handwriting;  many 
people  judge  quickly  on  this  point;  a  good  hand  is 
always  appreciated.  —  Marshall,  Field  &  Co. 


ROBERTSON'S  FRUIT  TABLET 

flavors  seldom  found  oxoopt  In  tho  original 
fruit. 

Mado  In  26  difforont  flavors. 

Thsra's  a  lot  moro  to  tho  oost  of  gonuino 
fruit  tablots  than  tho  moro  prioo  por  pound. 

ROBERTSON'S  fruit  tablots  koop  Indofi- 
nitoly  but  SELL  so  roadily  aftor  onoo  triod, 
that  thoir  kooping  qualitios  aro  raroly  tostod. 

If  not  at  your  Jobbors  writo  us  direot. 

ROBERTSON  CANDY  CO., 

R0BCRT80N-BRAD8HAW  CO., 

NEW  YORK  CITY. 


Make  USTERINE  Your 
Big  Summer  Special 

During  the  Summer  Months  you  will  con- 
tinue to  tell  Litlerine  to  cutlomert  who  use 
it  regularly  at  a  tooth  and  mouth  wath^  but 
you  can  greatly  increase  your  sales  by  feat- 
uring Listerine  as 

A  Vacation  Necessity 

Listerine  relieves  sunburn, 
chafing  and  prickly  heat.  It  re- 
lieves the  sting  of  insect  bites. 

Listerine  prevents  the  infec- 
tion of  wounds,  cuts  and  scratch- 
es. It  over-comes  the  danger  of 
poison  ivy. 

Listerine  is  the  best  anti- 
septic for  general  family  use — 
every  day. 

HOW  IS  YOUR  STOCK? 

Put  Listerine  to  the  front  in  jroor  window  and  c<»anter 
displays  and  jrou'U  set  your  share  of  the  results  from 
our  Summer  Adrertisins. 

LAMBERT  PHARMACAL  CO., 

SAINT  LOUIS. 


HENRY  TROEMNER 


STAITBARD  OF  EXCXXI^ENCS 


1840 


1913 


New  Triumph  Prescription  Scale 

Built   like    the    Wise  Man's  House — upon  m, 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    sensitive  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalogue  No.  1918. 

91 1  Arch  Street,        PHILA.,  PA. 
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To  II«lp  Camera  Sal«s* 

"  We  carry  cameras  and  kodaks,"  says  a  writer  in 
the  Pharmaceutical  Era,  *^  and  keep  a  dark  room  in 
which  amateurs  may  develop  their  pictures.  In  this 
way  we  have  a  large  assortment  of  views  and  groups 
of  local  interest,  which  we  keep  in  albums  on  the  show 
case.  A  great  many  people,  while  waiting  for  their 
purchases  to  be  wrapped,  look  them  over  and  become 
interested  in  photography.  We  tell  them  who  took 
the  photographs,  show  them  some  of  the  first  pictures 
amateurs  have  taken,  and  then  some  they  have  taken 
after  they  have  had  the  cameras  for  a  while.  One  can- 
not help  but  notice  the  improvement.  We  tell  them 
how  simple  photography  is,  give  them  a  catalogue, 
and  offer  to  teach  them  to  take  pictures  free  of  charge 
if  they  buy  their  camera  from  us." 


You  Are  Losing  Sales 

To  Catalogue  Houses 
To  Soap  Clubs 
To  Your  Competitors 
To  Department  Stores 

You  Are  Losing  Prof  it 

Through  Odds  and  Ends 
Through  Slow  Sellers 
Through  Old  Accounts 
Through  Slow  Business 

Brenard't  NEW  Trade  Extenuon  Campaiffn 

will  stop  your  loss  of  sales  — it  will  stop  your 
loss  of  profit  HOW  —  drop  us  a  card  asking  for 
information,  and  we  will  be  glad  to  explain 
every  feature  of  our  NEW  business-building, 
sales-making  plan  in  detail  to  you. 

Brenard  Mfg.  Co. 

Iowa  City,  Iowa 


The  amount  of  energy  developed  when  a  cannon  is 
fired  is  surprisingly  great.  Recent  careful  estimates 
have  been  made,  and  show  that  when  a  cannon  throw- 
ing a  shell  weighing  i,ooo  pounds  is  fired  there  is  de- 
veloped at  the  moment  of  firing  energy  equivalent  to 
25,000,000  horse  power. 


Ia  Nm-mr  Quarters. 

Seger  &  Gross  Co.,  manufacturers  of  drug  store  fiztnres, 
have  removed  to  larger  quarters  at  518-526  West  55th 
Street,  New  York  City.  The  new  factory  is  strictly 
modem  in  every  respect  and  is  equipped  with  new  and 
up-to-date  machinery,  so  that  the  facilities  for  manufac- 
turing are  largely  increased. 


Hub  Wafers 

Tran^Murent  Paper  Wrapper 

sell  as  well  in  'Frisco,  three  thousand  miles 
from  home,  as  in  Boston  or  New  York. 
Their  demand  and  sale  is  nation  wide,  be- 

":et,  built  by 

^  ^ertising,   is 

^  Give  them  a 

^  our  counter 

[low  quickly 
recognized. 

W  ENGLAND 

PECTIONERT 

COMFANT, 

lostoiiy  Mass. 

// 
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io 
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G«t  QuaAtltjr  Piric«* 

An  offer  of  a  liberal  discount  on  the  purchase  of  an 
article  which  is  in  constant  demand  should  be  taken  ad- 
vantage of  by  every  druggist,  even  when  it  is  necessary  to 
buy  a  large  quantity  in  order  to  obtain  such  a  discount,  for 
it  is  impossible  to  overstock  with  goods  which  sell  them- 
selves, as  it  is  just  as  easy  to  sell  a  gross  of  Castoria  as 
to  sell  a  dozen,  especially  as  he  can  thereby  save  5  and 
2%  pei  cent.  The  Centaur  Company  of  250  West  Broad- 
way, New  York  City,  msUcers  of  Castoria,  offers  this  dis- 
count on  gross  lots  to  the  druggists  by  having  jobbers  sell 
a  gross  at  I31.12  while  asking  ^2.80  for  a  single  dozen. 
It  always  pays  to  handle  reliable  goods,  and  the  handling 
of  Castoria  is  exceptionally  lucrative.  Cards,  candy  bags, 
counter  wrappers  and  booklets  with  which  to  boom  the 
sale  of  Castoria  are  furnished  free  upon  application  to  the 
company.  It  is  just  like  finding  an  extra  dozen  in  every 
gross  case,  and  this  dozen  will  put  I4.20  in  your  cash 
drawer.    Try  it. 

B«  Rsadlsr  to  Supplsr  TK«m* 

Parke,  Davis  &  Co.  have  inaugurated  an  aggressive  ad- 
vertising and  detailing  campaign  among  physicians  in  the 
interest  of  their  Germicidal  Soap  and  Ether.  These  prod- 
ucts, as  every  druggist  knows,  are  highly  esteemed  by  the 
'  medical  profession,  and  the  present  promotion  work,  which 
is  country-wide  in  extent,  should  materially  increase  the 
(^mand  for  them.  Germicidal  Soap,  Parke,  Davis  &  Co., 
it  may  be  mentioned  incidentally,  has  a  considerable  va- 
riety of  uses.  As  an  antiseptic  and  disinfectant  it  is  a 
valuable  agent  in  obstetrics  and  gynecology,  in  surgery 
and  in  general  practice.  Physicians  recommend  it  in  the 
home  for  cleansing  minor  wounds,  where  there  is  danger 
of  infection,  as  a  deodorant  in  offensive  perspiration,  foi 
cleansing  the  scalp  and  checking  dandruff,  for  treating 
boils  and  acne,  for  vaginal  douches,  and  for  ridding  house- 
hold pets  of  lice  and  fleas.  In  medical  advertisements 
Parke,  Davis  &  Co.  are  calling  attention  to  the  improve- 
ment in  their  ether  container  with  dropper-tube  attach- 
ment This  improvement  consists  of  the  addition  of  a 
corked  opening.  The  physician  can  continue  to  use  the 
bent  dropper-tube,  which,  when  cut,  permits  the  entry  of 
air  in  one  section  and  the  ether  to  flow  from  the  other,  or 
he  can  use  the  corked  opening.  The  new  container  ap- 
pears to  meet  every  possible  demand. 


va»C*P*  Coflam^ 


^t. 


Seidlitz  and  Headache 
Powder  Manufacturers! 

Manton's  Patented  Powder  Measurins: 
Machine  it  the  only  accurate  meas- 
urins:  machine  on  the  market ! 

This  is  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  5  to  200  grains 
at  the  rate  of  60  per  minute,  and  can 
be  run  by  steam  or  a  half  horse  power 
motor. 

Manitlketiired  onljr  bjr 

The  0.  H,  Marston  Co.,  Stonebam,  Mass. 


The  forty-seventh  annual  commencement  exercises  and 
class  day  of  the  Massachusetts  College  of  Pharmacy  were 
held  at  Convention  Hall,  Boston,  on  May  20. 

At  the  class  day  exercises  which  preceded  the  award- 
ing of  degrees,  Dr.  William  J.  Nolan  delivered  the  address 
of  welcome.  The  class  history  was  read  by  Florin  J. 
Amrhein.  'James  W.  Pratt  read  the  class  prophecy,  while 
the  class  will  and  the  class  oration  were  read  and  delivered 
by  Howard  R.  Pierce  and  Charles  J.  Babb,  respectively. 

At  the  commencement  exercises  proper  Rev.  Beecher 
Blanchard  offered  pray«r,  and  Dr.  A.  A.  Berle  delivered 
the  address  to  the  graduates.  His  subject  was  "  Personal 
and  Professional  Ideals."  , 

Dean  Theodore  J.  Bradley  presented  the  candidates  JFor 
degrees.  The  Honorary  Degree  of  Doctor  of  Pharmacy 
was  awarded  to  Samuel  A.  D.  Sheppard,  of  Boston. 

The  degree  of  Pharmaceutical  Chemist  was  conferred 
by  President  C.  Herbert  Packard,  of  the  college,  on  the 
following:  E.  W.  Bennett,  Ph.G.;  W.  C.  Bruzga,  Ph.G. ; 
M.  S.  Field,  E.  R.  Gifford,  Ph.G.;  W.  W.  Gifford,  Ph.G.; 
R.  M.  Kallepian,  Pharm.D. ;  A.  S.  Pearlman,  Ph.G. 

Thefollowing  received  the  degree  of  Graduate  in  Phar- 
macy: F.  J.  Amrhein,  G.  S.  Arnold,  Jr.,  C.  J.  Babb,  E.  R. 
Bouthillier,  R.  G.  Cooper,  J.  F.  Correa,Jr.,  J.  Dorenbaum, 
O.  A.  Dumas,  A.  M.  Dupanl,  J.  G.  Elkind,  F.  H.  Elliott, 
F.  G.  Flagg,  J.  Gagne,  G,  P.  Gakidis,  H.  F.  GUbride,  R. 
A.  Guinn,  J.  E.  Henry,  E.  S.  Johnson,  Z.  Kagan,  J.  M. 
Menendez,  J.  N.  Meyers,  M.  S.  Miller,  W.  J.  Nolan,  M.D., 
F.  E.  Perez,  H.  R.  Pierce,  J.  W.  Piatt,  H.  A.  Shapiro,  R. 
M.  Shukle,  O.  S.  Skinner,  A.  R,  Trimbach  and  J-  W. 
Vigeant. 

MartiA  H.  SmltK  Co.'s  AAAo«iAC«ai«At. 

With  the  enactment  of  the  Harrison  Narcotic  Law 
various  manufacturers  have  announced  changes  in  their 
formulas  as  to  narcotic  content,  so  that  the  preparations 
made  therefrom  might  be  sold  without  prescription  and 
without  violating  the  law.  The  Martin  H.  Smith  Com- 
pany, New  York,  however,  have  refused  to  change  the 
composition  of  their^  product  to  qualify  for  the  exemptions 
noted  in  the  law,  for  they  announce  that  glyco-heroin 


A   TKN    DOI^I^AR.  ««  P.  M." 

300  FINE  IMPORTED 

PO«T    CARDiS 

Birthday,  B««t  Wla1i««y  Arty  Gontlea 

No  Old  Stock.    AU  Fresh,  Up-t«>-Dat«  Dcalgna 
No  advertiaing  on  them.    With  every  >16.00  order  for 

CHI-CHES-TERS  DIAMOND  BRAND  PILLS 

Quick  Sellers  at  8  to  10  centa  each 
A  GliBAR  CASEi  BOIflTB  OF  flO.OO 

Choice  of  foar  other  Premiums. 

Order  today  from  your  jobber.    We  aend  the 

Premium  Direct. 

€HI€HX:STKR   €HE:I1I€AI<   GOBIPAlfT 

2816-17-19  Madlaon  Square,  Philadblphla,  Pa. 


A  magazine  devoted  to  show  card  writing, 
lettering,  window  trimming,  interior  decoration, 
store  front  publicity  and  advertising. 

Subscription  $2.00  a  year— 24 Issues.  Sam- 
ple copy  10  cents.    No  free  copies. 

SIGNS  OF  THE  TIMES^ 

p.  O.  BOX  771  CINCINNATI,  OHIO. 
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(Smith)  will  remain  what  it  has  always  been — **  a  stable 
uniform  and  dependable  product  for  the  use  of  physicians 
only  in  the  treatment  of  coughs,  bronchitis  and  similar 
ailments.'*  It  is  proccurable  only  by  prescription,  and  the 
prescription  is  not  returnable.  In  this  way,  there  is  no 
chance  that  glyco-heroin  (Smith),  already  widely  popular- 
ized, may  be  prostituted  as  a  convenience  for  ''dope" 
fiends. 

To  further  protect  customers  of  retailers  from  fraud, 
the  company  also  announces  that  each  ergoapiol.  capsule 
(Smith)  bears  op  its  inside  the  letters  "  M.  H.  s!"  This 
protective  scheme,  it  is  explained,  is  secured  under  letters 
patent,  can  "he  used  by  no  one  else,  and  makes  the  identi- 
fication of  the  capsule  by  the  patient  or  physician  not  only 
easy  but  certain.  Mr.  Smith  declares  that  his  company 
have  suffered  from  substitution  of  inferior  products,  a 
practice  for  which  he  blames  manufacturers  rather  than 
druggists.  By  the  use  of  this  protective  scheme  he  hopes 
to  strike  the  substitution  evil  at  its  root  and  thereby  pro- 
tect the  well  earned  reputation  of  his  company's  prepa- 
ration. 

Good!  IXTasKsrs  Necessary. 

This  is  a  sanitary  age,  and  the  public  is  .demanding 
more  vehemently  than  ever  that  everything  connected 
with  the  soda  fountain  be  clean  and  free  from  germs.  No 
druggist  who  does  not  wash  his  glasses  in  running  water 
can  hope  to  long  escape  popular  disapproval  or  a  peremp- 
tory order  from  the  Board  of  Health  to  mend  his  ways. 
In  choosing  a  washer  care  must  be  taken  that  it  is  of  the 
simplest  kind,  with  no  parts  on  which  the  creams  and 
syrups  can  collect  and  become  the  birthplace  of  millions 
of  germs.  There  are  washers  in  use  that  are  ideal  breed- 
ing places  for  microscopic  life  and  are  as  unsanitary  as  it 
would  be  possible  to  make  them.  The  Rowe  washer  has 
nothing  but  metal  parts  and  is  always  perfectly  clean.  It 
meets  with  the  approval  of  the  health  authorities  every- 
where and  cleans  the  glasses  as  perfectly  as  possible.  In 
buying  a  fountain  be  sure  you  specify  a  Rowe  washer,  as 
you  may  not  get  it  if  you  do  not. 


No.  10 

''REST  EASY" 

NON-SLIP  BED  CUSHION 

Si^te  14  X  20  Inches 

A  CUSHION  SUPPORT,  for  sitting  up  or  re- 
clining in  bed,  also  adapted  for  wheel  chairs. 
In  combination  with  a  back  rest  it  gives  the 
required  FOWLER  POSITION  for  POST 
OPERATIVE  WORK.  A  trial  WILL  CON- 
VINCE  it  is  healthful  and  economical  the  saving 
of  nurses  time  will  soon  cover  the  cost.  Re- 
commended by  HOSPITALS  and  EMINENT 
SURGEONS  Testimonials  and  descriptive  cir- 
cular sent  upon  request. 

Manufactured  Ezclnilyely  by 

DAVOL  RUBBER  COMPANY 

PROVIDENCE,  R.  L,  U.  S.  A. 


Your  Percentage 
of  Profit 

increases  with 

Volume  of  Sales 

on  the  aggressively 
advertised,  full- 
priced 

PLUTO  WATER 

Our  advertitinf  cam|>aigii  direct  to  the  med- 
ical profession  will  bring  you  many  prescriptions. 
The  uniformly  f ratifjrinf  experience  of  thou- 
sands of  progressive  druggists  insures  YOUR 
success. 

Pluto  display  material  establishes  y<Mir  store 
as  a  distinctly  high-class  pharmacy. 

Investigate  our  quantity  lot  discount  and 
send  for  our  full  window  display  free  on  request. 


French  Lick  Springs  Hotel  Company 

French  Lick,  Indiana. 


miiiii>iiii.iim!iiiii:iiniiii.Hg!ii:i:!.'.mnBinmiii!.i'i;iiii  m 

'The  Cheapest 
Man  inlbwn' 

Said  Mr.  Jones,  when  at  2  A.  P 
he  went  to  take  a  dose  of  me 
icine  and  the  cork  broke  o 
**Too  tight  to  buy  good  corks 
After  groping  for  the  light  ai 
stubbing  his  toe,  he  said  quite 
fewthings,amongthem:'  Th 
druggist'll  never  get  anoth 
cent  out  of  me."  Now  hj 
that  druggist  been  a  user 

Circle  A  Corks 

he  would  still  have  Mr.  Jones  as  a  ci 
tomer,  not  because  Mr.  Jones  knows  mu 
about  corks  but  because  Circle  A  Corks 
won't  break  off.  They  are  made  from  the 
finest,  close-grained  corkwood  and  are 
practically  flawless.  Elach  one  is  bright 
and  clean.         

Thirds  how  many  Mr.  Jone$e»  may  be  saying  thmgt 
aboat  you.  Then  $end  20c  in  $tamp»  for  m  trkd 
package    of    100    Circle    As    in    a»$orted   tizee. 

The  Standard  Prescription  Corks 
of  America 


Armstrong  Cork  Company 

121  23rd  Street      -      -      Pittsburgh.  Pa. 


IKEILIi 
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DIAMOND  OINTMENT  BLOCK 

A  Producer  of  Efflcioncy  and  Cleaalinoss.    A  Savor  of  Timo»  Monoy  and  Annoyanco. 

It  takes  the  place  of  the  messy,  old-fashioned  slab.  Instead  of  having  to  scrape, 
scrub  and  polish  every  time  you  compound  an  ointment,  you  simply  tear  off  Xh^  used 
sheet  and  instantly  you  are  ready  to  prepare  the  next  batch  in  a  thoroughly  hygienic 
manner.     Isn't  that  an  improvement  ? 

Eacji  block  contains  one  hundred  sheets  of  heavy,  vegetable  paper.  This  paper 
is  guaranteed  to  be  impervious  and  free  from  all  acids  and  impurities.  The  sheets 
are  securely  bound  to-gether  by  the  reliable  Johnson  Process. 

The  Blocks  come  in  two  sizes  : 


Large  12  x  12  inches 
Small   9x8      " 


$.50  F.  O.  B.  Boston. 
•35 


((     ((    i( 


SPECIAL  INTRODUCTORY  OFFER 

If  you  have  not  already  used  a  Diamond  Blocks  here  is  a  chance  to  try  it  out 
thoroughly  in  your  own  laboratory,  without  incurring  any  obligations  whatsoever. 

We  will  send  you  either  size,  and  pay  all  transportation  charges.  Try  it  out 
for  thirty  days,  ana  then  remit  either  the  price  of  the  block  or  nothing.  No  remitt- 
ance will  be  expected  or  aecepted  unless  ^t?;/  are  satisfied  that  the  Block  is  a  real  con- 
venience and  a  genuine  help  vayour  business. 

Just  drop  a  postal  to-day,  saying  "  Send  a  Diamond  Ointment  Block  as  per  your 
special  offer.*'    Specify  the  size  you  want  and  we  will  do  the  rest. 

FOX,  FULTZ  (El  CO.,  Inc., 

18  Blackstone  St.,  Boston. 

The  Druggists'  Sundry  House  of  New  England. 


ADS 


THAT 
ADVERTISE 

Let  me  write  you  copy 
for  a  booklet,  folder  or 
mailing  card,  supplying  at- 
tractive illustrations.  I 
know  how.  What  others 
say  is  proof — 

"The  advertising  copy  pre- 
pared for  ui  is  fine  and  your 
prices  are  very  reasonable.    Results  have  been  very  satis- 
factory."—American  Poultry  Mixture  Co  ,  Drivers 

Va.  

Proprietors  of  Hirers  Root  Beer^  say : 

"  Advertising  is  very  readable  and  ought  to  bring  busi- 
ness—remittance  inclosed."— C  has.  E.  Hires  Co.,  Mal- 
vern, Pa.  

From  a  Manufacturing  Chemist. 

"  You  can  give  us  one  of  the  nice  talks  on  extracts  and 
chewing  gum,  the  advertisement  of  which  we  know  you  are 
fully  able  to  write  up."— Royal  Remedy  &  Extract  Co. 


Give  me  full  details  and  I  will  tell  you  what 
I  can  do  for  you. 


ARCHBOLD 


1662  E.  03rd  St., 
CLEVELAND,  O. 


FOR  OVER  HALF  A  CENTURY 

BROWN'S  BRONCHIAL  TROCHES 

Have  been  recognized  throughout  the  world  as  a  staple  renoedy 
for  hoarseness  and  coughs.  A  preparation  of  simple  medicinal 
substances  held  in  general  esteem  in  the  treatment  of  throa 
affections  caused  by  cold  or  exertion  of  the  vocal  organs. 

The  Troches  are  effective  in  disorders  of  the  throat  and  larynx, 
and  an  invaluable  aid  to  speakers  and  singers  for  allaying  hoarse- 
ness and  irritation  of  the  throat.  To  sufferers  from  Lung  Trou- 
bles, Bronchitis  and  Asthma  they  afford  great  relief.  Warranted 
free  from  opiates  or  anything  harmful. 
In  boxes  only;  never  sold  in  bulk. 

Advertising  matter  sent  free  to  Druggists  upon  request 


Bronchi^ 


^ir  John  L  Bfowfi  &  Son,  Boston,  Mass. 


■  EVERY  ISSUE  OF  1 

The  Advertising  World 


brings  to  your  store  new  and  practical  advertis- 
ing ideas.  Its  dictionary  of  headlines  and  catch 
phrases  saves  time  for  the  busy  druggist. 

Subscription  price  ^1.00  a  year,  or  send  11.25 
and  receive  in  addition  a  copy  of  "8671  Ad- 
vertising Catch  Phrases." 


THE  ADVERTISING  VTORI^D, 

Columbus,  Ohio. 
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JULY,  1915 


Aa  Illtuitriitecl  MontHlr  Piftblicatioa  for  Druggtota. 


Webb's  Alcohol. 

THE  ACXNOWLEDGED  STANDARD. 

JAMES  A.  WEBB  Ok  SON,       ""  * '"^^(^teT^:^  ^^"^ 
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DOUBLE  PROFIT 

ON  ABSORBENT 


Maplewood  Mills  Absorbent  Cottons  arc  the 

iasiest  sellers  and  thiBEST  profit  yeilders 

BECA  C/SE  :  —  Each  of  the  four  grades  they  manu- 

facture  is  the  best  obtainable  at  the  price  and  puts  you 

COTTO^  ^^  ^^^  credit  side  of  your  customer's  good-will  account.     It  costs  you 

less  than  similar  qualities  offered  by  others,  because  the  Maplewood 

Mills  complete  manufacturing  facilites  make      mm  /lj%¥  I?f¥}f\f\1\    JLflF  ¥  V 

it  possible  to  produce  cotton  at  minimum    ^^^^^^^C^^AJyJXJiJ   JWRgM^M^^ 

cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit  FJiLL  RIVER,  MJUS. 

PROOF  FOR  A  POST  CARP.  J 


FritzscKe  Brothers  -  Neiv  YorK 


jl 


Absolute  Purity 
POLL.ANTIN 

in  HAY  FEVER 


Quality  Standard 

Founded  l»tt9 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


Razors 


Sold  by  ovor  23,000  Druggists.   Write  today  for  catalog  and  prico  list 

SHUMATE  RAZOR  CO., 


ESTABLISHED  OVER  30  YEARS 
CAPACITY  6.000  RAZORS  DAILY 


672  LOCUST  STREET, 
8T.  LOUIS,  U.  S.  A. 


EcKman's  Alterative 
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Protect  yourself  and  your 

medical  patrons  from 
inferior  liquid  petrolatums. 


The  failure  of  European  supplies  of  petrolatum,  coupled 
with  an  increased  demand,  has  caused  great  confusion  in  the 
trade;  and  although  the  market  is  flooded  with  liquid  petro- 
latum, much  of  it  is  unfit  for  medicinal  use. 

Take  no  chances  with  products  of  doubtful  quality. 

Carry  and  dispense 

AMERICAN  OIL 

This  is  a  liquid  petrolatum  distilled  from  American  petro- 
leum, of  high  specific  gravity  and  great  lubricating  power.  It 
is  absolutely  tasteless,  colorless  and  odorless.  It  is  guaran- 
teed to  be  free  from  harmful  substances.  It  is  the  best  liquid 
petrolatum  ever  oflered  to  the  American  trade. 

American  Oil,  P.  D.  &  Co.,  is  coming  into  extensive 
use  in  the  treatment  of  constipation.  It  is  being  liberally 
advertised  to  physicians.     You  will  have  calls  for  it. 

Supplied  in  pint  and  gallon  bottles  and  in  bulk* 

Note.— We  also  market  Liquid  Petrolatum^  Colorless,  a  product  of 
lighter  specific  gravity  than  our  American  Oil,  but  in  purity  and  quality 
absolutely  the  same. 


Home  Offices  and  Laboratories, 
Detroit,  Michigan. 


Parke,  Davis  &  Co. 
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Massachusetts  College  of  Pharmacy 

72  St.  Botolph  SU  Corner  of  Garrison,  Boston,  Massachusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  years,. leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

The  Demand  for  Graduates  of  this  School  is  in  Excess  of  the  Supply. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 
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Incompatibles. 

WORK  and  worry  are  incom- 
patibles. If  you  worry  you 
cannot  do  efficient  work.  On 
the  other  hand,  if  you  work 
hard  enough,  you'll  have  no 
time  for  worry.  The  drug- 
gist who,  in  dull  times,  tries 
to  ascertain  the  wants  of  the  people  in  his 
neighborhood  so  as  to  supply  them  efficiently, 
and  studies  how  to  improve  himself,  his  store 
and  his  business,  doesn't  need  to  worry  for 
fear  times  will  never  be  better.  He  stands 
ready  to  seize  all  the  opportunities  that  are 
certain  to  arise  when  the  tide  turns.  Hang 
this  motto  where  you  can  see  it  every  day  — 
•'Don't  worry  I    Work!" 


Moral  Courage. 

The  lack  of  courage  to  exhibit  individuality 
will  never  make  a  man  a  popular  or  a  success- 
ful business  man.  Moral  courage  will  attract 
more  friends  and  bring  more  respect  than  ever 
will  supine  servility,  and,  like  honesty,  though 
it  is  valuable  for  its  own  sake,  it  will  pay  in 
the  end. 

Criticism. 

In  what  spirit  do  you  accept  any  criticism 
of  your  store  or  your  business  methods  ?  Do 
you  resent  it,  get  ''sore,"  and  nurse  a  grudge 
against  the  critic,  or  do  you  turn  it  to  profit  by 
investigating  the  complaint  and  looking  at  the 
thing  from  the  customer's  angle  ?  If  there  is 
no  basis  for  it,  dismiss  it  from  your  thoughts. 
But  the  man  who  points  out  to  you  any  condi- 
tion connected  with  your  business  that  merits 
public  disfavor  is  doing  you  a  genuine  service. 
Criticism  is  seldom  a  pleasant  dose  to  swallow, 
but  if  it  conduces  to  the  health  of  your  busi- 
ness don't  refuse  the  medicine. 

Worth  Going  After. 

In  most  towns  the  barber  shops'  trade  in 
witch  hazel,  bay  rum,  cosmetics  and  such  sun- 
dries is  allowed  to  go  unchallenged  to  the  bar- 
bers' supply  houses,  who  canvass  the  territory 
as  assiduously  as  the  physicians'  supply  houses 
canvass  theirs.  It  is  true,  most  barber  shops 
use  a  cheap  grade  of  these  goods,  but  it  doesn't 
take  much  ingenuity  for  a  druggist  to  make  a 
suitable  grade,  and  the  trade  is  usually  cash 
on  delivery.  If  the  shops  were  visited  regu- 
larly, it  ought  not  to  be  very  difficult  to  get 
the  business  away  from  the  outsiders. 

Appreciative  Customers. 

Among  the  most  appreciative  customers  who 
come  into  your  store  are  the  children.  They 
notice  every  little  attention  and  report  it  at 
bomC;  where  you  receive  credit  for  it  with  in- 
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terest.  Be  patient  and  try  to  help  them  out 
if  they  forget  what  they  were  sent -for.  Never 
be  too  busy  to  give  them  a  smile  and  a  pleasant 
word  Children  are  sensitive  to  neglect  or  im- 
patience,  and  they  have  wonderfully  retentive 
memories.  Anything  done  for  the  pleasure  of 
the  little  folks  will  get  you  an  immense  amount 
of  good-will,  and  while  good-will  may  not  be 
negotiable,  it  is  certainly  a  valuable  asset. 

Well  Balanced. 

The  work  turned  out  by  a  calm,  balanced 
mind  is  healthy  and  strong.  It  has  a  vigor 
and  a  naturalness  about  it,  says  an  English 
authority,  which  are  not  found  in  that  done  by 
a  one-sided  man  with  a  mind  out  of  balance. 
Serenity  does  not  dwell  with  discontent,  with 
anxiety  or  with  over-ambition.  It  never  lives 
with  the  guilty,  but  dwells  only  with  a  clear 
conscience  ;  it  is  never  found  apart  from  hon- 
esty and  square  dealing,  or  with  the  idle  or  the 
vicious.  A  sunny  man  attracts  business  suc- 
cess ;  everybody  likes  to  deal  with  agreeable, 
cheerful  people.  We  instinctively  shrink  from 
a  crabbed,  cross,  contemptible  character,  no 
matter  how  able  its  possessor  may  be. 

Most  Important  Factor. 

In  the  maintenance  of  health  and  the  cure 
of  disease  cheerfulness  is  a  most  important 
factor,  says  a  well-known  physician .  Its  power 
to  do  good  like  a  medicine  is  not  an  artificial 
stimulation  of  the  tissues,  to  be  followed  by 
reaction  and  greater  waste,  as  is  the  case  with 
many  drugs,  but  the  effect  of  cheerfulness  is 
an  actual  life-giving  influence  through  a  nor- 
mal channel,  the  results  of  which  reach  every 
part  of  the  system.  It  brightens  the  eye, 
makes  ruddy  the  countenance,  brings  elasticity 
to  the  step,  and  promotes  all  the  inner  forces 
by  which  life  is  sustained.  The  blood  circu- 
lates more  freely,  the  oxygen  comes  to  its 
home  in  the  tissues,  health  is  promoted,  and 
the  disease  is  banished. 

Selling  for  Cash. 

The  druggist  can  come  nearer  to  doing  a 
cash  business  than  any  other  merchant,  unless 
it  is  the  postmaster.  The  drug  store  sales  are 
small  items,  and  credit  is  not  often  asked  for. 
If  the  store  is  placarded  '*  Cash  Store,"  that 


will  almost  entirely  eliminate  the  credit  evil  — 
provided  the  salesmen  discourage  every  cus- 
tomer who  does  ask  to  be  trusted,  and  make  it 
plain  that  it  is  done  as  a  favor  rather  than  as 
a  rule.  This  plan  will  be  well  assisted,  too,  by 
a  prompt  sending  of  statement  on  the  first  of 
the  month  to  all  on  the  books.  That  always 
tends  to  discourage  the  debtor  from  asking  for 
more  credit.  The  store  that  trusts  everybody 
will  soon  have  its  profits  on  its  books. 

Have  the  Goods. 

Which  pays  best  in  proportion  to  the  amount 
of  money  invested,  the  big  department  store 
or  the  small  business  with  sufficient  capital  to 
run  it  as  it  should  be  run.?  In  our  humble 
estimation,  if  the  small  business  is  a  drug  busi- 
ness, it  will  pay  a  per  cent  of  profit  far  in  ad- 
vance of  that  of  the  big  store ;  if  it  is  a  grocery 
it  won't.  The  druggist  has  his  hardships  to 
contend  with,  but  if  he  is  not  too  much  handi- 
capped by  lack  of  capital  he  can  make  his  busi- 
ness the  most  profitable  of  all  the  retail  trade. 
The  one  thing  that  he  ought  to  remember  is 
the  necessity  for  developing  each  department 
of  the  store  to  its  fullest  extent.  Too  many 
dealers,  as  soon  as  they  get  a  little  surplus,  are 
apt  to  spend  it  in  opening  up  some  new  line, 
instead  of  perfecting  the  ones  already  started. 
It  is  having  the  goods  that  builds  up  a  busi- 
ness, and  when  you  advertise  that  you  have  a 
complete  line  of  -hair  brushes,  perfumes  or 
whatever  it  may  be,  see  that  your  line  is  com- 
plete. Spend  some  of  your  surplus  in  filling 
up  stock. 

Dignity  of  Advertising. 

Advertising  men  can  speak  more  boldly  than 
they  once  could  about  the  ethics  of  their  call- 
ing. When  a  profession  has  put  its  ideals  into 
a  code  it  has  removed  the  mark  of  experiment 
from  its  name  and  taken  its  place  among  ac- 
cepted institutions.  Medicine  and  the  law 
have  built  up  their  codes  by  years  of  strict 
adherence  to  the  principles  of  their  ablest 
■  exponents.  Now  comes  advertising,  with  its 
own  particular  code.  Even  one  not  familiar 
with  the  intricate  mechanism  of  modern  pub- 
licity appreciates  its  enormous  growth  in  recent 
years.  He  need  not  be  engaged  in  business  to 
realize  its  influence.  Skilled  writers  introduce 
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their  taking  phrases  into  the  vocabulary  of  his 
household.  Wherever  he* turns  he  encounters 
the  subtle  influence  of  the  advertising  man. 
One  morning  he  opens  his  paper  to  find  his 
church  is  advertising  its  Sunday  services.  If 
he  seeks  the  reason  for  the  growing  depend- 
ence of  readers  of  the  printed  page  upon  what 
appears  in  advertising  type,  he  will  learn  that 
many  publishers  guarantee  their  readers  against 
dishonest  advertisers  ;  that  many  States  have 
enacted  laws  covering  this  matter ;  that  first- 
class  publications  refuse  objectionable  and  mis- 
leading copy ;  that  advertising  has  its  persona 
non  grata  class.  He  learns  that  these  restric- 
tions are  self-imposed ;  that  the  movement  for 
the  elimination  of  dishonest  advertising  had  its 
start  within  the  advertising  fraternity.  As 
proof  of  the  standing  this  latest  profession  has 
attained,  he  learns  that  the  President  of  the 
United  States  accepted  an  invitation  to  appear 
before  a  large  gathering  of  advertising  men  in 
Chicago  to  address  them  on  honesty  in  busi- 
ness, that  Cabinet  members  attended,  that  the 
Govemof  of  Illinois  indorsed  the  work,  and 


that  the  Mayor  of  Chicago  officially  recognized 
the  gathering  by  proclaiming  "Advertising 
Week.'*  Advertising  has  gained  dignity ;  men 
of  affairs  recognize  its  power  and  call  it  to 
their  aid.  This  Chicago  Convention  of  the 
Associated  Advertising  Clubs  of  the  World 
set  forward  in  a  large  way  the  gospel  of  truth 
in  advertising.  It  discussed  the  big  problems 
of  big  men  in  a  way  that  will  make  all  business 
the  gainer. 


K««p  FisKiA*. 

Hi  Somers  was  the  durndest  cuss, 
For  catchin*  fish  —  he  sure  was  great ! 

He  never  used  to  make  a  fuss 
About  the  kind  of  pole  er  bait, 

£r  weather,  neither ;  he*d  just  say, 
"  I  got  to  ketch  a  mess  to-day." 

An*  toward  the  creek  you'd  see  him  slide, 
A-whistlin*  soft  an*  walking  wide. 

I  says  one  day  to  Hi,  says  I, 
"  How  do  you  always  ketch  'em,  Hi  I " 

He  gave  his  bait  another  switch  in, 
An'  chucklin',  says,  "  I  jest  keep  fishin'." 

—  Southern  Carbonator  and  Bottler. 


"JUST  AS  PAPA  DOES." 
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Loy^Itgr  to  tK«  Boss. 

In  this  day  of  advanced  business  methods,  with  the 
distribution  of  responsibilities  to  a  number  of  men  for 
the  profitable  conduct  of  an  enterprise  or  a  mercantile 
establishment,  the  employees  are  selected  by  a  process 
of  elimination  and  graded  by  their  degree  of  fitness* 
and  are  retained  and  advanced  as  their  worth  is  proven. 

In  our  lai^ge  institutions,  where  there  is  a  multitude 
of  employees,  you  will  find  a  man  who  through  study, 
experience  and  application  of  common  sense  has 
learned  to  juoge  men,  read  character,  decide  as  to 
their  ability,  and  he  fills  the  vacancies  in  the  stores 
and  factory  as  you  would  place  merchandise  upon  the 
shelves  of  your  store.  He  visits  every  part  of  the  es- 
tablishment during  the  day.  He  carefully  watches  the 
employees  during  the  rush  hours,  noting  the  exhibition 
of  tact,  activity  and  the  exercise  of  the  individual  judg- 
ment. He  returns  during  the  lull  in  business  opera- 
tions and  again  makes  a  general  survey  of  conditions, 
applying  his  observatioa  to  both  stock  and  employees. 
He  watches  the  nailing  of  a  box,  the  measuring  of  a 
yard  of  calico,  the  wrapping  of  a  package.  He  listens 
to  the  conversation  across  the  counter  between  the 
buyer  and  the  seller.  He  watches  for  waste  of  mate- 
rial or  time.  He  learns  the  attitude  of  the  employee 
toward  the  employer.  He  knows  who  is  working  for 
the  best  interest  of  the  business,  and  when  the  time 
comes,  as  it  always  does  in  our  great  commercial  world 
for  a  change  in  employees,  for  a  reduction  in  number 
or  the  filling  of  vacancies,  who  is  benefited  ?  Who  is 
returned  ?    Who  is  advanced  ? 

None  other  than  the  loyal  employee,  the  person  who 
has  demonstrated  positively  that  he  has  the  interest 
and  welfare  of  the  business  at  heart,  that  person  who 
has  given  evidence  of  his  value  by  the  constant  mani- 
festation of  loyalty  to  his  employer.  Loyalty  does  not 
mean  wearing  the  badge  of  servitude  with  humble 
thankfulness  for  employment.  Being  loyal  is  not  evi- 
denced by  walking  around  the  store  with  your  hands 
in  your  pockets,  thanking  your  lucky  stars  that  you've 
got  a  job  and  hoping  the  boss  will  keep  you  on  the 
pay  roll  because  you  came  down  fifteen  minutes  ahead 
of  time  yesterday  and  changed  nights  with  him  last 
week.  Loyalty  was  never  conceived  in  empty  leisure 
moments  or  born  in  the  back  room  attended  by  good 
stories  and  a  "  jimmy "  pipe  when  the  employer  was 
out. 

Loyalty  finds  its  way  into  the  world  through  your 
activity  and  the  development  of  thought  for  the  busi- 
ness. Why,  loyalty  only  means  being  true  and  faith' 
f ul  —  true  to  yourself  and  your  employer  and  faithful 
to  the  trust  placed  in  your  care  —  faithful  in  the 
execution  of  orders  and  performance  of  your  duties. 
Loyalty  is  the  master  word  in  the  English  language- 
Loyalty  in  business  is  like  mother  in  the  home.  It 
exerts  its  benign  influence  and  spreads  a  wholesome 
sunshine  of  contentment  over  the  store  and  welds  em- 
ployer and  employee  together.  Loyalty  makes  thie 
man  rise  above  the  time-clock,  pay-check,  whistle- 
level,  and  as  he  is  elevated  through  this  God-given 


principle  the  cletk  takes  a  deeper  interest  in  his  work, 
and  the  security  of  his  position  is  reflected  in  the 
honest  admiration  of  his  employer. 

Believe  in  your  employer,  believe  in  your  store,  read 
your  ads  and  know  your  goods  Inspire  the  customer 
with  confidence  in  the  store  through  your  satisfied 
condition  and  your  exalted  opinion  of  both  store  and 
owner,  and  you  are  loyal  to  your  employer.  While 
you  are  in  this  receptive  mood  to  night  it  would  be  a 
pleasure  to  give  you  the  complete  talks.  But  I  can 
give  you  only  a  short  synopsis. — W.  H.  Lamont 


TK«  Sci«Ac«  of  M«morimiAtf  • 

Now,  is  there  not  a  scientific  way  of  remembering 
such  a  diflicult  thing  as  a  name?  Salesmen  need  to 
know  how  to  do  this  more  than  any  other  group  of 
people,  unless  it  be  politicians.  This  is  the  way  it 
may  be  done.  When  you  meet  Mr.  Brewer,  get  the 
name  clearly,  speak  it  clearly,  fasten  your  mind  upon 
it.  That  will  make  the  impression  deep.  Next  say  it 
to  yourself  while  you  look  at  the  man's  eyes,  fsu:e» 
form,  and  when  you  hear  him  speak  and  see  him  walk. 
This  will  give  you  many  pathways  leading  into  the 
impression.  After  he  has  left  you,  recall  his  name  a 
few  times  during  the  next  twenty  minutes.  This  will 
fix  his  name  so  that  you  will  know  him  anywhere  you 
may  see  him,  and  so  that  you  can  call  him  by  name 
almost  the  very  moment  after  you  catch  a  glimpse  of 
him. 

The  same  method  may  be  applied  in  the  learning  of 
other  things  that  must  be  memorized,  and  with  equal 
success.  Attend  with  all  your  will  power  to  the  thing 
you  wish  to  remember,  repeat  it  several  times  and 
after  intervals  of  rest,  and,  lastly,  associate  it  with  as 
many  of  your  other  ideas  as  you  can.  This  is  the 
science  of  memorizing. 

The  adult  brain  is  criss-crossed  in  thousands  of  di- 
rections by  pathways  such  as  we  have  described. 
During  all  our  waking  hours,  the  mind  travels  through 
these,  from  one  to  another,  choosing  for  itself  which 
course  to  take  at  every  point  of  crossing.  Its  move- 
ments are  irregular,  consisting  of  stops  and  flights,  the 
stops  occurring  in  the  idea  impressions,  and  the  flights, 
along  the  pathway  between  impressions.  The  amount 
of  time  spent  at  each  stop  varies,  but  probably  aver- 
ages about  three  or  four  seconds. —  Paul  H.  Neystrom. 


"WsAfs  Mor«  of  Vs. 

There  should  be  twenty-four  issues  a  year  of  The 
Spatula  instead  of  twelve.  Ed.  Breault,  Jr. 

Montello^  Mass. ^  June  23^  1915* 


Prompt  %A«1  Corr«ot. 

I  am  deeply  indebted  to  your  paper  for  the  prompt 
attention  you  have  given  to  my  queries  and  for  the 
correct  information  supplied.  V.  K.  Soman. 

Mehekar^  India^  April  /j,  igi^. 


The  manufacture  of  some  of  the  finest  tapestry  is 
so  slow  that  an  artist  cannot  produce  more  than  a 
quarter  of  a  square  yard  in  a  year. 
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SUMMER  SPORTS.      A   BACKWARD  DIVE. 


Four  Resolutions  for  Drug  Clerks. 

The  eighteenth  and  last  in  a  series  of  articles  on  Commercial  Prei>aration  for  Pharmacy. 
By  D.  Chas.  O'Connor,  Author  of  "  Commercial  Pharmacy." 


^        i  BEFORE  taking  leave  of  you  in 

I  this  series  I  want  to  give  you  a 

I  few  parting  resolutions  for  your 

own  good.    I  want  you  to  make 

these  resolutions  firmly  and  then 

do  your  level  best  to  live  up  to  them. 

Make  the  Best  of  Your  Opportunities. 
The  first  resolution  for  you  to  make  is  this : 
"  From  to-day,  I  will  resolve  to  make  the  best 
of  my  present  situation  and  its  opportunities." 
Such  a  resolution  as  this  will  work  wonders 
for  you.  You  must  make  the  resolution  first, 
because  then  you  will  be  more  determined  to 
carry  it  out.  No  matter  how  dissatisfied  you 
are  with  your  present  situation,  this  resolution 
will  make  you  see  things  in  a  different  light. 
It  will  help  you  to  perform  your  duties  more 
cheerfully  by  enabling  you  to  collect  all  your 
energy  and  enthusiasm  and  apply  it  to  your 
every  day  duties.  The  resolution  must  come 
first. 

Look  on  the  Bright  Side. 

The  second  resolution  for  you  to  make  is 
this:  "From  to-day,  I  will  resolve  to  be  an 


optimist  and  look  on  the  bright  side  of  life." 
This  resolution  will  make  you  enjoy  life  more 
than  you  have  ever  enjoyed  it  before.  I  speak 
from  experience.     It  has  done  a  lot  for  me. 

Look  for  the  pleasant  things  and  overlook 
the  unpleasant  ones.  Keep  your  mind  filled 
with  pleasant  thoughts.  Close  it  tight  when 
you  feel  unpleasant  thoughts  entering  it.  This 
isn't  so  hard  to  cjo  as  it  seems.  With  a  little 
practice  you  will  do  it  without  any  apparent 
effort. 

Don't  expect  too  much  from  life,  then  you 
won't  be  disappointed  quite  so  often.  What 
you  do  yourself  is  what  counts,  not  what  some- 
body else  does  for  you.  Don't  expect  too 
much  from  others ;  they  don't  do  what  you 
expect  of  them. 

Emerson  says :  "  I  compared  notes  with  one 
of  my  friends  who  expects  everything  of  the 
universe  and  is  disappointed  when  anything  is 
less  than  the  best,  and  I  found  that  I  begin  at 
the  other  extreme,  expecting  nothing,  and  am 
always  full  of  thanks  for  moderate  goods." 

My  experience  in  life  has  taught  me  that 
life  is  about  what  you  make  it  and  depends 
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largely  on  yourself  and  what  view  you  take  of 
life  in  general.  If  you  can  train  yourself  to 
pick  out  the  bright  spots  and  the  beauties  and 
dwell  upon  them  you  will  enjoy  life,  no  matter 
what  your  position  ;  on  the  other  hand,  if  you 
are  always  looking  for  a  chance  to  grumble 
and  find  fault,  you  can  find  bushels  of  chances 
every  day,  no  matter  what  position  you  are  in. 

The  resolution  to  look  on  the  bright  side  of 
life  will  do  as  much  good  to  a  drug  clerk  as  to 
any  person  I  know,  for  otherwise  his  lot  would 
be  an  unhappy  and  undesirable  one. 

A  pessimistic  drug  clerk  is  about  as  far  in 
wrong  as  anybody  can  be.  An  optimistic  drug 
clerk  gets  real  pleasure  out  of  his  work  and 
out  of  life  in  general. 

Don't  Worry  About  Things  that  You 
Can't  Help. 

The  third  resolution  for  you  to  make  is  this  : 
"  From  to-day,  I  will  resolve  not  to  worry 
about  things  I  can't  help."  Worry  kills  suc- 
cess. Some  drug  clerks  are  worrying  all  the 
time  about  some  things  that  have  happened  or 
might  happen. 

Drive  out  of  your  mind  completely  your  past 
troubles  and  misfortunes ;  they  cannot  be 
helped  now.  Don't  make  a  mountain  out  of 
every  ant-hill.  Usually  the  coming  events 
that  you  worry  so  much  about  are  not  nearly 
so  bad  when  they  actually  happen,  and  many 
times  the  thing  most  dreaded  and  worried 
about  never  happens. 

This  third  resolution  is  one  of  the  inviolable 
rules  of  my  life  and  is  a  resolution  which  makes 
life  worth  living.  You  will  get  a  lot  of  unde- 
sirable things  passed  out  to  you  in  your  life 
which  you  can't  help,  and  all  the  worrying  you 
do  over  them  is  simply  a  waste  of  energy, 
which  might  be  better  employed  in  the  solu- 
tion of  problems  of  real  help  to  your  present 
and  future. 

Try  to  Reach  the  Tqp. 
The  fourth  resolution  for  you  to  make  is 
this :  "  From  to-day,  I  will  resolve  to  reach 
the  top  in  my  chosen  calling  and  become  an 
efficient  drug  store  manager."  When  you 
make  this  resolution  you  kindle  the  spark  of 
ambition  and  your  whole  system  responds  to 
its  thrill.    You  take  on  a  new  lease  of  life. 


Your*  very  looks  change.  You  have  some- 
thing to  live  for.  You  have  a  goal  to  reach. 
You  not  only  feel  all  right,  but  you  look  all 
right,  and  a  big  part  of  success  is  in  looking 
all  right  and  in  making  people  think  you  are 
all  right. 

If  you  were  standing  beside  me  now  I  would 
hear  you  say,  ''Oh,  that's  all  right  to  talk 
about  in  a  general  way  and  is  all  right  for 
some,  but  I  don't  believe  it's  in  me  to  get  to 
the  top  in  the  drug  business."  In  answer  to 
that,  let  me  tell  you  that  if  it  isn't  in  you,  you 
never  will,  but  you  shouldn't  say  that  it  isn't 
in  you  until  you  have  tested  yourself. 

Almost  every  human  being  has  latent  power 
which  can  be  brought  to  life  and  developed. 
What  does  this.^  Sometimes  it  is  a  sudden 
impulse  to  get  out  of  a  rut.  and  do  more ; 
sometimes  it  is  a  speech  which  kindles  the 
spark  of  ambition  ;  sometimes  a  few  words  of 
encouragement  from  a  friend  or  a  successful 
business  man ;  sometimes  it  is  a  book,  and  I 
am  led  to  even  dare  to  believe  that  this  series 
of  articles  might  help  you  to  find  yourself  and 
better  your  lot  in  life. 

There  is  more  in  you  than  you  think  for. 
To  be  an  efficient  drug  store  manager  is  not 
too  high  a  goal  for  you  to  reach.  You  can 
get  there  if  you  make  these  resolutions  and 
persist  in  carrying  them  out.  All  you  need  is 
a  little  more  sand  to  keep  from  slipping  on  the 
slippery  places. 

If  you  have  the  fire  of  ambition  in  your 
system  and  ability  above  the  ordinary  you 
ought  to  get  there  all  right.  Ambition  is  an 
acknowledged  American  characteristic ;  so  you 
ought  to  acquire  that  from  your  American  en- 
vironment. Ability  above  the  ordinary  can 
be  acquired  by  you  if  you  will  profit  by  the 
lessons  of  this  series  of  articles.  Study  each 
article  separately  and  apply  the  principles  to 
your  every  day  duties.  Read  over  and  over 
article  three,  on  "  Success  Qualities." 

Do  the  best  that's  in  you,  and  really  you 
will  be  surprised  at  your  progress.  Life  is 
full  of  surprises  People  make  good  who  never 
appeared  to  have  it  in  them.  Emerson  says  : 
"  Life  is  a  series  of  surprises,  and  would  not 
be  worth  taking  or  keeping  if  it  were  not." 

Your  capacity  for  development  is  measured 
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by  the  intensity  of  your  desire  to  reach  out 
and  up.  When  you  feel  yourself  broadening 
out  and  are  sure  of  your  power  to  grow  your 
work  will  be  more  interesting,  because  you 
will  then  realize  its  importance.  You  will  feel 
that  you  are  actually  participating  in  carrying 
on  the  world's  work,  and  therefore  will  be  at 
your  best  all  the  time. 

Emerson  says :  "  No  man  can  do  anything 
well  who  does  not  esteem  his  work  to  be  of 
importance."  Surely  nobody  will  question 
the  importance  of  your  work  as  a  progressive 
drug  clerk  and  an  efficient  drug  store  manager. 
Druggists  are  of  great  importance  to  every 
community,  occupying  positions  of  trust  and 
taking  active  part  in  community  betterment 
and  development. 

In  brief  conclusion,  let  me  say  that  I  hope 
that  the  lessons  of  this  series  and  the  mak- 
ing of  these  four  resolutions, — to  make  the 
best  of  your  present  situation  and  opportuni- 
ties, to  be  an  optimist  and  look  on  the  bright 
side  of  life,  not  to  worry  about  things  you  can't 
help,  to  reach  the  top  and  become  an  efficient 
drug  store  manager,  —  will  stimulate  you  to 
greater  activity,  kindle  the  spark  of  your  ambi- 
tion and  bring  out  the  very  best  that's  in  you. 

I  have  given  the  best  that's  in  me  and  put 
it  into  this  series  of  articles  for  your  benefit. 
Now  it  is  up  to  you  to  benefit  by  the  lessons 
of  my  twenty-one  years  of  experience,  exhaus- 
tive reading  and  study,  and  apply  these  lessons 
to  yourself  —  to  find  yourself. 

My  first  words  to  you  were  in  the  form  of  a 
question,  ^^  Are  you  in  wrong  f  My  last 
words  are  in  the  form  of  a  request,  uttered 
with  all  the  power  and  fervor  at  my  command, 
''Get  in  right!'' 

V%lf&«  of  Pf&blicity. 

If  there  are  still  extant  men  who  ask  the  question 
*<  does  it  pay  to  advertise,"  I  know  their  thinking  is 
.of  the  kind  which  would  lead  them  to  light  factories 
with  -candles  and  insist  upon  the  advantages  which 
would  accrue  if  the  residents  of  modem  cities  still 
drew  their  water  supply  by  bucket  from  the  town  well. 
When  nations  in  the  greatest  struggle  of  history  adver- 
tise for  armies ;  when  kings  and  emperors  and  sultans 
come  down  from  their  thrones  to  seek  the  attention  of 
the  world  and  present  their  pleas  and  defences  through 
the  press ;  when  it  has  become  the  daily  bread  of  a 
large  part  of  the  world's  business,  it  is  indeed  a  man 
of  limited  mentality  who  still  questions  the  power  of 


publicity.  Its  value  to  society  has  in  fact  so  impressed 
itself  that  to-day  publicity  is  the  light  of  the  world.  It 
may  be  said,  with  little  element  of  speculation  in  the 
assertion,  that  if  publicity  had  characterized  dealings 
between  the  nations  of  Europe  during  the  past  fifty 
years,  and  secret  diplomacy  had  been  eliminated,  the 
present  world  war,  with  its  terrorism  j|nd  threat  to  all 
civilization,  would  not  now  be  raging.—  John  H.  Fahey. 


R«tf istratioA  of  Traa«*m%rlCs  Ia  S.  A. 

The  attention  of  American  manufacturers  has  been 
called  repeatedly  to  the  necessity  of  trade-mark  regis- 
tration in  foreign  countries,  especially  in  those  where 
priority  of  registration  is  the  basis  for  ownership  of  a 
mark,  and  some  American  manufacturers  have  had 
the  unpleasant  experience  of  paying  considerable  sums 
for  the  right  to  use  their  own  trade-marks  which  had 
been  registered  by  their  enterprising  agents.  While 
the  Bureau  of  Foreign  and  Domestic  Commerce  has 
been  interested  for  many  years  in  the  protection  of 
American  trade-marks  in  foreign  countries,  it  is  only 
within  the  last  few  months  that  it  has  succeeded  in 
establishing  a  separate  section  devoted  to  this  distri- 
bution of  information  in  regard  to  trade-mark  and 
patent  laws  in  foreign  countries.  The  recent  issue 
of  Tariff  Series  No.  31  is  the  first  publication  on  the 
subject  of  trade-mark  registration  in  foreign  countries 
issued  by  the  Bureau,  and  is  intended  to  give  Ameri- 
can manufacturers  an  approximate  idea  of  the  for- 
malities and  cost  of  registering  a  trade-mark  in  Latin 
American  countries.  The  fees  shown  are  only  those 
provided  for  by  law,  and  no  attempt  has  been  made 
to  include  such  expenses  as  attorneys'  fees,  postage, 
etc.,  which  would  naturally  vary  in  specific  cases* 
While  the  collection  of  trade-mark  and  patent  laws  of 
foreign  countries  on  file  in  this  Bureau  is  as  yet  in- 
complete, it  is  sufficient  for  the  purpose  of  answering 
inquiries  in  regard  to  specific  provisions  in  the  laws 
on  those  subjects  in  practically  every  foreign  country. 
—  E.  E.  Pratt,  Chief  of  Bureau. 


Considerably  more  than  200,000  separate  species  of 
insects  are  known. 


'KEEP  SWEET." 
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"Worlc. 

I  am  the  foundation  of  all  business. 

I  am  the  fount  of  all  prosperity. 

I  am  the  parent,  most  times,  of  genius. 

I  am  the  salt  that  gives  life  its  savor. 

I  am  the  sole  support  of  the  poor. 

The  rich  who  try  to  do  without  me  deteriorate,  lan- 
guish, and  usually  all  fill  premature  graves. 

I  am  the  primeval  curse,  yet  a  blessing  that  no 
healthy  man  or  woman  can  be  happy  without. 

Nations  that  woo  me  ardently  rise;  nations  that 
neglect  me  die. 

It  is  I  who  have  made  the  United  States  what  it  is 
to-day.  I  have  built  her  matchless  industries,  opened 
up  her  rich  minerals,  laid  her  incomparable  railways, 
reared  her  cities,  built  her  skyscrapers. 

I  have  laid  the  foundation  of  every  fortune  in  Amer- 
ica, from  Rockefeller's  down. 

I  alone  have  raised  men  up  from  the  ranks  and 
maintained  them  in  positions  of  eminence. 

I  am  the  friend  and  guide  of  every  worthy  youth. 
If  he  sticks  close  to  me,  no  prize  or  place  is  beyond 
his  reach.  If  he  slights  me,  he  can  have  no  enviable 
end. 

I  am  the  sole  ladder  that  leads  to  the  Land  of 
Success. 

Sometimes  men  curse  me,  seeing  in  me  an  arch 
enemy,  but  when  they  try  to  do  without  me  life  turns 
bitter  and  meaningless  and  goalless. 

I  must  be  loved  before  I  can  bestow  my  greatest 
blessings  and  achieve  my  greatest  ends.  Loved,  I 
make  life  sweet  and  purposeful  and  fruitful. 

Fools  hate  me ;  wise  men  love  me. 

Savages,  some  rich  men  and  many  rich  women  shun 
me —  to  their  undoing. 

The  giants  who  fill  the  presidential  chairs  of  our 
railroad  systems,  our  great  industrial  organizations, 
our  colossal  mercantile  establishments  and  our  institu- 
tions of  learning,  almost  without  exception,  owe  their 
places  to  me. 

I  can  do  more  to  advance  a  youth  than  his  own 
parents,  be  they  ever  so  rich. 

I  am  the  support  of  millions;  indirectly,  the  support 
of  all. 

I  am  the  creator  of  all  capital. 

Wealth  is  me  stored  up 

I  am  represented  in  every  loaf  of  bread  that  comes 
from  the  oven,  in  every  train  that  crosses  the  conti- 
nent, in  every  ship  that  steams  over  the  ocean,  in 
every  newspaper  that  comes  from  the  press. 

I  am  more  zealously  cultivated  in  America  than  in 
most  other  countries,  especially  by  men  of  wealth. 

I  am  sometimes  overdone — voluntarily  by  the  am- 
bitious, involuntarily  by  the  oppressed  and  the  very 
young. 

But  in  moderation  I  am  the  very  oxygen  of  the  able- 
bodied,  even  though  some,  sure  of  my  constancy,  look 
upon  me  as  loathsome.  A  little  taste  of  my  absence 
quickly  brings  them  to  their  senses. 

My  followers  among  the  masses  are  becoming  more 


and  more  powerful  every  year.  They  are  beginmng 
to  dominate  governments,  to  overthrow  anachronistic 
dynasties. 

I  am  the  mother  of  democracy. 

All  progress  springs  from  me. 

The  man  who  is  bad  friends  with  me  can  never  get 
very  far  —  and  stay  there. 

The  man  who  is  good  friends  with  me,  who  is  not 
afraid  of  me,  can  go— who  can  tell  how  far? 

Who  am  I? 

What  am  I  ? 

I  Am  Work.  — B.  C.  Forbes,  in  N.  Y.  American. 


CoWtmm  m  Foodl. 

Coffee  performs  two  functions  as  a  food.  A  food  is 
any  substance  which,  when  taken  into  the  alimentary 
canal  and  absorbed  into  the  blood,  is  used  for  building 
up  the  body  tissues,  that  is,  the  organism,  or  for  the 
production  of  heat  and  energy,  or  for  bringing  about 
conditions  favorable  for  the  production  of  heat  and 
energy.  Coffee  does  not  perform  the  first  function  to 
any  marked  extent,  that  is  of  building  up  the  body 
organism.  Coffee  produces— on  account  of  its  per- 
centage of  fat  or  oil  which  constitutes  about  one-eighth 
of  the  total  weight  of  the  coffee  — to  that  extent  it 
furnishes  a  substance  capable  of  being  burned  in  the 
body  and  produces  heat  and  energy.  In  addition  to 
that,  however,  coffee  renders  the  body  capable  of  con- 
suming and  assimilating  more  nitrogenous  food  such 
as  meat  than  it  otherwise  would  consume  or  make 
available,  and  of  using  this  meat  or  proteid  or  nitro- 
genous food  in  the  production  of  heat  and  energy,  and 
in  this  way  it  increases  the  amount  of  available  energy 
that  can  be  obtained  from  a  given  quantity  of  food. — 
C.  B.  Cochran.     

TK«  Dollar  Sitf  a. 

The  abbreviation  "  Ps.,"  to  signify  pesos,  was  the 
origin  of  the  American  dollar  mark,  according  to  a 
Spanish- American  scientist.  When  America  was  first 
settled  the  Dutch  and  the  Spanish  were  strong  com- 
petitors for  the  trade  of  the  world.  The  word  dollars 
is  but  a  corruption  of  the  Dutch  "  thaler"  or  "  thaller," 
a  coin  much  used  in  commerce  at  that  period,  and 
which  superseded  the  "  pieces-of -eight "  of  Spanish 
coinage.  The  peso  or  piaster,  which  was  the  Spanish 
name  for  the  "  pieces^f-eight,"  was  worth  approxi- 
mately the  same  as  the  thaller,  and  as  the  Dutch  name 
was  easier  to  say,  it  found  a  place  in  our  language  in 
the  corrupted  form,  while*  the  abbreviation  for  the 
peso  remained  as  the  sole  reminder  of  the  Spanish 
mintage  in  our  financial  records. — Popular  Mechanics, 


Hav«  Yof&  Tri«a  It? 

Let  us  advise  those  who  suffer  from  the  fly  plague 
in  the  summer  to  place  one  or  two  castor  oil  plants  in 
the  windows  and  the  counters,  says  an  exchange,  and 
the  horrible  nuisance  will  disappear.  Flies  cannot 
live  in  the  same  room  where  there  is  a  castor  oil  plant 

Leaves  attract  dew  but  boards,  sticks  and  stones  do 
not. 
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FAMINE  CAUSED  BY  A  CAMERA. 

Combinations  that  are  Legal. 

By  Elton  J,  Buckley. 


HAVE  been  asked  to  discuss 
another  phase  of  the  present 
anti-trust  laws,  and  as  it  af- 
fects all  classes  of  the  trade 
— manufacturers,  wholesalers 
and  retailers  —  I  have  agreed 
to  do  it.    The  point  arises 
out  of  a  controversy  which 
has  taken  form  between  the 
United  States   Government 
and  an   Eastern  manufacturers'  association, 
which  had  made  some  very  acidulous  reflec- 
tions upon  the  present  administration  and  the 
present  tariff  act.     In  order  to  see  whether 
the  tariff  had  crippled  the  business  of  the 
members  of  this  association  as  much  as  they 
said  it  had,  the  Government  sent  an  investi- 
gator to  their  factories,  and  he  reported,  which 
report  was  published,  that  a  good  part  of  their 
difficulty  came  from  mismanagement.    One 
phase  of  mismanagement,  according  to  the 
Government,  was  the  practice  among  the  mem- 
bers of  this  association  of  allowing  cancellation 
of  orders,  this  causing  considerable  business 
demoralization. 
The  manufacturers  retorted  that  they  were 

•Copyright  May  1915,  by  Elton  J.  Buckley. 


compelled  to  allow  the  cancellation  of  orders 
because  no  one  concern  could  stop  it  alone, 
and  any  combination  among  them  all  to'  stop 
it  would  be  a  violation  of  the  anti-trusf  laws. 

The  point  I  am  asked  to  discuss  is  whether 
this  is  true.  I  say  without  hesitation  that  it 
is  not  true.  On  the  contrary,  such  a  combina- 
tion, if  my  judgment  is  worth  anything,  would 
be  both  legal  and  proper. 

In  seeking  to  demonstrate  this,  I  will  define 
a  very  good  test  by  which  anybody  can  deter- 
mine for  himself  whether  a  given  act  or  com- 
bination is  in  violation  of  the  anti-trust  laws. 
In  this  day  such  a  test  has  great  value,  con- 
sidering the  extent  to  which  the  anti-monopoly 
laws  are  controlling  the  lives  of  all  of  us  who 
are  in  business. 

That  test  is  this :  If  a  number  of  competi- 
tors combine  to  prevent  consumers  from  get- 
ting what  they  have  a  right  to  have^  it  is  a 
restraint  of  trade  and  an  anti-trust  act  which 
applies,  whether  State  or  Federal  is  violated. 

For  instance,  consumers  have  a  right  to  the 
natural  results  of  competition  among  retailers, 
retailers  have  a  right  to  the  natural  results  of 
competition  among  jobbers,  and  jobbers  have 
a  right  to  the  natural  results  of  competition 
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among  manufacturers.  Here,  let  us  say,  are 
six  retailers  in  the  same  town,  all  selling  a 
given  article.  One  of  them,  by  reason  of 
larger  output,  or  a  lower  cost  of  business,  or 
a  different  method  of  doing  business,  such  as 
selling  for  cash  instead  of  for  credit,  or  by 
reason  of  willingness  to  take  a  smaller  profit, 
or  for  any  of  a  large  variety  of  other  reasons, 
can  sell  the  given  article  cheaper  than  the 
other  five.  Moreover,  he  is  willing  to  sell  it 
cheaper  than  the  other  five.  The  public  has 
a  right  to  that  advantage,  and  any  combination 
under  which  this  sixth  retailer  was  prevented 
from  doing  this  beneficial  thing  that  he  was 
willing  to  do  would  be  an  injury  to  the  public, 
an  unwarranted  interference  with  competition, 
and  a  violation  of  the  anti-trust  acts. 

So  I  take  it  would  a  combination  be  that 
restricted  the  number  of  retail  stores  in  a  town 
to  say,  ten.  The  more  stores  in  a  town,  the 
more  convenient  is  shopping,  and  theoretically 
the  better  the  service,  and  perhaps  the  lower 
the  prices,  by  reason  of  the  extraordinary  com- 
petition. Therefore  suppose  a  retailer  who 
was  already  doing  business  in  the  town  was 
willing  to  open  a  second  store  in  another  sec- 
tion thereof.  Certainly  that  would  be  a  benefit 
to  consumers,  and  consumers  would  have  a 
clear  right  to  it  if  the  retailer  in  question 
thought  that  establishing  a  second  store  was 
a  good  competitive  move  and  was  willing  to 
doit. 

The  combination  that  prevented  that  would, 
therefore,  be  an  unwarranted  interference  with 
competition,  it  would  tend  to  give  those  ten 
stores  a  monopoly  of  the  local  trade,  and  for 
these  reasons  it  would  be  a  violation  of  the 
anti-trust  acts. 

These  two  imaginary  cases  are  identical  in 
principle  with  every  case  that  has  ever  been 
decided  under  any  anti-trust  law.  The  funda- 
mental doctrine  is  this  :  that  the  merchant  or 
manufacturer  who  combines  with  others  to 
deprive  somebody  of  something  which  would 
naturally  come  to  him  by  reason  of  ordinary 
natural  competition  is  violating  the  law. 

But  a  combination  among  competitors  to 
prevent  customers  from  cancelling  orders  is 
as  different  as  night  is  from  day.    Customers 


have  no  right  to  cancel  orders.  If  they  are 
orders  at  all,  they  are  legal  contracts,  and  it  is 
illegal  and  improper  to  cancel  them.  They 
could  not  be  cancelled  without  the  consent  of 
the  other  party.  I  should  say  that  competitors 
would  have  an  absolute  right  to  combine  in 
such  a  way,  for  they  would  in  no  sense  be 
denying  to  their  customers  anything  to  which 
they  had  the  slightest  right. 

So  it  would  be  as  to  a  long  list  of  existing 
or  possible  trade  abuses.  The  usual  terms  in 
many  lines,  for  example,  is  a  certain  discount 
in  ten  days,  net  in  thirty.  Many  retailers  pay 
in  fifteen  or  thirty  days,  and  still  deduct  the 
cash  discount,  but  they  have  neither  legal  nor 
moral  right  to  do  it,  and  the  only  reason  they 
get  away  with  it  is  the  dislike  of  the  seller  to 
make  an  issue.  A  combination  among  com- 
petitors to  compel  customers  to  live  up  to 
regular  terms  would  be  absolutely  legal,  for  it 
would  deprive  those  customers  only  of  some- 
thmg  to  which  they  had  no  right. 

I  could  prolong  these  illustrations,  but  I  see 
no  need  to.  A  combination  among  dealers 
not  to  give  trading  stamps  or  to  handle  pre- 
miums would,  in  my  judgment,  also  be  legal. 
So  would-be  a  combination  among  competitors 
not  to  advertise,  if  such  a  combination  could 
be  conceived  of.  To  all  such  things  consum- 
ers have  no  right  they,  can  enforce,  and  if  such 
a  combination  were  broken  up,  the  members 
of  it  could  still  as  individuals  refuse  to  use  the 
stamps,  or  handle  the  premiums,  or  do  the  ad- 
vertising, so  that  the  order  of  the  court  could 
not  come  to  anything  any  way.  Court  orders 
that  cannot  possibly  come  to  anything  are 
never  made.     

I>OA*t  I^ilC«  Blf&«. 

A  French  scientist  is  authority  for  the  statement 
that  flies  have  a  distinct  objection  to  the  color  blue. 
This  was  first  discovered,  according  to  the  American 
Boy,  by  a  farmer  who  keeps  a  large  number  of  cows 
in  several  sheds.  One  of  these  sheds  happened  to  be 
painted  blue  on  the  inside,  and  in  this  the  cows  were 
little  troubled  by  flies.  He  blued  all  the  walls  and 
thus  protected  adl  his  cows.  French  farmers  in  the 
vicinity  are  now  adding  a  blue  coloring  to  their  white- 
wash. Their  formula  is  as  follows :  To  20  gallons  of 
water  add  10  pounds  of  slacked  lime  and  one  pound 
of  ultramarine.  The  walls  are  tinted  twice  during  the 
summer. 
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WEIGHING  THB  BABY. 
(Courtesy  of  the  Boston  Milk  and  Baby  Hygiene  Association.) 


Preparing  Advertising. 

By  An  English  Subscriber. 


F  the  comments  of  a  number 
of  business  friends  and  ac- 
quainces  are  sincere,  my  ad- 
vertisements are  not  only  ef- 
fective but  good,  so  far  as 
outsiders  are  concerned.  As 
my  efforts  in  this  direction  have  been  of  my 
own  doing,  without  practical  help  other  than 
experience,  a  short  review  will  perhaps  help 
others. 

Many  people  complain  that  they  cannot  write 
a  decent,  interesting  letter.  I  believe  this  is 
simply  because  they  will  not  write  as  they 
would  speak.  If  they  would  imagine  they  were 
conversing  with  the  other  party  they  would 
soon  find  how  easy  the  writing  of  a  letter 
would  become. 

To  my  mind  the  same  applies  to  advertising. 
If  a  man  believes  in  his  goods  (that  is  the  chief 
point)  and  sets  down  on  paper  just  what  he 
>^ould  say  to  an  intimate  friend  about  them, 


he  could  quickly  see  what  an  enthusiastic  ad- 
vertisement he  could  write  up. 

The  mere  fact  of  writing  up  an  enthusiastic 
and  most  likely  long  worded  epistle  would  by 
no  means  constitute  a  good  advertisement,  but 
it  would  help  considerably.  The  next  step 
would  be  to  read  it  through  several  times  and 
cross  out  the  unnecessary  words  or  substitute 
words  that  will  help  to  abbreviate  a  sentence. 
A  little  practice  in  this  should  result  in  sharp, 
crisp  paragraphs  which  will  hold  the  attention 
right  through.  If  you  can  write  advertise- 
ments which  will  act  as  a  tonic  to  the  reader, 
you  will  quickly  find  people  look  for  your  ad- 
vertisements. 

Now  think  of  something  original  either  in 
the  composition,  heading  or  method  of  placing 
in  the  paper  or  on  the  paper.  I  find  a  very 
useful  aid  in  this  direction  is  to  read  up  all  the 
advertisements  I  can  get  hold  of.  I  do  not 
mean  to  read  them  all  through,  but  get  hold 
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of  the  chief  points  in  them.  Then  blend  one 
with  another,  or  perhaps  half  a  dozen  together, 
and  it  will  almost  certainly  follow  that  you 
have  something  out  of  the  ordinary  and  most 
eflFectivev 

This  also  helps  to  develop  the  habit  of  criti- 
cising what  you  read  in  advertisements.  One 
strikes  you  as  being  poorly  displayed  or  badly 
composed.  Perhaps  one  is  too  wordy,  an- 
other may  not  conclude  with  the  right  point, 
but  may  leave  the  argument  unfinished  —  and 
soon. 

I  said  just  now  that  a  man  should  believe  in 
his  goods  —  if  a  man  really  believes  in  and  is 
enthusiastic  about  his  goods  and  the  value  he 
offers  he  will  most  certainly  find  his  advertise- 
ment writing  much  easier  —  but  if  he  only  half 
believes  in  what  he  has  to  offer,  how  on  earth 
can  he  expect  to  influence  others  into  buying 
his  goods  ? 

I  also  referred  to  conversation  with  an  inti- 
mate friend.  I  did  so  because  I  believe  a  man 
will  become  more  enthusiastic  and  better  able 
to  describe  the  good  points  of  his  wares  more 
quickly  with  a  friend  than  he  would  with  a 
customer.  He  would  most  likely  feel  more  at 
ease  with  his  friend. 

Every  word  in  an  advertisement  must  be 
made  to  have  some  pulling  power,  because 
space  has  got  to  be  paid  for,  and  why  pay  for 
something  you  cannot  use  ?  By  keeping  this 
in  mind  you  always  try  to  cut  out  the  useless 
portions.  When  I  say  useless  portions  I  do 
not  mean  you  must  stint  words  or  space  so 
that  the  effect  is  spoiled,  but  you  must  so  ar- 
range it  as  to  get  the  effect  with  the  least 
effort  to  the  reader. 

By  doing  a  little  experimenting  on  these 
lines  —  reading,  criticising  and  blending — you 
should  be  able  to  write  a  fair  advertisement. 

You  may  not  believe  in  advertising  at  all  — 
in  that  case  you  will  not  have  read  thus  far  — 
but  it  is  established  beyond  doubt  that  adver- 
tising will  and  does  pay  if  it  is  properly  used. 
I  can  personally  say  that  my  advertising  has 
paid  me.  I  have  wasted  money  on  it  and  I 
have  made  money  on  it.  If  any  idea  struck 
me  as  likely  to  be  effective  I  did  not  fail  to  use 
it,  always  working  it  round  to  the  various 
goods  I  had  to  offer, 


By  working  on  the  lines  mentioned  above, 
and  by  persisting  in  the  advertising  and  by 
always  being  original,  I  soon  found  that  num- 
bers of  people  eagerly  read  and  even  looked 
for  my  advertisements,  and  because  I  was  able 
to  trace  results  continually,  I  know  how  suc- 
cessful they  were  as  selling  power. 

If  you  can  work  in  a  little  humor  you  will 
create  a  keener  desire  to  read  further,  but  don't 
fail  to  get  in  your  point  before  the  attention  is 
lost.  You  would  not  think  of  setting  off  to 
church  to  get  married  and  on  the  way  decide 
to  remain  alive  and  forget  where  you  were  go- 
ing ;  so  don't  forget  the  object  of  your  adver- 
tisement. 

Remember,  you  can  do  nothing  on  this  line 
without  some  study  and  practice.  It  is  true 
you  might  pay  agents  to  run  your  advertising 
for  you,  but  it  is  doubtful,  as  to  whether  it 
would  pay  you  to  do  so,  and  in  any  case,  if  you 
have  some  knowledge  of  the  subject,  you  can 
get  better  value  for  any  service  you  pay  for. 

Advertising  covers  such  a  wide  field  that  it 
is  difficult  to  give  details  of  any  special  scheme, 
but  I  find  that  for  value  on  expenditure  there 
is  nothing  better  than  the  newspaper,  because 
they  touch  people  who  would  never  see  your 
windows.  If  worked  conjointly  with  window 
displays  you  will  soon  find  that  newspaper  ad- 
vertising will  pay  you. 

Summed  up,  your  advertisements  must  be 
original,  attractive,  effective,  with  a  point,  prop- 
erly displayed,  properly  written  and  printed, 
changed  frequently  and  be  enthusiastic,  but, 
above  all,  truthful. 

Start  now,  study  the  advertisements  in  this 
Spatula  and  watch  the  ideas  created  thereby 

—  and  use  them. 

Plenty  of  ideas  can  be  worked  up,  and  the 
working  up,  together  with  the  finished  copy, 
can  be  made,  and  is,  very  interesting  work. 
It  helps  exercise  the  mental  powers  and  will 
keep  you  alive  in  more  senses  than  one. 

If  at  first  you  don't  succeed,  try,  try  and 
keep  on  trying  —  first  one  thing,  then  another 

—  and  soon  you  will  find  the  power  of  the 
magnet  advertising. 


Why  not  let  us  hear  from  you  if  you  are  in  pharm- 
aceutical trouble  or  have  found  a  way  tf  doing  some* 
thing  that  seems  good  to  you. 
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The  Practice  of  Pharmacy  in  China. 


By  Shung  Lai  Chang. 


CHINESE  pharmacy  (to  use  a  Western  term) 
dates  back  almost  to  antiquity,  and,  as  one 
would  expect,  is  still  in  many  ways  in  the 
same  position  as  it  has  been  for  many  hun- 
dreds of  years.  Western  nations  have  pro- 
gressed in  the  sense  that  they  have  frequently  revised 
their  medicaments,  vegetable  and  mineral,  and  while 
the  latter  have  tended  to  increase  in  importance  and 
number,  the  former  have,  to  a  great  extent,  been  re' 
placed  by  synthetic  drugs,  the  number  of  which  is 
legion,  and  is  always  on  the  increase.  This  is  not  the 
case  with  Chinese  pharmacy,  which  still,  to  a  great 
extent,  relies  upon  ancient  formulae  and  the  drugs  of 
remote  ages.  Nevertheless,  a  certain  amount  of  prog- 
ress has  been  made,  new  drugs  have  been  brought 
forward  and  successfully  used,  but,  generally  speak- 
ing, the  methods  of  to-day  are  identical  with  those  of 
hundreds  of  years  ago.  To  obtain  a  clear  conception 
of  our  art,  as  practised  in  the  Eastern  Empire,  one 
must  remember  that  the  Chinese  pharmacist  deals 
Oftly  in  vegetable  products,  and  does  not  touch  mineral 
products  at  all.  Thus  he  corresponds  rather  to  an 
apothecary  of  the  Middle  Ages  or  a  herbalist  of  the 
present  day.  His  title  is  most  nearly  translated  by 
the  English  **  druggist  '*  —  a  dealer  in  crude  vegetable 
drugs.  And  by  this  title  he  will  be  referred  to  through- 
out the  rest  of  this  article. 

In  order  to  qualify  for  the  position  of  **  druggist,'* 
the  Chinese  youth  must  possess,  first  of  all,  a  fair 
amount  of  general  knowledge.  By  recommendation 
he  then  becomes  the  pupil  of  the  local  druggist,  and 
here  it  might  be  mentioned  that  the  smallest  village  in 
China  possesses  its  **  seller"  of  drugs.  The  pupilage 
continues  for  three  years,  during  which  the  student 


must  devote  himself  energetically  to  the  study  of  the 
drugs  he  handles,  otherwise  he  will  be  discharged  and 
his  family  will  then  regard  him  with  contempt.  Dur- 
ing his  pupilage,  for  which  no  premium  is  required,  he 
is  provided  with  board  and  lodging  by  his  master,  and 
also  with  money  for  clothes,  etc.  At  the  same  time  he 
is  provided  with  every  opportunity  to  make  himself 
thoroughly  familiar  with  the  preparation  and  uses  of 
the  various  drugs.  At  the  end  of  this  time,  if  he  has 
performed  his  duties  diligently,  he  becomes  an  assist- 
ant to  his  master  and  receives  a  very  small  salary. 
During  his  pupilage  and  assistantship  he  also  receives 
a  bonus  proportionate  to  the  profits  of  his  business. 
After  two  years  as  an  assistant  he  may,  if  he  has  the 
means,  open  an  establishment  of  his  own. 

Chinese  druggists  are  not  banded  together  in  any 
society,  nor  is  there  any  State  control,  and  no  law  to 
prevent  any  one  opening  a  shop  for  the  sale  of  drugs. 
A  man's  opportunity  depends  entirely  on  his  means, 
and  his  success  entirely  upon  the  reputation  he  makes 
for  himself.  It  goes  without  saying,  therefore,  that 
there  is  no  examination  for  qualification  as  "drug- 
gists." As  mentioned  previously,  every  community, 
however  small,  has  its  "druggist,"  who  keeps  shop  in 
much  the  same  way  as  his  Western  brethren,  with  an 
appetizing  display  of  his  choicest  drugs.  But  he  dif- 
fers in  one  respect  —  that  is,  he  sticks  to  his  calling 
and  does  not  sell  anything  but  drugs  (and  a  few  of 
their  preparations).  Side  lines,  such  as  toilet  requi- 
sites, fancy  articles,  surgical  and  medical  appliances, 
are  obtainable  at  the  *'  general  stores." 

The  retail  druggist  obtains  vegetable  drugs,  such  as 
roots,  leaves,  barks,  seeds,  etc.,  from  wholessde  firms, 
and  prepares  them  for  sale  to  his  customers.  To  some 
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small  extent,  also,  he  prepares  and  sells  preparations 
from  them,  such  as  pills,  ointments,  medicated  oils, 
etc.,  but  this  only  to  a  limited  extent.  The  Chinese 
take  their  medicine  mainly  as  an  infusion,  night  and 
morning.  This  is  prepared  in  a  special  pot,  made  of 
earthenware,  of  about  i  >^  pints*  capacity,  which  may 
be  placed  on  a  small  clay  stove  and  heated  by  means 
of  charcoal.  One  dose  of  the  drug  or  mixture  of  drugs 
is  placed  in  the  pot  with  a  pint  of  spring  water  and 
reduced  by  boiling  to  one-quarter  of  its  volume.  It  is 
then  taken  by  the  patient  in  the  morning,  hot.  The 
process  is  repeated  with  the  same  dose  of  drug,  and 
the  second  potion  taken  in  the  evening.  Thus  the  in- 
fusion is  really  a  decoction.  The  drugs  used  include 
many  known  to  Western  pharmacy,  such  as  rhubarb, 
senna,  etc.,  but  also  a  great  number  which,  unfortu- 
nately, are  unknown  to  England,  and  the  names  of 
which,  therefore,  are  untranslatable.  This  is  particu- 
larly unfortunate,  as  the  author  has  in  his  possession 
several  original  Chinese  prescriptions.  In  the  making 
of  these  decoctions,  which  is  most  often  done  by  the 
patient  himself,  the  Chinese  druggist  is  an  expert. 

The  Chinese  druggist  has  the  monopoly  of  his  trade* 
Beside  selling  direct  tp  his  customers,  he  also  supplies 
on  the  prescription  of  the  medical  man,  who  himself 
does  not  supply  any  drugs.  There  is,  therefore,  in  the 
Eastern  Empire  a  well-defined  dividing  line  between 
prescriber  and  dispenser.  As  the  druggist's  pupil,  so 
the  youthful  aspirant  for  medical  honors  must  pass  a 
period  of  pupilage  in  personal  contact  with  a  local 
doctor,  since  there  are  no  institutions  or  facilities  for 
the  study  of  these  subjects  according  to  the  Chinese 
method.  The  pupil  acquires  his  knowledge  of  medi- 
cine and  surgery  by  being  present  when  a  patient 
comes  for  advice  or  treatment,  and  so  gradually  ac- 
quires a  knowledge  of  their  various  complaints,  their 
symptoms  and  treatment.  This  course  of  study  ex- 
tends over  a  period  of  five  or  six  years,  and  the  pupil 
pays  a  premium  for  his  instruction.  As  a  rule,  a  doc- 
tor's practice  extends  over  a  considerable  area.  He 
therefore  makes  a  practice  of  visiting  certain  areas  on 
certain  fixed  days,  usually  market  days.  As  the  mar- 
ket towns  are  usually  situated  on  rivers,  the  doctor 
often  travels  in  a  specially  constructed  boat,  on  the 
stem  of  which  his  name  is  inscribed.  As  in  the  case 
of  the  druggist,  so  in  the  case  of  the  doctor,  the  element 
of  personal  instruction  enters  very  largely  into  the 
study  of  both.  In  the  latter  case  this  is  so  marked 
that  it  is  usual  for  the  son  to  follow  the  profession  of 
the  father,  and  hence  families  gain  a  reputation  as 
medical  men.  Generally  speaking,  doctors'  fees  are 
very  small,  being  on  an  average  about  fifty  cents  per 
consultation  and  prescription.  The  cost  of  the  medi- 
cine, of  course,  is  extra,  and  the  benefit  on  this  is 
reaped  by  the  druggist.  As  one  would  expect  from 
Western  experience,  the  sale  of  crude  drugs  in  small 
quantities  shows  a  substantial  profit,  and  although  the 
profession  of  druggist  in  China  may  not  be  exactly  a 
"  get-rich-quick  "  business,  it  is  at  the  same  time  fairly 
lucrative. 


As  one  would  expect,  there  is  no  hospital  service  by 
druggists,  because  there  are  no  hospitals  carried  on  in 
accordance  with  purely  Chinese  methods.  Surgical 
cases  are  treated  either  at  the  patient's  own  home,  or, 
when  possible,  at  the  doctor's  home,  which  thus  takes 
on  the  nature  of  a  private  hospital.  This  practice 
would  appear  to  open  the  road  for  much  abuse,  but  it 
is  controlled  by  the  fact  that  the  doctor,  as  in  the 
West,  must  notify  the  authorities  and  give  a  certificate 
of  cause  of  death,  and  each  death  which  occurs  with- 
out medical  attention  is  inquired  into  by  a  Govern- 
ment official.  Until  recently  the  sale  of  poisons  was 
in  the  hands  of  druggists  or  any  one  else  who  cared  to 
sell  them,  but  now,  of  course,  the  sale  of  opium  is  con- 
trolled by  the  Government,  and  this  can  only  be  sold 
on  certificate,  and  the  sales  must  be  fully  accounted 
for.  The  foregoing  account  of  Chinese  pharmacy  ap- 
plies only  to  purely  Chinese  methods.  In  the  large 
towns,  and  especially  in  the  coast  townsj  where  West- 
ern methods  have  permeated,  one  gets  a  condition  of 
things  very  much  the  same  as  holds  in  England  —  that 
is,  Western  firms  of  chemists  carried  on  in  the  West- 
ern manner.  Also,  of  course,  hospitals  with  pharma- 
ceutical and  medical  service  are  maintained  on  West- 
em  lines.  The  Chinese  themselves,  as  a  race,  are 
somewhat  conservative  in  their  ideas  and  prefer  to 
keep  to  their  own  methods,  but,  in  spite  of  this,  chem- 
ists' shops  are  being  opened  by  Chinese  proprietors 
on  Westem  lines  and  are  meeting  with  a  fair  amount 
of  success.  But,  unfortunately,  these  establishments 
are  sometimes  carried  on  by  men  who  have  not  studied 
the  preparation  of  drugs  by  Western  methods,  and  so 
in  that  way  prove  a  failure. 

Pharmacy  in  China  would  therefore  appear  to  be  an 
extremely  simple  matter.  A  point  which  particularly 
strikes  one  is  the  perfection  of  the  training  of  both 
the  druggist's  and  the  medical  man's  pupil  —  personal 
tuition  of  the  most  intimate  nature,  and  if  the  pupil 
proves  unfitted  for  his  calling  he  is  promptly  refused 
further  training.  Another  point  which  strikes  one  is 
that  a  "dmggist's"  success  depends  upon  the  reputa- 
tion he  builds  up  for  himself  among  his  customers. 
This  is  reminiscent  of  the  reputation  enjoyed  by  phar- 
macists in  England,  particularly  in  urban  districts, 
which,  unfortunately,  the  advent  of  the  multiple  shop 
system  is  tending  to  do  away  with.  —  The  Pharma- 
ceutical Journal. 
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NOTE— It  is  the  desire  of  the  editor  of  this  de- 
partment to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article,  let  us  hear 
from  you.  Do  not  expect  however,  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners. 

Iikst«%«l  of  AlcoKol* 

Mrs.  J.  McG.,  Minneapolis,  Minn. 
Your  question  is  not  very  explicit  when  you  ask 
what  can  be  used  instead  of  alcohol  for  making  ex- 
tracts that  are  just  as  good.  If  you  mean  fluid  extracts 
—  these  are  made  by  using  acetic  acid  as  a  preserva- 
tive instead  of  alcohol.  If  you  mean  flavoring  extracts 
we  might  state  that  these  are  made  with  glycerine  and 
tragacanth  and  put  up  in  collapsible  tubes  using  no 
alcohol.  Alcohol  is  a  solvent  and  preservative  and 
considered  the  best  for  making  reliable  full  strength 
fluid  extracts. 

Boil«r  lAortasfatioiks— S%illar«l*s  Foipmf&la 

D.  D.  C,  Hull,  England. 

Catechu loo  ozs. 

Potash 50  ozs. 

Soda 50  018. 

Common  rosin 10  ozs. 

Lime 20  ozs. 

Water aoo  ozs. 

The  lime,  rosin,  soda  and  water  are  boiled  for  thirty 
minutes  and  then  allowed  to  settle.  A  decoction  of 
catechu  is  made  with  100  ounces  of  water  prepared  in 
another  boiler,  strained  and  mixed  with  the  other  solu- 
tion. Every  six  weeks  i  pint  of  the  liquor  for  each 
horse  power  is  introduced  into  the  boiler. 

Kboiay  VToodl  Staiia— for  •boiaisiiatf  uroodl. 

R.  A.  R.  Co.,  Los  Angeles. 

Tannin 4  ozs. 

Sulphate  of  iron i;  ozs. 

Loswood  chips 8  ozs. 

Boiling  water 2  pts. 

Infuse  until  the  color  is  extracted  from  the  chips, 

and  apply  hot  to  the  wood.    Several  applications  will 

be  required  to  give  a  dead  black  color.    Two  or  3 

ounces  of  the  logwood  extract  may  be  used  instead  of 


the  logwood  chips  if  preferred.  Small  articles  boiled 
in  the  solution  and  then  given  a  coat  of  oil,  as  linseed, 
give  almost  a  perfect  imitation  of  ebony.  I  have  seen 
a  set  of  violin  pegs  made  from  maple  colored  in  this 
way,  that  could  not  be  told  from  genuine  ebony  if  it 
had  not  been  for  the  weight — genuine  ebony  being 
much  heavier. 

"WKit^  Hofas«  rtariaitar*  PolisK. 

J.  J.  W.,  Anniston,  Ala. 
^  White  House  Furniture  Polish. 

Rosin  of  guiac i     oz. 

Gum  benzoin i     oz. 

Shellac j^oz. 

Raw  linseed  oil 10     drs. 

Benzine 4     drs. 

Alcohol 24     ozs. 

Mix  and  shake  until  dissolved  and  strain  through 
muslin  to  remove  the  small  particles.  Apply  with  a 
soft  cloth  and  let  stand  for  thirty  minutes.  Polish 
then  with  a  linen  cloth  or  cheese  cloth  saturated  with 
oil.    Kerosene  will  do. 

Atatomobil*  Soap.    V«ry  riia«. 

D.  E.  F.  Co.,  New  York  City. 

Rawlinseedoil i     gal. 

Water  glass  (liq.  silicate  of  soda; . .  i     lb. 

Potashlye K  gal. 

Soda  lye H  gal. 

Water • 3    gals. 

Mix  the  linseed  oil  and  silicate  of  soda  and  gradu- 
ally boil  to  about  100*=^  F.  Now  add  enough  of  the 
potash  lye  slowly,  stirring  constantly,  and  next  add 
the  soda  lye  in  the  same  manner.  Remove  from  the 
fire  and  let  stand  for  about  two  hours,  then  stir  well 
and  add  about  2  quarts  of  water.  Now  place  on  the 
fire  and  bring  to  a  boil,  and  gradually  add  the  remainder 
of  the  water  during  this  boiling  process. 

To  Make  the  Potash  Lye. 

Caustic  potash i     lb. 

Water H  gal. 

Mix  and  let  stand  until  cool  before  using. 

To  Make  the  Soda  Lye. 

Caustic  soda i     lb. 

Water.... Ji  gal. 

Mix  and  let  stand  until  cool  before  using. 
The  finished  soap  should  be  about  as  thick  as  vase- 
line and  of  a  clear  amber  color.    There  is  a  great 
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demand  for  this  among  the  automobile  garages  and 
auto  owners,  for  washing  finely  finished  cars,  both  the 
iron  and  woodwork,  as  it  cleans  without  injuring  the 
finish. 

W.  J.  C,  Pattereon,  N.  J. 

Ammonia  Water i    (I.  ou. 

Soap  Solution  (as  made  below).  .4    II.  ozs. 

Gasolene 4    flou. 

Chloroform 5     fl  dn. 

Potassium  Nitrate aMav.drs. 

Oil  of  Wintergrcen  (artihciai)..  sH  fl.  drs. 
Water  to  make ^  fl.  oss. 

Be  sure  to  use  soft  water.  Mix  the  ammonia  and 
soap  solution,  add  the  gasolene,  chloroform,  and  oil 
of  wintergreen,  and  then  the  potassium  nitrate  dis- 
solved in  the  water.  This  makes  a  milky  solution 
which  separates  upon  standing  but  which  unite  upon 
shaking.  The  oil  of  wintergreen  may  be  replaced  by 
oil  oi  Sassafras  or  it  may  be  omitted  altogether  if  de- 
sired. 

To  make  the  soap  solution  take : 

Cottonseed  Oil i     fl.os. 

Alcohol Hfl'Oz. 

Caustic  Potasli iK  av.  drs. 

Dissolired  in  water H  fl.  oz. 

Mix  all  together  (on  a  water  bath  preferred)  until 

the  oil  is  thoroughly  saponified,  which  may  be  shown 

by  adding  a  drop  to  boiling  water  when  it  should  be 

dissolved  without  oily  separation.    Allow  the  mixture 

to  cool,  add  8  fluid  ounces  of  alcohol  and  enough  water 

to  iflake  16  fluid  ounces  and  then  filter.    Denatured 

alcohol  may  be  used.    Apply  (he  mixture  to  the  carpet 

on  the  fioor  after  the  carpet  has  been  thoroughly  swept 

twici  apply  with  a  coarse  sponge  rubbing  in  well  then 

with  a  tin  or  sheet  iron  scraper  scrape  up  the  dirty 

lather  and  take  up  with  a  sponge.    Then  go  over  the 

carpet  and  wipe  up  with  a  sponge  wet  with  clear  water 

with  1/lOth  the  amount  of  ammonia  added. 

Clarke's  Carpet  Cleaner. 

Fels  Naptha  Soap  (shaved  fine) }i  cake 

Water 40  ozs. 

Sal  Soda 7  ozs. 

Strong  ammonia  Water i  oz. 

Alcohol I  oz. 

Apply  to  the  carpet  first  a  mixture  of  4  parts  of  am- 
monia and  3  parts  of  denatured  alcohol  —  this  loosens 
the  dirt.  Then  go  over  the  carpet  with  the  above 
mixture  with  a  brush  and  scour.  Wiping  up  this  a 
sponge  wrung  out  of  clear  water.  This  removes  the 
dirt  and  makes  the  carpet  look  like  new.  It  is  put  up 
in  quart  bottles  and  sells  for  fifty  cents  a  bottle. 
Pipss«  aiadl  Lrtabiias  Pastilles. 

D.  D.  M.,  New  York  City. 

Willow  Charcoal 6  ozs. 

Benzoin i  oz. 

Nitrate  of  potash H  oz. 

Tola  balsam , ^  drs. 

Sandalwood 2  drs. 

Mucilage  of  Tragacanth  (suflicient) 

Reduce  the  solids  to  a  fine  powder.    Mix  and  make 

into  a  stiff  paste  with  the  mucilage.    Divide  into  cones 

of  25  grains  each  in  weight  and  dry  with  a  gentle  heat. 

TKymol  From  Aioraia  S«««ls. 

Dr.  M.  P.  S.,  Kapadwanji,  India. 

We  are  unable  to  supply  the  process  for  making 


Thymol  by  the  process  you  mention  and  would  sug- 
gest that  you  write  W .  &  G.  Fogle  Book  sellers,  Char- 
ing Cross  Road,  London  for  a  book  on  this  subject. 

rerasamiiat  Tablets. 

Dr.  M.  P.  S.,  Kapadwanji,  India. 

This  is  a  proprietary  Tablet  and  the  formula  known 
only  to  the  manufacturers.  We  cannot  give  the  form- 
ulas of  proprietory  products. 

M.  M.  D.,  Harrimao,  Tenn. 
Wants  a  formula  for  a  good  salad  dressing  equal  to 
some  of  those  offered  by  the  leading  food  product 
manufacturers.  The  following  is  a  good  one,  but  if 
put  up  for  the  trade  would  have  to  contain  one  half  of 
1%  of  benzoic  acid  to  keep  it 


Salt 

Sugar'. . . . 
Sa&doil. 
Eggs 


.iHoss 
.1  oz. 
.a     oss 

.X 


Emulsify  by  beating  up  the  egg  with  the  salad  oil 

and  sugar,  add  the  salt  and 

Tincture  of  capsicum ao    drops 

Mustard ^ xMozs. 

Malt  vinegar 6     oss. 

C«ar«  for  P«Il%tfra* 

J.  F.  C,  Conway,  Ark. 
There  is  no  proprietary  remedy  that  is  successful  in 
the  treatment  of  this  disease.  It  should  be  treated  by 
an  experienced  physician.  The  most  successful  rem- 
edy that  has  been  found  for  this  disease  is  a  form  of 
arsenic  known  as  atoxyl.  This  is  handled  in  the  United 
States  by  Sharpe  &  Dohme,  Baltimore,  Md.  The 
dose  is  yi  grain  3  or  4  times  a  day. 

J^Uy'  Powa«rs  Similar  to  **  J«Ile.** 

D.  D.  D.,  Ridgewood,  N.  J. 

Gelatin ' i  lb. 

Sugar 4  lbs. 

Powdered  tartaric  aad i  to  3  oss. 

Oil  of  lemon i  oe. 

Harmless  yellow  color sufficient 

This  gives  the  lemon  flavored  variety.  For  the  other 
flavors  use  the  following  amounts  to  the  above  mix- 
ture: 

Orange.  —  Use  oil  of  sweet  orange,  2  drams,  and 
color  with  certified  orange  color. 

Raspberry.  —  Use  artificial  essence  of  raspberry, 
I  ounce,  and  color  red. 

Strawberry.  —  Use  artificial  essence  strawberry, 
I  ounce,  and  color  red. 

MotK  CasapKor  or  I«av«ia«l«r  FlaKes. 

D.  T.  Co.,  Chicago,  111. 

Lavender  flowers i  lb. 

Tar  camphor  flakes 4  lbs. 

Oil  of  lavender  (cheap) i  os. 

Mix  well  by  rubbing  together  between  the  hands. 
Put  up  in  boxes  holding  6  ounces  of  the  powder.  The 
cheaper  grade  of  lavender  flowers  answer  well  for  this 
purpose. 

Hooper's  RoacK  Kxtersaiiaator. 

E.  N.  T.,  Reno,  Nev. 

Powdered  borax 3  lbs. 
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Corn  meal 8  ozs. 

Persian  inaect  powder 8  ozs. 

Mix  and  put  up  in  turned  wooden  boxes. 
Directions :  Sprinkle  around  where  roaches  appear 
every  few  days. 

D«AaHir«dl  AlooKol* 

T.  C.  Pharmacy,  Clinton,  Ky. 

There  are  several  formulas  used  for  making  de-, 

natured  alcohol,  three  of  which  are  as  follows : 

No.  I. 

Ethyl  alcohol loo  gait. 

Metnly  alcohol lo  gals. 

^enzine $i  gal. 

No    2. 

Ethyl  alcohol loo  gals 

Methyl  alcohol lo  gals 

Pyradine  bases $4  gal. 

Whenever  generally  denatured  alcohol  is  ordered 
Formula  No.  i  will  be  shipped.  This  is  the  formula 
that  is  used  for  preparations  that  do  not  have  to  be 
mixed  with  water.  The  second  formula  is  the  one 
from  which  pyro  is  made. 

No.  3- 

The  denatured  alcohol  that  is  sold  to  the  paint  trade 

for  shellac  varnishes  is  made  as  follows : 

Ethyl  alcohol loo  gals. 

Meth  yl  alcohol $  S^ls. 

Tvotibl«  wItK  aia  **  Oliatmeiat.** 

L.  W.  L.,  Pahiatua. 

This  gentleman  claims  that  in  the  following  B,  after 

being  mixed  for  about  two  weeks,  there  appears  a 

fungous  growth  or  mould,  and  as  the  salve  is  to  be 

used  on  inflamed  surfaces,  the  problem  of  getting  the 

proper  preservative  is  quite  important: 

R    Paraffin  moll,  fiav 3  Hi 

Gu m  acacia 3  i 

Gum  trag.  pulv 3  i 

Add  boric 3ii 

Aqua 3iv 

Mix  et  ft.  ungt. 

We  believe  that  the  addition  of  about  lo  or  12  drops 
of  phenol  to  the  mixture  would  prevent  this  fungous 
growth  and  at  the  same  time  improve  the  antiseptic 
quality  of  the  preparation. 

Blaiac  Am  P«rl«« 

D.  D.  S.,  Portland,  Ore. 

Bismuth  oxide i  oz. 

Glycerine 9  drs. 

Rose  water 7  ozs. 

Bay  rum H  oz 

Mix  and  shake  well  before  using. 
SjriatK^tic  Ammoiaia* 

The  Journal  of  Gas  Lighting  (London)  states  that 
a  process  which  allows  of  gas  producers  being  utilized 
to  manufacture  ammonia  by  synthesis  has  been  devised 
by  Herr  Adolph  Bambach.  By  its  aid  atmospheric 
nitrogen  can  be  fixed  in  the  form  of  metallic  com- 
pounds, both  carbureted  and  nitrogenous  (cyanides, 
cyanamides,  etc.)?  or  metallic  nitrogen  compounds 
(nitrides),  and  these  substances  decomposed,  either 
with  saturated  and  superheated  steam  or  with  water, 
to  extract  the  ammonia. 


M  aiati  f acttir«rs. 

G.  S.  G.,  McKeesport,  Pa. 
I  would  be  pleased  to  have  you  give  me  the  addresses 
of  the  manufacturers  of  the  following  goods,  as  I  must 
get  the  inside  price.  I  want  to  manufacture  a  baking 
powder  to  sell  to  the  wholesale  grocer.  Thanking  you 
for  any  information  you  can  give  me  on  the  subject. 

Potassium  bitartrate,  Tartan  Chemical  Co.,  135  Wil- 
liams St.,  New  York;  sodium  bicarbonate,  Wing  & 
Evans,  22  Williams  St.,  New  York ;  Church  &  Dwight 
Co.,  27  Cedar  St.,  New  York ;  Edward  Hill's  Son  & 
Co.,  New  York;  Linden  &  Meyer,  Boston,  Mass.; 
com  starch,  Duryea  Starch  Co.,  Oswego,  N.  Y.;  J. 
Russell  Marble  &  Co.,  77  Pearl  St.,  Boston,  Mass.; 
National  Starch  Co.,  131  State  St.,  Boston,  Mass. 

R«storliatf  Fadl«dl  PKototfrapKs* 

It  is  stated  that  faded  silver  prints  may  be  restored 
by  the  following  process ;  The  prints  are  first  bleached 
in  a  solution  of  copper  sulphate,  5  grains,  and  common 
salt,  25  grains.  In  water,  i  ounce.  The  bleached  pic-) 
ture,  consisting  of  silver  chloride,  is  then  well  washed, 
and  may  be  darkened  by  re-development  with  any 
ordinary  developer.  The  greatest  vigor  is  obtained, 
however,  according  to  the  author,  by  the  use  of  sodium 
stannate.  For  this  purpose  a  i  per  cent  solution  of 
stannous  chloride  is  taken  and  a  10  per  cent  solution 
of  caustic  soda  added  until  the  precipitate  first  formed 
is  just  redissolved.  The  print  is  then  placed  in  this 
until  darkened,  then  well  washed. 

lUtimiiaatiiatf  Paiiat. 

A  suitable  formula  for  a  luminous  paint  is :  Stron- 
tium carbonate,  1,000;  sulphur,  1,000;  potassium  chlo- 
ride, 5 ;  sodium  chloride,  5 ;  manganese  chloride,  4. 
Mix,  and  heat  to  white  heat  for  half  an  hour.  A  lumi- 
nous paint  which  does  not  require  exposure  to  sunlight 
is  said  to  consist  of  radio-active  zinc  sulphide  mixed 
with  a  special  varnish,  or  a  layer  of  zinc  sulphide  is 
coated  with  an  adhesive  medium,  and  a  small  portion 
of  a  radio-active  substance  is  sprinkled  upon  it. 


Wife:  "How  do  you  hke  my  new  gown,  dear? 
It's  the  last  word,  you  know." 

Hubby:  "Well,  being  a  woman  I  suppose  you 
had  to  have  it."-— London  Mail. 
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nimeKmtkitkg  Billlara  Balls. 

You  must  first  prepare  the  ball  by  zleaaiog  it  well 
with  soap  and  water,  and  drying  it  by  shaking  it  in 
perfectly  clean  sawdust.  Then  immerse  it  in  benzine 
for  a  few  minutes,  take  out  and  dry,  and  repeat  the 
immersion  and  drying,  taking  care  not  to  touch  it  with 
the  fingers;  use  a  forceps  of  some  kind.  Thus  pre- 
pared, the  ball  is  dropped  into  a  strong  solution  of 
silver  nitrate  and  kept  there  for  four  or  five  hours,  at 
the  end  of  which  time  it  is  removed  and  exposed  to 
sunlight.  Another  method  is  to  steep  the  ball  for 
several  days  in  a  decoction  of  2  pounds  of  logwood 
and  I  pound  of  galls,  and  then  for  a  few  hours  in  a 
solution  of  iron  acetate  (iron  liquor).  After  treatment 
in  either  case  the  ball  should  be  well  polished  by  rub- 
bing with  chamois  leather.  —  Pharmaceutical  Journal. 
Cas«iA  Glti«.' 

Freshly  precipitated  casein  is  dissolved  in  a  solution 
of  borax  or  sodium  carbonate,  about  5  per  cent,  to 
make  a  thick  syrupy  liquid.  A  superior  preparation 
to  this  is  made  by  dissolving  dry  powdered  casein  in 
solution  of  sodium  silicate  to  about  the  same  con- 
sistency. This  makes  a  very  strong  glue,  stronger 
than  any  hide  or  bone  glue,  except  the  very  best  quality^ 
and  is  of  especial  use  when  great  strength  is  required. 
--  Merck^s. 
Ext«rmiAatiAtf  Aots. 

One  of  the  latest  and  most  effective  methods  is  to 
lay  little  heaps  of  powdered  white  sugar  dosed  with 
arsenic  in  places  where  the  ants  can  easily  get  at  them. 
It  is  best  to  lay  down  plain  sugar  first  and  then  watch 
the  movements  of  the  ants,  after  which  you  can  place 
a  heap  of  the  sugar  with  arsenic  as  near  as  possible 
to  the  nest.  The  pile  of  sugar  and  poison  is  quickly 
conveyed  by  the  ants  to  their  nests,  and  usually  no 
more  is  seen  of  the  ants.  A  teaspoonful  of  the  mix- 
ture is  suf!icient  for  a  fair-sized  nest  Care  must  be 
taken  that  dogs  and  cats  cannot  get  at  the  sugar  mix- 
ture. If  it  is  possible  to  locate  the  nest,  an  effectual 
cure  is  to  pour  boiling  water  on  it.  Sulphurous  acid 
is  also  used,  employing  a  syringe  in  cases  where  the 
nest  is  not  easily  got  at. 
MUtis«  of  '^Saoaalwooa  Oil." 

The  bureau  of  chemistry,  Washington,  has  collected 
a  sample  of  a  product  labeled  "  Oil  of  Sandalwood, 
German.''  Analysis  shows  this  article  to  consist  of  a 
mixture  of  oil  of  Amy r is  bahamifera  (sometimes  im- 
properly called  "  West  Indian  oil  of  sandalwood  ")  and 
oil  of  copaiba.  It  does  not  contain  any  true  oil  of 
sandalwood.  The  name  "  Oil  of  Sandalwood,  Ger- 
man," does  not  represent  the  facts,  and  the  product  is 
therefore  misbranded.  It  should  be  labelled  as  "  Oil 
of  Amyris  Balsamifera  Compound,"  "  Oil  of  Copaiba 
Compound,"  Oil  of  Copaiba  and  Amyris  Balsamifera," 
or  vice  versa,  depending  on  the  oil  which  predominates 
in  the  article.  In  this  connection  Food  Inspection 
Decision  63,  relating  to  the  use  of  the  "compound  "  in 
names  of  drug  products,  should  be  consulted. 
To  M«Bd  Rtibb«r  Glov«s. 

An  ordinary  library  filing  card  is  spread  rather 


heavily  with  library  paste  and  the  rubber  mending 
tissue  placed  on  it;  the  tissue  is  rubbed  flat  on  the 
card  and  the  whole  set  aside  to  dry.  When  a  rubber 
patch  is  required,  a  piece  is  cut  out  — rubber,  card 
and  all —  of  a  size  to  fit  the  tear.  The  rubber  glove 
is  now  put  on  the  hand,  inside  out;  the  patch  is 
smeared  with  cement  and  allowed  to  become  tacky, 
fitted  on  to  the  damaged  part  of  the  glove  and  pressed 
home  hard.  If  the  tear  is  large,  it  is  easier  to  lay  the 
moistened  patch  down  and  fit  the  edges  of  the  tear  to 
it,  then  press.  It  only  remains  to  dust  the  part  with 
French  chalk  and  set  aside.  Later,  the  glove,  or 
mended  part  of  it,  is  soaked  in  water,  when  the  bit  of 
card  will  come  away  as  the  paste  softens.  This  gives 
a  secure  patch,  adhering  clear  to  its  edges,  flat  and 
water-tight,  and  fit  to  stand  boiling  as  well  as  any 
patch  is  —  F.  J.  Cotton. 

CoAGULEN  is  a  haemostatic  obtained  by  the  precipi- 
tation of  blood,  and  is  believed  to  contain  the  actual 
coagulating  principle  of  the  blood.  The  dry  powder, 
or  a  solution  containing  from  6  to  12  per  cent  in  dis- 
tilled water,  may  be  used  locally  in  the  case  of  wounds ; 
it  may  be  given  internally  in  cases  of  hsemorrhagic 
ulcer,  or  the  solution  may  be  injected  intravenously  to 
reinforce  the  coagulating  power  of  the  blood. 

CoLRESiNE  is  a  solution  of  mastic  and  other  resios 
in  benzine,  and  is  used  as  a  wound  varnish 

Cystazol  is  a  combination  of  hexamine  and  sodium 
benzoate  which  raises  the  acidity  of  the  urine  and 
favors  liberation  of  formaldehyde.  It  is  prepared  in 
lograin  tablets. 

Hirudin  is  the  active  principle  of  a  secretion  de- 
rived from  the  buccal  glands  of  the  leech,  Hirudo 
medicinalis.  It  acts  as  an  anticoagulant,  and  has 
been  recommended  in  blood-transfusion  as  being  supe- 
rior to  sodium  citrate,  in  that  it  does  not  cause  decal- 
cification of  the  blood.  Some  authorities  spell  it 
"  Herudin." 

Olaxine  is  a  paraffin  jelly,  containing  95  per  cent 
of  paraffin,  for  use  in  constipation. 

Silver- Arsenobenzol  is  a  compound  of  arseno- 
benzol  ( *6o6")  with  silver  bromide,  recommended  by 
Danysz  for  use  in  trypanosomiasis  and  in  syphilis. 

Silver  Permanganate  has  been  found  valuable 
in  the  treatment  of  skin  diseases,  solutions  varying  in 
strength  from  1:200  to  r.  100,000  having  been  found 
beneficial  in  facial  lupus. 

Taffonal  is  described  as  a  neutral  resin  solution 
used  for  fixing  primary  bandages  in  place.  —  The 
Prescriber. 


Fact. 

The  experts  at  the  research  laboratory  of  the  Gen- 
eral Electric  Company,  at  Schenectady,  in  New  York, 
have  found  a  new  application  for  the  Coolidge  X-ray 
tube.  With  proper  exposure  it  is  now  possible  to  de- 
tect blowholes  and  cavities  in  apparently  solid  metal 
of  considerable  thickness. 


Digitized  by 


Google 


THE  SPATULA 


501 


mmmmmii,mmmmmm<mk 


TRADE  TIPS  AND  TOPICS 


A  l><i>art»a.t  .1  UVE  BUSINESS  IDEAS  «l  PROFIT  l>OINTERS  to  V^m  Lno 


Fof*  Amatetir  Artists. 

Pickering's,  Pittsburg,  Pa.,  instituted  a  drawing  con- 
test for  school  children,  in  which  thousands  of  young 
folks  took  part. 

Copies  of  the  picture  to  be  copied  were  given  away 
to  all  who  called  for  them  at  the  store.  Fifteen  prizes 
were  o£Eered,  the  first  prize  being  $$0  in  gold,  and  the 
second  and  third  $2$  each.  The  others  included  a  gold 
watch,  writing  desks,  bicycle,  suits  of  clothes  and 
Morris  chairs. 

All  the  pictures  entered  in  the  contest,  including  the 
prize  winners  and  honorable  mentions,  were  on  exhi- 
bition at  the  store  for  an  entire  week,  and  the  boys 
and  girls  who  had  submitted  drawings  were  invited  to 
come  to  the  store,  bring  their  parents  and  get  a  free 
souvenir. 

This  contest  excited  widespread  interest,  not  only 
among  children  and  parents,  but  among  the  teachers 
of  the  various  city  schools  as  well. 

Extra  Special. 

Riker-Jaynes,  Boston,  announced:  *'As  an  extra 
special,  at  our  cigar  departments  we  will  sell,  Satur- 
day only,  ten  5-cent  soda  checks  for  25  cents  when  pur- 
chased with  four  Perfecto  cigars,  28  cents  —  ten  soda 
checks  and  four  cigars,  53  cents.  Soda  checks  sold 
at  half  price  only  in  combination  with  cigars." 

A  Clever  Stunt. 

A  shoe  dealer  in  Australia  sent  announcements  to 
the  local  school  that  on  a  certain  day,  between  four 
and  five  o'clock  in  the  afternoon,  he  would  give  all  the 
children  who  called  at  his  store  a  blow-up  balloon. 
Each  balloon  bore  his  ad,  reading  ^'BIow  up  Simp- 
son's Boots." 


When  a  crowd  of  about  seven  hundred  youngsters 
was  massed  in  front  of  his  store  he  had  a  photograph 
of  the  crowd  taken.  This  was  shown  at  the  local 
**  movies,"  and  also  printed  on  post  cards  which  were 
given  away  at  the  store.  His  trade  almost  doubled 
the  following  week. 

For  tKe  SmoKer's  Eye. 

Perfect  people  exist  only  in  novels,  but  for  perfect 
smokes  just  step  inside. 

Men  who  are  used  to  fine  cigars  and  know  good 
tobacco  are  our  steady  patrons. 

For  the  connoisseur  —  the  Jewel,  a  mild,  rich,  fra- 
grant cigar  —  we  know  you'll  like  it. 

When  you  call  for  your  favorite  cigar  you'll  get  it 
here  —  and  get  it  in  the  right  condition,  too. 

We  sell  the  cigar  that  brings  you  back  for  more. 

Jewel  cigars  are  winning  new  friends  every  day. 

.Come  in  to-day  and  let  us  show  you  the  best  cigar 
vsilues  in  town. 

Vacation  cigars  —  buy  them  here,  or  you  may  regret 
it  when  away  and  unable  to  get  one  that  suits  your 
taste. 

A  pipe  is  a  good  comrade  —  we  have  'em,  all  styles. 

Smokers  tell  us  that  the  same  brand  of  cigar  tastes 
and  smokes  better  from  one  of  our  cigar  cases  than  if 
bought  elsewhere. 

Clean  your  pipe  and  fill  the  bowl 
That  you  may  puff  to  soothe  your  soul, 
For  it  is  sure  to  clear  your  brain 
And  bring  old  memories  back  again 
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Novel  Side  I^ine. 

"  One  of  the  side  lines  I  put  in,  something  over  a 
year  ago,  was  canaries,"  says  a  writer  in  the  Inland 
Storekeeper, "  and  it  has  proved  a  good  one.  If  you 
have  from  one  to  two  dozen  good  songsters  in  the 
store,  the  customers  are  in  no  hurry  to  get  out.  Of 
course  they  do  not  all  buy  a  bird,  but  while  listening 
to  the  music  they  find  other  goods  they  did  not  know 
we  carried.  Some  of  them  sent  their  friends  in  to 
hear  the  concert." 

Getting  tKe  Trade. 

The  following  druggists,  according  to  the  Novelty 
News,  are  plainly  out  for  more  business : 

Duncan  Drug  Store  of  Ottawa,  111.,  largely  increased 
the  sales  of  a  certain  make  of  rice  face  powder  through 
the  o£Eer  of  a  novel  powder  pu£E  about  the  size  of  a 
watch,  handsomely  nickel  plated,  containing  a  diminu- 
tive puff  of  a  kind  just  lately  popular  with  the  sex. 
One  of  these  boxes  was  given  with  every  purchase  of 
a  25-cent  box  of  the  face  powder. 

Percy  A.  Hall,  the  Rexall  Druggist  of  Hay  Springs, 
Neb ,  believes  in  offering  as  premiums  something  well 
worth  striving  for,  and  so  he  selected  42-piece  Colonial 
dinner  sets,  which  he  offered  to  his  customers  upon 
the  return  of  a  certain  number  of  coupons  which  were 
given  out  with  all  purchases  made  at  the  store. 

The  Riker-Jaynes  Drug  Stores,  Boston,  Mass.,  have 
offered  a  25-cent  pair  of  the  well-known  Brighton  gar- 
ters with  every  purchase  of  eight  cigars  of  their  own 
special  brand  to  introduce  and  popularize  by  making 
this  unusual  offer.  As  the  cigars  were  specially  priced 
four  for  a  quarter,  the  eight  represented  a  purchase  of 
only  so  cents,  while  the  customers  received  a  premium 
selling  uniformly  at  one-half  that  amount. 

H.  G.  May,  pharmacist,  of  Princeton,  Ind.,  built  up 
a  splendid  trade  in  a  certain  well-known  tooth  paste 
through  the  offer  of  a  high  grade  tooth  brush  free  with 
every  2 5  cent  tube  of  the  paste. 

Because  the  modern  drug  store  carries  so  many  lines 
of  goods  they  are  able  to  make  premium  offers  that 
otherwise  would  be  beyond  their  reach.  W.  A.  An- 
keny,  druggist  of  Corning,  la.,  is  thus  enabled  to  con- 
duct a  popularity  voting  contest  offering  as  premiums 
to  the  successful  contestants  a  trip  to  the  Panama 
Exposition  or  an  upright  piano,  a  diamond  ring,  a 
lady's  gold-filled  watch,  a  i6-piece  silver  set,  a  toilet 
set,  a  gold  handled  umbrella,  a  locket  and  chain,  a  10- 
piece  manicure  set,  a  silver  handled  carving  set,  and 
a  lady's  necklace.  Votes  are  given  at  the  rate  of  100 
for  each  1 1.00  on  all  cash  purchases,  and  at  the  rate 
of  1,000  for  each  dollar  on  $2  00  and  I5.00  due  bills 
which  may  be  purchased  during  the  time  of  the  con- 
test, which  began  on  February  6th  and  runs  until 
August  6th  next.  In  addition,  extra  premiums  are 
given  out  on  each  of  the  twenty-four  weeks  of  the 
contest. 

So  many  retailers  are  making  offers  of  a  piano  free 
to  some  one  of  their  customers  that  the  question  is 


being  asked  on  every  hand  how  they  can  afford  to 
make  such  an  offer.  Because  the  Stewart-Noble  Com- 
pany of  Leadville,  Colo.,  offer  to  give  away  to  one  of 
their  customers  a  1400  parlor  grand  piano,  they  have 
been  asked  the  same  question.  There  is  nothing 
mysterious  about  such  an  offer,  and  their  reply  states 
the  entire  case.  They  say:  *^We  prefer  to  sell  one 
hundred  articles  at  a  profit  of  10  cents  each  rather 
than  ten  articles  at  a  profit  of  |i.oo  each.  It  means 
just  ninety  more  people  patronizing  our  store.  Low 
prices  and  good  values  will  bring  us  customers  always. 
Our  giving  this  piano  away  is  simply  to  bring  addi- 
tional business  to  our  store.  It  saves  you  and  it  saves 
us."  It  is  the  new  customer  that  the  stores  are  seek- 
ing, because  they  realize  that  once  they  can  serve  a 
customer  satisfactorily  there  is  every  likelihood  of 
retaining  that  patronage. 

Ideas  from  Patrons* 

A  writer  in  the  International  Confectioner  tells  of  a 
confectionery  store  in  Portland  Ore.,  which  is  a  won- 
derful example  of  the  results  made  possible  by  the 
combination  of  candy,  soda  and  luncheonette. 

"A  number  of  years  ago  there  came  to  Portland, 
from  a  small  town  in  Pennsylvania,  a  school  teacher 
named  J.  H.  Joyce,  who  knew  nothing  about  the  candy 
business  and  .  less  about  the  luncheonette  business- 
The  company  he  kept  books  for  owned  a  small  con- 
fectionery store  on  Washington  Street  that  was  not 
what  you  might  call  a  howling  success,  and  in  due 
time  the  management  of  the  place  was  offered  to  Mr, 
Joyce.  A  hurried  consultation  of  the  proposed  board 
of  directors,  **Mr.  and  Mrs.  Joyce,"  resulted  in  the 
acceptance  of  the  proposition,  and  the  prompt  and 
unanimous  election  of  Mrs.  Joyce  as  chef. 

"  A  plan  of  campaign  was  laid,  the  main  planks  be- 
ing Honesty,  Integrity,  Good  Goods  and  the  Golden 
Rule. 

*  Mrs.  Joyce  prepared  and  served  dainty  lunches, 
while  Mr.  Joyce  looked  after  the  other  business  details 
and  watched  and  studied  the  iikcs  and  dislikes  of  his 
customers,  determined  to  give  them  the  best  in  his  line 
in  both  goods  and  service.  A  card  was  attached  to 
menus  asking  for  suggestions  and  opinions  from  his 
customers,  who  rose  to  the  occasion  and  responded  by 
taking  personal  interest  in  the  business,  and  many  of 
the  ideas  now  in  use  were  advanced  by  patrons  years 
ago. 

*^  The  store  has  been  under  the  management  of  Mr. 
Joyce  for  about  ten  years  and  there  has  been  a  change 
—  and  such  a  change  I  Where  the  little  candy  and 
lunch  store  was,  stands  '*  The  Hazlewood,"  the  largest 
retail  confectionery  and  luncheonette  business  in  the 
West.  From  four  to  ten  thousand  customers  are  served 
there  daily." 

A  Fotantain  of  Money. 

In  lieu  of  trading  stamps,  one  firm  originated  a  cash 
credit  system,  by  which  they  allowed  their  customers 
6  per  cent  on  the  amount  when  the  purchase  totalled 
ISO- 
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They  called  attention  to  this  plan  in  the  following 
manner:  Their  ads  were  headed,  **  Have  you  seen  the 
fountain  of  money  in  our  window  ?  *'  Of  course  every- 
body likes  to  see  money,  and  a  whole  fountain  of ''  the 
needful  *'  must  perforce  prove  a  pleasing.spectacle.  In 
the  window  was  a  huge  balloon-shaped  structure,  the 
upper  part  covered  with  wide-meshed  wire  netting* 
and  the  lower  part  with  green  cloth.  The  upper  part 
was  filled  with  flying,  fluttering,  whirling,  crisp  new 
dollar  bills,  evidently  kept  in  motion  by  an  electric  fan 
concealed  below, —  a  forcible  way  of  telling'  people  that 
it  was  money  in  their  pockets  to  trade  at  this  store. 

Balloon  Dax. 

The  Morse  &  Haynes  Co.',  Springfield,  Mass.,  an- 
nounced: Balloon  Day,  Wednesday,  May  5th.  Every 
child  accompanied  by  a  parent  or  guardian  who  calls 
at  our  store  on  Wednesday  will  receive  a  balloon 
absolutely  withoilt  charge.  At  10  a.m.  Wednesday, 
twenty  balloons  will  be  released  in  front  of  our  store 
with  tags  attached,  entitling  the  girl  or  boy  finding 
them  to  a  prize,  the  first  prize  being  a  pair  of  Trot 
Moc  shoes. 


Uniciue  Sales  reattare. 

W.  &  A.  Bacon,  Boston,  in  their  announcement  of 
a  special  sale,  stated :  Everything  advertised  for  the 
first  and  last  hours— -9  to  10  a.m.  and  4  to  5  p.m.— is 
guaranteed  to  be  at  cost  or  below  cost.  Ten  dollars 
in  gold  will  be  paid  to  anyone  who  can  disprove  this 
statement. 

Pointers* 

The  retailer  who  wins  is  the  man  who  accords  his 
customers  courteous  treatment  and  conducts  his  busi' 
ness  on  a  policy  of  fair,  honest  values,  at  open,  fixed 
prices.  It  is  everywhere  true  that  prompt,  polite  ser- 
vice will,  in  the  end,  select  and  hold  trade  which  will 
not  be  turned  away  by  the  flattery  of  the  bargain  sale. 
—  Inland  Storekeeper, 


Many  a  man  buys  to-morrow  what  he  sees  in  a  well 
lighted  window  to-night— Signs  of  the  Times. 


The  habit  of  gathering,  analyzing  and  comparing  — 
of  really  applying  experience  to  our  business  is  rare 
enough,  so  that  the  man  who  really  does  have  such  a 
habit  of  life  usually  stands  head  and  shoulders  above 
his  fellow  men. —  Associated  Advertising. 


There  are  natural  *'  afiUnities"  in  business  as  well  as 
in  love.  And  we  may  confidently  say:  "Like  pro- 
prietor, like  business."  Your  shop,  your  office^  your 
store,  are  the  show  windows  of  your  soul.  It  takes  no 
very  shrewd  eyes  to  perceive  your  real  character  by 
looking  around  the  premises  in  which  your  life-work 
is  carried  on.—  Ice  Cream  Trade  Journal. 


The  proprietors  of  the  Palace  Drug  Store,  Wichita 
Falls,  Texas,  descrit)e  it  as  **  that  fussy  pill  plant  on 
Eighth  Street." 


Every  envelope  and  parcel  that  leaves  the  shop- 
should  contain  a  suggestion  for  further  business.  The 
small  man  in  the  country  or  suburbs  has  an  advantage 
over  his  city  competitor,  because  he  can  appeal  to  his 
clients  on  topical  subjects.  The  local  show  or  race 
meeting,  the  hospital  or  masonic  ball,  loom  largely  in 
the  minds  of  residents  in  small  towns  and  a  carefully 
worded  machine  typed  letter,  reminding  the  customer 
of  the  approach  of  a  particular  function,  will  produce 
a  splendid  return  for  the  money  invested. —  The  Draper 
of  Australasia. 


*Tis  grand  to  shout,  with  crimson  face, 

Or  write  italics,  with  red  ink. 
But  emphasis  can't  take  the  place 

Of  plain  ability  to  think. 

—  Ice  Cream  Trade  Journal. 

TKe  Optimist's  Corner. 

Tackle  the  work  just  in  front  of  you.  Strive  in  an 
honest  way  to  do  the  best  you  can,  and  if,  having  done 
your  best,  there  seems  to  appear  the  hand  of  some 
over  ruling  Power  which  hammers  you,  take  it  like  a 
good  piece  of  steel  and  come  right  off  the  anvil  with 
a  better  temper  and  a  keener  edge.—  C.  W.  Post. 

Force  and  persistence  are  the  factors  upon  which 
advertising  success  depends.  Without  force,  adver- 
tising lacks  appeal.  Without  appeal,  no  success  can 
follow.  Without  persistence  —  advertising  lacks  force 
—some  stories  need  to  be  repeated  to  carry  their 
points,  others  are  necessary  to  repeat  to  tell  it  all- 
M.  P.  Gould. 

Interest  in  the  business  itself  is  only  while  the  busi- 
ness is  a  struggle.  The  moment  it  is  an  assured  suc- 
cess that  keen  excitement  which  is  called  interest 
begins  to  languish.  When  a  thing  is  done  it  always 
loses  its  power  to  entertain  us.  It  is  splendid  man- 
hood that  the  danger  inspires.  No  man  ever  did  or 
ever  can  feel  that  electric  excitement  after  he  has 
made  a  sure  success.  There  is  no  secret  about  the 
sportsmanship  element  in  life.  The  spice  is  in  the 
hazard.  Hazard  is  one  of  man*s  greatest  blessings. — 
Emory  Haines. 

Premitam  Users. 

Schirmer's  Drug  Store  of  Saginaw,  Mich.,  owes 
much  of  its  popularity  to  its  varied  premium  o£Eers. 
Among  the  recent  ones  was  that  of  an  eye  cup  which 
was  given  free  with  every  quarter  pound  purchase  of 
boracic  acid. 

The  Thomas  Drug  Store  of  Eldorado,  Ark.,  has  set 
the  boys  and  girls  at  work  securing  votes  on  cash  pur- 
chases, in  order  to  win  a  handsome  juvenile  automobile. 

The  Selzer  Drug  Company  of  Akron,  O.,  recently 
demonstrated  the  fact  that  the  new  style  toy  skip  rope, 
consisting  of  a  ball,  a  rope,  and  a  handle,  are  just  the 
thing  the  children  want.  They  offered  to  give  one  free 
with  every  purchase  from  a  list  of  special  articles,  and 
the  number  that  were  called  for  was  in  the  neighbor- 
hood of  one  thousand. 
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Groom-Stebler-Hudzon  Drug  Co.,  of  Shreveport, 
La.,  abandoned  conservative  ideas  and  really  offered 
an  aquarium  containing  two  gold  fish,  to  every  cus- 
tomer irrespective  of  the  amount  of  the  purchase. 
Usually  such  offers  have  been  restricted  to  customers 
whose  purchases  amounted  to  a  certain  minimum  sum, 
but  the  experiment  of  this  firm  demonstrated  the  fact 
that  such  limitations  were  not  necessary  in  order  to 
conduct  a  successful  sale. 

Hotel  Custer  Pharmacy  of  Galesburg,  III.,  found  a 
successful  way  to  increase  business  in  proprietary  and 
toilet  articles  and  did  it  by  offering  three  cakes  of  a 
well-known  soap  with  every  jar  of  a  certain  face  cream 
that  was  sold.  The  offer  was  liberally  advertised  and 
at  the  same  time  mention  was  made  of  many  of  the 
lines  of  goods  that  were  carried  and  sales  in  all  de- 
partments resulted  from  this  special  premium  offer. 

Cunningham^s  three  big  drug  stores  on  Woodward 
Ave.,  Detroit,  Mich.,  took  advantage  of  the  oppor 
tunity  to  save  a  woman^s  hands  while  at  work  by  offei- 
ing  a  pair  of  rubber  gloves  free  with  every  full  pound 
package  of  a  famous  brand  of  powdered  borax  that 
they  sold  on  a  Friday  and  Saturday.  This  premium 
was  appreciated  by  hundi'eds  of  women  of  Detroit,  as 
was  evidenced  by  the  immense  quantities  of  borax 
that  were  sold  during  this  special  offer. 

Rector^s  Pharmacy  of  Kenosha,  Wis.,  made  a  most 
seasonable  and  refreshing  departure  from  the  ordinary 
premiums  given  by  drug  stores  by  the  offer  of  a  beau- 
tiful narcissu^  plant,  potted  and  in  full  bloom,  which 
they  offered  on  one  Saturday  of  last  month  with  every 
25-cent  package  of  a  certain  well-known  tooth  paste. 
The  flowers  that  bloom  in  the  spring  also  brought  a 
phenomenal  growth  to  this  store's  trade  in  tooth  paste, 
and  which  extended  to  many  other  articles  that  the 
customer  bought  at  the  same  time. 

Newcomer's  Drug  Store  of  Toledo,  O.,  recently  con- 
ducted a  special  sale  of  high  grade  writing  paper  by 
the  box  and  included  as  a  premium  for  every  purchase 
a  nickel-plated  clutch  pencil  of  the  kind  that  have 
become  so  exceedingly  popular.  Not  only  did  they 
advertise  this  sale  of  writing  paper,  but  they  also 
prominently  featured  and  illustrated  the  clutch  pencil 
and  they  did  so  because  it  was  the  premium  that  they 
relied  upon  to  bring  hundreds  of  customers  to  the 
store.  If  you  believe  in  premiums,  advertise  your 
premiums,  for  they  are  the  magnets  that  draw  the 
trade  and  the  premiums  will  sell  the  goods. 

In  the  smaller  cities  and  towns  where  people  live  in 
houses  and  not  apartments,  mail  boxes  are  widely  used. 
Keiss  Bros.'  Drug  Store  in  Pueblo,  Colorado,  recently 
increased  their  volume  of  business  very  considerably 
through  their  offer  of  a  fine  steel  mail  box,  which  they 
gave  to  every  customer  .whose  purchases  amounted  to 
50  cents  or  over.  Exposed,  as  mail  boxes  are,  to  the 
weather,  it  does  not  take  long  to  impair  their  appear- 
ance and  their  ability  to  secure  a  new  one  made  of 
steel  for  the  simple  bestowal  of  patronage  upon  a  cer- 
tain store  is  sure  to  produce  the  results  that  the  Pueblo 
druggists  experienced. 


As  tKe  Ad  Man  Sees  It. 

A  certain  Cleveland  jeweler,  realizing  the  vast 
amount  of  money  that  goes  into  the  ticket  windows  of 
the  **  movies,"  hit  upon  a  very  clever  plan  of  carrolfng 
his  share  of  the  nickels  and  dimes. 

He  made  an  attractive  display  of  watches,  and  a 
neat  display  card  announced  that  one  could  have  their 
choice  of  any  watch  in  the  window  upon  payment  of 
only  a  dime —  ten  cents. 

A  headline  on  the  card  read  as  follows : 

"  Don't  Go  to  the  Movies  To-day, 
Buy  a  Watch  with  that  Dime." 

The  card  also  stated  that  the  purchaser  of  a  watch 
must  agree  to  pay  twenty  cents  the  second  week,  thirty 
cents  the  third  week,  forty  cents  the  fourth  week,  each 
weekly  payment  increasing  ten  cents  per  week,  until 
the  watch  was  paid  for  at  the  end  of  sixteen  weeks. 

By  figuring  up  the  above  weekly  schedule,  you  will 
find  that  the  watch  cost  113.60  and  the  last  weekly 
payment  amounted  to  |i.6o. 

The  same  plan  might  be  reversed,  the  purchaser  to 

make  a  down  payment  of  ^1.60,  and  the  weekly  pay- 

,  ment  would  automatically  reduce  ten  cents  per  week, 

so  that  the  final  payment  at  the  end  of  sixteen  weeks 

would  be  only  a  dime. 

This  plan  could  be  worked  out  equally  as  well  with 
other  items  of  merchandise.  The  idea  is  that  people 
hate  to  spend  the  total  cost  of  a  good  watch  in  one 
lump.  Then,  of  course,  there  is  the  other  angle,  i.  e., 
that  every  one  doesn't  have  113.60  in  one  lump  sum  to 
lay  out  for  a  watch. 

The  installment  plan  of  merchandising  naturally  in- 
volves some  credit  risks,  but  the  average  person  put 
upon  his  honor  is  honest,  and  the  thing  to  do  is  to  see 
that  purchasers  have  positions  and  references  as  to 
their  honesty. 

Another  plan  of  window  merchandising — old,  but 
still  effective  — is  to  placard  a  certain  article  at  a  cer- 
tain price  and  announce  that  the  price  will  be  reduced 
so  many  cents  each  day  until  sold.  This  plan  has  been 
worked  successfully  on  items  of  merchandise  such  as 
bicycles,  guns,  watches,  etc. 

Window  advertising  does  not  cost  anything  for 
space,  and  every  dealer  should  utilize  his  windows 
and  make  them  pay  dividends,  day  and  night. 

First  of  all,  have  the  glass  clean  and  keep  it  clean. 
Simple  displays  are  the  best.  One  line  of  goods  dis- 
played at  one  time  is  far  more  effective  than  over- 
crowding a  window  with  numerous  lines. 

Merchandise  displayed  in  windows  should  always 
have  the  price  announced  on  neat  cards.  People  want 
to  know  the  price. — By  Charles  L.  Archbold. 


Not  many  years  ago  an  expedition  went  up  the  Mis- 
souri River  to  the  place  where,  in  1856,  a  cargo  of  500 
barrels  of  whisky  had  been  lost.  The  value  of  50-year- 
old  whisky  was  the  incentive  rather  than  thirst.  The 
wrecking  party  spent  12,500  and  rescued  a  pair  of 
shoes. 
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Exclusive  Agencies. 

By  A.  N.  DoERSCHUK. 


SO  called  exclusive  agencies  for  lines  of  medi 
cines  and  specialties  have  always  appeared  to 
have  great  value  to  the  retail  druggist  who  too 
often  has  not  stopped  to  analyze  the  many 
features  involved  in  the  sale  of  these  goods 
and  who  too  seldom  considers  the  immense  profits  that 
accrue  to  the  manufacturers  purely  by  the  effort  and 
labor  of  the  retailer.  , 

That  probably  50  per  cent  of  thete  first  hand  profits 
go  to  the  expense  of  selling  and  delivery  should  make 
the  retailer  all  the  more  keen  to  avoid  paying  these 
profits  if  the  production  and  sale  of  such  products  can 
be  wholly  kept  within  his  store  which  it  is  entirely 
possible  and  desirable  to  do. 

It  is  really  distressing  to  go  into  the  average  drug 
store  and  be  glaringly  met  by  the  yellow  section,  the 
blue  section,  the  muckle  dun  section  or  the  varicolored 
section  of  wrapped  packages  affected  by  certain  lines, 
and  customers  can  be  seen  seized  of  a  chill  when  tl^e 
clerk  reaches  to  those  shelves  for  something  "just  as 
good." 

How  little  the  bond  of  an  exclusive  agency  really 
means  to  the  manufacturers  can  best  be  judged  by 
their  constant  readiness  to  sell  your  competitor,  to 
raise  prices  and  become  careless  of  quality,  just  so 
soon  as  you  have  developed  an  apparent  market  for 
such  goods  in  your  locality  and  this  has  probably  cost 
you  the  labor  of  years.  It  is  even  intimated  that  one 
pioneer  house  in  the  exclusive  agency  business  is  con- 
templating the  placing  of  its  leading  items  with  the 
general  drug  trade  after  the  agents  have  labored  hard 
and  for  so  many  years  to  develop  there  market. 

A  retail  druggist  beginning  at  a  new  stand  should 
carefully  note  the  class  and  character  of  the  trade 
buying  specialties  and  proprietory  articles,  and  should 
certainly  be  slow  in  buying  items  to  replace  these 
standard  products  that  show  a  steady  sale,  and  then 


only  on  actual  merit  demonstrated  should  he  venture 
the  introduction  of  offerings  to  be  pushed  in  place  of 
these  goods. 

His  greater  concern  should  be  over  the  buying  of 
these  staples  at  the  very  best  price  obtainable  even  if 
this  means  cooperation  with  his  neighboring  competi- 
tor. After  he  feels  that  he  is  thoroughly  conscious  of 
his  situation  and  the  demands  of  these  patrons,  then 
only  should  he  cast  about  for  items  of  merit  carrying 
greater  value  than  the  staples  he  readily  sells,  which 
can  be  offered  in  a  judicious  way  and  established 
among  his  trade  so  as  to  be  repeaters.  Nor  is  this  an 
easy  task  despite  the  many  lines  offered. 

Now  if  this  druggist  is  a  real  druggist  and  has  one- 
tenth  the  instinct  for  the  future  business  and  profit 
that  the  exclusive  line  proprietor  has,  instead  of  em- 
bracing bodily  one  of  those  complete  lines  which  may 
prove  an  armful  of  spears  that  will  pierce  his  business 
vitals,  he  will  consult  his  wits  and  his  books  and  with 
a  very  little  effort  he  will  soon  evolve  a  series  of  his 
own  products  to  which  he  can  pin  faith  and  conscience 
and  which  he  will  and  can  recommend  with  the  satis- 
faction that  the  entire  profit  of  manufacture,  present, 
repeating  and  future  sales,  and  the  entire  proprietor- 
ship, will  be  his  own  individual  asset.  And  this  is  not 
the  Herculean  task  that  some  imagine.  A  survey  of 
the  average  merit  presented  in  popular  proprietaries 
shows  a  surprisingly  low  cost  of  production  with  medi- 
cinal quality  bordering  most  generally  on  the  mediocre. 
Now  why  should  the  retailer  fall  for  imitation  lines 
with  no  advertising  behind  them,  for  the  bare  reason 
that  the  price  is  slightly  below  that  of  the  staple  things 
daily  sold  with  no  effort?  If  he  is  at  all  forward  with 
these  goods  his  trade  readily  leaves  him.  If  in  time 
he  establishes  a  nice  sale  on  any  such  line  he  soon 
sees  it  in  his  neighbor's  window,  and  the  exclusive 
agency  is  at  an  end. 
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Aside  from  the  initiative  and  effort  necessary  to 
establish  an  individual  line  of  your  own  that  will  re- 
main yours,  this  work  keeps  a  store  in  the  attitude  of 
a  factor  of  pharmacal  products,  trains  your  young  men 
in  actual  production,  and  keeps  their  time  usefully 
employed  which  otherwise  is  too  often  wasted  in  idle- 
ness and  indolence  while  not  engaged  in  waiting  on 
customers. 

It  cannot  be  imagined  that  men  like  Merrell,  MiUi- 
ken,  Mulford,  Griffith,  Lloyd,  Schlotterbeck,  and  the 
many  other  leading  lights  of  the  trade,  would  have  - 
emerged  from  the  retail  drug  store  of  thirty  years  ago 
if  the  business  then  had  consisted  wholly  6f  wrapping 
up  finished  packages,  transferring  pills  from  bottles 
to  boxes,  weighing  out  the  high-priced  synthetic  and 
taking  in  small  profits.  The  greatest  misfortune  of 
which  this  age  is  obesed  is  that  no  idea  of  merit  or 
value  can  originate  outside  of  a  million  dollar  labora- 
tory. The  young  men  of  to-day,  rich  or  poor,  have 
within  and  before  them  greater  possibilities  than  were 
ever  dreamed  of  by  these  men. 

In  building  this  line  of  your  own  do  not  fall  into  the 
pit  of  believing  there  is  only  one  color  of  printer^s  ink, 
or  of  wrappers  and  cartoons.  It  is  not  too  much  to 
say  that  with  this  deadly  uniformity  of  package,  the 
large  lines  of  replacers  have  worked  their  own  most 
striking  injury.  A  printer  loves  nothing  so  well  as  to 
sit  on  a  stool  and  cough  together  your  label  or  wrapper 
from  one  face  of  type,  and  is  insulted  if  you  object  to 
this  in  the  proof.  A  druggist  should  patronize  differ- 
ent printers  and  insist  on  variety  in  type,  style  and 
paper.  The  reading  on  your  bottle  or  package  should 
be  well  displayed,  and  all  statements  should  be  within 
bounds  of  truth  and  reason. 

The  repeating  and  growing  sales  of  these  goods  will 
soon  bring  the  glad  day  when  you  can  say  that  goods 
of  your  own  manufacture  pay  all  store  expense ;  and 
your  declining  years  will  thus  be  filled  with  pleasure 
and  profit.  Often  other  stores  must  carry  your  goods ; 
the  jobber  will  take  them  on;  mail  orders  bring  in 
unexpected  sales,  and  the  proprietor  cannot  help  but 
feel  a  clean  and  true  pride  in  these  creations  of  his 
hand  and  mind,  the  one  real  and  only  exclusive  agency 
that  ever  was  or  can  be  his  own. 

Advertising  on  such  items  when  of  even  the  most 
modest  character,  bears  with  it  the  absolute  confidence 
of  the  proprietor  who  is  personally  known;  in  such 
medicines  he  demonstrates  his  ability  in  the  drug  busi- 
ness and  this  results  in  bringing  patrons,  to  his  store 
for  items  aside  from  those  advertised. 

Package  goods  that  the  druggist  buys  and  knows 
nothing  about  have  not  one  single  talking  point  or 
advantage  over  the  item  that  is  made  in  his  store.  In 
fact  your  own  goods  have  your  personal  confidence, 
your  patrons  have  confidence  in  you,  and  the  packages 
you  make  and  push  have  at  least  a  50  per  cent  advan- 
tage in  talking  points  and  easy  selling  over  the  same 
goods  with  an  unknown  label. 

The  retail  druggist  acquires  his  experience  by  long 
years  of  study  and  labor.    It  is  this  that  gives  him 


the  confidence  of  his  trade.  Why  should  he  cash  the 
profit  of  this  confidence  which  he  has  established  and 
divide  with  another?  The  greatest  asset  of  a  drug 
store  is  this  reliance  and  good  will  of  the  public.  In 
comparison,  stock  and  fixtures  are  as  nothing.  So 
then  a  druggist  should  take  pride  in  presenting  the 
medicines  he  makes  himself,  be  they  few  .or  many, 
and  these  if  they  are  attractive  and  have  merit  and 
value  will  add  to  his  business  a  great  stable  future 
which  greatly  out  measures  results  from  exclusive 
agencies  that  too  soon  expire.  And  this  is  the  only 
true  exclusive  agency  that  a  druggist  can  hope  will  be 
his  own ;  his  own  exclusive  agency  which  no  one  else 
can  ever  duplicate  or  replace.— Mr.  Doerschuk  pre- 
pared this  paper  originally  for  the  June  meeting  of  the 
Missouri  State  Pharmaceutical  Association. 


A  A  Aotlv«  Stibscrib«r. 

Mr.  C.  A.  Charles,  the  well-known  Maiden  (Mass.) 
druggist,  has  been  highly  commended  by^overnment 
officials  for  his  aid  in  running  down  two  persons  who 
have  since  been  sent  to  jail  for  violating  the  anti-nar- 
cotic law.  They  were  a  man  and  woman  who  tried  to 
obtain  "dope**  by  a  clever  use  of  false  blanks.  Mr. 
Charles*  alertness  enabled  him  to  give  information 
which  led  to  the  speedy  capture  of  the  couple,  both  of 
whom  worked  like  experts  in  the  game.  Mr.  Charles 
has  received  a  strong  letter  of  praise  from  the  govern- 
ment agent  in  the  Boston  district. 


Aa  Important  Lr«tt«r. 

Some  one  has  advanced  the  opinion  that  the  letter 
"  e  "  is  the  most  unfortunate  character  in  the  English 
alphabet,  because  it  is  always  out  of  cash,  forever  in 
debt,  never  out  of  danger,  and  in  hell  all  the  time.  But 
we  call  his  attention  to  the  fact  that  *'e"  is  never  in 
war,  and  always  in  peace.  It  is  the  beginning  of  exist- 
ence, the  commencement  of  ease  and  the  end  of  trouble. 
Without  it  there  woiild  be  no  meat,  no  life  and  no 
heaven.  It  is  the  centre  of  honesty,  makes  love  per- 
fect, and  without  it  there  would  be  no  editors,  devils 
or  news. — Charleston  Gazette. 
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Fountain  Suggestions. 


HE  most  natural \ desire  of  every  one 
who  owns  a  soda  fountain  is  to  in- 
crease the  volume  of  his  business. 
There  are  three  ways  in  which  this 
added  volume  of  business  can  be  ob- 
tained.   The  first  is  to  educate  those 
who  patronize  your  fountain  to  drink 
more,  which  is  very  slow  work  at  best 
because  the  amount  of  money  that 
most  people  can  spend  in  that  way  is 
limited.  The  second  is  to  draw  trade 
from  his  competitors  and  this  is  where 
most  of  our  effort  is  used.    The  third  way  is  to  gain 
entirely  new  customers,  either  from  the  new  arrivals 
in  the  community,  or  by  educating  new  users  to  desire 
the  productions  of  the  fountain.    This  last  class  is  far 
more  important  than  most  dispensers  realize.    There 
are  towns  to-day  that  are  supporting  three  or  four  good 
fountains  that  five  years  ago  hardly  patronized  the  one 
"back  number"  fountain  that  graced  the  drug  store, 
thus  proving  that  ice  cream  and  soda  water,  like  most 
other  things,  are  in  demand  in  the  same  proportion 
that  they  are  persistently  available.    There  are  prob- 
ably very  few  localities  where  the  volume  of  business 
cannot  be  increased  by  the  proper  kind  of  advertising 
and  by  presenting  its  refreshing  beverages  and  confec- 
tions in  a  more  attractive  and  appetizing  manner. 
Two  Flourish  Where  One  Nearly  Failed. 
The  truth  of  what  I  have  said  is  well  illustrated  by 
the  actual  experience  of  one  man  who  endeavored  to 
do  business  with  an  old  fountain  and  poor  goods  until 
competitors  forced  him  to  put  out  good  goods.    In 
telling  his  own  experience  he  said,  "  My  first  fountain 
was  in  use  for  about  five  years,  and  considering  the 
unhandiness  of  it,  I  have  often  wondered  at  my  suc- 
cess.   The  town  has  a  population  of  about  2,500,  and 
there  were,  perhaps,  about  five  cold  drink  stands  in 
town  at  first,  but  I  had  the  only  fountain.  When  I  had 
been  running  about  four  years  I  had  nearly  driven  all 
the  pop  stands  out  of  existence  and  thought  I  was  do- 
ing fairly  well.    Then  my  troubles  began.    The  man 
across  the  street  installed  a  much  finer  fountain  than 
mine  and  at  once  began  to  attract  a  good  deal  of  trade, 
through  the  newness  and  novelty  of  his  fountain,  and 


my  business  began  to  drop.  I  decided  that  I  must 
have  a  new  fountain  and  better  service.  Acting  upon 
this  decision  I  made  the  installation  and  improved  the 
quality  of  my  drinks  and  from  the  very  first  I  did  a 
better  business  than  I  had  ever  done.  And  the  other 
man,  well  he  is  doing  a  good  business  too,  the  fact  is 
Ihat  by  .giving  the  public  good  soda  we  have  induced 
them  to  use  more  than  twice  as  much.  Now  I  know 
how  foolish  I  was  when  I  had  the  monopoly  not  to 
give  them  the  best,  but  I  am  glad  that  competitors 
awakened  me." 

That  tells  the  story  in  a  few  words ;  a  town  support- 
ing two  fountains  at  which  good  soda  water  is  served 
where  they  hardly  enabled  one  poorly  run  fountain  to 
exist.  The  public  appreciates  improvements,  and  is 
not  slow  to  show  its  appreciation  once  it  is  convinced 
that  there  is  a  wholesome  respect  for  its  patronage 
evidenced  not  alone  by  courteous  treatment,  but  also 
by  the  pressure  of  the  necessary  facilities  for  attending 
to  its  wants  promptly  and  properly.  To  accomplish 
this  it  may  often  be  required  to  install  an  entirely  new 
equipment,  but  this  should  not  be  considered  a  serious 
matter  just  because  it  requires  something  of  an  invest- 
ment. The  confectioner  must  look  at  the  final  results. 
Paper  Napkins. 

One  of  the  little  details  of  good  soda  fountain  ser- 
vice is  the  providing  of  paper  napkins  and  many  con- 
fectioners do  not  seem  to  sufficiently  appreciate  the 
value  of  this  useful  article.  Many  do  not  supply  them 
at  all,  and  hundreds  of  those  who  do  are  using  the  very 
cheapest  white  ones,  having  no  individuality  about 
them  whatever.  There  is  something  better  than  this 
for  you  if  you  are  willing  to  give  a  little  thought  to 
the  matter,  for  with  a  large  variety  of  designs  to  select 
from,  there  is  no  reason  why  you  should  not  have  nap- 
kins with  either  fruit  or  flower  designs  appropriate  to 
every  season  of  the  year. 

Every  one  knows  the  advantage  of  pushing  fresh 
strawberries  when  they  are  in  season  and  let  me  ask 
would  it  not  help  to  advertise  your  strawberry  sundaes, 
etc.,  and  at  the  same  time  add  to  the  attractiveness  of 
your  fountain  service  if  you  were  to  use,  at  this  time, 
some  of  the  handsomely-colored  true-to-life  strawberry 
napkins  in  the  place  of  the  cheap  white  ones.    Then 
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there  are  cherry  napkins  for  cherry  sundaes,  and  other 
iruit  designs,  the  blackberry,  raspberry  and  peach; 
for  fall  there  are  the  grape  and  com  designs  and  other 
harvest  ideas. 

Another  suggestion  is  to  keep  the  various  kinds  of 
napkins  always  on  hand,  using  one  that  is  appropriate 
to  the  order.  The  only  drawback  to  this  is  that  it 
takes  time  and  hinders  rapid  service  to  some  extent. 

In  addition  to  the  fruit  designs  there  are  the  beauti- 
ful floral  designs,  and  those  who  consider  them  more 
suitable  may  select  them  either  to  suit  the  season  of 
the  year  or  the  personal  taste  of  the  dispenser.  There 
are  some  beautiful  autumnal  designs  of  autumn  leaves 
which  are  very  appropriate  to  use  with  hot  beverages 
when  they  are  first  served. 

While  the  use  of  nice  napkins  may  slightly  increase 
the  expense  of  operation,  still  the  amount  is  so  trivial 
that  a  confectioner,  who  is  doing  any  business  should 
not  give  it  a  thought,  while  the  added  attractiveness 
truly  merits  his  careful  consideration.  Those  who  Rtill 
prefer  to  use  the  plain  white  ones,  and  I  know  some 
who  do,  should  purchase  the  finest  quality  rather  than 
the  cheapest.  The  use  of  good  quality  napkins  adds 
distinctiveness  to  your  service  and  creates  a  good  im- 
pression on  the  public. 

If  you  try  this  little  improvement  you  may  expect 
to  hear  some  very  favorable  comments  from  customers 
while  in  his  store  and  you  can  be  sure  that  the  same 
favorable  comment  will  be  made  to  friends.  Remember 
this,  that  your  reputation  depends  upon  the  manner  in 
which  every  detail  of  your  service  is  looked  after. 
Begin  Early. 

There  is  a  difference  in  the  time  trade  begins,  but 
at  many  fountains  business  might  begin  earlier  if  the 
fountain  was  ready  for  business.  The  store  was  open 
at  six  and  the  men  were  hard  at  work  to  get  the  foun- 
tain ready  for  business  when  the  shoppers  came  down 
town  at  ten.  But  hundreds  of  men  passed  that  door 
before  seven  on  their  way  to  work  and  between  that 
and  eight  another  crowd  of  people  must  pass  by  only 
to  be  followed  by  the  lords  of  business  who  show  up 
at  the  office  at  nine.  Now  and  then  one  of  this  com- 
pany entered  the  store  and  passed  on  to  the  soda  foun- 
tain. Those  who  did  found  the  attendants  attired  in 
dirty  white  coats,  with  hands  covered  with  metal  polish 
and  not  especially  anxious  to  wait  upon  the  customer. 
The  occasional  customer  did  not  blame  the  dispensers 
but  as  things  apparently  were  not  ready  for  him  he 
did  not  form  the  early  morning  habit. 

No  doubt  the  owner  of  this  establishment  thought 
that  he  was  getting  an  early  start  in  the  matter  of 
putting  the  fountain  in  shape  for  the  morning's  busi- 
ness, A  couple  of  doors  up  the  street  was  a  restaurant, 
where  breakfast  was  served  from  6  to  8  a.m.  Across 
the  street  was  a  hotel  where  breakfast  could  be  had  at 
7  A.M.  Go  into  either  of  these  places  at  that  early 
hour  and  everything  is  ready  for  business.  When  you 
go  into  either  of  these  places  to  be  waited  on,  the  man 
who  is  moping  the  floor  does  not  discontinue  his  work, 
wipe  his  unwashed  hands  on  a  dirty  towel  and  then 


come  and  ask  you  with  an  injured  air,  what  you  would 
have.  No,  you  are  seated  at  a  clean  table  and  the 
waiter  is  ready  to  take  your  order.  These  places  make 
a  business  of  catering  to  the  public  and  the  cleaners 
are  at  work  at  an  early  hour  in  the  morning  getting 
ready  for  the  morning  business.  The  down  town  foun- 
tain, serving  good  hot  coffee  and  doughcuts,  should 
do  enough  business  on  that  item  alone  to  pay  for  the 
early  cleaning.  Many  a  fountain  has  tried  the  eariy 
morning  luncheonette  and  failed  because  they  were 
not  ready  for  business. 

We  understand  that  in  residential  districts  the  busi- 
ness is  done  afternoons  and  evenings,  but  we  are  talk- 
ing to  the  other  man.  To  him  we  say  from  experience 
that  the  early  morning  customers  are  worth  going  after 
and  there  are  more  of  them  than  you  think,  a  fact  you 
will  discover  if  you  will  just  investigate  a  little. —  £.  F. 
White  in  International  Confectioner. 

Som«  S«l«ct  Formtilms. 

TiPPERARY  Cocktail. 
In  a  12  ounce  optic  glass  put  i  ounce  of  lemon,  ^ 
ounce  of  pineapple  syrup  and  X  ounce  of  spearmint 
syrup.  Into  this  squeeze  the  juice  of  a  lime ;  add  % 
glass  of  fine  ice;  fill  with  carbonated  water,  mix  and 
decorate  with  a  sprig  of  mint. 

GiNGERADE. 

Fill  a  mixing  glass  y^  full  of  fine  ice ;  add  i  ounce 
of  orange  syrup,  yi  ounce  of  grape  juice,  a  dash  of 
orange  phosphate,  and  i  or  2  dashes  of  soluble  ginger- 
Shake,  strain  into  a  ioK>unce  glass  and  fill  with  car- 
bonated water. 

Polar  Bear  Sundae. 

Fill  a  parfait  glass  one-half  full  of  vanilla  ice  cream ; 
add  a  ladle  of  chopped  almonds.  Over  this  pour  a  little 
cream  almond  syrup,  or  marshmallow  cream  dressing 
and  then  top  with  whipped  cream  and  top  with  a  white 
cherry. 

NouGATiNE  Sundae. 

In  a  sundae  cup  place  a  No.  to  mould  of  walnut  ice 
cream  (use  vanilla  if  you  do  not  have  the  walnut); 
pour  over  it  a  ladle  of  nougatine  dressing  and  top  with 
a  French  nougatine. 

Nougatine  Dressing. 

Flavor  i  quart  of  marshmallow  cream  dressing  to 
taste  with  pistachio  extract  and  mix  into  it  3  ounces 
of  chopped  walnuts  and  2  ounces  of  chopped  pecans. 
This  may  be  colored  either  a  very  delicate  pink  or 
green  to  suit  your  purpose. 

TiPPERARY  Sundae. 

Put  a  No.  10  cone  of  vanilla  pistachio  ice  cream 
into  a  sundae  cup.  Use  a  fruit  ice  cream  if  you  have 
not  the  pistachio.  On  one  side  of  the  cone  pour  a  small 
ladle  of  minted  pineapple  and  on  the  other  the  same 
amount  of  crushed  cherry.  Over  the  cone  pour  a  little 
mint  syrup  and  top  with  a  green  cherry. 
Marshmallow  Nutwhip. 

To  2  quarts  of  marshmallow  whip  add  8  ounces  of 
bisque  syrup,  and  beat  into  it  10  ounces  of  mixed 
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chopped  nut  meats.    Use  equal  quantities  of  walnuts* 
almonds,  pistachio,  pecans  and  Brazil  nuts. 

Picnic  Parfait  or  Picnic,  Twist. 
Put  a  No.  16  disher  of  chocolate  ice  cream  into  a 
mixing  glass  with  a  little  whipped  cream  and  a  spoon- 
ful of  chopped  nut  meats  and  mix.  Transfer  to  an  8- 
ounce  stem  glass.  Put  a  No.  16  disher  of  strawberry 
ice  cream  in  a  mixing  glass  with  a  little  fresh  crushed 
strawberry  and  mix  and  put  this  into  the  serving  glass 
and  level  the  top.  Pour  over  this  a  thin  layer  of  cho- 
colate S3rrup  and  sprinkle  with  chopped  nut  meats. 
Top  with  whipped  cream  and  garnish  with  a  cherry. — 
International  Confectioner. 


Edward  G.  Slinghart,  Standard  Drug  Co.  soda 
fountain  manager,  was  barely  able  to  move  his  arms 
Friday.  Eight  expert  soda  jerkers  and  twenty-five 
pretty  girls  are  afflicted  with  the  same  kind  of  an 
"  itis."  They  broke  the  world  record  for  soda  jerkers 
at  the  children's  day  celebration  at  Luna  Park,  Thurs- 
day, serving  12,000  ice  cream  cones  in  four  and  a  half 
hours.  Ten  thousand  sodas  and  3,000  cones  were 
served  after  4.30  o'clock.  —  Cleveland  Press. 


fimtuTm  vs.  Microbe* 

The  thoughtful  reader  will  say,  **  Surely,  in  the  battle 
of  man  against  microbe,  there  must  be  some  natural 
means  of  defence  by  which  men  have  conquered  in 
the  past,  long  before  the  microscope  was  invented!" 
He  is  right,  and  science  is  never  better  employed  than 
in  studying  these  natural  defences.  For  example,  we 
find  no  microbes  at  all  in  air  just  after  it  passes  through 
the  healthy  nose.  The  nose  is  the  original  "  domestic 
filter"  for  all  microbes  in  dust  in  the  air.  lis  secre- 
tions are  antiseptic  also,  and  man  has  no  more  valuable 
outwork  of  defence  than  a  normal  nose.  A  choked 
nose,  through  which  a  person  cannot  breathe,  means 
that  microbes  enter  the  lungs  freely  by  way  of  the 
filterless  mouth. 

In  the  stomach  we  find  free  hydrochloric  acid,  pro- 
duced some  half  hour  or  less  after  a  meal.  Its  pro- 
duction from  the  common  salt  or  sodium  chloride  of 
the  blood  by  the  living  cells  that  line  the  stomach  is 
one  of  the  wholly  inimitable  feats  of  the  body.  Until 
recentiy  most  of  us  thought  that  the  hydrochloric  acid 
was  formed  in  the  stomach  solely  in  order  to  digest 
food,  but  now  we  have  evidence  to  show  that  this 
hydrochloric  acid  is  also  a  valuable  antiseptic,  work- 
ing, for  once,  inside  the  body  without  hurting  it,  and 
probably  often  saving  us  from  the  microbes  of  con- 
sumption and  typhoid  fever.  Thus  the  two  great 
avenues  of  entry  to  the  body  are  in  a  large  degree 
guarded.  It  may  be  added  that  no  known  microbe 
can  unaided  penetrate  the  surface  of  the  unbroken 
and  healthy  skin.  —  Dr.  C.  W.  Saleeby,  in  the  Youth's 
Companion. 


The  Department  of  Agriculture  has  decided  to  ex- 


tend until  January  i,  1916,  the  privilege  of  using  labels 
and  cartons  printed  prior  to  May  11,  1914,  which  do 
not  state  the  quantity  of  the  contents  of  packages  of 
food  in  terms  of  the  largest  unit,  as  Food  Inspection 
Decision  No.  154  holds  that  they  should,  provididg  the 
quantity  of  the  contents  is  otherwise  plainly  and  cor- 
rectly indicated.  For  example,  it  is  not  proper,  under 
Food  Inspection  Decision  No.  154,  to  mark  a  package 
"  Contents  26  Fluid  Ounces  "  ;•  the  package  should  be 
marked  "  One  and  five-eighths  pints  "  or  "  One  pint 
10  fluid  ounces."  The  purpose  of  this  decision  is  to 
compel  quantities  to  be  stated  in  the  form  most  readily 
intelligible  to  most  persons.  In  order  to  avoid  the 
wastfc  of  a  large  number  of  labels  and  cartons,  how- 
ever, which  had  been  printed  before  this  decision  was 
issued,  the  Department  agreed  some  time  ago  to  per- 
mit the  use  of  such  labels  and  cartons,  which,  although 
they  did  not  comply  with  the  regulations  in  this  re- 
spect, were  otherwise  satisfactory,  had  been  printed 
prior  to  May  11,  191 4,  and  indicated  an  honest  attempt 
to  comply  with  the  provisions  of  the  law.  The  present 
decision  extends  the  time  to  which  these  labels  may 
be  used  from  June  i,  1915,  tojanuary  i,  1916,  the  addi- 
tional time  being  granted  for  the  purpose  of  enabling 
manufacturers  and  dealers  in  food  products  to  dispose 
of  their  stocks  of  labels  and  to  avoid  the  loss  which 
>  the  immediate  enforcement  of  the  regulations  in  this 
respect  would  cause.  Until  January  i,  1916,  there- 
fore, the  Department  will  not  recommend  proceedings 
solely  upon  the  charge  that  the  statement  of  quantity 
of  contents  on  the  package,  if  otherwise  satisfactory, 
is  not  in  terms  of  the  largest  unit  in  the  package. 


AAticitiitjr  of  S«ABm« 

For  our  first  knowledge  of  senna  we  are  indebted  to 
Hhe  Arabians,  who,  however,  preferred  the  pods  to  the 
leaves.  They  seem  also  to  have  regarded  Mecca  senna 
as  the  best.  In  Gerard's  time  a  species  of  senna  was 
cultivated  in  Italy,  but  it  was  not  of  much  value,  and 
had  apparentiy  ceased  to  be  used  when  Lemery  wrote. 


TWO   OF   A   KIND. 
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He  eoumerates  three  kinds  then  in  vogue,  of  which 
senn^  de  Levant  (or  de  Seyde  —  that  is  to  say,  Saida, 
or  Sidon)  was  most  esteemed.  Senn^  d'Alexandrie 
ou  Tripoli  he  considered  inferior  to  this,  being  "  verd> 
rude,  peu  odorant,"  and  having  less  of  "  teinture  "  and 
"quality."  Poorest  of  all  was  senn^  de  Moca.  In 
England  at  this  time,  and  for  long  afterwards,  virtually 
the  only  kind  in  use,  if  we  may  judge  from  the  Dis- 
pensatories, was  what  was  known  as  Alexandrian. 

There  is  an  apparent  discrepancy  between  Lemery 
and  Fliickiger  and  Hanbury  with  regard  to  one  inter- 
esting point.  The  former  calls  senn^  de  Seyde  "senn^ 
de  laTalte,''  because  it  paid  to  the  '*  Grand  Seigneur" 
a  tribute  which  the  Turks  call  Palte,  but  in  "  Pharma- 
cographia'*  this  name  is  given  to  Alexandrian  senna' 
for  the  same  reason.  In  "  Pharmacographia,"  by  the 
way,  senna  is  said  to  have  been  first  mentioned  by 
the  elder  Serapion,  "who  flourished  in  the  ninth  or 
tenth  century,*'  which  is  an  obvious  mistake,  as  the 
elder  Serapion's  date  is  about^oo  b  c.  Wooton,  more 
correctly,  attributes  the  introduction  of  senna  to  the 
elder  Mesne,  who  lived  from  776  to  855  a  d.—  Chemist 
and  Druggist.  * 


pounds,  adopted  by  the  Joint  Rubber  Insulation  Com- 
mittee, are  next  given.  A  bibliography  listing  the 
more  important  books  and  journals  devoted  to  rubber 
and  the  Bureau's  regulations  regarding  the  testing  of 
rubber  goods  conclude  the  circular. 


TK«  T«stiBtf  of  Rtibb«r  Goodls* 

The  Bureau  of  Standards,  Department  of  Com- 
merce, is  about  to  issue  the  third  edition  of  a  circular 
on  the  testing  of  rubber  goods,  which  will  be  free  on 
application.  This  publication,  which  has  been  very 
much  enlarged,  is  fully  illustrated  and  describes  in 
detail  the  method  of  procedure  in  conducting  physical 
and  chemical  tests  of  rubber.  The  testing  machines 
and  apparatus  developed  at  the  Bureau  of  Standards 
greatly  facilitate  the  testing  of  rubber,  and  the  object 
of  this  circular  is  to  assist  manufacturers  and  con- 
sumers in  establishing  standard  specifications  and 
^  standard  methods  of  tests.  The  subject  matter  proper 
is  introduced  by  a  brief  outline  of  the  processes  through 
which  rubber  passes  before  reaching  the  factory,  fol- 
lowed by  a  short  description  of  the  usual  processes  of 
manufacture,  which  include  washing,  drying,  com- 
pounding, *'  making-up "  various  articles  and  vulcan- 
izing. The  physical  tests  most  commonly  employed 
are  explained  very  thoroughly.  These  include  tests 
for  tensile  strength,  ultimate  elongation  and  elasticity. 
Conditions  affecting  the  results  of  tests  are  discussed 
at  some  length,  and  experimental  data  are  given  to 
show  the  necessity  of  a  standard  procedure  in  testing. 
A  general  discussion  of  the  chemistry  of  rubber  is 
followed  by  a  brief  explanation  of  the  object  of  each 
of  the  ansdytical  determinations  that  are  commonly 
made.  After  this  there  are  given  in  detail  the  methods 
in  use  at  the  Bureau  for  each  of  these  determinations. 
They  are  not  entirely  original,  but  have  been  compiled 
from  the  various  publications  on  rubber  analysis,  from 
the  information  gained  through  the  routine  testing  of 
rubber  goods  for  delivery  on  Government  contracts 
and  from  co-operative  research  with  various  scientific 
organizations.  The  tentative  method  of  analysis  and 
specification  for  30  per  cent  Hevea  insulation  com- 


Capt.  F.  J.  Behr.  of  the  United  States  Coast  Artil- 
lery, has  invented  a  camera  that  marks  a  great  advance 
in  the  art  of  photographing  swiftly  moving  objects. 
It  differs  from  the  ordinary  camera  in  size  and  in  the 
mechanism  of  its  shutter.  It  is  almost  four  feet  high. 
An  electric  motor  that  makes  several  thousand  revolu- 
tions a  second  works  the  shutter,  and  since  the  speed 
of  the  motor  can  be  accurately  adjusted,  the  photog- 
rapher can  determine  the  length  of  exposure  down  to 
I -5000th  of  a  second.  The  new  camera  has  photo- 
graphed mortar  shells  at  the  moment  when  they  left 
the  muzzle  of  the  gun  and  afterward,  and  has  shown 
the  curious  "smoke  ring"  or  "gas  ring"  that  accom- 
panies the  projectile  when  it  emerges  from  the  gun. 
It  may  yet  help,  says  the  Youth's  Companion,  to  de- 
termine exactly  what  happens  when  a  modern  high- 
power  shell  plows  its  way  through  solid  steel. 


LriAol«tim    Kills  G«rmSf 

It  has  beer\  observed  by  chemists  that  disease  germs 
die  quickly  on  certain  building  materials,  and  it  is 
shown  that  very  resistant  germs  perish  within  one  day 
on  the  surface  of  linoleum.  This  is  due  to  the  large 
quantity  of  linseed  oil  used  with  cork  as  an  essential 
constituent  of  linoleum,  and  which  gives  unusual  dis- 
infecting capacity.  Professor  Jacotx)witz  has  proved, 
says  the  Detroit  Free  Press,  that  the  germ-killing 
effect  of  disinfecting  wall  paints  was  due  to  the  chemi- 
cal effect  of  linseed  oil  used  as  a  binding  medium.  As 
the  oil  in  the  paint  dries  the  sterilizing  power  wears 
off,  while  in  linoleum  it  is  lasting.  Hence  this  mate- 
rial has  the  property  of  killing  the  majority  of  micro- 
organisms brought  in  on  shoes. 


TK«  Osiris  Pris«. 

The  French  Institute  has  announced  that  the  Osiris 
prize,  which  this  year  amounts  to  $36,600,  because  do 
award  was  made  in  19 12,  has  been  awarded  chiefly  for 
discoveries  in  medicine.  Chantemesse  and  Vidal,  dis- 
coverers of  anti-typhoid  vaccines,  will  divide  |io,ooo, 
while  an  equal  amount  will  go  to  Dr.  Vincent,  whose 
researches  resulted  in  the  finding  of  ether  vaccine. 
Various  ambulances  receive  $1 2,000,  and  the  remainder 
is  placed  in  reserve. 

**  To  take  one  down  a  peg  "  is  an  allusion  to  lower- 
ing a  ship's  flag,  which  is  regulated  by  the  pegs  to 
which  the  line  is  fastened  on  deck.  The  higher  a 
ship's  colors  are  raised  in  saluting,  the  greater  the 
honor.  Hence  to  take  them  down  a  peg  is  to  lower 
the  dignity. 

If  you  have  not  paid  your  subscription^  why  not 
make  us  happy  by  sending  a  check. 
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A  PropK«t  of  Pvoilts*' 

Editor  of  The  Spatula:  You  have  doubtless  seen 
what  a  crank  I  have  been  for  the  last  ten  or  twelve 
years  on  the  subject  of  cost  and  profit  accounting  in 
drug  stores.  Well,  I  haver  finally  gotten  the  whole 
subject  out  of  my  system  by  putting  all  I  know  in  a 
book.  Fortunately  for  everybody  concerned,  however, 
it  is  not  a  very  large  or  voluminous  book.  I  am  sending 
you  a  copy  under  separate  cover  to-day,  and  it  would 
please  me  if  you  could  review  it  in  The  Spatula.  I 
have  had  for  years  a  voluminous  correspondence  along 
the  line  of  better  profits  and  larger  earnings  in  the 
drug  business,  and  this  has  made  me  believe  that  there 
is  a  real  need  for  such  a  book  as  I  have  now  tried  to 
write.  I  sincerely  hope  that  it  will  prove  useful  to  the 
druggists  of  the  country,  and  I  have  made  every  effort 
to  treat  the  subject  in  a  practical  and  helpful  rather 
than  a  formidable  manner.  Harry  B.  Mason. 

Detroit y  Mich  ^July  2,  IQI^, 

The  above  letter  affords  a  modest  but  most  excellent 
introduction  to  the  book  referred  to  "The  Druggist 
and  His  Profits  "  which  is  published  by  £.  G.  Swift, 
Box  484,  Detroit,  Mich.,  and  which  will  be  sent  post- 
paid to  any  point  in  the  world  for  li  or  4  shillings. 
Mr.  Mason,  as  editor  of  the  Bulletin  of  Pharmacy,  has 
been  hammering  away  on  the  subject  of  druggists* 
profits  for  these  many  years,  and  if  the  subscribers  to 
that  most  helpful  publication  do  not  know  whether 
they  are  making  or  losing  money,  they  either  do  not 
read  what  they  pay  for  or  else  are  genuine  ivory  bone 
heads. 

In  this  book  the  author  has  treated  his  subject  in 
the  most  lucid  way  possible.  He  not  only  tells  his 
readers  how  to  ascertain  just  what  their  net  profits  or 
losses  are,  but  gives  in  detail  simple  methods  by  which 
a  running  record  may  be  kept  that  will  show  at  almost 
any  time  the  exact  condition  of  a  business.  The  volume 
is  a  most  timely  one  and  if  carefully  studied  and  fol- 
lowed will,  we  are  sure,  be  worth  a  great  deal  of  money 
to  hundreds  of  druggists  who  are  now  running  their 
stores  on  the  old,  comfortable  idea  of  ease  and  igno- 
rance, depending  entirely  upon  luck  or  fortune,  good 
trade  or  bad  trade,  to  lead  them  to  prosperity  or  dis- 
aster, and  who  have  not  the  slightest  idea  toward 
which  they  are  tending.  We  advise  those  druggists 
who  have  no  time  to  read  trade  journals  or  business 
books  to  purchase  this  volume  and  to  ask  their  wives 
to  read  it  for  them.  They  will  find  it  the  best  invest, 
ment  of  the  year. 
TiKTO  Adldlr«ss«s. 

"Paternalism  in  Government,'*  an  address  by  Dr. 


A.  R.  L.  Dohme,  of  Sharp  &  Dohme,  Baltimore,  Md , 
read  before  the  National  Association  of  Manufac- 
turers of  Medicinal  Products,  Waldorf-Astoria  Hotel, 
New  York  City,  February  8,  191 5,  is  published  as  a 
pamphlet.  Dr.  Dohme  believes  there  has  been  too 
much  legislation  against  invested  capital  in  recent 
years,  and  would  like  to  have  Congress  agree  to  make 
no  new  laws  for  some  time  to  come.  We  regret  the 
doctor  apparently  sees  but  one  side  of  the  question, 
and  does  not  give  sufficient  weight  to  the  abuses  that 
have  been  at  least  curbed  by  recent  laws  affecting 
banks  and  public  and  private  corporations. 

"  Revision  of  the  United  Sutes  Patent  and  Trade- 
mark Laws,'*  an  address  by  Mr.  Ernest  W.  Bradford, 
of  Washington,  D.  C.,read  before  the  National  Asso- 
ciation of  Manufacturers  of  Medicinal  Products,  at 
the  Waldorf-Astoria  Hotel,  New  York  City,  February 
8,  191 5,  is  published  as  a  pamphlet.  It  should  be  read 
by  every  person  interested  in  this  most  important 
subject. 

"CorK.»» 

The  Armstrong  Cork  Co.,  Pittsburgh,  in  a  handsome 
booklet  describing  the  company's  exhibit  at  the  San 
Francisco  Exposition,  makes  the  statement  that  many 
persons  think  cork  grows  in  the  ocean  like  sponges 
while  others  believe  it  is  dug  out  of  the  earth.  The 
booklet  does  not  say  so,  yet  there  are  some  persons 
who  have  an  idea  that  it  is  found  in  bottles.  Few  in- 
dividuals, even  among  the  well  educated,  have  any 
adequate  conception  of  the  vast  amount  oi  cork  bark 
that  is  consumed  in  the  industries  every  year  or  of  the 
great  number  of  purposes  for  which  it  is  used.  It  was 
with  the  idea  of  educating  the  public  on  this  subject 
that  the  company's  exhibit  at  San  Francisco  was  made 
as  comprehensive  as  possible.  The  display  as  described 
by  the  booklet  is  certainly  most  interesting  and  worthy 
of  careful  study. 

The  June  issue  of  the  Lilly  Scientific  Bulletin  con- 
tains valuable  papers  upon  the  following  subjects: 
"  The  Physiological  Activity  of  Ergotin  and  Powdered 
Extract  of  Ergot";  "The  Stability  of  Ouabain  in 
Aqueous  Solution  " ;  "  The  Influence  of  Soil  Compo- 
sition on  Medicinal  Plants" ;  "  Some  Factors  in  Drug 
Absorption  in  Frogs,"  and  "A  Recent  Buchu  Adul- 
teration." The  Bulletin  is  issued  at  irregular  inter- 
vals, and  will  be  sent  on  application  to  libraries  and 
individuals  interested  in  the  sciences  related  to  medi- 
cine and  pharmacy  by  its  publishers,  Eli  Lilly  &  Com- 
pany, Indianapolis. 
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1.  PaUnt  No.  1,141,929.  Flask  or  Guard.  Pat- 
ented Jnne  8  by  August  Bruebach,  Chicago,  111. 

2.  Patent  No.  1,141,609.  Glass-Holder.  Patented 
Jnne  i  by  Loi^s  P.  Canning,  Athens,  Ga. 

,  3.  Patent  No.  1,141,834.  LbmonSquebzer.  Pat- 
ented Jane  i  by  Lonbe  Schatterman,  Moline,  111. 

4.  Patent  No.  1,141,528.  Agitator.  Patented 
Jane  i  by  Andrew  C.  Cunningham,  North  Chicago, 
111. 

5.  Patent  No.  1,141,420.  Beater  or  Agitator.* 
Patented  Jane  i  by  Burt  £.  Shattuck,  Boston,  Mass. 

.6.  Patent  No.  1,142,517.  Combined  Bottle  and 
Dropping  Device.  Patented  June  8  by  Frank  S. 
Hereth,  New  York,  N.  Y, 

,  7.     Patent  No.  1,141,369.     Poison  Bottle.    Patent. 

ed  June  i  by  Harmon  Turner,  New  Brookland,  S.  C. 

No.  8.     Patent  No.  1,141,472.    Soda  Water  Faucet. 

Patented  June  i  by  Joseph  A.  McCormick,  Chicago, 

IlL 

.9.     Patent  No.  1,142,354.    Ice  Cream  Spoon.    Pat- 
ented June  8  by  Dosier  H.  Mosteller,  Chicago,  111. 
10.     Patent  No.   1,142,210.     Liquid  Dispensing 
Device.    Patented  June  8  by  Walter  Wagner,  Chi- 
cago, 111. 

11.  Patent  No.  1,141,202.  Weighing-Scale.  Pat- 
ented June  I  by  Max  Miinzner,  Arlington,  N.  J.,  as- 
signor to  the  Torsion  Balance  Company,  New  York, 
N.  Y. 

12.  Patent  No.  1,141,207.  Beverage-Mixer.  Pat- 
ented June  I  by  Ludger  M.  Parent,  Boston,  Mass. 

13.  Patent  No.  1,141,358.  Drink-Mixing  Ma- 
chine.  Patented  June  i  by  Roy  W.  Portmann.  Nor- 
wood, O. 
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H«lp  It  AloAtf. 

Our  long-time  assistant  editor,  Mr.  Frank  Farring. 
ton,  resigned  some  months  ago  the  editorship  of  the 
Inland  Storekeeper  and  is  now  editor  of  the  recently 
established  Profitable  Storekeeping,  Chicago,  in  which 
position  he  is  not  only  making  good  but  causing  the 
publishers  of  other  similar  journals  to  sit  and  take 
notice. 

He  is  now  behind  a  movement  to  make  the  second 
Sunday  in  October  "Business  Men's  Sunday."  In 
the  July  issue  of  his  publication  he  says :  "  We  believe 
that  the  celebration  of  such  a  Sunday  every  fall,  by 
the  clergy  preaching  special  sermons  of  interest  to 
business  men,  by  their  getting  business  men  to  preach 
lay  sermons  in  their  pulpits,  by  their  asking  commer- 
cial clubs  and  merchants^  associations  and  clerks' 
societies  to  attend  services  in  a  body,  is  bound  to 
result  in  a  more  closely  united  community  in  every 
instance,  in  a  community  where  there  is  greater  har- 
mony and  a  stronger  pull-all-together  attitude." 

The  idea  seems  to  us  a  most  excellent  one  as  the 
separation  between  religion  and  business  should  be  as 
small  as  possible.  At  present  in  many  instances  they 
are  decidedly  too  far  apart.  Success  to  the  eilort  to 
bring  them  closer  together,  say  we. 


No  one  can  saw  the  sneeze  wood  of  South  Africa 
without  violent  "  ker-chewings."  It  is  said  that  no 
insect  nor  worm  will  touch  this  wood,  and  that  when 
placed  in  water  it  sinks. 
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Just  in  Jest. 


"  Father,"  said  he,  **  what  is  untold  wealth  ? " 
"  The  property  you  keep  from  the  income  tax  list, 
my  son."  —  X. 


"What  doctor  do  you  prefer  allopath  or  homeo 
path?" 

"It  makes  no  difiEerence ;  all  paths  lead  to  the  grave." 
-X. 


**  Moses  had  indigestion  like  you  have,  mother  "  an- 
nounced small  Elinor  at  the  Sunday  dinner  table. 

"Why,  what  makes  you  think  so?"  questioned  her 
astonished  but  sympathetic  mother. 

"Because  our  Sunday  school  teacher  ^aid,  *God 
gave  Moses  two  tablets.' "  —  X. 


Customer  :  "  D*you  mean  to  tell  me  you've  cuts  to 
suit  all  purses  ? " 

Butcher  :  "  Why,  yes." 

Customer:  "Then  what  have  you  got  to  suit  an 
empty  purse  ? " 

Butcher  :  "  The  cold  shoulder,  ma'am ! "—  Royal 
Magazine. 

"  Doctor ! "  said  the  lady  patient,  "  I  suffer  a  great 
deal  with  my  eyes." 

"  Perhaps  so,  madam,"  replied  the  brusque  old  M.D.; 
"but  you  would  probably  suffer  a  great  deal  more 
without  'em." — Royal  Magazine. 


First  Doctor :  "  And  were  you  successful  with  your- 
first  case  ? " 

Second  Doctor:  "  Well— er— yes.    The  widow  paid 
the  bill."— London  Mail. 

"  Pa,  a  man's  wife  is  his  better  half  isn't  she? " 
"  We  are  told  so,  my  son." 

"  Then,  if  a  man  marries  twice  there  isn't  anything 
left  of  him,  is  there?"— The  Chestnut  Tree. 


Hobbs :  "  You're  familiar  with  the  Bible ;  what  did 
the  foolish  virgins  say  ?  " 
Nobbs:  "  What's  trumps?"—  London  Mail. 


Druggist  in  the  prohibition  belt  (to  trusty  friend)  — 
"  To-night,  old  man,  I've  got  a  treat  for  you.  I'm  go- 
ing to  open  up  a  bottle  of  Lydia  Pinkham,  1884."— 
Kansas  City  Journal. 


"  Many  fish  in  this  pond,  boy  ?  " 
"Don't  know,  sir;  it  wasn't  there  before  the  rain 
last  night."—  London  Mail. 


She :  "  Cook  has  spoiled  the  dinner,  dear ;  will  you 
be  satisfied  with  a  kiss  ? " 
He:  "Yes;  call  her  in."— London  Mail. 


"You  little  imp,  I  know  you  gave  him  some  encour- 
agement ! " 

"  Yes ;  I  told  him  faint  heart  never  won  fair  lady, 
and  sent  him  a  box  of  strychnine  pills ! " —  Puck. 


First  Tramp :  "  Where  did  you  get  your  bread? " 
Second  Tramp :  "  In  the  bread  line." 
First  Tramp :  "  And  your  clothes  ?  " 
Second  Tramp :  "  From  the  clothes  line." —  Hobo 
News. 


Mother  (to  small  boy  misbehaving  at  table) :  "  Now, 
Tommy,  why  can't  you  be  good  ? " 

Tommy :  "  I'll  be  good  for  a  penny." 

Mother:  "  Ah  !  you  want  to  be  bribed.  Why  can't 
you  be  like  your  father  and  be  good  for  nothing?" — 
The  Live  Lobster. 


A  doctor  attended  an  old  lady  from  Scotland  who 
had  caught  a  severe  cold. 

"  Did  your  teeth  chatter  when  you  felt  the  chill  com- 
ing over  you?"  asked  the  doctor. 

"  I  dinna  ken,  doctor ;  they  were  lying  on  the  table ! " 
was  the  pleasant  reply. —  Judge. 


Dr.  B. — "  Johnson  has  done  the  meanest  thing  ever 
I  heard  of.  He  came  to  my  house  the  other  night,  ate 
a  big  dinner,  got  indigestion,  and  then  went  to  another 
doctor  to  be  cured."— Tit-Bits. 


An  Irishman  sees  this  sign  in  the  window: 

Dickens  Works  all  the  Week  for  Only  ^4.00. 
Whereupon  Pat  says:  "The  divvle  he  does!    The 
dirty  scab ! "—  Frivel. 


"Look  here!"  said  an  excited  man  to  a  druggist. 
"  You  gave  me  morphine  for  quinine  this  morning." 

"  Is  that  so?  '*'  replied  the  druggist.  "  Then  you  owe 
me  twenty-five  cents."—  The  Orphan. 
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Note.  —  The  following  numbers  are  all  Class  6  "  serial 
numbers,'*  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

79,033.  Adolf  Goedel,  New  York,  N.  Y.  Internal  disin- 
fectants.    August,  19 1 3. 

86,190.  Torpedo  Chemical  Co.,  Chicago,  III.  Com  rem- 
edy.   November,  19 14. 

86,246.  Petra  Folk  man,  New  York,  N.  Y.  A  cream 
preparation  for  skin  and  complexion.    Aug.  i,  191 4. 

81,986.  William  L.  Jerkins,  Moultrie,  Ga.  Eye  water. 
June,  1907. 

86,483.  Madeleine  S.  C.  Vacy  Lyle,  San  Francisco,  Cal. 
A  flesh-reducer.    April  3,  19 15. 

86,488.  The  Roessler  &  Hasslacher  Chemical  Co.,  New 
York,  N.  Y.     Cyanids.     May  4,  191 5. 

86,479.  Farbwerke  vorm.  Meister  Lucius  &  Briining, 
Hochst-on-the-Main,  Germany.  A  remedy  for  gouty 
and  rheumatic  diseases.     Jan.  15,  191 5. 

86,673.  John  Henry  Morgan,  Fresno,  Cal.  Cough-syrups. 
November,  19 14. 

86,321.  The  Andrew  Jergens  Co.,  Cincinnati,  O.  Per- 
fumery, face  powder  and  talcum  powder.  Septem- 
ber, 1903. 

85,976.  The  Castor  Products  Company,  Cleveland,  O* 
Cathartic  preparations.     February,  191 5. 

85,466.  A.  P.  Babcock  Co.,  New  York,  N.  Y.  Talcum 
powder,  face  powder,  etc.     June,  1894. 

85,900.  William  W.  Knight,  Denver,  Colo.  A  medicinal 
food  for  the  stomach  and  bowels.     January,  1884. 

72,345.  Comar  &  Cie,  Paris,  France.  An  antiseptic  com- 
pound for  general  use.     Dec.  14,  1906. 

84,128.  The  Bromo  Remedy  Co.,  Chicago,  111.  Foot- 
bath tablets,  medical  preparations  and  internal  reme- 
dies.    November,  191 4. 


69,062.  Chester  C.  Spearing,  Cincinnati,  O,  An  anti- 
septic compound  for  headache,  nervousness  and  neu- 
ralgia and  a  remedy  for  urethral  and  kidney  diseases. 
March  19,  1910. 

83,299.  Missmer  Mfg.  Co.,  Paterson,  N.  J.  A  liniment- 
1909. 

83,127.  Pilgrim  Manufacturing  Co,  New  York,  N.  Y. 
Massage  creams,  hair  and  scalp  tonics,  shampoo  prepa- 
lations,  etc.     February,  191 2. 

85,196.  The  Worrell  Mfg.  Co.,  St  Louis,  Mo.  Insecti- 
cides and  disinfectants.     September,  19 10. 

85.728.  Abram  Goldstein,  Easton,  Pa.  A  liniment. 
March  29,  19 15. 

86,084  The  Intravenous  Products  Company,  Denver, 
Colo.  Pyorrhea  dentalls  and  alveolaris.  April  14, 
1915. 

85,801.  The  Bayer  Company,  Inc.,  New  York,  N.  Y.  A 
remedy  for  rheumatic  affections  and  neuralgias.  Oct. 
I.  1891. 

8S'575-  Hyman  Manowitz,  New  York,  N.  Y.  A  prepa- 
ration for  indigestion  and  constipation.   Sept  i,  1914. 

85,897.  Rebecca  Finger  &  Co.,  Chicago,  111.  A  face 
cream.     Feb.  9,  19 15. 

77,299.  Philip  Bernard!,  Brooklyn,  N.  Y.  Hair  tonics, 
hair  pomade,  skin  lotion,  etc     April  i,  19 14. 

77,970.  Daggett  &  Miller  Company,  Providence,  R.  I. 
A  surgical  dressing.     Jan.  i,  1900. 


n£IVI<S:¥*S  BECIP£S,  FOBllfUIiAS  AIVD  PROC- 
ESSES. Contains  over  10,000  Selected  Scientific,  Chemical, 
Technological  and  Practical  Recipes  and  Processes,  including 
hundreds  of  so-called  Trade  Secrets  for  every  business.  Full 
table  of  contents  free.  800  large  6  z  qH  inch  pages.  Price,  post- 
paid, cloth,  $300  (foreign,  I3S  6d.) ;  with  The  Spatula  i  year, 
$3  50  (foreign,  15s.  6d.). 
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^sthitin  chewing 
vertising.      The 
the  remarkable 
rtising  and  mer- 
chandising scheme. 
Old    Seven,     the    Baffler,    is 
making    business   for  you — 
business  in 

The^  point  dum 

PEPPERMINT  -  RED   WRAPPER 
CINNAMON    -BLUE  WRAPPER 

All  over  the  country,   in   big  and 
little  towns,  people  are  asking  who 
he  is,  and  buying  Sterling  Gum  in 
an  endeavor  to  find  out. 
A  lot  of  Sterling  Gum  is  being  sold 

a  lot  more  is  going  to  be  sold 

get  your  share  of  Sterling  Busi- 
ness. 

The  Sterling  Gum  Company,  Inc. 

CAPITAL,  $6,000,000 
Harris  and  Ely  Avenues  and  William  St.,  Long  Island  City,  Greater  N.  Y. 


FRANK  L.  E.  GAUSS,  President  FOWLER  MANNING,  Vice-President  and  Sales  Managei 
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\irmmtmA  Sjrmpatlijr. 

The  following  letter  to  the  New  York  Sun  and  pub- 
lished July  2  is  interesting : 

Sir :  Permit  me  as  a  druggist  to  answer  your  editorial 
article  on  the  Harrison  narcotic  law.  Why  do  you  feel 
sorry  for  the  poor  doctor  because  of  the  many  ruling 
added  by  this  law  on  account  of  which  he  does  not 
know  where  he  is  at? 

He  will  not  die  from  exhaustion  due  to  the  red  tape 
that  he  must  go  through  with. 

He  can  purchase  blanks  with  his  registration  number 
printed  in  and  blank  lines  for  the  patient's  name  and 
address,  also  date.  Is  it  much  work  to  fill  those  lines 
in?  They  ought  to  be  filled  in  on  any  prescription, 
whether  it  comes  under  the  Harrison  law  or  not. 

You  say  that  the  druggist  is  exempted  from  register- 
ing all  this  red  tape  with  the  so-called  patent  medicines, 
but  why  don't  you  put  condition  against  condition  and 
say  that  we  must  keep  the  same  record  that  the  M.D. 
does  ?  We  must  keep  a  record  of  every  prescription 
that  we  fill,  and  must  account  for  every  grain  of  nar- 
cotic that  comes  to  our  business.  Do  they?  Only 
under  certain  conditions. 

Did  it  ever  occur  that  when  a  prescription  contains 
certain  narcotic  drugs  that  it  cannot  be  refilled  and 
that  another  prescription  is  necessary?  Another  pre- 
scription means  another  "fee,"  and  is  that  a  hardship 
to  the  M.D. ? 

You  only  tell  a  part  of  the  ruling  when  you  say  that 
patents  under  a  certain  amount  are  exempt.  You 
should  add  that  all  United  States  Pharmacopoeia  and 


National  Formulae  preparations,  as  well  as  all  standard 
preparations,  are  likewise  exempted. 

This  clause  that  you  ask  to  have  repealed  is  that  a 
prescription  containing  the  small  quantity  of  the  drug 
should  be  exempted  as  the  above  named  preparations 
are,  and  a  doctor  should  not  be  compelled  to  fill  in 
this  "  gigantic  red  tape." 

Don't  forget  that  this  small  quantity  of  drug  means 
that  it  cannot  be  refilled  and  that  another  prescription 
is  necessary,  and  consequently  another  "  fee." 

Do  the  doctors  want  it  repealed  ? 

Let  this  law  put  everybody  under  the  same  condi- 
tions and  let  everybody  be  responsible  for  every  grain  of 
narcotic,  with  no  exemptions  regarding  responsibility. 
Madison^  N,  J .y  June 30.  Anderson  B.  Gee. 


A  great  many  people  often  argue  that  there  is  a  lot 
of  luck  in  business.  Maybe  there  is,  but  it  doesn't 
come  to  the  man  who  sits  in  his  private  office  and 
waits  for  it  to  visit  his  store.  If  there  really  is  luck  in 
getting  trade,  it  has  to  be  dug  out  and  captured  and 
held  fast.  Holding  trade  and  increasing  it,  when  all's 
said  and  done,  is  not  luck ;  it's  enterprise.  The  man 
who  has  ideas  is  not  the  lucky  man  at  all  times.  His 
ideas  are  worth  nothing  if  he  doesn't  put  them  into 
action.  That  he  enjoys  a  prosperous  trade  is  not  luck. 
It  merely  shows  that  he  let  the  notion  of  luck  strictly 
alone.  The  man  who  develops  trade  is  the  man  who 
always  is  willing  to  put  his  own  money  on  his  own 
O.  K.  Nerve,  not  luck,  makes  a  business  prosperous. 
—  American  Artisan  and  Hardware  Record. 


Mr.  Brand  Writes 
Us  Saying: 

IBrenard  Mfg.  Co., 
Iowa  City,  Iowa. 
Dear  Sirs :— .^bout  a  year  ago  your  Mr.  Smith  called  on 
me  with  your  *'  Booster ''  system.  It  looked  good  to  me  so 
I  bought  it,  and  I  am  glad  I  did,  as  it  proved  to  be  all  and 
more  than  you  claimed  for  it. 
Your  "Special  Sales"  feature  proved  to  BE  MORE 
than  a  success.    On  some  of  our  **  special  sales''  days  we 
could  scarcely  handle  the  trade,  it  came  in  so  fast. 
Your  "  collecting  feature  "  is  admirable.    All  of  a  sudden 
my  credit  customers  wanted  to  pay  up 
We  increased  our  business  over  CO  per  cent,  and  on  the 
closing  days  of  our  campaign  our  cash  sales  were  more 
than  twice  as  great  as  two  weeks  of  regular  business. 
All-in-all,  I  consider  your  "  Trade  Extension  Campaign'* 
the  best  and  yet  the  cheapest  method  1  have  tver  found 
for  getting  business,  therefore,  I  am  today  giving  Mr. 
Smith  a  duplicate  order  for  immediate  shipment  and  with 
valuable  assistance  I  expect  to  do  even  better  than  I  did 
la^t  year. 
Yours  truly, 
M.  H.  BRAND. 
If  you  desire  to  use  Brenards  New  Trade  Extension 
Campaign  to  greatly  increase  your  business,  raise  a  lot  of 
ready  money  quick,  sell  your  odds  and  ends  and  slow  sell- 
ers for  full  retail  price  wiite  us  right  away,  as  we  will  close 
a  deal  with  the  first  merchant  who  wants  it  in  your  town. 
When  you  arrange  to  use  our  plan  we  will  agree  not  to 
sell  it  to  any  of  your  competitors  in  your  town  so  long  as 
you  remain  our  customers.    Write  today  to. 

Brenard  Mfg.  Co.,  Iowa  Gty,  Iowa. 
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We   are   at   last  in  a  position   to  report   somethinsc   to 
interest   and    gratify 

THE  HONEST  DRUGGIST 

To  seriously  concern  and  displezise  the 

SUBSTITUTOR 

To  surprise,  disappoint  and  thwart  the 

UNSCRDPDIOPS  and  CONTEMPTIBLE  MANDFACTPItER 

who  supplies  a  counterfeit  and  fraudulent  product  for 
substitution  purposes. 

&goapiol  (Smith)  capsules  bear  on  the  inside  of  each 
capsule  the  letters  M.  H.  S. 

These  letters  are  not  visible  from  the  outside,  but 
they  are  plainly  discernible  in  the  gelatine  when  the  cap- 
sule is  cut  in  half. 

This  method  of  mcurking  Ergoapiol  (Smith)  now  offers 
absolute  protection  against  any  imposition  in  the  use  of  a 
spurious  and  fraudulent  product. 

Identification  by  the  physician  or  patient  is  now  very 
simple,  because  no  anal3rtical  investigation  is  necessary 
and  because  no  one  else  can  use  this  invention  as  it 
is  our  exclusive  property  under  Letters  Patent  in  the 
United  States  and  foreign  countries. 

We  have  been  manufacturing  Ergoapiol  (Smith)  with 
this  patented  protective  mark  for  the  past  two  years, 
but  have  withheld  announcing  the  fact,  so  as  to  give 
reasonable  and  ample  time  for  all  the  old  style  capsules 
to  have  been  dispensed. 

Physicians  are  now  being  fully  informed  regarding 
this  protective  mark  and  easy  method    of   identification. 


PaienieJ  in  U.  5.  and 
foreign  couniriet. 


Capsule  intact,  showing 

no  mark  objectionable 

to  the  physician. 


Capsule   cut   in   half 

through  the  seam, 

showing  initials. 


Ergoapiol  (Smith)  is  to  be  had  only  in  packages  of  twenty  capsules 
each.    It  is  not  under  any  circumstances  supplied  in  bulk  or  other  form. 

MARTIN   H.  SMITH  CO.,   New  York,  N.  Y. 
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Tlie  Merctirsr  Sittiation* 

As  a  startiog  point  for  the  manufacture  of  many 
salts  and  combinations  used  in  medicine,  particularly 
in  the  treatment  of  the  casualties  of  war  and  the  dis- 
eases incident  to  camp  life,  quicksilver  now  occupits 
an  important  place.  But  other  uses  at  the  present 
time  have  so  increased  the  demand  for  this  mobile 
metal  that  the  price  has  reached  a  high  altitude  and 
business  in  the  metal  is  somewhat  difRcult  to  complete, 
says  the  Weekly  Drug  Markets.  The  dearth  of  sup- 
plies in  the  market  is  no  doubt  aggravated  by  the 
prohibition  of  exports  from  Italy,  one  of  the  most 
important  producing  countries  in  the  world. 

The  probable  effect  of  this  increased  demand  upon 
the  production  of  quicksilver  in  this  country  is  some- 
what problematical. '  According  to  the  figures  fur- 
nished by  the  Geological  Survey  the  production  in  the 
United  States  for  1913  was  19,681  flasks  of  seventy-five 
pounds  each,  valued  at  1774,054,  this  quantity  being 
the  lowest  production,  with  the  exception  of  that  of 
1908,  since  i860. 

According  to  those  in  a  position  to  know,  this  quan- 
tity could  have  been  considerably  increased  if  there 
had  been  an  attractive  market.  Now  that  higher  prices 
are  already  here  it  can  be  reasonably  presumed  that 
producers  in  California,  Arizona  and  possibly  one  or 
two  of  the  other  mining  States  will  endeavor  to  increase 
their  output. 

With  the  decreased  supply  of  free  milling  ores  and 
the  increased  application  of  cyanidation  to  gold  and 
silver  ores  the  use  of  mercury  in  refining  the  precious 
metals  has  been  on  the  decline.  But  it  still  has  a  place 
in  the  technical  industries. 

In  the  manufacture  of  fulminate  for  explosive  caps, 
of  electrical  appliances  and  scientific  apparatus  it  is 
still  most  important,  and  all  of  these  uses  have  been 
greatly  increased  in  the  application  of  science  to  the 
art  of  modern  warfare.  But  destructive  as  some  of 
the  uses  that  the  compounds  of  mercury  may  have 
there  is  also  another  side  of  the  picture  when  one  con- 
siders the  many  beneficent  uses  to  which  mercury  and 
its  compounds  have  been  put.  Quicksilver  is  import- 
ant to  militarist  and  pacifist. 


In  his  article  on  "  Man  versus  Microbe,"  in  the  July 
ist  issue  of  the  Youth's  Companion,  Dr.  C.  W.  Saleeby 
speaks  of  Pasteur  as  "  the  greatest  material  benefactor 
of  our  race  in  all  times.** 


ROBERTSON'S  FRUIT  TABLET 

flavors  solclom  found  oxoopt  in  tho  original 
fruit. 

Mado  in  25  difforont  flavors. 

Thoro's  a  lot  moro  to  the  cost  of  genuine 
fruit  tablets  than  the  mere  prioe  per  pound. 

ROBERTSON'S  fruit  tablets  keep  Indefi- 
nitely but  SELL  so  readily  after  once  tried, 
that  their  keeping  qualities  are  rarely  tested. 

If  not  at  your  Jobbers  write  us  direct. 

ROBERTSON  CANDY  CO., 

ROBCRTSON-BRADSHAW  CO., 

NEW  YORK  CITY. 


Make  LISTERINE  Your 
Big  Summer  Special 

During  the  Summer  Months  you  will  con- 
tinue to  tell  Listerine  to  customers  who  use 
it  regularly  es  e  tooth  and  mouth  wash,  but 
you  can  greatly  increase  your  sales  by  feat- 
uring Listerine  as 

A  Vacation  Necessity 

Listerine  relieves  sunburn, 
chafing  and  prickly  heat.  It  re- 
lieves  the  sting  of  insect  bites. 

Listerine  prevents  the  infec- 
tion of  wounds,  cuts  and  scratch- 
es. It  over-comes  the  danger  of 
poison  ivy. 

Listerine  is  the  best  anti- 
septic for  general  family  use — 
every  day. 

HOW  IS  YOUR  STOCK? 

Put  Listerine  to  the  front  in  your  window  and  counter 
displajrs  and  youll  get  your  share  of  the  results  from 
our  Summer  Advertising. 

LAMBERT  PHARMACAL  CO, 

SAINT  LOUIS. 


HENRY  TROEMNER 

STABTDARD  OF  EXCXXIiENCE 

1840  1913 


New  Triumph  Prescription  Scale 

Built    like    the    Wise  Man's  House  —  upon   a 

Rock.    No  tprings  to  snap. 
Strongly    built,    yet    sensitive  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalogue  No.  1918. 

91 1  Arch  Street,       PHILA^  PA. 
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WALRUS  SODA  FOUNTAINS    ^^^  7^^>^ 


Mr.  Walrus  says:— 

Gradn  of  Cons^ction, 

Arf'iKgem :at  and  MateriAlt,  namely: 

TUP  FITUFQWAY  An  AbMlnCe  Sovereign.  No  other  Appantut 
inC  UinCnnAl.  ne^tfly  approaches  It.  Ice  or  Icelest.  Uie  It 
EITHER  WAY.  The  Syrup  Jar  that  jars  competition.  Syrup  Lifto 
Guaranteed  a  Life  Time. 

TUF  RniUMnNFR  )^^  ^^^^  ^ll  others  are  offering,  only  we  make  it 
inC  UUmmuraCn.  Better  and  sen  it  for  less  Let  us  prove  it. 
TUF  WnUnFR  F«r  Ahead  of  anything  in  its  class.  Substantially 
I  nC  nunUCRi  buiU,  well  designed,  durable  A  whole  lot  of  Foun- 
tain for  a  very  little  moni-y.  Made  tor  the  man  who  requires  a  good  but 
infxp^nsive  outfit. 

SEND  FOR  CATALOGS 

WALRUS   MANUFACTURING   COMPANY 

DKCATUR.  ILLINOIS 
Largest  Builders  and  Distributors  of  Soda  Fountains  through  Jobbers 

AGENCISS  IN  ALL  PRINCIPAL  CITIES 


«•  Ritf bt  is  Mitf bt.**  New  Plaarsisacists. 

So  say  Messrs.  H.  Planten  &  Son,  "  the  pioneer         The  Massachusetts  Board  of  Registration  in  Pharmacy 

American  capsule  house,"  Brooklyn,  N.  Y.,  in  announc-  regmtered  in  June,  after  examination,  these  phaimacists : 
ing  the  recent  decision  of  the  United  States  Circuit         Philip    Belmarsh,    Benjamin    dayman,  John   George 

Court  of  Appeals  in  reversing  the  decision  of  the  lower  Jones,  William  Finley  Stewart,  Emma  Clare  MacDonnell 

court  affecting  the  validity  of  the  well-known  trade  J»^«P*^   Nathan  Meyers,   Leo  Joseph   Podder,  Boston 

marks  of  the  house  of  Planten.    This  court  of  last  ^'^]^^   "«»'y  Donovan,   Weymomh;  George  Joseph 

resort  fully  sustains  the  trade  marks  and  gives  Planten  ^'?"«^\^^''^"i,  ?,^T  I   T       rT\  ^\"  f       ^ 

«^        .fr         f  ri.  /-r-  *UT  budge;  Samuel  Kalil  Saleeby,  Jersey  City,  N.  J.;  Joseph 

&  Son  right  for  relief  because  of  infringement  by  Jas.  ^J    ^arey.  Marlboro ;  Rosaire  Demers!  New  Bedford ; 

W.  Gedney.    The  full  text  of  the  decision  will  be  sent  j^i^^  oarb,  Joseph  Hugh  Cooney.  Cambridge;  Henry 

by  H.  Planten  &  Son  on  application.  Jackson  Elmer,  Worcester ;  Alice  Gardner  Coleman,  Hard- 

ing;  Margaret  Ellen  Barry,  Peabody;  Oliver  Levi  Good- 

IVhynot  let  us  hear  from  you  if  you  are  in  pharm-  ness,  Springfield ;  Elmer  Severin  Johnson,  Orange ;  Viola 

aceutical  trouble  or  have  found  a  way  ff  doing  some-  Leonora  Smith,  Hyannis;  Peter  John  Angos  Paty,  Med- 

thing  that  seems  good  to  you .  ford. 


The  Magic 
Glass  Washer 


Just  press  the  glass  on  the  plunger  and  sharp,  forceful 
streams  of  fresh  water  spurt  forth  to  wash  every  atom  of 
its  surface  under  a  second*s  pressure.  See  the  supple- 
mentary streams  on  the  top  rim.  That  ensures  clean 
glasses  on  the  outside  as  well  as  on  the  inside — the  famous 
*•  All-Over  Wash  "—another  ROWE  innovation.  Lift  the 
tumbler,  and  immediately  the  plunger  is  released,  every 
drop  of  soiled  water  is  drawn  into  the  waste  pipe.  Each 
glass  is  cleansed  in  clean,  fresh  water  always. 

Rowe's  No-Thump  Tumbler  Washer 

fulfills  every  test  of  hygiene,  eflSciency,  speed  and  eco- 
nomy, and  enj  jys  the  flattery  of  a  dozen  imitators     The 
veteran  dispenser  will  tell  you  that  the   ROWE   is  su' 
premely  the  best.    No  fountain  is  too  small  for  this 
modern  hygienic  appliance.    It  is  the  one  vital  accessory  that  governs  sanitation  in  dispensing. 
To  avoid  getting  '^  stung**  with  worthless  substitutes,  always  be  sure  to  specify  Rowers  No-Thump 
Tumbler  Washer,  and  insist  upon  getting  it.    It  costs  no  more  than  worthless  contraptions  and  is 
far  more  economical.    Unqualifiedly  Guaranteed.    Write  today  for  catalog. 

74  Portland  St        L.    L    ROWE,    MFR.  Bo»ton,MaM. 
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We  acknowledge  with  both  thanks  and  regreti  the 
receipt  of  the  following  tempting  invitation :  **  You  are 
cordially  invited'  to  accept  complimentary  service  at  Chi- 
cago's largest  soda  fountain,  now  in  operation  at  the 
Independent  Drag  Company,  137  South  State  Street, 
'  America's  largest  cut  price  drug  store.'  Walrus  soda 
fountain  equipment  used  throughout.  Present  this  card 
at  fountain." 

New  Stories. 

Yielding  to  insistent  demand,  Mr.  Crane,  of  Elcaya 
fame,  has  consented  to  market  Creme  Elcaya  in  dollar 
jars  and  in  tubes.  The  latter  are  entirely  novel  in  design, 
having  a  flat  bottom  that  permits  the  tube  being  stood  up 
for  display,  and  it  serves  to  help  the  consumer  roll  the 
tube  up  easier  as  the  contents  are  used.  The  container 
is  one  of  the  handsomest  on  the  market,  and  with  the 
approach  of  summer  the  demand  for  these  tubes  should 
be  very  large. 

THat  Msrstersr  Ad. 

The  Sterling  Gum  Company,  of  Long  Island  City, 
Greater  New  York,  is  advertising  "  Sterling,  the  7-point 
gum,"  in  the  newspapers  of  over  400  advertising  centres 
throughout  the  country,  and  is  reinforcing  this  advertising 
with  big  24'Sheet  posters  and  by  means  of  window  strips 
for  use  by  the  dealer.  Extensive  national  magazine  ad- 
vertising is  to  begin  about  August  15.  The  Sterling  Com- 
pany claims  seven  points  of  excellence  for  its  product. 
Point  I  is  ** crowded  with  flavor";  point  2  is  "velvety 
body  —  no  grit"  ;  point  3  is  " crumble-proof  " ;  point  4  is 
"Sterling  purity";  point  5  is  "from  a  daylight  factory"; 
point  6  is  "  untouched  by  hands." 

Point  7,  for  the  present,  remains  unannounced,  and  by 
working  upon  the  curiosity  of  the  public,  through  the 
constantly  reiterated  advertising  of  "  the  7-point  mystery," 
the  Sterling  Company  is  creating  a  large  demand  for  its 
product.  Suitable  rewards  for  the  discovery  of  the  sev- 
enth point  of  excellence  are  to  be  offered  later.  If  you 
want  to  get  the  benefit  of  this  extensive  campaign  order 
a  supply  from  your  jobber  to-day,  display  it  on  your 
counter,  and  use  the  window  strips  that  let  the  public 
know  you  have  it.  "Old  Seven  — the  Bafiier"  will  do 
the  rest. 


Seidlitz  and  Headache 
Pewder  Manufacturers! 

Mantoa's  Patented  Powder  Measuring 
Machine  b  the  only  accurate  meas- 
uring machine  on  the  market  I 

This  is  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  5  to  200  grains 
at  the  rate  of  60  per  minute,  and  can 
be  run  by  steam  or  a  half  horse  power 
motor.  

lIanmlkeCur«d  onljr  bjr 

The  0.  H.  Karston  Co.,  Stoneham,  Mass. 


Aa  £Airiable  Record. 

Tbirty-one  years  ago  a  small  concern  began  the  manu- 
facture of  a  line  of  regular  razors,  and  was  so  confident 
regarding  the  quality  of  its  product  that  it  unhesitatingly 
agreed  to  guarantee  each  razor  for  life.  The  output  at 
that  time  was  approximately  only  three  dozen  razors  daily, 
but  the  company,  consistent  with  its  fundamental  policy 
of  producing  only  the  best,  exercised  special  care  to  the 
end  that  each  of  these  razors  should  be  tempered,  con- 
caved and  honed  in  such  a  way  as  to  insure  absolutely 
satisfactory  shaving  service.  Reference  is  made  to  the 
Shumate  Razor  Company,  St.  Louis,  who,  during  all  these 
intervening  years  since  its  organization,  has  rigidly  adhered 
to  its  original  policy  of  producing  only  the  best,  and  to 
guarantee  each  razor  bearing  its  trademark  name  "  Scbu- 
mate  "  fully  and  unconditionally. 

This  company  is  now  turning  out  the  enormous  number 
of  six  thousand  razors  daily,  and  has  a  clientele  of  over 
forty  thousand  dealers  in  the  United  States  alone  In  the 
early  days  the  druggist  hesitated  to  take  on  a  line  of 
razors,  notwithstanding  the  fact  that  such  goods  formed 
a  component  part  of  his  toilet  goods  stock.  He  figured 
that,  since  razors  had  been  carried  from  time  immemorial 
by  hardware  dealers  exclusively,  that  such  a  line  should 
not  be  carried  by  druggists.  It  is  interesting  to  relate 
here  that  Shumate  Razors  were  practically  the  first  goods 
of  this  kind  to  be  sold  by  druggists,  and  to-day  over  23,000 
of  them  are  selling  Shumates,  and  those  who  give  the  line 
the  attention  it  deserves  are  adding  a  material  amount  to 
their  net  profits  each  year. 


Otar  Soda  TMTater  Gtalde. 

Your  "  Soda  Water  Guide  and  Book  of  Formulas  **  at 
hand.  Many  thanks  for  the  same.  It's  the  most  inter- 
esting and  complete  book  I've  had  the  pleasure  of  read- 
ing for  many  a  day.  The  formulas  are  all  easily  under- 
stood and  the  suggestions  are  winners,  if  followed  out 
according  to  your  directions.  Your  Mr.  White  is  certainly 
a  theorist  in  this  line  and  deserving  of  lots  of  credit  from 
the  up  to  the  minute  dispensers. 

Mrs.  John  McGinn  ess. 
Minneapolis^  June  /j,  1915. 


A   TKN    DOI^I^AR  ''P.M.** 

300  FINE  IMPORTED 

POiST.C  ARDiS 

Birthday,  Best  WlsheSf  Arty  GoacUlee 

No  OU  Stock.    An  Ptcsh,  Up^lo-Dfttc  Dnifiii 
No  advertitins  on  them.    With  every  $lfi.00  order  for 

CHI-CHES-TERS  DIAMOND  BRAND  PILLS 

Quick  Sellers  at  8  to  10  centi  each 
A  CliSAB  CASH  BONUS  OF  flO.OO 

Choice  of  four  other  Premiums. 

Order  today  from  your  jobber.    We  send  the 

Premium  Direct, 

OmCHESTISB   CHBMICAX   COMPAITT 

S815>17-19  Madison  Square,  Philadklphia,  Pa. 


EVERY  DRUGGIST 

that  realizes  the  strong  relation  window  displays 
and  attractive  show  cards  bear  to  greater  sales 
will  want  to  know  what  is  new  in  these  two 
fields. 

SIGNS  OF  THE  TIMES 

in  each  issue  covers  the  subjects  of  window 
decorating  and  card  writing. 

$2.00  a  yaar,    20  cants  par  copy. 
Sand  for  a  copy  taday. 


SIGNS  OF  THE  TIMES,  -  -  CincinnatL 
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"  American  Oil.'* 

Pharmacists  receiving  for  the  first  time  a  prescription 
for  '* American  Oil"  may  be  puzzled  for  the  moment  to 
know  just  what  is  meant.  Here,  then,  is  the  explanation  : 
American' Oil  is  a  heavy  liquid  petrolatum  which  is  being 
supplied  by  Parke,  Davis  &  Co.  It  is  distilled  from  Amer- 
ican petroleum  and  is  colorless,  odorless  and  tasteless. 
For  internal  administration,  for  which  use  it  is  intended, 
it  is  pronounced  fully  equal  if  not  superior  to  the  best 
Russian  Oil  formerly  imported.  It  is  remarkably  high  in 
viscosity  and  lubricating  power,  and  is  free  from  sulphur 
compounds,  acids,  alkalies  and  all  harmful  by-products. 

American  Oil,  Parke,  Davis  &  Co.,  is  certain  to  come 
into  extensive  use  in  the  treatment  of  constipation.  It  is 
not  a  laxative  in  the  generally  accepted  sense  of  the  term, 
but  an  intestinal  lubricant.  It  mingles  with  the  food  in 
the  stomach  and  passes  unchanged  into  the  intestine, 
where  it  permeates  tae  faeces,  inducing  healthy,  normal 
evacuation.  American  oil  is  fully  guaranteed  as  to  purity 
and  efficiency,  in  this  respect  being  in  marked  contrast  to 
some  of  the  many  varieties  of  liquid  petrolatum  with 
which  the  market  abounds.  Incidentally  it  may  be  men- 
tioned that  American  Oil  is  being  widely  advertised  to 
physicians. 

Tlie  rra  I^ilCed  Tliem. 

The  late  Elbert  Hubbard  said :  "  Manufacturing  is  a 
matter  of  formula,  but  salesmanship  is  genius.  This  ap- 
plies to  most  selling  problems,  but  Robertson's  Fruit  Tab- 
lets, my  druggist  friend  tells  me,  are  an  exception.  They 
are  their  own  salesmen!  The  beautiful  varicolored  — 
red,  blue,  green,  brown,  yellow  and  orange  —  crystals  dis- 
played on  the  counter  in  the  attractive  jar  in  which  they 
arrive  will  sell  themselves.  And  all  the  while  they  work 
silently  for  the  druggist,  who  receives  a  liberal  profit. 
Health  Nuggets,  I  call  them,  with  a  prenatal  tendency 
toward  the  art  of  auto-salesmanship."  Samples  may  be 
obtained  by  addressing  the  Robertson  Candy  Company, 
New  York. 


i^k*^^*i«b*ii 


No.  10 

"REST  EASY'' 

NON-SLIP  BED  CUSHION 

Size  14  X  20  Inches 

A  CUSHION  SUPPORT,  for  sitting  up  or  re- 
cliniDg  in  bed,  also  adapted  for  wheel  chairs. 
In  combination  with  a  back  rest  it  gives  the 
required  FOWLER  POSITION  for  POST 
OPERATIVE  WORK.  A  trial  WILL  CON- 
VINCE it  is  healthful  and  economical  the  saving 
of  nurses  time  will  soon  cover  the  cost.  Re- 
commended by  HOSPITALS  and  EMINENT 
SURGEONS  Testimonials  and  descriptive  cir- 
cular sent  upon  request. 


MaAvfactured  Excliulvely  by 

DAVOL  RUBBER  COMPANY 

PROVIDEIfCE,  R.  L,  D.  S.  A. 


THE  SUMMER  HEAT 

develops  and  aggravates  numerous  gas- 
tro-intestinal  disturbances.  In  such 
conditions  particularly 

PHYSICIANS  RECOGNIZE 

the  dependable  efficacy  of  America's 
best  known  laxative 

PLUTO  WATER 

Supplement  the  de- 
mand thus  created  by 
regularly  using  our 
ever  attractive  count- 
er and  window  dis- 
plays. Sent  free,  pre- 
paid the  exact  moment 
we  know  you  stock 
Pluto.  Write  today 
direct  to 

French  Lick  Springs  Hotel  Company 

French  Lick,  Indiana. 


Zym-Hlssen 

PALATABLE  EFFICIENT 

SOLUTION  OF  DIQESTIVE  ENZYMES 

Zyin«£aaen  is  far  superior  to  all  other 
forms  of  liquid  digestives. 

Useful  in  the  treatment  of  GASTRITIS, 
SIMPLE  AND  AGGRAVATED  FORMS 
OF  DYSPEPSIA,  CHOLERA  INFANTUM, 
VOMITING  OF  PREGNANCY,  DEBILA- 
TED  CONDITION  OF  THE  SYSTEM, 
DYSENTERY,  AND  FOR  PREDIGEST- 
ING  FOOD. 

Zyfn«£aaen  will  be  found  invaluable  to 
Children  or  to  patients  with  delicate  stomachy. 

Especially  adapted  to  those  who  are  unable 
to  digest  milk. 

Physicians  will  find  this  product  palatable 
and  highly  efficient. 

per  dozen.  $3.00 
per  dozen,  $8.00 
per  ga  Ion,  $400 


4  oz.  bottles, 
Pint  bottles, 
Gallon  bottles, 
Zym-Essen 

and  Powder  form. 


is  also  supplied  in  Tablet 


1 


BREWER  &  CO.,  PharMCNtieai  Chmlsts 

WORCESTER,  MASS. 
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DIAMOND  OINTMENT  BLOCK 

A  Producer  of  Efflcioncy  and  CloanlinoM.    A  Savor  of  TImo,  Monoy  and  Annoyance. 

It  takes  the  place  of  the  messy,  old-fashioned  slab.  Instead  of  having  to  scrape, 
scrub  and  polish  every  time  you  compound  an  ointment,  you  simply  tear  off  Xht,  used 
sheet  and  instantly  you  are  ready  to  prepare  the  next  batch  in  a  thoroughly  hygienic 
manner.     Isn't  that  an  improvement .? 

Each  block  contains  one  hundred  sheets  of  heavy,  vegetable  paper.  This  paper 
is  guaranteed  to  be  impervious  and  free  from  all  acids  and  impurities.  The  sheets 
are  securely  bound  to-gether  by  the  reliable  Johnson  Process.  ^ 

The  Blocks  come  in  two  sizes  : 


Large  12  x  12  inches 
Small   9x8      " 


$.50  F.  O.  B.  Boston. 

yr      <<       <*      <(  « 


SPECIAL  INTRODUCTORY  OFF£R 

If  you  have  not  already  used  a  Diamond  Block,  here  is  a  chance  to  try  it  out 
thoroughly  in  your  own  laboratory,  without  incurring  any  obligations  whatsoever. 

We  will  seiid  you  either  size,  and  pay  all  transportation  charges.  Try  it  out 
for  thirty  days,  ana  then  remit  either  the  price  of  the  block  or  fiothinz-  No  remitt- 
ance will  be  expected  ox  aecepted  ur\\tss  you  are  satisfied  that  the  Block  is  a  real  con- 
venience and  a  genuine  help  inyour  business. 

Just  drop  a  postal  to-day,  saying  "  Send  a  Diamond  Ointment  Block  as  per  your 
special  offer."    Specify  the  size  you  want  and  we  will  do  the  rest. 

FOX,  FULTZ  (Sl  CO.,  Inc., 

18  Blackstone  St.,  Boston. 

The  Druggists'  Sundry  House  of  New  England. 


ADS 


THAT 
ADVERTISE 

Let  me  write  you  copy 
for  a  booklet,  folder  or 
mailiDg  card,  supplying  at- 
tractive illustrations.  I 
know  how.  What  others 
say  is  proof — 

"The  advertising  copy  pre- 
pared for  ut  is  yine  and  your 
prices  are  very  reasonable.    Results  have  been  very  satis- 
factory."—American  Poultry  Mixture  Co  ,  Drivers 

Va.  

Proprietors  of  Hire's  Root  Beer^  say  : 

*'  Advertising  is  very  readable  and  ought  to  bring  busi- 
nes»— remittance  inclosed."— C HAS.  £.  Hires  Co.,  Mal- 
vern, Pa.  

From  a  Manufacturings  Chemist. 

*'  You  can  give  us  one  of  the  nice  talks  on  extracts  and 
chewing  gum,  the  advertisement  of  which  we  know  you  are 
fully  able  to  write  up."— Royal  Remedy  &  Extract  Co. 


Give  me  full  details  and  I  will  tell  you  what 
I  can  do  for  you. 


ARGHBOLD 


1662  E.  93rd  St., 
CLEVELAND.  O. 


FOR  OVER  HALFACENTURY 

BROWN'S  BRONGHIALTROCHES 

Have  been  recognized  throughout  the  world  as  a  staple  remedy 
for  hoarseness  and  coughs.  A  preparation  of  simple  medicinal 
substances  held  in  general  esteem  in  the  treatment  of  throa 
affections  caused  by  cold  or  exertion  of  the  vocal  organs. 

The  Troches  are  effective  in  disorders  of  the  throat  and  laximx, 
and  an  invaluable  aid  to  speakers  and  singers  for  allaying  hoarae- 
nets  and  irritation  of  the  throat.  To  sufferers  from  Lung  Trou- 
bles, Bronchitis  and  Asthma  they  afford  great  relief.  Warranted 
^pH^^  free  from  opiates  or  anything  harmful. 
In  boxes  only;  never  sold  in  bulk. 

Advertising  matter  teitt  free  to  Druggists  upoi  requect 


BRONCHIAL 


Bi^P^Jofan  L  Brown  &  Son»  Boston^  Mass. 


■  EVERY  ISSUE  OF 

The  Advertising  World 


brings  to  your  store  oew  and  practical  advertis- 
i  ng  ideas.  I  ts  dictionary  of  headli  nes  and  catch 
phrases  saves  time  for  the  busy  druggist. 

Subscription  price  11.00  a  year,  or  send  |1.26 
and  receive  in  addition  a  copy  of  "3671  Ad- 
vertising Catch  Phrases." 

THE  ADVERTISING  VTORnLD, 

Columbus,  Ohio. 
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An  lUiMtrated  MontKlx  P«&blication  for 
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Webb's  Alcohol,     ^ 


THE  AOCNOWLEDGED  STANDARD. 


50  &  52  Stone  Street^  NET  YORK. 

^  (Hanover  Squwc.) 


I  JAMES  A.  1¥EBB  (SL  SON» 
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TkfifTti  F  t?    7i1ifit?n^  Maplewood  Mills  Absorbent  Cottons  are  the 
MJXJUOM^M:^    ^^M\\^rM  J     ^^wV^/  sellers  and  thiBEST  profit  yeilders 
ON  JiBSORBENT    SECA  use  :  —  Each  of  the  four  grades  they  manu- 
^  J^f  v^*^*-»     ^\  M      facture  is  the  best  obtainable  at  the  price  and  puts  you 

COTTOAl  oi^  tbc  credit  side  of  your  customer's  good-will  account.     It  costs  you 
less  than  similar  qualities  offered  by  others,  because  the  Maplewood 
Mills  complete  manufacturing  facilites  make      mm  /ipy  t?TTJi^i^T\     JLfWI  I  V 
it  possible  to  produce  cotton  at  minimum    J^^^ri^i^VUXJXJU   JWMiM^M^^ 
cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit.  FJ§LL  RIVER,  MJkSS. 

PROOF  FOR  A  POST  CARP.  J 
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FritzacKe  BrotKers  -  Neijv  York 
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Absolute  Purity 
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Wowm 


POI^LrANTIN 

in  HAY  FEVER 


Quality  Standard 

OII^  OF  CYPRESS 

in  WHOOPING  COUGH 


Razors 


Sold  by  over  23,000  Druggists.   Write  today  for  catalog  and  price  list 

ESTABLISHED  OVER  30  YFARS  CUIIIIATC    DlTflD    Pfl  672  LOCUST  STREET, 

CAPACITY  6,000  RAZORS  DAILY  OllUnA  I  L    nALUn    UUif  bT.  LOUIS,  U.  S.  A. 


Cckman's  Alterative 


aK»,ll£SS'  FOR  THROAT  AND  LUNGS  i7X'S<ir>.KZ 

£cKinan  Mantifacttirin|(  Company^  PKiiadeipKia,  Pa. 
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Mixed  Infection  Phylacogen. 


A  sterile  aqueous  solution  of  metabolic  substances  or  derivatives  generated  by  bacteria  grown  in  artificial  media. 
Administerecl  by  hypodermatic  or  intravenous  injection. 

lO-Cc  glass  bulbs. 

Solution  Adrenalin  Chloride. 

Adrenalin  Chloride,  I  part;  physiological  salt  solution  (with  0.5 9^  Chloretone),  1000  parts. 

To  be  diluted  with  four  to  five  times  its  volume  of  physiological  salt  solution  and  sprayed   into  the 
nares  and  pharynx. 

Ounce  glass-stoppered  botdes. 

Adrenalin  Inhalant. 

Adrenalin  Chloride,  I  part;  an  aromatized  neutral  oil  base  (with  3%  Chloretone).  ICXX)  parts. 

To  be  diluted  with  three  to  four  times  its  volume  of  olive  oil  and  administered  in  the  manner 
described  above. 

Ounce  glass-stoppered  bottles. 

Anesthone  Cream. 

(Formula  of  Dr.  J.  E.  Alberts,  The  Hague,  Holland.) 
Adrenalin  Chloride,  1:20,000;  Para-amido-ethyl-benzoate,  10  9^;  a  bland  oleaginous  base. 

A  small  quantity  (about  the  size  of  a  pea)  is  applied  three  or  four  times  a  day,  the  patient  snuffing 
it  well  into  the  nostrils. 

Collapsible  tubes  with  elongated  nozzles. 

Anesthone  Inhalant. 

Adrenalin  Chloride,  1:10.000;  Para-amido-ethyl-benzoate,  10%;  an  aromatized  neutral  oil  base. 
To  be  diluted  and  administered  in  the  manner  suggested  for  Adrenalin  Inhalant. 

Ounce  glass-stoppered  botdes. 

During  the  hay-fever  season  these  products  are  in  great  demand  by  physicians. 
Are  you  prepared  to  supply  them? 


Home  Office*  and  Lttboratorie*. 
Detroit,  Michican. 


Parke,  Davis  &  Co. 
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THE  SANITARY  "DUMORE". 

The  Electrically  driven  Drink  Mixer. 

AN 


OBJECT 
LESSON 


The  Dumore 

advertises  your  store 

The  Dumore 

attracts  your  coustomers.  There  are 
no  springs  to  rust  or  weaken.  There 
can  be  no  shocks,  every  part  being 
thoroughly  insulated;  standardized 
and  interchangeable.    It  is  started  IJJ 

or  stopped  at  any  point,  and  the  mix- 
ing rod  and  agitator  can  be  detached     QPppnV 
instantly.  ^      orttui 

The  Dumore  '^*'' 

has  few  parts  and  they  will  not  get 
out  of  order. 

The  Dumore 


AND 
CLEANLY 


is  fully  guaranteed.    Its  base  is  il-    iiiviur* 
luminated.  MIXING. 


WISCONSIN  ELECTRIC  CO.,  Racine,  Wisconsin. 


Massachusetts  College  of  Pharmacy 

72  St  Botolph  SU  Comer  of  Garrlson/Boston,  Massachasetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  superior  courses  without  increase  of  cost  to  the  student. 

Regular  course  of  two  y?ars,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  practically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 

(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

The  Demand  for  Gradvatei  of  this  School  If  In  KxceM  of  the  Supply. 

For  catalogue  and  further  information,  write  to 

Dean  THEODORE  J.  BRADLEY. 


uiyiiizuu  uy  -"^.^-J"  v.^  v.^^ 


He 


MISS   MARILYNN. 


Digitized  by 


Google 


THE    SPATULA 


AN  :  ILLUSTRATED 


<«  icrRP  SWEET** 

MAGAZINE  : 

IRVING  P.  FOX,Editok 


FOR  :  PHARMACISTS 


Vol.  XXL 


Boston,  August,  igi5 


No.  II 


THE  SPATULA. 

EsUblished  1894 
Entered  at  Boston  Post  Office  as  Second  Class  Matter. 

Irving  P.  Fox Editor 

B.  A.  Forbes Assistant  Editor 

H.  LiscoMB  MiLLBR Pharmaceutical  Editor 

^  TsRMS  OF  Subscription  :  United  States  and  its  possessions 
$t  per  year.  If  paid  in  advance  a  years  for  $1.50;  3  years  for  $t ; 
life  subscription  $10.  Canadian  subscription  $ias  eadi  year. 
Foreign  subscription  $1.35  (5s.  6d.)  each  year. 

New  subscriptions  may  begin  with  any  number. 

Unused  postage  stamps  of  the  United  States,  Canada,  or  Great 
Britain  will'lx  received  at  par  vahie  in  payment  of  subscriptions. 
American  or  Canadian  currency  may  be  sent  for  subscription  in 
regular  mail  wholly  at  our  risk.  Checlu  on  local  banks  in  Great 
Britain  accepted. 

Any  subscription  will  be  stopped  upon  receipt  of  a  written  re- 
quest and  the  payment  of  all  arrearages. 

Every  subscriber  should  be  careful  to  notify  the  publishers  of 
any  change  in  his  address,  or  of  any  failure  to  regularly  receive 
his  paper. 

Wanted  :  Thb  Spatula  wants  its  subscribers  to  send  it  pho- 
tographs of  any  views  or  objects  of  interest.  Photos  of  window 
displays,  their  homes,  stores,  wives  or  children  especially  desired. 
Correspondence  of  any  kind,  however  apparently  trivial,  is  always 
welcome.    Let  us  hear  from  you. 

Address  all  correspondence  and  make  all  checks  payable  to 
THE  SPATULA  PUBLISHING  CO., 
Telephone  Sudbury  Building, 

ao7  Haymarket  Sudbury  St.,  Boston,  Mass. 


An  Essential  Point. 

EOPLE  forget ;  if  they 
did  not,  the  politicians 
would  not  come  around 
with  the  same  promises, 
and  the  circus  clown  with 
the  same  jokes,  every 
year.  So  don't  try  to 
maintain  your  business  on 
merit  alone.  Keep  your 
name  and  your  goods  constantly  in  the  public 
eye.  Study  all  kinds  of  advertising,  out  of 
which  will  grow  original  and  valuable  ideas. 

Publicity  That  Pays. 

There  is  no  advertising  that  pays  better  than 
judicious  sampling.  The  indiscriminate  spill- 
ing of  sample  envelopes  of  pills  all  over  town 


is  to  be  condemned,  and  in  some  states  is  for- 
bidden by  law,  but  that  is  simply  where  sam- 
pling becomes  a  nuisance.  If  you  make  a  tooth 
powder  of  your  own,  or  a  chap  lotion,  or  any 
of  the  thousand  and  one  things  that  druggists 
do  put  up  for  themselves,  if  possible  put  up 
small  samples  properly  labeled  and  wrap  them 
in  with  packages  going  where  they  are  likely 
to  do  good.  See  that  your  clerks  use  some 
judgment  in  the  distribution  of  them,  and  don't 
put  samples  of  face  powder  into  packages  going 
to  a  livery  stable.  Send  them  to  the  right 
places  and  the  results  will  be  satisfactory  to 
a  surprising  degree. 

Seek  the  Cause. 

There  are  some  stores  where  women  like  to 
trade  and  some  where  they  don't.  It  is  some- 
limes  difficult  to  explain  the  philosophy  of  it, 
but  the  fact  remains.  It  is  pretty  safe  to  say 
that  the  store  that  the  women  avoid  will  not 
be  a  success.  The  women  of  a  town  are  the 
ones  to  make  the  business  of  the  stores.  Is 
your  store  one  that  the  women  like  to  come 
into.?  If  it  isn't,  find  out  why,  even  if  you 
have  to  go  out  and  ask  the  women  themselves. 
Whether  the  cause  is  loafers,  location,  uncivil 
clerks,  prices  or  what  not,  remedy  it  jij^t  as 
soon  as  possible. 

Lost  Motion. 

Experts  on  efficiency  lay  much  stress  on  the 
importance  of  eliminating  unnecessary  motions. 
This  applies  as  well  to  the  proper  equipment 
and  arrangement  of  the  retail  store  as  it  does 
to  the  work  of  laying  bricks.  "  I  have  found," 
says  a  writer  in  the  Merchants  Journal,  "  that 
the  amount  of  time  saved  by  suitable  store 
equipment  is  astonishing,  and  I  have  often 
figured  out  that  I  could  not  do  the  business  I 
do  with  thirteen  clerks  if  I  did  not  have  the 
sort  of  fixtures  that  I  have.  Each  counter  has 
its  scale,  its  paper  holder,  so  that  one  clerk 
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working  behind  the  counter  can  wait  on  a  cus- 
tomer without  moving  more  than  two  steps 
either  way.  The  efficiency  thus  gained  effects 
a  tremendous  saving  in  the  course  of  a  year." 

Two  Extremes. 

Some  stores  have  the  reputation  of  selling 
goods  cheaper  than  anyone  else,  with  no  other 
recommendation.  Some  stores  have  the  repu- 
tation of  charging  more  than  anyone  else, 
though  they  give  you  good  goods.  Either  of 
those  extremes  is  bound  to  repel  some  people, 
though  either  of  them  might  be  the  means  of 
attracting  some.  The  man  who  expects  to 
make  a  really  big  success  of  his  business  has 
got  to  get  away  from  these  two  extremes.  Try 
to  strike  the  golden  mien,  the  happy  medium 
where  you  can  be  sure  that  you  are  suiting 
your  trade  with  the  quality  of  the  goods  you 
sell,  and  where  you  know  that  they  are  not 
saying  among  themselves  that  your  goods  are 
all  right  but  that  they  cost  too  much  for  any- 
body but  a  millionaire  to  buy.  The  nearer  you 
get  to  the  perfection  of  this  condition,  the 
nearer  you  will  be  to  a  big  business. 

Solemncholia. 

Did  you  ever  go  into  a  store  feeling  bright 
and  chipper,  only  to  be  met  by  a  man  behind 
the  counter  with  a  face  like  that  of  a  village 
undertaker  on  duty.?  Didn't  your  heart  go 
down  into  your  boots  as  you  thought  "  What 
right  have  I  to  be  going  about  enjoying  life 
in  this  frivolous  way.?"  Probably  the  man 
behind  the  counter  may  have  been  feeling  in 
abundant  good  spirits,  and  the  solemn  counte- 
nance was  only  his  little  way.  That  didn't 
alter  the  effect.  See  that  when  people  come 
into  your  store  they  are  not  made  to  feel  a 
gloom  in  the  atmosphere.  Have  a  cheerful 
store,  cheerful  clerks,  and  be  cheerful  yourself. 

Moving  Dead  Stock. 

How  do  the  big  stores  clean  up  the  odds  and 
ends  of  merchandise?  The  bargain  counter 
does  the  trick.  Bargain  sales,  bargain  tables 
or  counters  or  bargain  days  are  the  making 
and  the  life  of  the  department  stores.  We 
don't  tinnk  that  a  druggist  ought  to  make  a 
bargain  store  or  a  **  fair  store  "  out  of  his  place 
of  business.  But  a  bargain  table  or  counter 
kept  full  of  **  Your  choice  for  lo  cents  "  kind 


of  things  would  help  to  clear  out  a  lot  of  stuff 
that  would  otherwise  remain  indefinitely  on  the 
shelves  as  dead  stock.  Dead  stock  should  be. 
Of  course  patent  medicines  that  are  dead  are 
the  deadest  kind  of  stock  and  is  the  b£te  noire 
of  the  business  men,  and  nothing  will  sell  them 
but  a  personal  recommendation  in  a  case  where 
the  customer  does  not  know  just  what  he  wants. 
The  goods  that  you  can  work  off  on  a  bargain 
counter  are  sundries  and  stationery,  perfumes, 
toilet  articles,  etc.  A  well-conducted  bargain 
table  with  the  price  way  down  will  clean  house 
for  the  dealer  oftentimes.  A  little  more  of 
the  department-store  idea  in  drug  stores  would 
be  a  good  thing  anyway. 

Prizes  for  Great  Ability. 

''  The  possibilities  of  gaining  wealth  by  the 
use  of  remarkable  ability,"  says  a  writer  in 
the  Toledo  News,  **are  more  varied  and  in 
every  sense  greater  than  ever  before.  The 
world  is  so  rich  and  so  eager  to  be  served  and 
entertained  that  it  has  raised  its  rewards  for 
exceptional  ability  to  do  either,  far  above  the 
old  limits.  It  is  not  at  all  surprising  now  to 
find  a  man  earning  and  getting  the  equivalent 
of  the  interest  on  from  $250,000  a  year  up  to 
the  interest  on  ten  times  that  sum,  and  all 
without  having  a  dollar  risked  in  the  business, 
or  any  source  of  success  except  his  own  work. 
There  were  never  before  so  many  millionaires 
in  the  productive  power  of  their  own  talents, 
just  as  there  were  never  so  many  millionaires 
of  other  kinds.  Never  were  exceptional  ser- 
vices so  much  in  demand  or  so  richly  rewarded." 
Chemists  have  been  well  to  the  fore  in  the  roll 
of  those  who  have  served  the  world  well,  and 
while  prizes  hang  high,  future  years  will  bring 
forth  those  who  will  reach  them. 


CaA*t  Ptit  It  OA  tfkm  trabal. 

The  optimistic  tone  of  The  Spatula's  editorials, 
together  with  its  other  valuable  and  interesting  con- 
tents make  it  a  positive  antidote  for  any  pharmacist 
who  is  in  a  pessimistic  mood.  Twenty  minutes  careful 
perusal  of  its  columns  will  cure  the  worst  attacks.  For 
the  reason  stated  I  enclose  I2.00  in  response  to  your 
"  special  hot  weather  oflFer." 
Hyndman^  Pa.,  July  ig,  igi^,        Chas.  R.  Rhodes. 


TMTell  Or^aAlsed  and  CorlCiAtf. 

You  are  well  organized.   You  are  publishing  a  cork- 
ing good  paper.    An  old  but  satisfied  subscriber. 
Saratoga  Springs,  July  24,  igi^,         J.  M.  Colcord. 
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EXCAVATED   WINE  CELLAR. 


Old  Wine  Cellar  Uncovered  By  Excavation, 


By  A.  N.  DoERSCHUK. 


**  Im  tiefen  keller  ruh  ich  hier 
Auf  einen  fass  reben/' 
"  Within  the  cellar  deep,  here  I  rest 
Beside  a  cask  choice  vintage." 

Yes,  this  is  an  old  Rhine  song  but  who  would 
guess  that  many,  many  years  ago  the  walls  of 
massive  and  deeply  buried  and  concealed  vaults 
echoed  this  ancient  drinking  lay  amid  true 
settings  in  old  Westport  now  a  part  of  Kansas 
City.  Howsoever  in  those  days,  Westport 
was  not  a  part  of  anything  else,  but  was  in 
itself  the  top  of  the  heap,  the  one  port  of  the 
golden  west,  and  needs  must  have  the  best  of 
everything. 

So  August  Hornung,  patriot,  away  back  in 
'44,  after  many  moons  of  dreaming  thereon, 
consummated  the  project  of  building  an  im- 
mense vaulted  wine  cellar  amid  the  acres  of 
grapes  growing  on  his  homestead  which  was 
located  on  Westport  Avenue  between  what 
are  now  Main  and  Wyandotte  Streets.  Of 
course  he  had  more  grai>es  and  made  more 
wine  at  his  place  where  Holly  Street  now 
crosses  38th,  but  the  choicest  grapes  were 


grown  and  the  best  wine  made  on  Westport 
Avenue.  And  what  of  it  if  he  had  already 
grown  and  eaten  the  first  muskmelon  in  West- 
port  when  everybody  knew  they  could  not  be 
healthy  they  were  so  green.  The  Holly  Street 
wine  might  lie  in  the  large  natural  cave  near 
by,  mixed  with  the  barrels  of  beer  made  from 
the  water  that  gushed  from  the  same  hillside, 
but  the  wine  from  the  choice  grapes,  ach,  it 
must  have  a  real  cellar  to  house  it,  a  domed 
vault  where  the  temperature  never  varies,  and 
to  which  you  go  through  two  doors,  the  first 
always  closed  behind  you  before  the  second  is 
opened,  just  as  they  do  on  the  banks  of  the 
Rhine. 

Surprise  greeted  the  workmen  who  began 
grading  down  the  hill  at  Westport  Avenue 
and  Wyandotte,  first  at  the  mellowness  of  the 
soil,  and  then  suddenly  such  rock  everywhere 
when  you  put  down  the  shovel.  The  new  Sun- 
day school  room  of  the  Presbyterian  Church 
will  be  built  there,  but  little  did  one  think  of 
encountering  such  a  monstrous  pile  of  masonry, 
laid  up  in  lime  and  sand  and  keyed  and  arched 
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over  in  true  workman-like  manner.  And  the 
mortar  bond  in  such  perfect  condition  after  so 
many  years  underground. 

It  was  hard  to  find  anyone  who  knew  what 
that  structure  was.  Finally,  a  woman  very 
old  and  gray  and  bent,  said  "Why  that  must 
be  Hornung's  wine  cellar.  Yes,  times  used 
to  be  very  lively  around  there.  The  best  people 
drank  wine  in  that  cellar  and  only  rich  folks 
could  be  patrons." 

Gray  haired  Rudolph,  a  shoveler,  raised  in 
Westport,  vowed  he  had  never  heard  of  the 
place.  But  instinct,  he  said,  folding  his  arm 
over  his  heart,  something  within  his  breast 
told  him  he  would  have  felt  just  at  home  in 
that  cellar  when  it  was  running.  Pat,  on  the 
other  side  ot  the  wagon,  wondered  if  that  old 
German  ever  buried  any  bottles  of  wine  be- 
neath the  floor,  and  if  any  such  might  still  lie 
there  forgotten.  It  might  be  worth  while  find- 
ing out.  Also  nobody  knows  what  might  have 
been  buried  in  that  cellar  during  the  war. 
Nobody  knows.  They  might  dig  deeper  than- 
the  contract  called  for.  And.while  there  might 
be  no  ghosts  there  must  be  memories,  yes 
memories  fast  perishing  with  the  few  now  liv- 
ing who  knew  August  Hornung's  wine  cellar 
which  in  all  its  strength  is  now  the  victim  of 
desecrating  hands. 


The  old  Fritz  house  stood  back  of  this  cel- 
lar on  another  foundation.  Few  knew  this 
cellar  was  under  this  yard.  The  cellar  was 
reached  by  stairs  from  a  small  shelter  house. 


From  the  annual  flood  of  new  and  unnecessary  laws 
there  is  hope  of  at  least  a  partial  relief  through  a 
general  agreement  of  the  drug  trade  in  all  of  the  states 
to  the  effect  that  hereafter  all  drug  legislation  of  every 
kind,  no  matter  from  what  source  it  comes  nor  by 
whom  presented,  shall  be  resolutely  opposed  unless  it 
has  first  received  the  consideration  of  the  national 
pharmaceutical  organizations  and  also  of  the  associa- 
tion of  the  state  where  it  is  proposed  for  enactment 

The  adoption  of  such  a  general  policy  would  not 
mean  that  the  drug  trade  intended  to  set  itself  in 
opposition  to  any  proper  measure  for  public  protection, 
but  it  would  be  the  giving  of  notice  that  the  trade  will 
no  longer  serve  as  a  punching  bag  for  every  fanatic 
with  an  itch  for  publicity,  and  that  hereafter  proposed 
drug  legislation  shall  be  held  up  until  its  necessity  is 
established  upon  some  better  evidence  than  the  un- 
supported statements  of  its  proponents,  and  until  there 
has  been  ample  time  to  analyze  its  provisions  and  to 
estimate  their  probable  efiEects. 

It  is  to  be  expected  that  the  hysterical  reformer  who 
believes  his  pet  proposition  to  be  of  supreme  import- 
ance to  human  welfare,  will  assail  any  policy  that  will 
tend  to  prevent  its  immediate  adoption.  Our  answer 
shDuld  be  that  if  his  propositions  are  not  good  enough 
to  withstand  the  cool  and  discriminating  discussion  of 
the  pharmaceutical  associations,  they  are  not  good 
enough  to  be  placed  on  the  statute  books.— J.  H.  Beale. 


THE   DISTANCE  BETWEEN  A   AND   B  SHOWS   SIZE   OF   CELLAR. 
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GENUINE   MILITANT  SUFFRAGETTES. 


The  Mail  Order  Problem. 


By  Elton  J.  Buckley. 


The  following  letter  comes 
to  me  from  a  Western  retail 
dealer  in  automobile  sup- 
plies.   Every  other  retailer 
in  any  line,  even  including 
burial  caskets,  is  facing  the 
same  problem  to-day : 
From  our  experience  as  a  retail 
dealer  wc  believe  the  most  diffi- 
cult obstacle  to-day  is  the  cut- 
throat mail  order  house.    We  feel  that  legitimate  gar- 
age men  and  dealers  should  perfect  some  organization 
whereby  a  list  of  products  made  and  distributed  through 
legitimate  jobbers  only  could  be  supplied  each  member. 
Manufacturers  selling  mail  order  houses  should  have 
no  representation  on  this  list,  and  members  of  the 
organization  should  pledge  themselves  to  patronize 
only  jobbers  carrying  lines  not  sold  to  the  retail  trade 
direct,  or  through  the  mail  order  house. 

Our  experience  has  been  that  we  can  readily  sell  an 
article  at  a  legitimate  profit,  provided  the  consumer 
has  not  received  some  cut-price  inducement  Substi- 
tution of  accessories  is  easy  and  sales  can  readily  be 
made  from  a  standpoint  of  quality. 

A  great  many  trade  problems  would  be  solved 
if  something  like  this  was  possible,  but  possibly 
other  problems  more  serious  would  follow  this 
method  of  solution.  At  least  that  is  the  theory 
of  the  law. 

The  plan  which  is  above  suggested  is  sub- 

•Copyriffht  August,  191$,  by  Elton  J.  Buckley. 


stantially  identical  with  that  which  up  to  a  few 
months  ago  was  used  by  the  organized  retail 
lumber  men.  Readers  hereof  will  remember 
that  the  Government  got  after  the  lumber  re- 
tailers on  the  ground  that  they  were  seeking 
to  monopolize  the  business  and  restrain  com- 
petition. If  I  remember  rightly  they  agreed 
to  stop  what  they  were  doing,  and  allowed  an 
injunction  to  be  issued  against  themselves. 

The  lumber  plan  was  this :  There  are  first 
lumber  manufacturers,  who  prepare  lumber  for 
sale.  Then  there  are  retailers,  who  have  yards 
from  which  they  sell  to  consumers  of  lumber, 
meaning  such  j)eople  as  builders.  The  retailers 
thought  that  the  manufacturers  should  sell  only 
to  them,  and  that  only  they,  the  retailers,  should 
sell  consumers.  The  manufacturers,  however, 
thought  they  had  a  right  to  sell  anybody  who 
could  buy  the  quantity,  and  they  sold  consum- 
ers too.  The  retailers'  association  got  a  list  of 
the  manufacturers  who  sold  consumers  and 
circulated  it  generally  among  the  retail  trade, 
the  purpose  being  to  induce  the  retailers  to 
boycott  all  manufacturers  except  those  who 
would  agree  to  sell  them  exclusively.  I  believe 
there  was  a  pledge  to  do  this  and  a  penalty  for 
not  doing  it. 

My  friend,  the  dealer  in  auto  supplies,  if  I 
understand  his  letter,  would  first  organize  the 
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retail  trade,  and  would  then  prepare  an  '*  honor 
list "  of  articles  the  manufacturers  of  which  do 
not  sell  them  to  mail-order  houses.  These  the 
members  of  his  organization  would  pledge 
themselves  to  sell  exclusively,  thus  declaring 
by  implication,  at  least,  a  boycott  on  all  other 
articles. 

It  is  as  clear  as  anything  can  be  that  this 
could  not  legally  be  done,  and  that  any  attempt 
to  do  it,  on  the  part  of  an  organization,  would 
speedily  bring  the  United  States  Government 
down  upon  its  head,  if  the  question  was  ever 
raised. 

There  are  some  features  of  the  mail-order 
problem  which,  being  questions  of  expediency 
rather  than  law,  I  shall  not  discuss  very  much. 
I  do  feel  like  saying  this :  that  if  a  manufac- 
turer is  selling  a  mail-order  house  (a  retailer) 
direct,  and  refusing  to  sell  a  regular  retailer  di- 
rect, even  though  that  retailer  buys  the  same 
quantity,  he  is  guilty  of  gross  discrimination 
and  deserves  sharp  discipline.  But  if  the  manu- 
facturer sells  the  mail-order  house,  though  a 
retailer,  because  it  buys  the  quantity,  being  at 
the  same  time  willing  to  sell  at  the  same  price, 
any  other  retailer  who  will  buy  the  quantity, 
no  reasonable  complaint  can  be.  made  unless 
you  contend  that  no  manufacturer  should  sell 
any  retailer  on  any  terms.  If  a  manufacturer 
will  sell  any  retailer  who  buys  the  quantity, 
it  would  seem  more  logical  for  retailers  to  buy 
cooperatively,  so  as  to  make  up  the  quantity, 
than  to  try  and  induce  a  manufacturer  to  refuse 
to  sell  the  mail-order  house  at  all. 

I  do  discuss  this  to  this  slight  extent  because 
the  logic  of  the  regular  retailer's  position  would 
always  have  some  bearing  upon  the  feeling  of 
the  court  in  passing  on  a  given  plan  of  defense. 

If  a  given  manufacturer  is  treating  the  regu- 
lar retail  trade  unfairly  in  any  way,  there  is 
practically  only  one  thing  that  can  be  done 
concertedly,  in  my  judgment.  Of  course  any 
number  of  retailers  can  take  individual  note 
of  the  manufacturer's  unfair  practices,  and  act 
on  them  as  they  see  fit  —  by  boycotting  the 
given  goods,  if  they  like— ^ and  they  will  be 
wholly  within  their  legal  rights.  Or  an  asso- 
ciation would  also  be  within  its  legal  rights  if 
it  placed  before  its  members,  or  before  the 
trade  at  large,  the  names  of  the  manufacturers 


who  it  was  alleged  treated  retailers  unfairly. 
The  facts  setting  forth  what  the  alleged  un- 
fairness consisted  of  could  also  be  set  forth, 
but  of  course  particular  care  should  be  taken 
to  state  what  was  known  to  be  the  actual  truth 
and  no  more.  Any  such  communication  ought 
to  stop  about  there.  There  could  not  legally 
be  any  pressure  either  there  or  anywhere  else 
to  compel  retailers,  f>erhaps  against  their  will, 
to  join  in  any  movement  to  boycott  the  goods 
of  the  manufacturer  in  question.  The  facts 
could  be  stated,  and  the  whole  matter  then  be 
left  open  to  the  retailer's  commop  sense.  If 
he  chose  to  throw  the  goods  out,  all  right  — 
he  could  legally  do  it.  If  he  chose  to  go  on 
selling  them,  all  right  again  —  he  must  not  be 
interfered  with.  There  would  be  nothing  illegal 
in  arguments,  by  an  association  to  its  members, 
or  to  the  general  trade,  as  to  why  a  given  manu- 
facturer's methods  were  unfair,  but  when  every- 
thing is  said  that  can  be  said,  the  retailer  must 
be  left  alone  to  do  as  he  likes.  Any  effort 
whatever  to  coerce  him,  or  to  pledge  him,  or 
to  bind  him,  to  join  a  boycott,  would  be  danger- 
ous under  the  present  state  of  the  law. 


Some  people  like  to  procrastinate.  How  many  times 
I  have  heard  people  say:  "Oh,  just  in  a  few  years  I 
am  goiDg  to  take  things  easy."  Or:  "  In  a  few  years 
I  will  be  financially  Independent  and  am  going  to  retire, 
or  am  going  to  travel  around  the  world."  That  is  not 
the  point.  I  do  not  advocate  early  retirement,  or  late 
retirement  for  that  matter.  I  advocate  pleasant  and 
rational  leisure,  in  order  that  you  should  not  have  to 
retire  at  all  —  not  until  your  eyes  are  closed.  And 
delays  are  dangerous.  I  know  of  several  instances  in 
which,  just  when  the  hard  worker  got  ready  to  take 
things  easy  and  go  away  for  a  rest,  the  grim  reaper 
came  along  and  took  htm  away  for  an  eternal  vacation. 
Others  were  incapacitated  by  a  premature  old  age,  or 
an  intercurrent  disease,  from  leaving  their  homes.  And 
others-— and  these  are  perhaps  the  saddest  cases  of 
all  —  have  found,  when  in  their  advanced  middle  age 
they  did  venture  into  the  world,  that  they  did  not  enjoy 
it,  that  travelling  was  a  bore  and  nuisance  to  them  and 
they  were  glad  to  get  back  to  the  domestic  hearth.— 
W.  J.  Robinson,  M.D. 


Mf-  IVg  want  photographs  of  almost  anything.  If 
you  have  a  picture  of  your  show  window^  your  store  ^ 
your  house,  your  wife,  your  child^  or  of  anything  that 
you  thinh  is  inUresting  send  it  to  us  and  receive  our 
thanks  as  well  as  those  of  your  fellow  subscribers. 
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Law  For  Druggists. 

By  M.  Sumner  Coggan, 
Couniel  for  the  Massachusetts  State  Pharmaceatical  Association. 


I  SHALL  assume,  for  the  purposes  of  this 
somewhat  disconnected  talk,  that  you  have 
completed  your  education,  received  your 
degrees,  passed  the  state  board,  become 
duly  registered,  and  are  about  to  embark  as 
proprietors  of  drug  stores. 

Now,  with  the  possible  exception  of  those 
statutes  which  regulate  the  way  and  manner 
in  which  certain  dangerous  drugs  and  poisons 
are  to  be  kept  and  sold,  and  which  regulate 
the  sale  of  intoxicating  liquors,  I  know  of  no 
special  statute  law  and  no  principal  of  the 
common  law  that  is  directed  solely  at  or  is 
exclusively  applicable  to  your  profession.  I 
just  spoke  of  statute  law  and  common  law. 
What  is  the  distinction .?  There  are  two 
branches  of  man-made  law  as  distinguished 
from  the  divine  law  and  the  moral  law. 

Statute  Law  is  the  result  of  the  deliberations 
of  the  legislature,  state  and  national,  reduced 
to  definite  written  rules  of  conduct  for  the 
body  politic,  which  we  designate  as  Statutes 
or  Statute  law. 

The  Common  Law  is  the  broad  general 
appellation  given  to  those  general  rules  of 
conduct,  which  by  precedent  have  defined  the 
liabilities,  rights  and  duties  of  the  individual 
member  of  the  social  family,  and  may  be  found 
only  in  those  written  decisions  handed  down 
by  our  supreme  judicial  bodies. 

To  illustrate — The  Federal  Government  and 
the  Legislature  of  Massachusetts  have  now 
passed  acts  regulating  the  traffic  in  narcotic 
drugs. 

Those  acts  are  what  we  term  Statute  Law. 
There  is,  however,  no  statute.  Federal  or  State, 
which  says  that  you  must  not  make  the  mis- 


take of  giving  laudanum  when  rhubarb  is 
called  for,  and  making  you  liable  in  damages 
to  the  party  injured,  but  you  ^r^ liable  and  your 
liability  is  determined  by  the  principles  of  the 
Common  Law.  The  principle  of  the  Common 
Law  on  which  your  liability  is  predicated  is 
the  broad  general  one  of  '*  the  duty  which  you 
owe  to  society  to  refrain  from  doing  any  act 
which  will  inflict  a  wrong  or  do  an  injury  to 
our  fellow  man.*' 

This  same  principle  which  governs  your 
liability  is  the  one  that  makes  the  railroad 
liable  for  injuries  to  the  public, —  the  owner 
of  the  automobile  for  injuries  to  pedestrians, 
etc.  The  legal  maxim  on  which  liability  is 
predicated  is  that  ''anyone  is  responsible  for 
the  natural  consequences  of  his  negligent  act.'* 

Hence,  a  druggist  who  makes  a  mistake  in 
the  compounding  of  a  prescription,  or  affixes 
the  wrong  label,  or  makes  an  error  in  tran- 
scribing the  directions  from  a  prescription  to 
the  label,  must  suffer  in  damages  to  the  party 
injured  thereby. 

And  by  another  principle  of  the  common 
law,  known  as  the  law  of  agency,  the  proprietor 
of  the  store  becomes  liable  for  any  mistake  of 
his  clerk,  by  whose  error  a  party  is  injured  or 
rendered  ill.  But  of  course,  as  I  have  said 
before,  in  every  instance  the  one  element 
which  must  be  affirmatively  shown  by  the  in- 
jured party  is  negligence.  Unless  negligence 
exists  no  liability  attaches  to  the  druggist. 

Many  drugs  to-day  are  sold^  in  packages 
or  bottles  just  as  received  from  the  manu- 
facturers, and  when  the  manufacturer  is  the 
guarantor  of  their  contents  as  he  represents 
them  to  be,  it  is  a  very  different  thing  for  the 
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druggist  or  retailer.  The  druggist  has  the 
right  to  rely  upon  the  representations  made 
to  him  by  the  manufacturer. 

If  he  has  bought  the  drug  from  a  reputable 
manufacturer,  either  directly  or  indirectly 
under  oral  representation  of  its  contents  or  as 
to  what  it  is,  and  he,  not  knowing  differently, 
sells  it  in  reliance  upon  their  representation, 
he  will  not  be  liable  if  it  turns  out  to  be  a 
different  drug,  though  the  use  of  such  drug 
produces  serious  injury  to  the  person  taking 
it.  There  must  be  negligence  upon  tjie  part 
of  the  druggist  making  the  sale,  unless  he 
enters  into  an  engagement  of  warranty. 

It  is  very  different,  however,  where  the 
druggist  breaks  the  package  and  retails  it  to 
the  customer.  He  then  has  the  opportunity 
to  examine  and  ascertain  what  the  drug  is  that 
he  is  selling.  The  label  of  a  harmless  drug 
placed  by  a  reputable  wholesale  dealer  on  a 
poisonous  drug,  purchased  from  them,  will  not 
protect  the  druggist  from  liability,  even  though 
he  has  failed  to  discover  the  mistake  when 
handling  it. 

Having  the  opportunity  to  ascertain  the 
character  of  the  drug  sold,  the  least  inatten- 
tion or  want  of  skill  on  his  part  to  ascertain  its 
properties  or  what  it  is,  will  render  him  liable 
to  a  person  taking  it  to  his  injury,  who  has 
relied  upon  the  tacit  representations  put  forth, 
by  the  act  of  sale,  concerning  the  properties 
of  the  drug  represented.  For  the  Common 
Law  say.'5,  all  persons  who  deal  with  deadly 
poisons,  noxious  and  dangerous  substances, 
are  held  to  a  strict  accountability.  The  Com- 
mon Law  further  holds  that  there  is  an  implied 
representation  on  the  part  of  the  druggist 
that  the  drug  delivered  to  the  purchaser  is 
the  drug  requested,  and  the  purchaser  has  a 
right  to  rely  upon  that  representation. 

So  much  for  the  basis  of  your  civil  liability 
for  carelessness  or  error  in  the  compounding 
of  drugs.  I  know  of  no  profession,  not  ex- 
cepting even  that  of  the  physician,  which  is  so 
productive  of  serious  consequences  following 
carelessness  or  negligence  than  the  profession 
in  which  you  are  about  to  engage. 

I  have  hinted  at  the  serious  consequences 
which  may  follow  the  result  of  the  mistakes  of 
yourself  or  your  employes,  but  fortunately  you 


are  able  to  purchase,  at  a  comparatively  small 
annual  payment,  an  indemnity  from  financial 
liability  following  your  mistakes,  and  immunity 
from  the  burden  of  personally  preparing  and 
defending  any  action  which  may  be  brought 
against  you. 

I  refer  to  the  Druggist  liability  insurance 
policies.  I  believe  no  man  in  the  drug  business 
to-day  can  afford  to  be  without  this  policy.  I 
settled  an  action  last  year,  by  the  payment  to 
the  plaintiff  of  ^1,000,  for  injuries  alleged  to 
have  been  caused  by  the  transposition  of  labels 
on  two  bottles,  and  after  the  settlement  I 
figured  up  with  my  client  what  it  would 
have  cost  him  had  he  carried  the  insurance 
I  have  spoken  of,  and  we  found  that  it  would 
have  cost  him  only  J268  for  the  entire  time  he 
had  been  in  business. 

Should  you  take  out  one  of  these  policies, 
however,  great  care  should  be  taken  to  see 
that  it  covers  the  dispensing  of  impure  foods 
as  well  as  drugs.  There  are  very  few  drug 
stores  to-day  which  do  not  sell  soda  or  candy, 
which  have  been  defined  as  food,  and  unless 
you  absolutely  insist  upon  it,  and  let  your  in- 
surance agent  know  that  you  know  what  you 
are  talking  about,  he  will  write  a  policy  for 
you  which  does  not  protect  you  in  the  confec- 
tionery and  soda  fountain  end  of  your  business. 

But  one  thing  I  do  want  to  impress  upon 
you  above  all  others.  Do  not  let  the  fact  that 
you  carry  insurance  abate  in  the  slightest  de- 
gree the  care  and  attention  to  the  smallest 
detail  of  compounding,  labeling  and  dispens- 
ing of  your  stock. 

There  are  some  things,  some  wrongs  and 
sufferings  that  money  can  compensate  for,  but 
should  any  act  of  carelessness  or  inattention 
on  your  part  result  in  the  taking  of  a  human 
life,  no  money  damages  can  ever  compensate 
for  that  or  abate  one  iota  the  anguish  and 
remorse  that  will  ever  after  be  yours. 

You  might  think  from  my  talk  that  I  have 
some  financial  interest  in  insurance  companies, 
but  I  have  not.  I  have,  however,  seen  so 
many  men  wrecked  in  business  by  some  one 
error  that  an  insurance  policy  would  have 
covered,  that  I  cannot  but  appreciate  the  im- 
portance of  the  various  classes*  of  insurance 
that  I  am  recommending  to  you. 
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You  should  also  insure  under  some^approved 
company  whereby  you  become  a  subscriber  to 
the  "Workmen's  Compensation  Act.*'  The 
expense  is  based  on  the  ^ize  of  your  pay  roll, 
and  you  become  immediately  relieved  from 
any  liability  to  persons  in  your  employ  who 
may  be  injured  in  the  course  of  their  employ- 
ment, and  at  the  same  time  it  gives  to  the 
injured  employ^  certain  medical  attendance 
or  remuneration  while  incapacitated. 

Then  again  there  is  one  more  policy  which 
you  should  take  out.  The  general  liability 
policy,  not  expensive  but  a  very  pleasant  help 
in  time  of  trouble.  Your  awning  may  be  too, 
low  and  knock  off  a  pair  of  glasses  (invariably 
a  very  expensive  pair).  The  hooks  on  which 
you  tie  your  awning  rope  may  engage  a  man's 
fur  coat  and  tear  it  (of  course  it  would  be  an 
expensive  one).  Your  marble  steps  may  be- 
come slippery  from  the  mud  or  slush  that  is 
deposited  upon  them,  or  the  soap  suds  with 
which  they  are  washed,  and  a  broken  leg  or 
arm  will  cost  you  more  than  the  premiums  of 
the  policy  for  many  years. 

The  few  following  suggestions  that  I  am 
giving  you  apply  to  a  man  entering  on  any 
line  of  mercantile  business  and  are  most  im- 
portant. Do  not  take  a  store  without  a  written 
lease  for  a  definite  period  and  with  the  option 
on  your  part  of  renewal.  Be  sure  that  the 
party  from  whom  you  lease  has  the  right  to 
give  you  that  lease,  if  he  is  the  owner  that  he 
has  a  good  title  and  that  no  condition  of  any 
mortgage  on  the  premises  may  be  broken  by 
your  establishing  a  drug  business,  or  a  business 
where  the  prohibition  of  the  sale  of  liquor  is 
a  condition  in  the  title  of  the  property. 

If  you  are  sub-leasing  from  a  lessee,  be  sure 
that  his  lease  gives  him  the  right  to  sub-lease, 
and  contains  nothing  that  will  prohibit  your 
rights  to  do  business  on  the  premises  as  a 
druggist.  If  your  lease  runs  for  seven  years 
or  if  it  runs  for  a  shorter  period  and  your 
option  for  an  extension  would  carry  it  beyond 
the  seven  years'  period,  your  lease  must  be 
recorded. 

Should  you  be  so  fixed  financially  that  you 
were  obliged  to  buy  your  fixtures,  scales,  cash 
registers,  soda  fountains,  etc.,  on  what  is  known 
as  a  lease  or  conditional  sale,  do  not  lose  sight 


of  the  fact  that  every  dollar  you  pay  until  the 
last  payment  is  made  is  simply  for  rent,  and 
the  default  in  any  one  payment  at  the  time 
specified  in  the  gontract  technically  breaks  the 
contract  and  the  party  who  owns  the  property 
may  come  in  and  take  it,  and  you  lose  every 
dollar  you  have  paid.  Should  you  lose  sight 
of  this  fact  and  include  one  of  these  leased 
articles  in  a  mortgage,  you  would  become 
criminally  liable  and  subject  to  a  jail  penalty. 

Should  you  desire  to  purchase  a  going  busi- 
ness, you  should  exercise  the  greatest  care  in 
investigation  of  the  amount  of  business  pre- 
viously done,  remembering  that  any  repre- 
sentations of  the  seller  may  be  merged  in  the 
written  contract  which  you  enter  into,  and  that 
in  no  case  is  the  seller  bound  by  any  such 
representations  as  he  may  make  as  to  what 
business  you  may  do  if  you  buy  his  store. 

You  should  satisfy  yourself  as  to  his  title, 
as  to  whether  there  are  any  personal  property 
mortgages  recorded  at  the  City  Hall  against 
the  goods  in  the  store,  and  as  to  his  right  to 
transfer  his  right  in  the  lease.  Under  what 
is  known  as  the  sales  of  goods  in  bulk  act, 
the  party  from  whom  you  purchase  must  give 
you  a  sworn  list  of  his  creditors,  and  they  must 
be  notified  before  the  sale  takes  place,  or  his 
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stock,  even  after  you  have  purchased  it  and 
entered  into  possession,  still  remains  liable  for 
his  past  indebtedness. 

Should  you  buy  a  bankrupt  stock,  or  pur- 
chase a  store  through  a  trustee  or  receiver  in 
bankruptcy,  you  should  for  your  protection 
satisfy  yourself  that  the  trustee  or  receiver 
has  been  duly  authorized  by  the  Court  to  sell 
for  the  particular  amount  which  you  are  paying. 

In  making  contracts  or  giving  orders,  always 
make  and  keep  a  copy,  and  be  sure  that  your 
ropy  is  an  accurate  one.  Be  sure  that  your 
contracts  contain  all  the  terms  which  you 
have  orally  agreed  to  with  the  other  party,  as 
the  law  presumes  that  if  a  contract  is  once 
reduced  to  writing  it  contains  everything  there 
was  to  it,  and  oral  evidence  cannot  be  intro- 
duced to  contradict  or  enlarge  on  the  written 
terms  set  forth  in  it. 

In  the  purchase  of  goods  within  the  State, 
either  of  food  or  drugs,  you  can  obtain  from 
your  jobber  a  guarantee  that  if  the  goods  are 
not  as  represented,  or  not  up  to  the  standard, 
you  can  come  back  on  the  manufacturer. 

Under  no  conditions  should  you  be  per- 
suaded to  endorse  a  promissory  note  for  your 
neighbor  or  business  friend.  Look  upon  your 
assets  as  belonging  to  your  creditors  to  the 
extent  of  your  liabilities.  Take  for  your  guid- 
ance the  golden  rule,  and  remember  that  your 
business  is  yours  to  conduct  and  not  to  be  left 
to  your  employes. — Bulletin  of  the  Mass.  Col- 
lege of  Pharmacy. 

A  HfsimaA  Docum«A«. 

Dear  Spatula :  I  have  always  enjoyed  your  maga- 
zine. I  have  taken  a  good  many  of  the  periodicals  in 
our  line  and  I  find  that  each  one  fills  a  place  not  occu- 
pied by  the  others.  And  I  have  found  yours  quite 
helpful  in  its  way  and  always  enjoy  going  through  its 
pages. 

In  the  November  of  19 12  our  biggest  capitalized 
bank  failed.  I  was  an  endorser  on  some  notes  and 
they  took  all  my  money  in  the  bank  to  help  cover 
these  endorsements.  This  made  me  slow  pay  for  some 
little  bit  and  my  landlord  refused  to  renew  my  release 
for  a  prominent  corner  where  I  carried  on  a  business 
running  from  twelve  to  nineteen  thousand  dollars  a 
year. 

I  could  get  no  place  at  all,  and  in  addition  to  all 
these  troubles  a  party  who  owed  me  several  thousand 
dollars  was  also  caught  in  the  bank,  and  so  two  thou- 
sand dollars  I  was  expecting  to  get  just  a  month  or 
two  after  the  bank  failed  never  put  in  an  appearance. 


This  altogether  put  me  in  the  hole  and  I  have  been  in 
that  hole  for  two  years  and  a  half  trying  to  struggle 
out  in  an  honorable  way  and  pay  all  my  honest  debts. 

At  present  I  am  occupying  a  little  shanty  of  a  drug 
store  building  in  which  is  contained  the  remnant  of 
my  stock  and  my  very  fine  fountain.  The  fountain  is 
so  fine  and  large  I  cannot  sell  it  to  the  small  man  and 
the  big  man  will  not  have  it  because  it  is  second 
handed.  When  I  left  the  down  town  district  I  had  a 
very  good  stock  of  drugs,  probably  somewhere  near 
four  thousand,  and  I  have  been  eating  off  that  ever 
since,  never  being  able  to  get  enough  ahead  to  move 
the  store  to  some  other  place  nor  able  to  induce  any 
man  to  put  any  money  into  it  to  help  move  it. 

All  this  preamble  will  explain  why  I  have  not  ponied 
up  my  subscription.  I  came  by  the  drug  store  by 
accident  and  if  some  German  sympathizer  would  put 
a  good  sized  bomb  inside  of  it  and  blow  the  whole 
thing  out  of  sight  it  would  be  a  relief  to  my  mind  and 
I  think  a  benefit  to  my  pocket,  not  for  what  may  be 
in  my  pocket,  but  for  what  might  get  in  my  pocket  if 
this  demnition  thing  was  out  of  the  way. 

In  the  down  town  district  where  I  bad  my  store 
there  were  fifteen  drug  stores  within  three  blocks  and 
you  had  to  go  out  on  the  street  with  a  club  and  drive 
into  your  store  your  share  of  the  trade.  Drug  stores 
had  to  be  made  over  into  slop  joints  and  cheap  depart- 
ment stores  to  make  them  pay  at  all. 

Ye  gods !  think  of  it !  Pies,  cake,  ice  cream,  soda 
water,  soups,  entrees,  tied  to  the  coat  tail  of  a  drug 
store. 

And  the  half  has  not  yet  been  told. 

Doctors  hired  to  cater  to  your  store  by  giving  them 
beautiful  offices  worth  twenty-five  and  thirty  or  more 
dollars  per  month.  Even  so,  six  days  not  being  enough 
the  good  Christian  brothers  would  operate  on  Sunday, 
selling  anything  under  the  sun,  cheap  jewelry,  glass- 
ware, handkerchiefs,  etc.,  ad  nauseam ! 

Gentlemen,  I  am  sorry  you  didn't  send  me  more 
paper  I  would  have  written  more,  so  donH  blame  me 
if  I  stop.    Yours, 

[In  explanation  of  the  concluding  paragraph  of  the 
above  heart-to-heart  talk,  it  is  necessary  to  state  that 
the  letter  was  written  for  economy's  sake  on  the  back 
of  an  appealing  communication  we  sent  our  subscriber 
telling  him  of  the  joy  a  remittance  from  him  just  at 
this  time  would  bring  to  our  patient  souls.  It  has 
given  us  pleasure  to  mark  his  subscription  card  '^  paid 
by  contribution.''  We  hope  the  future  may  be  kinder 
to  him  than  has  been  the  past. —  £d.] 

His  SJip«ri«AG«. 

The  Spatula  is  one  of  the  most  interesting  and 
lively  journals  I  have  ever  read. 

Randall  H.  Greeley. 
Portsmouth^  N.  H.^June  22,  igiS- 

A  Pfftif  from  Htilf. 

As  you  request  I  am  enclosing  herewith  $1  for  the 
renewal  of  my  subscription  to  The  Spatula  which 
I  have  now  fi;rown  to  feel  that  I  cannot  do  without     I 
look  forward  with  interest  to  its  coming  each  month. 
Chicago^  llLyJuiy  /j,  /p/j.  William  Huff 
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STORE  WINDOW   REFLECTION. 
( Republished  by  courtesy  of  the  Decorative  Furnisher,  460  Fourth  Ave.,  New  York. ) 


Meeting  Chain  Store  Competition. 

By  Robert  P.  Fischelis,  B.Sc,  Pharm.D. 


OTIoDg  ago  I  had  occasion  to  visit 
a  friend  who  runs  a  retail  drug 
store  which  is  located  in  a  busy 
section  of  one  of  the  larger  cities. 
Only  about  one  block  distant  there 
is  located  the  store  of  one  of  the 
large  corporations  whose  ramifica- 
tions  in  the  form  of  retail  estab- 
lishments extend  throughout  the 
Eastern  section  of  the  country. 

The  corporation  store  had  been  started  since  I  last 
saw  my  friend,  and,  like  many  others,  I  believed  that 
his  business  would  sufiEer  materially  through  the  ac- 
tivity of  the  new  competitor.  Entering  the  store,  I 
was  somewhat  surprised  at  the  changes  which  had 
taken  place  in  its  appearance  and  the  number  of  cus- 
tomers which  came  and  went  in  a  pretty  steady  stream. 
"  The  chain  store  doesn't  seem  to  have  affected  your 
business  a  great  deal,"  I  said  after  greeting  him. 
*'  No,"  he  replied,  *'  on  the  contrary,  it  has  helped  me. 
It  brought  me  to  a  realizing  sense  of  what  my  store 
needed  to  be  considered  first-class,  and  luckily  I  saw 
it  in  time."  After  some  little  questioning  on  my  part, 
he  related  the  following : 

**  You  sec,"  he  began, "  that  my  store  looks  differ- 
ent. About  a  year  ago  I  first  heard  that  the  Blank 
Company  were  going  to  open  a  store  in  the  next  block, 
and  I  was  greatly  discouraged.  I  had  read  a  whole 
lot  about  chain  store  methods  and  chain  store  compe- 
tition, and  it  all  resolved  itself  into  this  one  thing: 
that  there  is  no  use  in  trying  to  compete  with  a  big 


corporation.  There  were  two  things  for  me  to  do : 
first,  to  try  to  sell  out  and  become  a  clerk  for  some  one 
else,  the  corporation,  perhaps.  Second,  to  spend  every 
cent  I  had  made  and  fight  the  newcomer  as  best  I  could 
and  as  long  as  I  could.  I  confess  I  did  not  believe  it 
would  be  very  long.  Nobody  would  give  any  kind  of 
a  figure  for  my  store,  knowing  that  the  other  place 
would  soon  be  opened,  so  rather  than  close  a  bad  bar- 
gain I  decided  to  try  my  luck  at  competition,  resolv- 
ing to  spend  all  but  enough  money  to  tide  me  over 
about  two  months,  in  case  I  needed  to  look  for  a  job. 
"  For  the  first  time  in  my  life,  I  decided  to  take  a 
real  inventory  of  the  store.  Of  course  I  had  sort  of 
estimated  my  stock  each  year  to  provide  for  emergen- 
cies in  case  I  needed  to  collect  insurance,  but  it  was 
never  a  real  inventory.  Honestly,  I  was  surprised  at 
the  result.  I  didn't  know  I  had  so  much  stuff.  Then 
I  looked  over  my  fixtures,  and  after  some  debate  I 
decided  to  invest  one-half  of  my  bank  balance  in  a 
new  set.  It  was  a  desperate  game  that  I  had  set  out 
to  play,  and  I  realized  that  it  was  a  case  of  win  or  go 
absolutely  ^  down  and  out,'  so  I  had  to  get  a  dollar's 
worth  for  every  dollar  I  spent.  Instead  of  simply  giv- 
ing the  order  for  a  set  of  fixtures  to  a  friend  of  mine 
who  had  installed  the  old  ones  twenty  years  ago,  and 
leaving  the  arrangement,  quality,  color,  etc.,  to  him, 
as  was  done  previously,  I  decided  to  let  some  of  the 
manufacturers  of  drug  store  fixtures  submit  plans  and 
quote  prices.  One  of  these  firms  landed  the  contract, 
but  only  after  I  had  been  convinced  that  they  had 
economized  space  to  the  utmost  and  had  given  me  the 
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best  possible  price.  I  was  beginning  to  enjoy  this 
thing  of  going  into  details,  figuring  out  plans  ahead 
and  comparing  prices.  I  felt  like  a  real  business  man. 
Some  of  the  fixture  people  quite  embarrassed  me  at 
times  with  their  questions.  They  wanted  to  know,  for 
instance,  how  much  space,  comparatively,  I  wanted  to 
allot  to  each  department.  How  did  I  know,  when  I 
had  no  way  of  telling  the  comparative  earnings  of  the 
various  lines  I  carried.  You  know  we  used  to  have 
•our  stationery,  toilet  articles,  and  the  thousand  and 
one  other  things  all  mixed  up,  and,  by  the  way,  that 
indexing  scheme  they  have  nowadays  is  great.  Why, 
I  used  to  spend  hours  and  work  myself  into  an  awful 
grouch  looking  for  things  which  I  knew  must  be  some- 
where around  the  store,  but  I  just  could  not  remember 
where  I  had  put  them.  It's  all  changed  now.  We 
know  what  we  have  and  where  to  find  it  when  needed. 

.  ''About  the  time  I  had  the  new  fixtures  installed  the 
chain  store  people  began  to  advertise  their  coming  to 
the  public.  I  realized  that  I  would  also  have  to  do 
some  advertising  if  I  wanted  to  show  the  public  I  was 
still  alive.  There  were  enough  improvements  in  the 
store  to  talk  about,  and  I  began  to  study  the  chain 
store's  advertisements  and  analyze  its  business  meth- 
ods, making  several  trips  to  one  of  the  older  establish- 
ments of  this  corporation  in  our  city. 

*'  I  came  to  the  conclusion  that  one  of  the  big  busi- 
ness-getting features  of  the  chain  store  is  the  line  of 
preparations  marketed  under  its  own  name.  If  I  had 
only  awakened  soon  enough  I  could  have  put  up  a  line 
of  preparations  of  my  own,  but  you  know  it  takes  a 
long  time  to  popularize  such  things  without  a  lot  of 
money  to  spend  for  advertising,  and  as  I  was  hard 
pressed,  I  joined  a  cooperative  concern  having  a  line 
of  popular  preparations.  This  concern  furnishes  ad 
vertising  literature,  such  as  monthly  bulletins  and  cir- 
culars, which  can  be  mailed  or  otherwise  distributed, 
and  which  bring  results.  Yes,  and  that  reminds  me 
that  I  now  have  a  miiling  list  of  customers  and  pros- 
spectlve  customers.  You  know,  when  I  think  of  all 
the  opportunities  I  have  allowed  to 'slip  by  in  the  past, 
I  often  wonder  how  I  ever  got  along.  We  never 
mailed  any  advertising  literature  to  people,  not  even 
with  our  monthly  statements.  But  that  is  all  changed 
now.  Why,  I  have  gone  so  far  as  to  get  up  a  mailing 
list  for  my  different  departments:  a  men's  list  for 
cigars  and  a  women's  list  for  candy,  besides  a  general 
mailing  list  which  we  take  pains  to  keep  up  to  date. 
When  we  have  some  special  cigar  or  candy  offer  we 
really  make  it  go  now,  because,  with  the  aid  our  litera- 
ture and  display  facilities,  we  know  how  to  reach  the 
people  that  would  be  interested,  and  they  are  respond- 
ing because  we  never  offer  anything  on  a  special  sale 
that  is  not  worth  the  money  asked  for  it. 

"  I  have  cut  out  lending  my  name  to  patent  medicine 
advertisements  in  the  daily  papers.  Instead  I  am  pay- 
ing for  the  space  which  I  use  myself,  and  I  use  it  to 
advertise  our  own  specialties. 

'*  Whenever  possible,  the  articles  which  we  sell  are 
put  up  under  our  own  name.    Look  at  that  sign  over 


there.    I  looked  and  saw  in  a  conspicuous  part  of  the 
store  the  following  words : 

'* '  All  goods  bearing  our  label  are  guaranteed.  We 
shall  cheerfully  refund  the  purchase  price  or  exchange 
anything  found  unsatisfactory.* 

*'  That  sign,'*  said  my  friend,  ''has  clinched  many  a 
sale  for  me. 

^' About  four  weeks  ago,  the '  chain '  people  were  sell- 
ing apples  which  they  displayed  in  their  show  window 
with  the  sign,  'An  apple  a  day  keeps  the  doctor  away.' 
During  the  same  period  that  this  display  was  in  their 
window  we  had  a  display  of  crude  drugs  and  prepara- 
tions with  a  sign  bearing  the  following  inscription: 

'"We  have  never  studied  fruit-vending,  but  we  have 
given  a  great  deal  of  time  and  study  to  filling  prescrip- 
tions. When  you  are  sick  see  your  doctor ;  apples  will 
not  help  you.' 

"  Now  do  not  get  the  idea  that  I  am  trying  to  run  a 
prescription  pharmacy  only.  Far  from  it.  I  would 
not  be  here  if  I  tried  it  in  this  section,  but  I  do  use 
that  prescription  window  display  or  something  like  it 
whenever  the  other  fellows  display  a  line  of  goods 
belonging  to  the  grocery  rather  than  to  the  pharmacy 
and  when  they  antagonize  the  doctor. 

"  I  cannot  stop  to  tell  you  about  all  my  plans,  but  I 
do  want  to  tell  you  about  this  one; 

"About  the  isth  of  April,  the  chain  store  advertised 
opening  day  at  the  fountain  with  the  following  offer; 

'^ '  A  half  pound  of  "  Blank  "  chocolates  given  away 
with  each  50  cents'  worth  of  soda  checks.'  I  studied 
for  a  long  time  before  I  hit  on  a  plan  to  meet  them  on 
this  proposition.  Their  opening  day  came  on  Satur- 
day. I  decided  to  make  our  fountain  opening  a  two- 
day  affair,  Friday  and  Saturday.  In  my  newspaper 
space  I  inserted  the  following  advertisement : 

" '  Your  money  has  twice  its  ordinary  value  at  our 
fountain  on  Friday  and  Saturday.  From  twenty-five 
cents  upward,  we  double  your  money  in  soda  checks, 
which  are  good  all  the  year  at  this  store.' 

"  I  reasoned  that  any  one  with  as  many  as  five  ten- 
cent  checks,  or  over,  in  his  pocket  would  not  be  likely 
to  patronize  another  fountain  until  they  were  all  used, 
and  that  people  would  be  more  apt  to  spend  twenty- 
five  cents  in  advance  for  sodas  than  fifty  cents.  I  had 
sufficient  confidence  in  my  fountain  offerings  to  believe 
that,  once  won  over,  these  people  would  be  regular 
patrons.  We  have  a  special  ice  cream  made  accord- 
ing to  our  own  formula,  and  advertised  extensively, 
that  is  taking  very  well.    It  is  a  fine  trade  holder. 

"  Of  course  the  ^  chain '  store  sold  some  soda  checks 
and  gave  away  some  candy  on  Saturday,  but  I  veature 
to  say  that  it  sold  none  to  the  people  who  visited  my 
store  on  Friday.  Wouldn't  a  dollar's  worth  of  soda 
fountain  offerings  for  fifty  cents  (checks  good  any 
time)  look  bigger  to  you  than  a  box  of  candy  and  fifty 
cents'  worth  of  soda  for  the  same  amount  ?  Why,  half 
the  people  who  saw  the  '  chain '  store  advertisement 
thought  it  was  only  a  scheme  for  them  to  get  rid  of  a 
lot  of  old  candy  which  they  had  stocked  too  heavily. 
As  long  as  we  had  to  give  something  away  to  start  the 
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season  we  might  as  well  make  it  look  as  "  casby  "  as 
possible." 

"  With  all  this  extra  work  you  must  need  a  larger 
force  of  clerks,"  I  said  to  my  friend.  "  Well,"  he  re- 
plied, *'  that  is  another  matter  in  which  I  have  made 
some  changes.  We  used  to  get  along  here  with  a 
registered  man,  a  soda  dispenser  and  a  boy.  When  I 
began  to  find  out  that  my  time  was  more  valuable 
when  spent  in  planning  things  for  the  store  and  attend- 
ing to  Uie  buying  and  advertising  I  engaged  an  assist- 
ant, and  we  are  now  ready  to  take  on  another  one,  and 
the  way  the  soda  business  is  going,  I  think  I  can  aiford 
to  hire  two  dispensers  instead  of  having  the  clerks 
help  out. 

"Of  course  this  extra  help  reduces  our  working 
hours,  and  I  now  have  an  arrangement 'whereby  each 
clerk  gets  two  afternoons  and  two  evenings  oif  a  week 
as  well  as  every  other  Sunday.  1  tell  you  we  all  feel 
better  since  we  have  had  more  rest,  and  the  amount  of 
work  I  can  get  out  of  the  clerks  is  a  revelation.  They 
are  just  as  enthusiastic  about  this  scrap  as  I  am,  and 
many  of  my  best  schemes  have  been  worked  out  from 
their  suggestions." 

"  How  do  you  get  along  with  the  doctors? "  I  asked. 
**Cou]dn*t  get  along  better  with  them,"  he  replied. 
"  The  chain  store  people  don't  seem  to  go  after  them 
at  all,  and  even  if  they  did  now,  they  couldn't  get  any- 
thing out  of  them.  All  I  had  to  do  was  to  call  atten~ 
tion  to  that  '*  apple "  slogan,  and  any  of  them  who 
might  have  been  on  the  line,  ready  to  favor  the  cor' 
poration,  jumped  back  to  my  side.  Of  course  I  keep 
hammering  U.S.  P.  and  N.F.  preparations  into  them." 

My  own  observations  while  talking  to  this  friend 
revealed  that  customers  were  being  treated  as  though 
they  were  really  wanted  in  this  store.  All  of  the  usual 
service  features  found  in  corporation  stores  prevailed 


here.  As  I  started  to  leave,  I  lit  a  cigar  with  the  new 
lighter  and  I  smiled  as  I  thought  of  the  old  gasoline 
and  electric  spark  lighter  that  used  to  hang  from  the 
ceiling  and  was  always  out  of  order.  Surely  a  big 
change  bad  come  over  this  man  in  a  year. 

^*  How  about  the  cut  price  proprietaries?  "  I  asked, 
as  a  parting  question.  ''Well,  of  course,"  said  my 
friend,  "  that  is  a  bad  feature.  We  have  to  meet  the 
chain  store  prices,  but  I  was  reading  in  one  of  the 
journals  last  week  that  they  are  trying  to  pass  a  law 
to  prevent  price  cutting.  I  certainly  hope  that  goes 
through." 

*'  Well,"  I  replied,  "  if  you  are  interested  in  having 
that  law  passed  why  don't  you  do  something  to  help 
its  progress  through  Congress.  Come  up  to  the  State 
meeting  and  you'll  hear  all  about  it." 

"  I  owe  four  years'  dues,"  he  said,  after  some  hesi- 
tation," and  haven't  taken  any  interest  in  the  associa- 
tion since  I  joined,  but  you  have  gotten  me  interested 
in  that  price-cutting  bill.  Good-bye.  I'll  see  you  at 
Forest  Park." 

[The  above  article  was  read  by  its  author  originally 
at  the  191 5  meeting  of  the  Pennsylvania  Pharmaceu- 
tical Association  and  kindly  contributed  by  him  to 
The  Spatula.] 


DisGOV«r9^  of  Ffftll«r*s  EartH* 

Fuller's  earth  was  discovered  in  Florida  in  1893 
through  mere  accident.  An  effort  was  made  to  burn 
brick  on  the  property  of  the  Owl  Cigar  Company  near 
Quincy ;  the  effort  failed,  but  an  employee  of  the  com- 
pany called  attention  to  the  close  resemblance  of  the 
clay  to  the  German  fuller's  earth.  Florida  is  now  the 
leading  State  in  the  production  of  fuller's  earth,  hav- 
ing reported  for  1914  more  than  75  per  cent  of  the 
total  quantity  and  value. 


STORE  WINDOW   REFLECTION  OVERCOME. 
( Same  window  as  shown  on  page  S41.    Republished  by  courtesy  of  the  Decorative  Furnisher.  460  Fourth  Ave.,  New  York. ) 
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Abo«t  BotmiB* 

The  production  of  crude  borate  materials  in  the 
United  States  in  1914  was  62^00  short  tons,  valued  at 
11,464,400,  as  compared  with  58,051  tons  in  1913,  valued 
at  ^1,491,530.  This  is  an  increase  in  quantity  of  7>i 
per  cent,  according  to  Charles  G.  Yale  and  Hoyt  S. 
Gale  of  the  United  States  geological  survey.  All  the 
crude  borate  material  now  used  in  this  country  is  the 
mineral  colemanite.  The  product  during  19 14  was 
obtained  from  three  mines,  all  in  southern  and  south- 
eastern California,  the  larger  part  comiog,  as  usual, 
from  the  Lila  C.  mine  of  the  Pacific  Coast  Borax  Co., 
in  the  mountains  of  the  Death  Valley  region  of  Inyo 
county.  During  the  year  this  company  completed  a 
calcining  plant  at  Death  Valley  Junction  to  roast  the 
lower  grade  ores  before  shipping  them  to  New  Jersey 
to  be  refined.  It  also  completed  a  narrow  gauge  rail- 
road from  the  Tonopah  &  Tidewater  railroad  at  Death 
Valley  Junction  to  the  Biddy  McCarthy  and  Monte 
''Blanco  mines  of  the  company  in  the  Furnace  Creek 
region,  which  have  not  yet  been  operated. 

The  Sterling  Borax  Co.,  near  the  border  of  Los 
Angeles  county,  was  second  in  production.  Two  grades 
of  ore  are  mined  and  are  roasted  to  remove  impurities- 
On  calcination  the  colemanite  content  of  the  ore  is 
dehydrated  and  becomes  a  fine  powder. 

The  Stauffer  Chemical  Co ,  of  San  Francisco,  which 
was  once  interested  in  the  borax  mines  at  Lang,  has 
obtained  a  controlling  interest  in  the  holdings  of  the 
Russell  Borate  Co.  in  the  Ventura  district.  This  com. 
pany  hauls  the  ore  35  miles  to  rail  and  ships  it  to  San 
Francisco  for  refining.  The  season  is  limited  to  about 
seven  months  in  the  year  on  account  of  heavy  roads 
in  the  winter.  A  4o-foot  deposit  of  colemanite  is  re- 
ported to  have  been  discovered  at  a  depth  of  370  feet 
by  ranchmen  drilling  for  water  about  four  miles  from 
Rich  station,  in  the  Kramer  district,  San  Bernardino 
county,  Cal. 

Chili  and  the  United  States  lead  the  industry  with 
approximately  equal  output  of  borates,  or  boric  acid 
and  borax,  each  producing  in  round  numbers  about 
-  40,000  to  50,000  metric  tons  of  crude  ores,  mainly  cal- 
cium borates.  Turkey  probably  stands  third  in  rank 
of  production,  with  a  reported  average  production  of 
14,000  tons  reported  as  boracite;  and  Peru,  Bolivia, 
Italy,  Argentina  and  India  are  also  producers. 

The  price  of  borax  crystals  is  quoted  ts  3^1^  to  4  cents 
a  pound,  though  it  rose  to  4X  to  4^  at  the  very  close 
of  the  year.  The  price  of  boric  acid  crystals,  which 
is  normally  7  to  x>^  cents  a  pound,  advanced  to  7^  to 
Sji  cents  at  the  close  of  the  year.  The  tying  up  of 
some  foreign  sources  of  supply,  as,  for  instance,  the 
mines  on  the  Sea  of  Marmora,  and  the  interruption  of 
foreign  business  has  created  somewhat  larger  demand 
for  the  American  products,  and  a  slight  rise  in  price 
may  be  expected. 


IVAy  not  lei  us  hear  from  you  if  you  are  in  pharm- 
aceutical trouble  or  have  found  a  way  ff  doing  some- 
thing that  seems  good  to  you. 


Thomas  A.  Edison's  latest  invention,  the  telescribe, 
which  makes  a  permanent  record  of  a  telephone  con- 
versation between  two  persons,  bears  out  a  remarkable 
prophecy  which  the  famous  inventor  made  in  1878. 
In  that  year,  Mr.  Edison,  with  prophetic  insight,  enu- 
merated ten  uses  that  the  phonograph  would  have. 
The  present  day  sees  all  of  these  forecasts  fulfilled,  as 
Mr.  Edison  said  the  tenth  use  would  be  the  perfection 
of  the  telephone  by  the  phonograph. 

The  Edison  telescribe  comprises  an  Edison  dictating 
machine,  which  is  especially  equipped  with  the  receiv- 
ing appliances.  The  receiver  of  the  regular  desk  tele- 
phone is  removed  from  the  hook  and  placed  in  a  socket 
of  the  telescribe.  Thus  the  connection  to  the  dictating 
machine  is  made  without  danger  of  criticism  from  the 
telephone  company,  as  the  instrument  is  merely  acous- 
tically—and neither  mechanically  nor  electrically  — 
connected  to  their  lines.  The  user  then  takes  up  the 
receiver  of  the  telephone,  gives  his  call  to  the  exchange, 
afterwards  starting  and  stopping  the  dictating  machine 
by  two  small  buttons  on  the  telescribe.  Both  sides  of 
a  telephone  conversation  are  recorded,  including  the 
words  of  central's  voice  in  making  connections. 

The  telescribe  will  increase  the  use  of  the  telephone 
as  more  than  ever  a  very  important  aid  in  business. 
After  a  conversation,  the  dictator  may  turn  to  his  dic- 
tating machine  and  confirm  his  message  in  the  usual 
manner,  while  he  will  mark  his  letter,  *'  telescribed  on 
the  Edison  dictating  machine."  And  the  correctness 
of  this  confirmation  will  be  unquestioned. 

The  wax  record,  containing  the  telescript  and  the 
dictated  confirmation,  may  be  retained  indefinitely  for 
reference ;  but  in  most  instances  the  records  need  be 
held  for  only  a  few  days.— Robert  H.  Moulton  in  the 
August  St.  Nicholas. 


Reciprocal  R«|(istratioB« 

The  following  states  now  have  reciprocal  license 
privileges  for  pharmacists  through  the  work  of  the 
National  Association  of  Boards  of  Pharmacy: 

Active  —  Alabama,  Arkansas,  Arizona,  Connecticut, 
Delaware,  Florida,  Georgia,  Idaho,  Illinois,  Indiana, 
Iowa,  Kansas,  Kentucky,  Louisiana,  Maine,  Maryland, 
Massachusetts,  Michigan,  Minnesota,  Missouri,  Mon- 
tana, Nebraska,  New  Hampshire,  New  Mexico,  North 
Dakota,  Oklahoma,  South  Dakota,  Tennessee,  Texas, 
Utah,  Vermont,  Virginia,  West  Virginia,  Wisconsin. 

Associate  — Colorado,  New  York,  North  Carolina, 
Pennsylvania. 

Any  information  desired  about  reciprocal  registra- 
tion may  be  secured  from  H.  C.  Christensen,  Secretary 
N.  A.  B.  P.,  No.  150  Bowen  Ave.,  Chicago,  111. 


BaclCs  Up  His  OpiAioA. 

Received  specimen  copy  of  The  Spatula,  and  it 
is  an  excellent  publication  as  it  contains  so  many  help- 
ful features.   I  enclose  check  for  a  year's  subscription 
and  book  *'  Extracts  and  Perfumes.*' 
Worcester,  Mass  ,July  77,  igi^.       Wm.  H.  Gillam. 
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Politics,  Profits  and  Doctors. 

From  the  commeDoement  address  by  George  P.  Engelhard  before  the  School  of  Pharmacy,  Valparaiso  University. 


IN  securing  legiilatioD  of  the  kind  pro- 
posed druggists  cannot  be  too  affirma- 
tively active.  Indeed,  in  all  matters  of 
government,  local,  state  and  national, 
they  have  duties  proportioned  to  their 
opportunities  —  duties  they  cannot  afford 
to  shirk.  *'  It  doesnH  pay  to  mix  in  poli- 
tics," I  may  be  told.  It  may  not  always  pay  in  dollars 
and  cents,  but  it  will  pay  a  thousandfold  in  expanded 
intelligence,  a  broader  vision,  a  larger  soul  and  a  happy 
consciousness  of  membership  in  the  noble  order  of 
men  who  live  not  for  themselves  alone 

The  man  who  isn't  willing  to  sacrifice  something  for 
his  citizenship  isn*t  fit  to  be  a  citizen ;  the  man  who 
isn't  willing  to  give  of  himself  for  right  government 
doesn't  deserve  to  have  a  government  at  all,  or  at  least 
any  but  a  bad  government ;  the  man  who  won't  make 
a  fight  for  his  liberties  and  for  pure  and  honest  govern- 
ment deserves  to  be  robbed  of  his  liberty,  possessions 
and  opportunities;  he  has  no  right  to  take  and  not 
give ;  in  politics  as  in  everything  else  it  is  more  blessed 
to  give  than  to  receive,  because  it  is  in  the  giving  that 
a  single  torch  may  light  a  city,  the  brook  live  the  life 
of  a  majestic  stream,  or  the  soul  produce  a  Washing- 
ton or  Lincoln.  It  was  the  giving  at  Valley  Forge, 
and  again  at  Gettysburg  and  Antietam,  that  created 
and  preserved  our  beloved  country,  and  it  is  the  citizen 
who  in  the  piping  times  of  peace  as  in  the  fearful  days 
of  war  gives  of  his  mind  and  strength  to  the  public 
weal  who  will  have  earned  the  rewards  he  will  count 
the  richest  of  his  life. 

If  this  be  true  of  the  citizen  of  average  opportunities, 
what  shall  be  said  of  the  druggist  and  his  opportuni- 
ties? As  the  one  place  of  business  in  a  community 
not  devoted  exclusively  to  trade  —  as  the  one  business 
place  where  a  degree  of  professional  education  and 
culture  may  be  expected  to  reside— as  the  natural 
centre  of  an  intelligent  clientage  —  the  drug  store  and 
the  druggist  have  it  in  their  power  to  do  more  to  shape 
public  sentiment  rightly  than  any  other  local  agency, 
not  excepting  even  the  local  newspapers.  Exercised 
with  discretion,  sincerity  and  courage  and  avoiding 
mere  personalities  and  factionalism,  this  potent  in- 
fluence of  the  drug  store  could  not  but  add  to  the  dis- 
tinction of  the  pharmacist  and  druggist. 


You  will  pardon  me  if  in  these  references  to  the 
pharmacist  in  his  relations  to  the  public  I  do  not  make 
extended  mention  of  hjs  great  profits  from  the  sale  of 
postage  stamps,  his  immense  revenue  from  the  public 
use  of  the  city  directory,  his  huge  fees  from  after-mid- 
night calls  or  his  swelling  fortune  trgm  the  general  in- 
formation bureau  he  is  obliged  to  maintain.  Neither 
will  I  refer  to  the  palatial  soda  fountain,  the  shining 
cigar  case,  the  bouquets  of  confectionery  and  other 
modern  necessities  as  adjuncts  of  drug  store  revenues 
—all  these  may  seem  out  of  harmony  with  the  dignity 
of  pharmacy —  with  a  calling  claiming  equal  rank  with 
any  other  profession  in  public  recognition. 

But  it  should  be  borne  in  mind  that  pharmacy  is 
commercially  in  a  transition  state,  and  must  resort  to 
unusual  measures  to  bridge  over  its  difficulties.  It  has 
been  in  great  measure  despoiled  of  its  rightful  func- 
tion in  the  exclusive  dispensing  of  medicines.  The 
laws  of  practically  all  the  States  assert  the  exclusive 
right  of  licensed  pharmacists  "to  retail,  compound 
and  dispense  medicines,"  but  with  the  proviso  that 
physicians  shall  have  the  right  to  supply  their  patients 
"  with  such  remedies  as  they  may  deem  proper."  The 
physician  may  know  nothing  about  pharmacy,  may 
not  be  able  to  distinguish  one  drug  from  another,  may 
never  have  looked  into  the  Pharmacopoeia,  may  never 
have  compounded  a  medicine  or  seen  one  compounded 
in  his  life,  may  be  wholly  ignorant  of  doses  or  incom- 
patibilities, but  because,  forsooth,  he  holds  a  medical 
diploma,  be  is  privileged  to  usurp  the  functions  of  the 
pharmacist  and  do  what  nobody  else  is  allowed  to  do. 
Why  this  glaring  discrimination  in  his  favor?  No 
other  civilized  country  on  earth  permits  this  privilege. 
Think  of  the  danger  to  the  people,  the  injustice  to 
pharmacy,  the  travesty  on  pure  drug  legislation ! 

The  doctor  is  privileged  to  enter  the  sick  chamber 
be  he  competent  or  incompetent,  to  diagnose  the  dis- 
ease, whether  rightiy  or  wrongly,  to  determine  upon 
the  remedy,  whether  wisely  or  unwisely,  to  select  the 
remedy,  with  the  risk  of  taking  it  from  the  wrong  box 
or  bottie,  to  administer  the  remedy,  whether  with  a 
desire  to  cure  or  even,  mayhap,  with  intent  to  kill,  and, 
in  the  event  of  a  fatal  termination,  to  write  the  death 
certificate,  thus  burying  with  the  patient  all  possible 
knowledge  of  his  incompetency  or  criminality! 
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Is  it  strange  that  other  nations  think  so  startling  a 
combination  of  functions  too  much  to  be  vested  in  one 
man,  especially  in  moments  of  distress  and  distraction, 
when  the  liability  to  error  is  at  its  height?  How  often 
does  it  happen  that  the  druggists  are  called  upon  to 
correct  prescriptions  that,  if  dispensed  as  written, 
would  have  caused  the  death  of  a  loved  one?  Mul- 
tiply this  grave  liability  a  hundredfold  and  you  will 
have  a  fair  conception  of  the  unquestionably  numer- 
ous tragedies  justly  chargeable  to  dispensing  by  physi- 
cians. Why  should  this  perilous  condition  be  longer 
permitted  ?  Of  what  avail  is  it  that  a  long  term  of  pre- 
liminary training  and  years  at  a  college  of  pharmacy 
are  deemed  essential  for  proficiency  in  the  science  and 
art  of  pharmacy  when  any  physician  without  a  sugges- 
tion of  pharmaceutical  training  is  privileged  not  only 
to  prescribe  but  to  dispense  also?  Why  require  so 
much  from  the  pharmacist  for  public  protection  and 
nothing  from  the  physician  ? 

Let  the  full  extent  of  the  evil  be  known.  Fully  sev- 
enty per  cent  of  all  the  medicines  now  prescribed  by 
physicians  are  dispensed  by  themselves ;  having  little 
or  no  knowledge  of  pharmacy,  they  are  accustomed  to 
have  their  remedies  put  up  ready-made  by  manufac- 
turing houses,  and  this  stuff,  made  up  often  of  the 
cheapest  and  most  worthless  materials,  they  dispense 
daily  with  blind  faith  in  the  inerrancy  of  the  manufac- 
turer and  blinder  faith  in  their  own  work.  *'  See  here, 
John,"  said  an  irate  physician  to  a  wall-paper  hanger 
doing  some  work  in  his  office,  '^  do  you  consider  that 
a  good  job?  Can't  you  see  that  paper  doesn't  hang 
straight?"  "Yes,"  said  John.  "  I  see  now,  but  1  did 
my  best  and  I  can't  bury  my  mistakes."  Fortunate, 
indeed,  is  the  dispensing  physician  whose  work  is  not 
open  to  review  or  appeal  and  whose  errors  rest  safely 
in  the  city  of  the  silent ! 

Shall  pharmacy  continue  to  see  this  great  wrong  — 
this  colossal  crime  —  growing  and  thriving  without  a 
i^ord  of  protest?  Will  the  American  people  continue 
to  pass  stringent  laws  for  pure  drugs  and  honest  phar- 
macy and  exempt  seventy  per  cent  of  alh  dispensed 
medicines  simply  because  physicians  demand  the  privi- 
lege of  supplying  their  patients  with  such  remedies  as 
they  may  deem  proper?  Is  it  right  or  consistent  in 
physicians  to  demand  pure  drug  laws  leveled  at  every- 
body save  those  most  in  need  of  supervision  —  the 
physicians  themselves  ? 

There  are  cities  today  of  five,  ten  and  twenty  thou- 
sand population  where  all  the  drug  stores  combined 
do  not  put  up  a  dozen  prescriptions  a  week ;  Othello's 
occupation  is  wholly  gone  in  many  communities,  par- 
tially gone  in  others  and  threatened  with  extinction 
everywhere.  My  plea  today  is  for  an  organized  pro- 
test by  pharmacists  against  a  continuance  of  this  great 
wrong ;  the  remedy  is  simple.  In  cases  where  a  physi- 
cian dispenses  his  own  medicines,  let  him  in  every  case 
be  required  to  write  a  prescription  and  hand  it  to  the 
patient  just  as  if  the  medicine  were  to  be  dispensed  by 
a  pharmacist,  and,  in  cases  of  fatal  termination,  let  the 
local  health  office  certify  the  cause  of  death,  and  not 


the  attending  physician.  The  dispensing  privilege 
under  these  conditions  would  not  require  specific  pro- 
hibition; it  would,  vsave  in  homoeopathic  and  other 
harmless  forms  of  treatment,  involve  too  great  risk, 
and  would  thus  be  certain  automatically  to  disappear. 
I  have  full  confidence  that  this  or  some  other  efiEective 
remedy  will  come  ere  long  either  through  a  public 
demand  or  through  the  insistence  of  the  better  class 
of  physicians,  who  deplore  the  present  dispensing 
handicap  on  medical  efficiency  and  who  recognize  the 
necessity  of  an  early  divorce  of  the  dispensing  from 
the  prescribing  function. 

I  look  forward  with  confidence  to  a  restoration  of 
the  rightful  heritage  of  pharmacy  and  to  the  day  when 
the  profession,  standing  shoulder  to  shoulder  with  her 
coworkers  in  the  cause  of  human  health  and  life,  will 
by  her  courage,  efficiency  and  devotion  take  first  rank 
in  public  esteem  and  reflect  highest  honor  on  her  fol- 
lowers.   

P«r#am«  for  B^rmTit^ti  Stoics* 

Oil  of  bergaroot,  48  minims ;  oil  of  cassia,  10  minims ; 
oil  of  cloves,  30  minims ;  oil  of  lavender,  20  minims ;  oil 
of  lemon,  48  minims;  tincture  of  balsam  of  tolu,  96 
minims ;  tincture  of  benzoin,  2  fluid  ounces ;  alcohol, 
10  fliud  ounces;  acetic  acid,  2>^  fluid  ounces;  dis- 
tilled water  to  20  fluid  ounces.  This  may  be  sprayed 
as  it  is  or  diluted  with  water.  A  French  idea  for  per- 
fuming the  air  is  based  on  the  fact,  so  it  is  stated,  that 
powdered  oxalic  acid  absorbs  large  quantities  of  the 
fragrant  essences  and  retains  the  odors.  The  oxalic 
acid  thus  treated  is  divided  into  powders,  each  one 
being  accompanied  with  a  powder  of  sodium  bicarbon- 
ate. When  both  powders  are  placed  in  a  glass  of 
water  the  fragrant  constituents  of  the  essences  are 
driven  ofiE  with  the  carbon  dioxide,  and  are  thus  dis- 
tributed about  the  room.  Although  the  poisonous 
oxalic  acid  can  be  replaced  by  citric  or  tartaric  acid, 
the  first-named  is  said  to  serve  the  purpose  best- 
Pharmaceutical  Journal. 


Japanese  auctions  are  conducted  in  the  following 
manner :  Each  bidder  at  an  auction  writes  his  name 
and  bid  on  a  slip  of  paper,  which  he  puts  in  a  box. 
When  the  bidding  is  over  the  box  is  opened,  and  the 
goods  declared  the  property  of  the  highest  bidder. 
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Principles  of  Homoeopathic  Pharmacy. 


N  order  that  pharmacists  may  be  able  to 
prepare  and  dispense  homoeopathic  reme- 
dies when  called  upon  to  do  so,  as  is  of 
frequent  occurrence/this  brief  statement 
of  the  fundamental  principles  of  homoeo- 
pathic pharmacy  is  made.  Whatever  may  be  the  drug- 
gist's opinion  of  homoeopathic  remedies  and  methods, 
the  one  who  accepts  prescriptions  from  homoeopathic 
physicians  or  orders  for  homoeopathic  remedies  from 
the  laity  owes  it  to  this  brother  profession  to  prepare 
them  in  accordance  with  the  ideas  of  homoeopathy  and 
)he  wishes  of  the  homoeopathic  medical  practitioner. 

The  medical  substances  used  in  homoeopathic  prac- 
tice are,  practically,  the  same  as  those  used  by  other 
practitioners  of  medicine,  and  the  usual  solvents  are 
employed  in  preparing  the  medicines.  The  manner 
of  preparation  and  the  theory  of  medication  constitute 
the  difference  between  homoeopathy  and  other  forms 
of  practice,  both  in  the  manner  of  preparation  of  the 
remedies  and  their  application  and  dosage. 

The  tinctures  of  homoeopathic  pharmacy  are  mostly 
supplied  by  homoeopathic  manufacturing  houses,  but, 
as  they  are  not  secret  preparations,  there  is  no  reason 
why  they  should  not  be  made  by  t>harmacists  the  same 
as  other  tinctures.  Seldom  are  mixtures  employed  in 
homoeopathic  pharmacy ;  two  remedies,  however,  are 
sometimes  given  alternately.  Remedies  are  also  given 
in  very  small  doses,  since  they  are  supposed  to  act 
upon  a  principle  that  is  directly  opposite  to  the  one 
adopted  in  so-called  "allopathic'*  practice.  For  this 
reason  it  appears  that  synergism  has  been  given  no 
consideration.  Most  of  the  principles  of  homoeopathic 
pharmacy  and  practice  were  set  forth  by  Dr.  Samuel 
Hahnemann,  the  founder  of  homoeopathy,  about  1775, 
and  but  few  changes  have  been  made  since  that  time. 
With  a  few  exceptions,  as  cinchona,  nux  vomica  and 
rhubarb,  the  drugs  are  used  for  the  manufacture  of 


preparatic^ns  while  they  are  still  fresh  and  undried, 
and  animals  and  insects  are  captured  and  preserved 
alive  until  the  moment  of  use.  The  nomenclature  of 
the  homoeopathic  pharnAacopoeia  differs  from  that  used 
in  the  United  States  Pharmacopoeia,  being  adapted 
largely  from  the  German.  Thus,  cinchona  is  called 
"  china  " ;  worm-seed,  "  cina  " ;  quinine,  "  chininum  "  ; 
calomel,  **mercuriu8  dulcis,"  and  so  on.  Abbrevia- 
tions are  very  common  in  homoeopathic  prescriptions, 
the  nomenclature  allowing  this  without  ambiguity. 

The  homoeopathic  pharmacopoeia  lays  great  stress 
upon  the  purity  and  strength  of  all  drugs  and  prepa- 
rations, even  the  diluents.  Only  distilled  water  is 
used,  and  that  is  required  to  be  obtained  from  tin-lined 
stills  and  condensers  which  are  used  for  no  other 
liquids.  Alcohol  is  required  to  be  redistilled  and  to 
be  kept  in  glass  containers.  Sugar  of  milk  is  directed 
to  be  purified  by  recrystallization  or  by  precipitating 
with  alcohol. 

The  standard  for  homoeopathic  preparations  in  this 
country  is  the  National  American  Homoeopathic  Phar- 
macopoeia. The  preparations  are  of  three  classes : 
(i)  Tinctures,  commonly  called  mother  tinctures;  (2) 
liquid  attenuations,  or  dilutions,  made  from  these,  and 
sometimes  called  potencies;  (3)  powders,  usually  in 
the  form  of  triturations. 

Infusions  and  decoctions,  which  are  rarely  used,  are 
made  in  the  usual  way ;  cold  infusions  are  made  by 
percolation,  and  hot  infusions  by  maceration.  All  are 
filtered  after  being  strained,  to  10  per  cent  strength. 

The  mother  tinctures  are  all  of  a  uniform  10  per  cent 
strength,  based  on  the  dry  drug,  but  made  from  the 
fresh  drug,  except  in  a  few  instances.  Great  care  is 
to  be  exercised  that  the  alcoholic  strength  is  the  same 
in  all  cases  for  the  same  drug.  The  amount  of  moist- 
ure in  the  fresh  drug  must  be  estimated  in  each  lot 
and  allowance  made  for  it 
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In  making  tincture  of  aconite,  for  instance,  50  per 
cent  alcohol  is  employed  as  a  menstruum  to  exhaust 
fresh  aconite  containing  70  per  cent  of  moisture ;  the 
amount  of  drug  used  is  4  troy  ounces.  Drugs  are 
never  milled  or  ground  to  powder,  but  are  prepared 
for  percolation  by  bruising  them  to  a  pulp  in  a  wedge- 
wood  mortar.  The  4  troy  ounces  of  aconite  are  mixed 
with  3  fluid  ounces  of  90  per  cent  alcohol  in  a  glass 
percolator;  the  moisture  in  the  drugs  reduces  the 
alcohol' in  the  menstruum  to  50  per  cent  alcohol  (4  X 
.70  =  2  80,  the  amount  of  water  in  ounces  in  the  drug ; 
therefore  one  employs  2.8  ounces  of  100  per  cent  alco- 
hol, or  3  ounces  of  90  per  cent  alcohol,  to  make  a  50 
per  cent  alcoholic  menstruum).  The  percolation  is 
continued  with  a  50  per  cent  alcohol*c  menstruum 
until  12  fluid  ounces  of  percolate  are  obtained,  the 
amount  of  dry  drug  being  1.2  ounces  (30  per  cent  of  4 
ounces). 

A  mother  tincture  may  also  be  prepared  by  mixing 
the  juice  of  the  plant  with  alcohol  in  such  proportions 
that  the  10  per  cent  (dry  drug)  standard  may  be  main- 
tained; also  by  macerating  the  contused  drug  with 
alcohol. 

The  dilutions  are  of  two  grades,  the  decimal  and 
the  centesimal.  The  decimal  dilution  is  denoted  by 
the  number  of  the  dilution  followed  by  the  character, 
X,  and  usually  only  the  odd  numbers  are  employed. 
It  is  made  by  placing  10  minims  of  the  mother  tincture 
in  a  bottle  and  adding  to  it  90  minims  of  alcohol  of 
the  same  strength  as  the  menstruum  in  the  tincture. 
This  is  to  be  shaken  with  several  jerks  of  the  arm  and 
constitutes  the  second  decimal  dilution,  or  2X.  The 
third  dilution  is  made  in  a  similar  manner,  using  10 
minims  of  the  second  dilution  and  90  minims  of  alcohol 
of  the  same  strength  as  the  menstruum  in  the  tincture, 
and  this  is  designated  as  3X.  The  fourth  decimal 
dilution  (4X)  is  made  in  a  similar  manner  from  the 
3X,  but  for  this  and  all  following  decimal  dilutions 
strong  alcohol  is  used. 

The  first  centesimal  dilution  is  made  by  shaking  10 
minims  of  mother  tincture  with  90  minims  of  men- 
struum, and  is  designated  by  the  simple  numeral,  i. 
It  will  be  noted  that  the  first  centesimal  dilution,  i, 
corresponds  in  strength  to  the  second  decimal  dilution, 
2X,  and  that  the  number  of  the  centesimal  dilution  is 
always  half  that  of  the  corresponding  decimal  dilu- 
tion :  I  =  2X ;  2  =  4X  ;  3  =  6X ;  4  ss  8X ;  and  so  on. 

The  second  centesimal  dilution  is  made  by  using  i 
minim  of  the  first  and  99  minims  of  alcohol ;  the  third 
centesimal  dilution  is  made  by  using  i  minim  of  the 
second  and  99  minims  of  alcohol,  and  so  on. 

Any  number  of  dilutions  can  be  made  from  either 
grade,  but  usually  the  third  decimal  (3X),  or  the  sixth 
or  thirtieth  (6  or  30)  centesimal  is  called  for.  In  the 
case  of  solutions  of  chemicals  in  water,  alcohol,  glycer- 
ine, ether  or  syrup,  the  same  system  of  dilution  is  used. 
These  solutions  are  required  to  be  clear  and  bright  in 
all  cases,  as  in  the  case  of  the  tinctures,  and  in  case  of 
changes  of  character  on  keeping  are  to  be  rejected. 

The  bottles  in  which  any  tinctures,  solutions  or 


dilutions  are  kept  should  be  thoroughly  cleansed,  then 
rinsed  with  distilled  water,  and  never  used  for  any 
other  variety.  The  diluting  should  be  done  in  dif- 
fused, not  in  direct  sunlight. 

Homoeopathic  triturations  are  mixtures  of  medicinal 
substances  with  sugar  of  milk.  The  medicinal  sub- 
stance is  in  most  cases  a  qhemical  or  insoluble  body, 
but  occasionally  triturations  are  made  by  absorbing 
tinctures  or  dilutions  in  the  sugar  of  milk.  The  object 
of  triturations  is  not  only  to  difiEuse  and  dilute  the 
medicinal  substances,  but  also,  by  prolonged  tritura- 
tion, to  subdivide  it  into  the  finest  possible  powder. 
Consequently,  a  simple  mixing  will  not  suffice,  but  the 
two  must  be  triturated  together. 

Sugar  of  milk  is  selected  as  the  diluent  because  it 
is  devoid  of  medicinal  action,  and  because  its  crystals 
are  very  hard  and  of  use  in  assisting  to  grind  the  drug 
to  a  very  fine  powder.  Only  wedgwood  or  porcelain 
mortars  may  be  used,  and  spatulas  either  of  bone,  hora 
or  glass,  but  not  of  steel.  These  triturations  corr^ 
spond  in  strength  to  the  dilutions,  being  either  decimal 
or  centesimal. 

The  first  decimal  trituration  is  made  from  one  part 
of  the  drug  and  9  parts  of  sugar  of  milk,  as  follows : 
The  drug  is  placed  in  a  clean  wedgwood  or  unglazed 
porcelain  mortar  and  an  equal  weight  of  sugar  of  milk 
is  added.  These  arje  first  mixed  by  stirring  with  a 
glass  spatula  for  a  few  moments,  then  triturated  with 
force  for  six  minutes,  after  which  the  powder  is  scraped 
from  the  sides  to  the  centre  of  the  mortar  and  from 
the  pestle  for  four  minutes,  and  again  mixed  with  the 
spatula,  and  then  the  six-minute  trituration  and  four- 
minute  scraping  are  repeated. 

Then  three  parts  more  of  the  sugar  of  milk  are 
added  and  triturated  in  the  same  manner  for  twenty 
minutes,  and  finally  the  remaining  five. parts  of  sugar 
of  milk  are  added  and  triturated  twenty  minutes.  An 
hour  is  thus  occupied  in  making  the  first  decimal  tritu- 
ration ;  for  each  succeeding  trituration  only  one-half 
hour  is  required,  the  sugar  of  milk  being  added  in 
three  portions  as  at  first,  each  portion  being  triturated 
for  ten  miuutes. 

The  second  decimal  trituration,  2X,  is  made  by  tak- 
ing 10  parts  of  the  first  and  90  parts  of  sugar  of  milk ; 
the  third  by  taking  10  parts  of  the  second  and  90  parts 
sugar  of  milk ;  and  so  on.  —  N.  A.  R.  D.  Journal. 


Wora-of-M otitlA  AdvertlslAi^. 

You  can  recall  many  remedies  which  have  been 
advertised  continuously  for  many  years.  You  cannot 
account  for  their  continued  advertising  except  upon 
the  basis  that  the  article  has  the  merit  to  perform  up 
to  promise.  We  know  that  no  advertising  campaign, 
especially  of  merchandise  specialties,  reaches  its  maxi- 
mum efiEectiveness  until  there  has  been  created  a 
word-of-mouth  advertising,  and  Ihis  cannot  be  created 
except  upon  merit.  This  wordof-mouth  advertising 
constitutes  the  good  will  that  advertisers  charge  with 
a  proportion  of  their  advertising  expense.  It  is  the 
friendly  comment  inspired  by  a  gooid  article,  that  is 
the  chief  value  of  advertising.—  E.  F.  Kemp. 
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NOTE— It  is  the  desire  of  the  editor  of  this  de- 
partment to  make  it  as  interesting  and  profitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
-on  business  or  professional  subjects  requested.  We  do 
not  know  every  things  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article^  let  us  hear 
from  you.  Do  not  expect  however^  the  formulas  of 
proprietary  Preparations.  These  are  secrets  known 
only  to  the  owners. 

I^axmtlve  I^ltl&lm  Salts. 

The  D.  E.  Co.,  Brooklyn,  N.  Y. 

Sodium  sulphate,  anhydrous i6  ozs. 

Sodium  citrate 33  ozs. 

Sodium  chloride i  oz. 

Lithium  citrate i  oz. 

Mix  all  the  ingredients  well  and  be  sure  they  are 

*  pe^ecUy  dry  and  put  up  in  2  ounce  stoppered  bottles. 

This  is  the  small  trial  size  and  sells  for  25  cents.    Put 

up  a  4  ounce  package  and  sell  for  50  cents,  called  the 

medium  size.    The  large  size  should  hold  6  ounces 

and  sell  for  %\.    The  dose  is  one  teaspoonful  stirred 

in  a  glass  of  water  taken  on  rising  in  the  morning. 

D«odorislia|(  Keroseiae. 

T.  D.  M.,  Beaver  Falls,  Pa. 

Permanganate  of  potash i  lb. 

Water ....bgals. 

Heat  the  oil  to  120°  F.  and  keep  at  this  heat  and  add 

the  above  mixture  about  2>^  to  3  gallons  to  every 

1,120  pounds  of  oil  and  agitate  for  three  quarters  of 

an  hour,  bringing  the  fluid  in  contact  with  every  part 

of  the  oil.    Sample  the  oil  and  if  deodorized  allow  to 

settle  and  draw  off  by  siphon ;  if  not  add  more  of  the 

fluid  and  proceed  as  before  until  the  desired  results. 

Heat  the  mixture  by  open  steam  in  steam-jacketed 

kettles.    This  is  the  Selig  process.    Another  method 

to  mask  the  unpleasant  odor  of  kerosene  is  to  add  1% 

of  amyl  acetate  to  it.    This  does  not  remove  the  odor 

but  covers  it  up  so  that  it  cannot  be  noticed. 

Botillloia  Ctibes. 

Can  you  give  me  process  for  making  boaillon  cubes? 

L.  &  L.  Co.,  Chicago,  111. 
Take  good  beef,  remove  the  fat,  cut  the  bones  in 
small  pieces,  and  boil  the  mass  with  four  times  its 


weight  in  water,  adding  a  little  salt.  Replace  the 
water  lost  by  evaporation.  Continue  boiling  until  all 
the  proteids  are  dissolved.  When  cold,  strain.  If 
necessary  bring  the  mixture  to  boiling  again  adding 
the  albumen  of  a  few  eggs,  allow  to  settle  and  decant 
the  clear  bouillon.  To  each  pound  of  this  bouillon  use 
one  ounce  of  fine  gelatine.  Soak  the  gelatine  on  a 
water  bath  in  a  little  of  the  bouillon,  previously  warmed. 
Mix  well  and  set  aside  in  a  large  flat  dish.  Then  cut 
into  cubes  of  convenient  size  and  wrap  in  tin  foil. 
Tjrpe'virrlter  RIbboia  Iiaks. 
T.  P.  Chem.  Co.,  La  Crosse,  Wis. 

The  requirements  of  typewriter  ribbon  inks  are^ 
When  applied  to  the  ribbon  it  should  dry  sufficiently 
so  as  not  to  stain  the  paper  which  it  touches,  remain 
so(t  enough  to  print  clearly  wherever  the  type  strikes 
the  ribbon,  and  contain  enough  coloring  matter  to  last 
a  long  time  without  re-inking. 

Two  kinds  of  ribbons  are  supplied  by  the  manu- 
facturers :  the  *'  black  record ''  the  coloring  matter  of 
which  consists  of  carbon  and  is  permanent ;  and  the 
"copying"  which  contains  analine  colors,  gives  print 
which  can  be  copied  in  an  ordinary  manner  in  a  copy- 
ing press,  but  which  are  apt  to  fade  in  course  of  time. 
Black  Record  Ink. 

Take  vaseline  (petrolatum)  of  high  boiling  point, 
melt  it  on  a  water  bath  or  slow  fire,  and  incorporate 
by  constant  stirring  as  much  lamp  black  or  very  finely 
powdered  drop  black,  as  it  will  take  up  without  becom- 
ing granular.  If  the  fat  remains  in  excess,  the  print 
is  liable  to  have  a  greasy  outline;  if  the  color  is  in 
excess  the  print  will  not  be  clear. 

Remove  the  mixture  from  the  fire  and  while  it  is 
cooling  mix  equal  parts  of  petroleum  benzine  and  rec. 
tified  oil  of  turpentine,  in  which  dissolve  the  fatty  ink, 
introduced  in  small  portions,  by  constant  agitation. 
The  volatile  solvents  should  be  in  such  quantity  that 
the  fluid  ink  will  be  about  the  consistence  of  fresh 
paint.  One  secret  of  success  is  the  proper  application 
of  the  ink  to  the  ribbon. 

Wind  the  ribbon  on  a  piece  of  cardboard,  spread  on 
a  table  several  layers  of  newspapers,  then  unwind  the 
ribbon  in  such  lengths  as  may  be  most  convenient, 
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and  lay  it  flat  on  the  paper.  Apply  the  ink  after  agi- 
tation, by  means  of  a  soft  camel's  hair  brush  and  rub 
it  well  into  the  interstices  of  the  ribbon  with  a  stiff 
tooth  brush.  Hardly  any  ink  should  remain  on  the 
surface. 

For  blue  "  record "  ink,  Prussian  blue  may  be  sub- 
stituted for  lamp-black.  This  blue  must  be  ground 
very  fine. 

For  Copying  Inks. 

Water 3     oss. 

Glycerine i     ox. 

Transparent  soap )^  ox. 

Alcohol 6     oxs. 

are  used  to  make  up  the  body.  The  aniline  dye  is 
dissolved  in  hot  glycerine,  the  soap  added  to  give  the 
ink  a  body  and  counteract  the  hygroscopic  tendency 
of  the  glycerine,  and  in  the  stronger  alcohol  the  dye 
will  readily  dissolve,  so  it  can  be  applied  in  a  finely 
divided  state  to  the  ribbon  where  the  evaporation  of 
the  alcohol  will  leave  a  thin  film.  All  the  above 
amounts  are  by  weight. 

Non-gumming  Typewriter  and  Stamps  Inks. 
Prepare  a  base  with  the  following  formula: 

Glycerine 8    fl.  oxs. 

Water 2     fl .  oxs. 

Carbolic  add i     fl.dr. 

Acetic  add a     fl.  drs. 

Alcohol iKfl.ox. 

Color  as  follows :  violet,  2  drams  methyl  violet  3B ; 

red,  2  drams  fuchsine ;  green,  %  ounce  aniline  green 

D  or  brilliant  green  crystals ;  blue,  3  drams  water  blue 

aniline  iB  or  methylene  blue;  brown,  vesuvian  B  3 

drams ;  black,  3  drams  deep  black  £.    For  bright  red 

omit  the  acid  and  color  with  eosin  3  drams  instead  of 

the  fuchsine. 

Violet  ^Titcla  Hasel. 

D.  D.  Co.,  Bcloit,  Wis. 

Ext.  violet  of  India,  Wright's 3  ij 

Ext.  rose  leaves,  Palmer^ 3  i 

Spt  lonone M  xx 

Deodorised  alcohol 3  vi 

Witch  haxel,  it% oi 

Talc  (powdered) 3as 

M.  sec  art. 

Let  stand  three  or  four  days  and  filter. 
Trmiaspmreiat  Glaro«x*liae  Somp* 

G.  G.,  Tuticorin,  India. 

Besttellow 10    kilograms 

Best  olive  oil 2     kilograms 

Best  cocoanut  oil 4     ki  lograms 

Sol.  caustic  soda (38  B) 6H  kilograms 

Sol.  caustic  potash  (3$  B) . .  6  K  kilograms 

Water,  distilted i     kilogram 

Glycerine  (C.  P.  a8  B) 8     kilograms 

A Icohol 6K  kilograms 

Water iK  kilograms 


Perfume  with 


Oil  of  bergamot 500 

Oil  of  geranium 50 

Oil  of  sandalwood 10 

Oil  of  Ceylon  dnnamon  . . .  ao 

Oil  of  cloves ao 

Oil  of  petit  grain  (French).  50 

Oil  of  lavender co 

Alcohol,  94% 500 


gms. 
gms. 
gms. 
gms. 
gms. 
gms. 
gms. 
gms. 


Melt  the  fats  and  strain.  Heat  to  75^  C,  add  the 
glycerine  and  the  aqueous  solution  of  the  alkalies  in 
a  thin  stream.  Heat  and  stir  until  saponification  takes 
place.  Cool  the  mixture  to  80^  C,  then  add  the  alcohol 


previously  mixed  with  the  water.  This  will  re-dissolve 
the  mass.  Finally  add  the  perfume  and  pour  into 
moulds  and  cool. 

Paste  for  Slaoes* 

G.  G.,  Tuticorin,  India. 

Tan  Paste. 

Osokerite sH  ozs. 

Ceresin  (yellow) a     lbs. 

Camaubawaz sHozs. 

Beeswax u     drs. 

Oil  of  turpentine 4     pte. 

Oil  soluble  orange  for  tan  cok>r 
anilin q.a. 

Use  red  oil  soluble  aniline  for  ox-blood  leather  and 

oil  soluble  brown. 

For  Black  Paste. 

Add  the  above  omitting  the  orange  aniline  and  add : 

Oil  soluble  black  aniline %6t. 

Lamp  black 2    lbs. 

I^lcnild  Somp  fOT  Hmir* 

F.  L.  McC,  Fenton,  Mich. 

Soft  soap iHozs. 

Potassium  carbonate 2%  drs. 

Alcohol 3     oss. 

Any  triple  extract ^a.oz. 

Water  enough  to  make 2$     ozs. 


Astlai 

H. 


J.  W.,  Butte,  Mont. 

Pot.  iodid gr.  iv. 

Tr.sdlte MxiJ 

Glycerin 3  ss 

Mist,  camphad 3  J 

4tishori8sd Mitte  3viij(i48) 

This  is  a  type  of  a  good  prescription  for  asthma, 

but  would  be  improved  by  the  addition  of  tr.  lobeliae 

sether.    Mv. 

Perfnnsed  Carbolic  Acid. 

B.  D.  R.,  Goldfield,  Nev. 

No.  I. 

Carbolic  add  (cryst.) i  os. 

Alcohol I  ox. 

Oil  bergamot 10  m. 

Oil  eucalyptus 10  m. 

Oil  citroneila 3  m. 

Tincture  cudbear 10  m. 

Water  to  make 10  oxs . 

Set  aside  for  several  days,  and  then  filter  through 

fuller's  earth. 

No.  2. 

Carbolic  add  (cryst ) 4  drs. 

Cologne  water 4  ^n. 

Dilute  acetic  add g  oxs. 

Keep  in  a  cool  place  for  a  few  days,  and  filter. 
Motitla  Aiatiseptics* 

C.  £.  D.,  Boise,  Idaho. 

No.  I. 

R    Thymicadd as  centigrammes  (3  Kgn-) 

Benxoicadd 3  grammes  (4$  grs.)   , 

Essence  of  jpeppermint . .  75  centigrammes  (10  mins.) 
Tinctureot eucalyptus.,  is  grammes (4X  dn) 
Alcohol 100  grammes  (3  oxs.) 

Put  sufficient  in  a  glass  of  water  to  render  latter 


M. 

milky. 


No.  a. 

R    Tannin 12  grammes  (3  drs.) 

Menthol 8  grammes  (2  dn.) 

Thymol i  gramme  (15  gn.) 

Tincture  benxotn 6  grammes  (90  mins.) 

Alcohol 100  grammes  (3  oss.) 

M.    Ten  drops  in  a  half  glassful  of  tepid  water. 
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KmtilsioAs  and  Kmt»lsiilcmtioA. 

Emulsions  are  of  coDsiderable  scientific  importance, 
for  they  are  closely  allied  to  colloids  and  have  many 
common  properties;  also  they  possess  characters  of 
molecular  motion,  the  study  of  which  is  thus  greatly 
facilitated.  The  properties  at  present  to  be  considered 
relate  to  their  stability.  There  are  two  chief  factors 
on  which  their  stability  depends:  i.  The  particles  in 
an  emulsion  are  electrically  charged.  2.  The  effects 
of  surface  tension. 

Emulsions  may  be  divided  into  two  classes :  small 
spheres  of  oils  in  water  and  spheres  of  water  in  oils* 
By  examining  an  emulsion  of  oil  in  water  it  may  be 
shown  that  the  oil  particles  are  generally  charged 
negatively.  By  removing  or  neutralizing  this  charge 
it  should  be  possible  to  efiect  coalescence.  Experi- 
ment shows  that  this  may  be  effected  either  by  sub- 
jecting the  emulsion  to  an  electric  field  or  by  the 
addition  of  various  salts  to  it.  The  particles  being 
negatively  charged,  the  best  results  are  obtained  by 
the  addition  of  salts  in  which  the  positively  charged 
portion  is  of  high  valency.  For  instance,  aluminium 
chloride  is  very  successful,  the  metal  being  trivalent. 
Still  better  is  thorium  chloride.  Thorium  is  quad- 
rivalent, and  consequentiy  neutralizes  the  particles 
very  rapidly;  so  rapid  is  its  action  indeed,  that  fre- 
quentiy  the  emulsion  does  not  coalesce  but  becomes 
positively  charged. 

The  effects  of  other  solutions  are  also  noteworthy. 
Traces  of  alkali  increase  the  stability  of  the  emulsion ; 
on  further  addition,  however,  the  stability  decreases* 
In  the  case  of  acids  the  stability  decreases  even  more 
rapidly  than  for  alkalis.  Still  another  method  of  re- 
moving the  charge  and  producing  coalescence  is  the 
addition  of  an  emulsion  or  suspension  oppositely 
charged.  Some  organic  dyes,  for  instance,  suspended 
in  water  are  positively  charged.  Added  slowly  to  an 
emulsion  they  produce  complete  coalescence;  rapid 
addition,  however,  changes  the  sign  of  the  charge 
without  any  coalescence. 

It  is  well  known  that  a  solution  of  sodium  oleate 
lowers  the  surface  tension  between  water  and  aifi  and 
it  is  found,  also,  that  the  same  effect  is  obtained  if  an 
oil  replace  the  air.  Olive  oil  added  to  water  does  not 
readily  produce  an  emulsion.  The  presence  of  a  littie 
alkali,  however,  is  sufficient  to  produce  complete  emul- 
sification.  The  reason  for  this  is  based  upon  the  sur- 
face tension  between  the  oil  and  water  being  reduced. 
Substances  lowering  the  surface  tension  always  reside 
in  the  surface  layer  between  the  two  fluids.  There- 
fore, as  the  oil  in  an  emulsion  begins  to  coalesce,  the 
surface  layer  decreases,  and  the  concentration  of  the 
sodium  oleate,  which  must  remain  in  this  layer,  in- 
creases. A  tendency  to  lower  the  surface  tension  is 
therefore  apparent,  and  coalescence  is  unable  to  take 
place.  The  addition  of  acids  destroys  this  surface 
layer,  decomposes  the  sodium  oleate,  and  produces 
coalescence.— Professor  F.  G.  Donnan  in  Pharma- 
ceutical Journal. 


Elixir  of  Cmlisasrm* 

The  usual  preparation  of  elixir  calisaya  seen  in  drug 
■tores,  unless  freshly  made,  presents  a  very  unsightiy 
opaqueness  and  precipitate,  and  is  far  from  being  the 
delicate  and  inviting  bitter  tonic  vehicle  intended  by 
the  physician  when  he  orders  thi^  item.  The  National 
Formulary  process  is  bad  and  not  well  studied.  It  has 
always  been  undesirable  to  make  tinctures  from  fluid 
extracts  and  it  is  more  so  to  try  to  make  elixirs  from 
tinctures.'  Proctor's  formula  of  sixty  years  ago  made 
a  much  more  delectable  preparation.  This  consisted 
of  percolating  cinchona  bark  and  aromatics  witl^brandy 
and  water  and  adding  sugar. 

The  sample  herewith  has  stood  for  over  a  year  with- 
out filtration,  and  was  made  as  follows :  Into  a  clean 
gallon  bottie  place  1,850  grains  of  cinchona  in  number 
60  powder  previously  triturated  with  one  ounce  purified 
talc,  and  add  42  ounces  of  alcohol.  Agitate  occasion- 
ally during  three  days,  and  then  add  690  minims  of 
glycerine,  and  16  ounces  of  distilled  water.  At  this 
point  the  alcohol  has  dissolved  the  resins  and  coloring 
matter  of  the  cinchona  much  more  completely  than 
an  alcoholic  dilution  can  do,  and  by  the  addition  of 
the  glycerine  and  water,  the  cinchona  is  now  suspended 
in  the  correct  menstruum  for  the  tincture  with  the 
added  solvent  benefit  of  all  the  alcohol  in  the  aromatic 
elixir  as  well. 

The  volume  of  solvent  now  acting  on  the  cinchona 
is  around  60  ounces  while  the  finished  tincture  used  to 
the  gallon  is  only  19  ounces  and  80  minims.  By  occa- 
sionally agitating  this  mixture  well  corked  on  a  slow 
warm  water  bath  for  two  hours,  all  the  active  principles 
of  the  cinchona  come  into  solution.  Add  442  minims 
compound  spirit  of  orange,  16  fluid  ounces  of  glycerine, 
38  trqy  ounces  of  sugar,  and  agitate.  The  sugar  being 
introduced  at  this  time  aids  in  preventing  much  pre- 
cipitation, when  warm  water  is  added  sufficient  to 
make  one  gallon.  This  mixture  should  stand  some 
days,  and  before  filtering  should  be  well  chilled  in  the 
refrigerator  and  filtered  cold. 

By  this  means  are  eliminated  the  extractives  that 
come  down  in  changing  weather  and  make  this  prepa- 
ration usually  so  unsightiy.  After  the  filter  is  started 
add  5  ounces  of  water  to  the  mixture  in  the  bottle  to 
make  up  for  the  displacement  of  the  powders.  The 
product  will  filter  out  one  gallon,  and  if  the  complete 
first  filtrate  is  agitated  and  again  passed  cold  through 
the  filter,  a  very  handsome  product  results  that  stands 
up  well  and  has  the  full  value,  color,  brilliancy  and 
aroma  elixir  calisaya  should  have.— A.  N.  Doerschuk 
in  paper  read  to  Mo.  S.  Ph.  Asso.,  June,  1915. 


Gs^mter  THmA  EdiaoA* 

Inventors  and  scientific  investigators  take  a  per- 
petual interest  in  the  unsolved  problem  of  the  firefly's 
light,  for  that  little  animal  possesses  the  most  efficient 
light  source  known.  If  we  could  imitate  its  process 
there  would  be  a  revolution  in  the  world  of  industry. 


Infectious  diseases  are  unknown  in  Greenland. 
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Test  for  VriAmry  S«|tmr. 

The  reagent  required  is  made  by  dissolving  0.4  gm. 
of  mercuric  oxide  (red  or  yellow),  with  6  gms.  of  po- 
tassium iodide  in  100  mils  of  water.  The  alkalinity  of 
this  is  adjusted  so  that  10  mils  are  neutralized  to 
phenolphthaiein  by  2.5  mils  of  N/io  acid.  The  result- 
ing solution  is  colorless  when  cold,  but  becomes  slightly 
yellow  on  boiling.  Three  mils  of  this  reagent  is  heated 
to  boiling,  then  0.3  mil  of  the  urine  to  bt  tested  is 
added,  and  the  mixture  boiled.  On  the  removal  of 
the  test-tube  from  the  flame,  the  mixture  darkens  if 
sugar  is  present,  and  a  deposit  of  black  metallic  mer- 
cury gradually  setdes  to  the  bottom.  Lactose,  maltose, 
xylose  and  arabinose,  as  well  as  glucose,  give  the  reac- 
tion, but  cane  sugar  does  not.  The  sensitiveness  of 
the  test  liquid  can  be  varied  by  increasing  or  diminish- 
ing its  degree  of  alkalinity,  and  the  point  fixed,  as 
stated  above,  corresponds  to  a  degree  which  gives  a 
faint  reaction  with  normal  urine,  which  is  known  to 
contain  about  o.i  per  cent  of  sugar.  If  the  reagent  is 
made  more  alkaline  and  thus  more  sensitive,  it  may 
give  a  precipitate  with  creatinin  and  other  organic 
substances.  The  "2.5  standard**  solution  gives  a 
definite  reaction  with  amounts  of  sugar  in  the  urine, 
which  only  produce  doubtful  results  when  tested  with 
Fehling's  solution.  The  author  suggests  as  an  indica- 
tion of  the  degree  of  the  reaction  the  possibility  of 
reading  print  through  the  solution  when  boiled  in  an 


ordinary  test-tube  30  seconds  after  this  is  removed 
from  the  flame,  a  few  drops  of  acetic  acid  being  first 
added  to  remove  any  possible  turbidity  due  to  phos- 
phates. Small  quantities  of  sugar  ^an  thus  be  recog- 
nized and  roughly  estimated.  Ammoniacal  urine  most 
not  be  used  for  this  test  —  Dr.  W.  Cramer. 


Criwmm  DiAAer  Seta. 

T.  J.  Segraves,  druggist,  of  Henry,  111.,  is  offering 
his  customers  an  opportunity  of  securing  a  42-piece 
dinner  set  of  Limoges  ware  in  return  for  their  patron- 
age. With  every  25-cent  cash  sale  he  gives  one  coupon 
and  20  of  these  coupons  together  with  $2  98  in  cash 
will  secure  one  of  the  sets,  which  he  states  are  usually 
retailing  at  from  six  to  eight  dollars.  The  sets  are  of 
unusually  handsome  design  and  decoration  and  are 
on  exhibition  at  his  store,  where  they  can  be  both  seen 
and  admired,  which  in  the  case  of  quality  premiums 
is  the  most  effective  way  to  put  them  to  work  at  build- 
ing business. 


Every  man  carries  an  atmospheric  pressure  of  fifteen 
tons. 

In  various  parts  of  ilndia  otters  are  used  by  the  na- 
tives to  catch  fish  for  them.  So  rapid  is  the  speed  of 
the  otter  under  water  that  no  fish  can  escape  them. 
When  not  working,  the  otters  are  tied  to  stakes  like 
chained  dogs. 


EXHIBIT  OF  THE  ARMSTRONG  CORK   CO.,  AT  THE  PANAMA-PACIFIC  EXPOSITION 
( Notice  the  pierced  plaster  frieze  and  the  large  illuminated  transparencies  hung  between  the  columns.) 
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TRADE  TIPS  AND  TOPICS 

A  Deparhncht  of  LIVE  BUSINESS  IDEAS  and  PROFIT  POINTERS  m  Various  Lncs 


ProAtable  >Store  Papers. 

The  Store  Paper  must  arouse  interest  in  the  people 
or  it  will  go  to  the  ash  heap  with  a  lot  of  other  mail. 
A  ''want'*  column  is  a  very  fine  feature  to  develop 
this  interest  We  have  a  regular  want  section,  just 
like  any  paper,  and  run  all  wants  free  of  charge.  We 
advertise  many  things  for  the  people:  seed  grain, seed 
com,  harness  for  sale,  etc.  This  keeps  many  inter- 
ested and  draws  their  trade.  Several  persons  have 
become  customers  because  of  this  accommodation. 
Once  we  have  advertised  for  them  they  feel  grateful 
to  us  and  come  to  trade  more. 

People  like  to  see  their  names  in  print.  A  "  Local " 
section  will  accomplish  much.  We  put  in  each  num- 
ber one  name,  at  least,  from  every  large  family  in  our 
territory.  This  keeps  the  various  families  interested. 
A  marriage,  birth  or  death  is  an  opportunity  not  to  be 
missed.  As  an  example  of  what  this  will  do  let  me 
cite  one  case:  A  man  whose  son's  birth  was  in  our 
Store  Paper  called  several  times  to  get  copies  to  send 
away.  This  man  has  not  been  trading  with  us  to 
amount  to  anything  for  six  months.  Since  the  birth 
notice  appeared  he  has  bought  a  good  share  of  his 
goods  from  us.  An  auction  sale,  church,  school  or 
lodge  notice  should  not  be  overlooked.  In  fact,  we 
recognize  every  activity  in  which  the  people  are  moving. 

One  merchant  brought  out  a  fine  idea  to  interest  the 
school  children,  teachers,  parents  and,  in  fact,  all  who 
are  interested  in  the  school  and  children,  by  publish- 
ing a  *'  Composition  on  Hens,"  written  by  one  of  the 
school  boys.  This  idea  can  be  carried  farther  to 
interest  the  people  in  what  we  are  doing  by  offering 
some  prize  for  the  best  composition  on  some  article 
we  are  selling,  like  "  Bearskin  "  stockings,  etc.    Many 


of  the  manufacturers  will  be  glad  to  contribute  the 
prize  to  be  given  to  the  winner,  so  the  prize  would  cost 
nothing  and  a  lot  of  publicity  would  be  developed  for 
the  article  written  about.  This  idea  can  be  carried 
into  any  circle  which  we  may  wish  to  reach,  such  as 
granges,  local  societies,  etc.,  and  will  get  many  inter- 
ested in  our  goods,  as  they  will  read  our  advertise- 
ments with  more  intelligence.  —  H.  J.  Bigelow,  in 
Inland  Storekeeper. 

MTrappIng  Paper  Pointer* 

Regarding  his  store  ad  printed  on  the  wrapping 
paper,  a  writer  in  the  Draper  of  Australasia  says: 
**The  principal  idea  was  to  emphasize  the  ease  and 
agreeable  manner  in  which  it  is  possible  for  customers 
to  get  any  complaint  regarding  goods  bought  adjusted 
to  their  satisfaction,  but  the  idea  also  serves  another 
purpose.  Any  person  finding  one  of  these  parcels  is 
invited  to  return  it  to  us,  and  we  usually  are  able  to 
place  the  owner.  This  has  met  with  several  expres- 
sions of  approval,  and  we  have  placed  several  lost  par- 
cels. At  the  outset  a  few  customers  objected  to  the 
printed  matter  on  the  outside  of  their  parcels,  and  we 
now  wrap  the  print  inside,  so  that  it  is  seen  as  soon  as 
the  parcel  is  opened." 

Library  Contest* 

A  unique  co-operative  voting  contest  was  conducted 
in  Pittsburg,  Pa.,  by  fifteen  merchants,  the  prize  being 
a  hundred  volume  library  tor  the  voters'  favorite 
church,  school,  lodge  or  society,  according  to  the 
Novelty  News. 

In  addition,  the  individual  purchasers  are  given 
merchandise  at  the  stores  issuing  voting  coupons. 
With  each  purchase  the  shopper  gets  two  tickets,  one 
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yellow  and  the  other  blue.  The  blue  one  is  deposited 
as  a  ballot  for  the  organization  favored  by  the  shopper 
as  the  candidate  for  the  library,  and  the  yellow  ticket 
is  left  at  the  store  where  the  goods  were  purchased 
and  will  be  redeemed  in  merchandise.  Those  inter- 
ested in  the  contest  and  issuing  coupons  include  a 
drug  store,  furniture  store,  land  company,  shoe  store, 
grocer,  dry  goods  store,  merchant  tailors,  jewellers, 
confectioners,  barber,  baker,  men's  furmsbcr,  depart- 
ment store  and  pocket  billiard  parlor. 

For  Baseball  KntKvslasts. 

A  haberdasher's  window  drew  an  interested  crowd 
of  fans  on  the  day  of  a  big  game. 

On  a  huge  green  placard  In  the  window  the  regula- 
tion diamond  was  outlined.  In  each  corner  of  the 
card,  at  each  point  of  the  diamond  and  in  the  centre, 
were  pasted  pictures  of  the  members  of  the  home  ball 
team.  Underneath  each  picture,  lettered  in  white, 
was  the  player's  name  and  a  catchy  little  jingle  like 
the  following : 

"Jones,  First  Base  — 
Eat  'em  alive  if  they  come  your  way, 
We  sincerely  hope  you*ll  win  the  day." 
The  jingler  and  the  pictures  tickled  the  fkns  and 
proved  an  all  day  attraction. 

Getting  Rid  of  Unsalable  StocR. 

A  unique  idea  in  a  bargain  basement  for  getting  rid 
of  unsalable  or  slow-moving  stock  in  the  main  store 
was  instituted  by  Bacon's,  Boston. 

A  recent  announcement  of  this  feature  read : 

"  Prices  reduce  themselves  }i  after  6  selling  days ; 
%  after  12  selling  days,  given  away  free  after  18  sell- 
ing days. 

"  Free  :  Over  500  articles  to  be  given  away  Mon- 
day to  first  500  customers  in  Bacon's  Self-Reduc- 
ing Bargain  Basement. 

'*  We  will  give  away  free  tomorrow  all  articles  that 
have  been  on  sale  18  days.  Free  articles  will  be  given 
only  to  customers  of  the  Bargain  Basement.  If  you 
desire  to  share  in  this  liberal  distribution  of  free  mer, 
chandise,  present  your  sales-slip  at  the  Free  Merchan. 
dise  Counter  after  making  your  Bargain  Basement 
purchase,  and  you  will  be  handed  a  package,  which 
you  are  requested  not  to  open  in  the  basement. 

*'  All  free  articles  will  be  wrapped  and  numbered, 
starting  with  No.  1 .  The  best  articles  will  have  the 
smaller  numbers,  and  will  be  given  away  first  to  cus- 
tomers who  come  early.  No  free  articles  will  be  ex- 
changed and  only  one  will  be  given  to  each  customer." 

Kssentlal  Points. 

Spasmodic  advertising  never  pays. 

What  steam  is  to  an  engine  advertising  is  to  a 
business. 

If  you  don't  believe  in  advertising  let  it  alone  —  and 
the  people  will  let  you  alone. 

Don't  expect  people  to  believe  in  your  ads  if  you 
don't  believe  in  them  yourself. 


Don't  sow  a  handful  of  grain  and  expect  a  barnful 
of  wheat. 

Don't  expect  to  enlarge  your  building  the  first  month 
you  advertise. 

The  essentials  of  advertising  are  many,  — faith, 
honesty,  dignity,  tact,  originality  persistence. 

The  mediums  are  everything  that  afford  publicity. 
Newspapers  are  conceded  the  best. 

Advertising  is  publicity,  publicity  is  information, 
information  is  what  the  peopde  are  looking  for. 

Interesting  tKe  Kids. 

The  Novelty  News  mentions  a  contest  which  may 
contain  a  workable  hint  for  the  druggist.  The  Dunn- 
Hosmer  Furniture  Company  of  Dubuque,  Iowa,  gave 
a  little  girl  of  that  city  under  twelve  years  of  age  a 
diminutive  ramge,  a  perfect  facsimile  of  one  of  the 
standard  makes  they  were  selling,  because  she  made 
the  largest  number  of  words  of  three  letters  from  their 
firm  name.  Other  little  girls  entered  the  contest,  but 
this  little  maid  exceeded  them  all,  and  incidentally  the 
furniture  company  received  a  large  amount  of  adver- 
tising. 

Good  MTill. 

Customers  who  buy  postage  stamps  at  the  Allen 
Pharmacy,  Winchester,  Mass.,  receive  them  in  a  neat 
little  envelope  reading:  **Our  only  profit  pn  these 
stamps  is  your  good  will.  When  in  need  of  anything 
in  our  line  we  trust  you  will  remember  us." 

Interesting  ExKlblt. 

To  stimulate  interest  in  a  special  sale  of  American 
china,  the  Charles  Hall  Co.,  Springfield,  Mass.,  an- 
nounced: "In  order  that  our  patrons  may  become 
better  acquainted  with  the  superior  qualities  of  this 
fine  American  china,  three  expert  craftsmen,  with  their 
equipment,  have  come  direct  from  the  pottery  to  show 
you  how  Syracuse  china  is  made.  They  will  demon- 
strate clay  modeling,  liquid  clay  casting,  how  handles 
are  put  on  dishes,  and  will  explain  the  processes  of  fir- 
ing and  glazing.  The  decorations,  both  by  transfer 
method  and  free  hand,  will  also  be  made  on  the  dishes, 
the  entire  demonstration  being  artistic  and  educational 
in  its  scope. 

*<  We  consider  this  exhibit  of  pottery  making  one  of 
the  most  interesting  affairs  ever  arranged." 


The  slow  payer  either  doesn't  fully  realize  that  in 
permitting  accounts  to  run  long  overdue  he  is  jeopar- 
dizing his  credit,  or  else  he  doesn't  thoroughly  appre- 
ciate the  real  worth  of  having  a  good  standing  with 
the  business  men  of  his  community.  Bringing  the 
debtor  to  understand  that  to  withhold  payment  of  his 
obligations  really  works  a  serious  injury  to  himself 
is  a  potent  factor  in  making  collections. —  American 
Paint  and  Oil  Dealer. 


There  is  but  one  man  upon  whom  yoti  can  count  the 
calendar  through  —  yourself. 
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Paint 


— is  not  an  expence— it  is 
an  investment. 

Good  Paint 

( Brand  Here. ) 

will  make  things  "  spick  and 
span  "  and  last  years  longer. 

(Finn  Name  Here.) 


WKen  "Old  Sol" 
Smiles  His 

Warmest  Smile 

—or  when  Old  Jack  Frost  is  abroad. 

Why  not  have  a  good,  reliable  Thermometer 
to  know  how  hot  or  how  cold  it  really  is. 

SPECIAL    THERMOMETERS    75c. 

Get  Yours  Today. 

( Firm  Nane  Here. ) 


Who 
Said 
Water-meilon! 

Water  melon  and 
fresh  fruit  days  are 
here.  The  \small 
boys  and  big  ones 
too,  often  get  the 
"  tummey  "  ache 
from  overeating. 

Our  Pain  Klir 
23c. 

Skiddoos  The  Pain 

( Finn  Name  Here. ) 


Clean  Up! 

.  Good  soap  and  water  and  one 
of  our 

Sanitary  Bath  Brushes. 

Every  bath  room  should  be 
supplied  with  one  of  these  well 
made  brushes. 

SPECIAL 
16c. 


(Firm  Name  Here.) 
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Keeping  Fountain  Customers. 


^'.& 


|ITH  most  of  us  it  is  not  the  transient 
customer  that  makes  it  possible  for  us  to 
remain  in  business,  but  those  whom  we 
see  day  after  day,  and  whom  we  term 
steady  customers.  But  there  was  a  time 
when  these  steady  customers  first  came  into  the  store. 
They  were  not  transient  customers,  rather  a  chance 
customer,  in  whom  there  was  the  possibility  of  a 
steady  customer.  There  are  but  few  stores  where 
these  chance  customers  do  not  come,  and  upon  the 
ability  of  the  dispenser  to  bring  them  back  depends, 
to  no  small  extent,  the  prosperity  of  the  business.  A 
large  sum  of  money  has  been  invested  in  the  soda 
fountain,  therefore  it  must  be  operated  in  such  a  way 
as  to  make  it  serve  the  largest  possible  number  of 
people  every  day  that  it  is  operated.  This  is  a  matter 
of  good  business  policy. 

This  desirable  state  of  affairs  can  only  exist  where 
the  service  is  such  that  the  casual  customer  is  brought 
back  again  and  again,  until  finally  he  is  looked  upon 
as  a  steady  patron.  Yes,  it  is  the  regular  visitors  to 
the  fountain  that  we  need  to  produce  the  profit  neces- 
sary to  make  it  worth  while  to  own  a  fountain. 

Out  of  the  need  grows  this  question.  What  is  it  that 
induces  the  casual  customer  to  come  again  ? 

One  thing  is  certain,  it  is  not  past  glory ;  what  you 
did  years  ago  may  hold  some  old  friends,  but  it  can 
never  with  the  chance  customer.  No!  With  the  chance 
customer  it  is  what  you  are  today  that  counts.  It  is 
that  which  a  customer  sees,  hears  and  tastes  when  at 
the  fountain  that  either  drives  him  away,  leaves  him 
indifferent  or  with  the  impression  that  he  wants  to 
come  again. 

I  might  write  much  upon  this  important  question, 
but  my  purpose  is  to  state,  in  a  brief  way,  a  few  of  the 
things  which  bring  people  back. 

First  of  all,  brightness,  for  it  has  the  greatest  pull- 
ing power.  I  use  the  word  brightness  because  it  con- 
veys the  only  meaning  more  truly  than  cleanliness. 
The  fountain  may  be  clean  and  still  not  be  bright  and 
shining.  But  if  you  not  only  clean,  but  also  get  things 
polished  bright,  so  that  they  shine,  and  then  have 
plenty  of  light  on  the  subject,  you  may  be  confident 
that  your  fountain  will  be  attractive. 


Second,  we  may  mention  a  spotless  dispenser.  Let 
the  men  or  boys  behind  your  counter  be  attired  in  im- 
maculate white  coats  and  aprons,  let  them  have  clean 
hands  and  bright  faces,  and  know  how  to  serve  each 
customer  promptly  and  properly,  and  they  will  do  their 
part. 

Third,  let  all  glass  and  glasses  be  so  highly  polished 
that  they  fairly  sparkle  and  glisten  when  the  rays  of 
light  strike  them.  All  such  things  have  a  drawing 
effect  because  they  please  people. 

Then,  for  the  fourth  item,  we  might  mention  dainti- 
ness, and  this  means  not  only  the  use  of  dainty  dishes 
and  thin  glasses  and  other  things  that  are  pleasing  to 
the  eye,  but  also  daintiness  in  the  preparation  of  any- 
thing that  the  customer  is  going  to  eat  or  drink.  The 
glass  should  be  picked  up  gently,  and  not  grabbed  as 
though  it  were  alive  and  trying  to  escape.  Then  it 
must  be  handled  in  the  right  place,  so  that  the  fingers 
do  not  touch  the  rim  or  the  inside  of  the  glass.  It  is 
the  man  who  handles  his  tools  deftly  that  gives  the 
chance  customer  the  impression  that  he  knows  his 
business. 

Then  there  comes  the  quality  of  the  things  served. 
We  have  so  often  shown  the  value  of  quality  that  we 
are  not  going  to  linger  on  the  subject  at  this  time,  but 
it  is  a  self-evident  fact  that  that  which  is  good  tastes 
good,  and  that  which  tastes  good  is  the  thing  we  will 
all  go  back  to  the  right  place  for.  I  say  this  advised- 
ly. I  have  been  in  restaurants  and  have  had  some- 
^ing  served  that  was  in  itself  most  delicious,  yet  I 
never  wanted  to  go  there  again  because  things  looked 
dirty.  But  when  we  purchase  something  nice  in  a 
place  where  the  surroundings  are  pleasant  we  are  led 
to  go  again.  Pleasant  memories  are  sure  to  bring  one 
back.  This  being  true,  let  it  be  your  purpose  to  so 
opersrte  your  fountain  that  it  will  leave  pleasant  mem- 
ories. 

Then,  too,  the  things  served  must  not  only  be  good, 
they  must  be  fresh  and  look  fresh.  How  delicious  a 
bowl  of  fresh  crushed  strawberries  looks  on  the  coun- 
ter 1  But  when  it  has  stood  there  for  a  couple  of  hours, 
and  some  of  the  fruit  has  been  used  and  the  syrup  has 
dried  on  the  sides  of  the  bowl  they  do  not  look  as  fresh 
as  they  really  are.  Just  clean  the  bowl  until  it  is  bright 
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and  shining  and  then  return  the  fruit  to  it  and  see  how 
nice  and  fresh  it  looks,  and  you  will  have  my  idea  of 
having  things  look  fresh.  Then,  too,  they  must  be 
fresh.  Nice,  fresh  eggs,  lemons,  etc.  Have  the  ice 
cream  fresh  and  always  in  good  working  condition. 
It  should  neither  be  as  hard  as  a  rock  nor  soft  and 
mushy,  although  the  former  is  far  preferable  to  the 
latter. 

The  hot  days  are  coming  and  the  public  want  some- 
thing cold.  Have  the  soda  water  cold.  Have  some 
nice,  delicious,  fresh  frozen  water  ices  or  sherbets. 
They  are  about  the  coldest  things  you  can  serve,  and 
they  are  so  refreshing  and  not  costing  as  much  as  ice 
cream,  that  you  can  a£Eord  to  give  a  good,  generous 
serving.  Then,  too,  it  pays  to  push  the  water  ices  and 
cold,  thirst-quenching  drinks,  because  the  very  satis- 
faction that  they  give  will  bring  customers  back  again. 

Things  of  such  a  quality,  served  among  such  pleas- 
ant surroundings  and  by  the  willing  hands  of  a  cour- 
teous dispenser,  who  shows  that  it  is  his  desire  to 
please  the  drinker,  is  that  which  will  bring  the  chance 
customer  back.    Prove  it. 

It's  a  Good  Ad. 

When  one  person  tells  a  friend  that  she  had  a  de- 
licious glass  of  soda  water  at  your  fountain  it  will  do 
you  more  good  than  twenty  half  pleased  customers. 

When  a  gentleman  says  to  his  friend,  '*  Come  over 

to with  me  this  morning,  you  will  find  that  the 

soda  over  there  is  cold.'' 

When  the  girl  says  to  her  beau,  "  Let's  wait  unti] 

we  get  to 's  fountain,  the  things  they  serve  are 

so  much  better." 

Using  Cheap  Materials  is  not  Economy. 

There  is  a  good  deal  said  about  economy  these  days, 
and  we  are  told  by  writers,  and  truly,  that  extravagance 
and  ruin  go  hand  in  hand,  but  this  affords  no  excuse 
for  the  man  who  argues  economy  as  a  reason  for  the 
use  of  cheap  materials  in  the  preparation  of  fountain 
beverages.  The  actual  saving  between  the  cost  of  the 
cheapest  and  best  materials  is  so  small  as  to  be  almost 
negligible^  in  proportion  to  the  total  receipts  for  drinks 
made  from  the  same. 

The  New  Inquiry. 

There  was  a  time  when  people  asked,  how  much  do 
I  get  for  my  money,  but  today  the  prevailing  question 
seems  to  be,  how  good  is  the  article  you  offer  me  for 
my  money?  In  this  batde  quality  wins  every  time. 
The  soda  fountain  offers  one  of  the  best  examples  of 
this  modern  quest  for  quality.  The  people  drink 
fountain  beverages  for  a  two-fold  reason:  they  are 
thirsty,  and  they  also  have  a  craving  for  something 
that  tastes  good.  If  you  are  depending  solely  upon 
the  fact  that  there  are  thirsty  people  in  this  world  for 
the  support  of  your  fountain  you  will  miss  the  mark. 
But  if  you  cater  to  the  desire  for  tasty,  refreshing  bev- 
erages, that  tickle  the  palate  as  well  as  slake  the  thirst, 
you  will  give  the  quality  and  win. 


Making  and  Selling  Lemonade. 

Speaking  of  cold,  thirst-quenching  beverages,  I  am 
reminded  of  the  value  of  a  real  good  lemonade.  There 
is  nothing  like  it,  and  even  when  the  price  of  lemons 
are  high  there  is  a  good  profit  in  lemonade,  and  it  pays 
to  push  it.  Lemonade  can  be  sold  at  either  five  or  ten 
cents  a  glass  at  a  profit  If  you  can  sell  lemonade 
made  to  order  for  ten  cents  and  do  a  good  business, 
you  would  be  unwise  to  try  to  push  a  five-cent  lemon- 
ade. But  the  dispenser  who  finds  that  there  is  no 
market^  for  a  ten-cent  lemonade  should  take  a  good 
look  into  the  possibilities  of  a  five-cent  one.  A  ten- 
ounce  glass  of  lemonade  can  be  made  to  order,  using 
one-half  a  lemon  to  each  glass,  at  an  average  cost  of 
about  two  cents.  However,  it  is  a  good  plan  in  most 
cases  to  stick  to  the  principle  that  anything  that  is 
made  to  order  at  the  fountain  is  worth  ten  cents,  and, 
therefore,  to  go  after  the  five-cent  lemonade  business 
in  some  other  way. 

The  lemonade  for  this  class  of  trade  should  be  made 
in  bulk  ready  to  serve.  The  way  to  push  such  drinks 
is  to  have  some  novel  way  of  advertising  it.  You  can 
keep  lemonade  in  a  bottle  cooler  such  as  can  be  seen 
at  almost  any  founuin  for  the  sale  of  orangeade,  but, 
if  possible,  have  a  novel  way ;  it  will  be  better. 
A  Lemonade  Well. 

One  enterprising  druggist  had  a  stone  well  built, 
and  it  just  made  his  lemonade  business  hum.  In  one 
corner  of  his  counter  he  had  a  roubd  hole  cut  just  the 
size  of  a  five-gallon  stone  water  jar,  such  as  are  used 
for  ice  water  in  many  places.  Beneath  this  hole  he 
set  his  stone  jar  in  a  lined  box,  packed  in  with  ice,  so 
as  to  guarantee  that  the  lemonade  wa6  really  cold. 
Then  he  had  a  stone-cutter  make  a  small  well  top  of 
sandstone,  which  he  set  over  the  hole  in  the  counter, 
thus  giving  it  the  appearance  of  a  well.  An  aluminum 
dipper  was  used  to  draw  the  ice  cold  lemonade  of  the 
**  Old  Stone  Well."  This  made  a  good  advertising 
point.    Try  it  and  use  a  sign  something  as  follows : 

Try  a  Glass  of 

Made  from  Lemon's  Lemonade 

At  the 

Old  Stone  Well 

It  is  the  coldest  and  most  refreshing  you  ever  drank 

And  Only  5  cents 

In  this  way  you  can  serve  a  good  lemonade  for  five 
cents,  and  if  any  one  desired  one  made  to  order  you 
could  still  ask  ten  cents  for  it.  But  I  am  sure  that  if 
you  were  making  a  good  one  that  any  one  would  take 
two  glasses  from  "  the  old  stone  well"  rather  than  one 
made  to  order.  When  this  is  done  an  8-ounce  glass  is 
sufficient  for  serving,  although  you  can  afford  to  use  a 
ID  ounce  glass  if  you  desire  to  give  a  nice,  long  drink. 

Lemonade  Recipe. 

To  make  a  good  lemonade,  use  the  juice  of  2  dozen 

lemons,  i  pint  of  lemon  syrup,  3  pints  of  simple  syrup 

and  enough  water  to  make  4  gallons.    If  the  lemons 

are  not  good  and  juicy  an  extra  half  dozen  may  be 
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needed.  The  lemon  syrup  may  be  omitted  and  all 
simple  syrup  used  if  you  desire,  but,  in  my  opinion, 
the  flavor  of  the  peel  that  is  secured  by  the  use  of  the 
lemon  syrup  adds  to  the  quality  of  the  drink.  Keep 
it  well  iced.  '     » 

The  Value  of  Ice  Water. 
One  day,  white  sitting  at  a  table  in  an  ice  cream 
parlor  of  a  small  but  popular  confectioner,  I  overheard 
one  customer  say  to  another,  "  I  come  here  because 
this  is  the  only  place  in  town  where  they  serve  ice 
water."  What  did  she  mean  ?  As  a  matter  of  fact,  I 
knew  that  nearly  every  other  fountain  in  town  did 
serve  ice  water.  What  she  meant  was  this:  at  the 
other  stores  the  ice  water  was  not  cold  enough  for  her 
to  recognize  it.  The  amount  of  coils  attached  to  the 
water  draught  arm  were  inadequate  at  most  of  the 
fountains  to  supply  water  at  a  proper  temperature. 
Nothing  is  more  refreshing  than  a  glass  of  good  ice 
cold  water.  Personally,  I  have  often  ordered  a  dish 
of  ice  cream  in  preference  to  a  glass  of  soda  water 
because  I  wanted  a  glass  of  ice  cold  water,  and  the 
lukewarm  stuff  that  was  handed  me  left  an  impression 
that  did  not  bring  me  back.  You  may  look  at  this  as 
a  little  thing,  but  I  can  assure  you  that  a  glass  of  good 
ice  cold  water  is  one  of  the  things  that  will  help  to 
make  your  fountain  popular,  and  that  means  more 
money  in  your  cash  register. 

Andora  Sundae. 
On  an  oblong  dish  put  a  No.  20  cone  of  vanilla  ice 
cream  and  one  of  chocolate  ice  cream.  Over  the  va- 
nilla ice  cream  pour  crushed  pineapple  and  top  with  a 
cherry.  Around  the  base  of  the  chocolate  cone  place 
four  whole  fresh  strawberries  and  three  slices  of  peach 
and  a  few  walnut  halves.  Serve  a  5*ounce  glass  of 
orange  juice  or  ade.  Sell  at  15  cents  with  a  couple  of 
crackers. 

CocoANUT  Cream  Sundae. 
Put  a  No.  10  cone  of  vanHla  ice  cream  in  a  sundae 
cup  and  pour  over  it  a  ladle  of  marshmallow  cream 
dressing  and  then  sprinkle  with  fresh  grated  cocoanut. 
Top  with  a  small  pink  cocoanut  bonbon.  For  this 
sundae  grate  the  cocoanut  fresh  every  day.  —  £.  F. 
White,  in  International  Confectioner. 

Nomr  tlie  Sodm  Water  ff*oi»AtalA* 

Sanitarians  who  with  relentless  energy  seek  the  hid- 
ing places  of  disease  germs  have  recently  discovered 
a  new  source  of  probable  infection  in  the  common 
drinking  cup  in  public  places,  and  have  issued  regula- 
tions for  its  abolition.  That  there  is  nothing  new 
under  the  sun  is  again  demonstrated  by  the  historical 
fact  that  in  the  fourteenth  century  the  Catholic  Church 
found  itself  compelled  to  abolish  the  communion  cup 
because  cases  of  the  plague  had  been  clearly  traced 
to  it. 

The  first  scientific  discovery  and  explanation  of  the 
transmission  of  disease  by  the  rims  of  drinking  vessels 
was  published  in  the  transactions  of  the  Pathological 
Sooiety  of  Rochester,  N.  Y.,  for  1894,  before  which 


Dr.  Forbes  presented  microscoinc  evidence  of  the 
conveyance  of  diphtheria  to  twenty-four  families  from 
the  cup.  Tubercle  bacilli  have  also  been  found  in  the 
dregs  of  a  communion  cup.  Two  years  ago  the  labo- 
ratory of  the  Chicago  Health  Department  cultivated 
germs  of  pneumonia,  diphtheria  and  pus  from  the 
fluid  adhering  to  the  rims  of  cups  that  had  been  used 
in  railway  stations,  schools  and  department  stores. 
These  and  many  other  observations  moved  General 
Rupert  Blue  of  the  United  Sutes  Public  Health  Ser- 
vice to  issue  an  order  for  the  abolition  of  the  common 
drinking  cup  in  interstate  railway  coaches. 

And  now  comes  a  warning  from  the  same  alert  guar- 
dian of  the  national  health  against  the  probable  danger 
of  tuberculosis  from  the  glasses  used  at  soda  water 
fountains,  around  which  persons  of  all  ages  and  condi- 
tions gather  in  large  numbers  aU  over  the  country.  It 
requires  but  a  superficial  observation  to  discover  the 
perfunctory  manner  of  cleansing  soda  water  glasses, 
upon  the  rims  of  which  lingering  lips  afford  ample 
opportunity  for  depositing  tubercle  and  other  bacilli. 
Drinking  through  straws  does  not  diminish  but  rather 
increases  the  danger  by  reason  of  deposit  of  the  fluid 
from  their  distal  ends  after  its  having  passed  through 
the  mouth. 

It  nay  be  noticed  that  it  is  the  practice  at  most  soda 
water  fountains  to  rinse  each  glass  in  standing  water 
which  is  not  changed  until  its  unclean  appearance  de- 
mands it.  To  prevent  infection  from  this  fascinating 
habit  of  the  American  people,  the  sanitary  authorities 
should  issue  stringent  r^ulations  for  cleansing  soda 
water  glasses  with  soap  and  hot  water,  followed  by 
forcible  rinsing  under  a  running  stream  of  water,  as  is 
done  in  restaurants  and  hotels.  —  Editorial,  New  York 
Sun,  July  27. 

[The  hot  water  referred  to,  in  order  to  be  efficacious 
in  killing  germs,  would  need  to  be  boiling  water,  and 
to  have  this  at  the  fountain  all  the  time  is  practically 
impossible.  If  each  glass  is  washed  as  soon  as  used 
in  a  Rowe  tumbler  washer,  where  it  is  forcibly  rinsed 
in  every  part  by  flowing  water,  there  will  be  no  pos- 
sible danger  of  lingering  bugs  of  any  kind,  and  every- 
thing practically  possible  will  have  been  done  to  make 
the  glass  sweet,  clean  and  safe.  If  all  druggists  and 
other  users  of  fountains  would  equip  themselves  in 
this  way  they  would  doubtless  forestall  the  introduc- 
tion into  various  legislatures  of  bills  calling  for  the 
washing  of  glasses  in  hot  or  boiling  water,  which 
would  put  thousands  of  fountains  out  of  commission 
altogether.  —  Ed.  Spatula.] 

Some  ff*mcto* 

The  average  of  the  pulse  in  infancy  is  120  beats  a 
minute;  in  manhood  70;  at  60  years,  60.  The  pulse 
of  females  is  more  frequent  than  that  of  males. 

The  great  wall  of  China,  built  200  B.C.,  is  1,250  miles 
long,  25  feet  high,  and  25  feet  thick  at  the  base. . 

About  540  pounds  of  blood  pass  through  the  heart 
in  an  hour. 

The  Chinese  invented  paper  170  bc. 
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MotitlA  BlomriAit  Doomed. 

At  the  present  time  there  is,  perhaps,  greater  activity 
in  the  glass  bottle  branch  than  has  been  in  evidence 
at  any  time  since  the  resumption  of  factories  last  Sep- 
tember, this  being  in  accordance  with  conditions  in 
former  years.  It  is  attributable  to  the  custom  of  deall 
ers  who  invariably  come  into  the  market  with  libera- 
o/ders  at  the  tail  end  of  the  fire  for  goods  to  tide  them^ 
over  during  the  summer  shut-down. 

At  the  end  of  July  hand-operated  factories,  in  ac- 
cordance with  union  rules  and  usages,  will  close  down, 
and  for  a  period  of  30  days  their  stacks  will  be  smoke- 
less. Of  course,  factories  operated  on  a  non-union 
basis  will  suspend  operations  if  they  want  to,  other- 
wise they  will  not,  and  the  same  rule  applies  to  factories 
equipped  with  Owens  automatic  machines,  which  thus 
far  have  kept  at  it  the  year  round  regularly,  excepting 
when  suspensions  took  place  ^or  the  purpose  of  mak- 
ing repairs.  Union  rules  provide  for  a  suspension  of 
operations  in  factories  equipped  with  semi-automatic 
machines  the  first  two  weeks  in  August  Boiled  down, 
summer  stoppage  may  be  stated  as  follows:  Hand- 
operated  union  factories  must  lay  off  during  the  whole 
month  of  August ;  union  factories,  with  a  semi-auto- 
matic machine  equipment,  the  first  two  weeks  in 
August;  Owens  automatic  machines  and  all  non-union 
plants,  whether  hand  or  machine,  are  at  liberty  to  go 
right  through  the  summer  without  observing  any  stop- 
page whatever.  Machine  encroachment  has  reached 
a  stage  where  the  existence  of  the  hand  operator  is 
threatened,  and  whether  he  is  to  be  in  evidence  for 
even  another  fire  depends  on  the  action  of  the  workers* 
convention  in  August  and  the  subsequent  attitude  of 
the  wage  committee  at  the  final  conference,  which  will 
take  place  immediately  following  adjournment  of  the 
workers'  convention  in  East  St  Louis  some  60  days 
hence.  ' 

At  the  preliminary  wage  meeting,  held  in  Atlantic 
City  early  in  May,  Mr.  G.  A.  H.  Shideler,  speaking 
for  the  manufacturers,  stated  plainly  that  a  crisis  had 
been  reached,  particularly  in  the  prescription  depart- 
ment, where  Owens  machines  are  turning  out  regularly 
ware  in  all  sizes  at  a  rate  of  up  to  a  bottle  every  second, 
with  a  prospect  of  output  being  doubled  in  the  not  dis- 
tant future  by  the  substitution  of  two  gathering  and 
two  blowing  molds  on  each  arm  of  the  machine  where 
now  only  one  exists.  Hand  manufacturers  persist- 
entiy  and  logically  contend  that  they  are  helpless  as  a 
resist  of  machine  competition  and  are  begging  for  a 
reduction  in  wages  and  a  liberalization  of  rules  and 
usages  in  order  to  keep  in  the  game,  but  it  looks  very ' 
much  as  if  they  were  up  against  it  and  about  through. 
—  National  Glass  Budget. 


Some  mvm  lAtorostiAi^. 

Enjoy  reading  the  "spicy"  Spatula  very  much. 
It  contains  some  interesting  articles  and  profitable 
pointers.  K.  A.  Holman. 

Albert  Lea^  Minn.^Jufy  22^  1915 » 


Sound  moves  about  743  miles  per  hour. 


Now  Prt  Atoa  Mmttor. 

Manufacturers  and  others  re  invited  to  put  the  name  of 
The  Spatula  on  their  mailing  istj  that  we  may  receive  their 
business  literature  as  issued.  Acknowledgment^  as  a  rule^  will 
be  made  in  this  column.  Such  information,  we  believe,  is  of 
much' interest  to  our  subscribers ^  and  in  some  cases  its  publica- 
tion may  result  in  advantage  to  those  accepting  our  invitation, 
which  is  extended  as  freely  Jo  those  who  do  not  as  to  those  who 
do  advertise  with  us. 

Cash  for  Old  Accounts  is  the  titie  of  a  tastefully 
gotten  up  booklet  pvblished  by  Chas.  L.  Archbold,  1562 
East  93d  St,  Cleveland,  Ohio.  It  will  be  sent  ta  any  one 
interested. 

The  Red  Book  Magazine,  Chicago,  for  August  has 
a  refreshing,  snmmerv  atmosphere  about  it  that  u  wholly 
delightful.  Beskles  three  splendid  serials,  it  includes  thir- 
teen seasonable  short  stories. 

Puck,  New  York,  has  added  to  its  namerons  attractions 
a  foil-page  cartoon  each  week  from  the  celebrated  W. 
Heath  Robinson  whose  original,  curious  and  amusing 
drawings  in  the  London  Sketch  have  given  him  a  world 
wide  reputation. 

The  Liquid  Carbonic  Company,  Chkago,  are  after  the 
early  worms  and  have  already  sent  out  a  16-page  and 
cover  booklet  describing  their  handsome  fountains  and 
telling  druggists  how  its  possible  to  install  a  fountain  this 
fall  with  the  understanding  that  no  payments  are  to  be 
made  until  spring. 

Phases  of  Premium  Advertising  :  papers  presented 
at  the  19 1 5  Premium  Conference  of  the  Convention  of 
the  Associated  Advertising  Clubs  of  the  World  is  pub- 
lished gratuitously  by  The  Novelty  News,  Chicago. 

Studies  on  Fruit  Juices  is  a 


JICES  is  a  pamphlet  by  H.  C. 
Fmit  and  Vegetable  Utilization 


Gore,  Chemist  in  Charge, 

Laboratory.  It  contains  19  pages  and  is  Department 
Bulletin  241.  It  may  be  had  for  5  cents  from  the  Super- 
intendent of  Documents,  Washington,  D.  C.  This  bulle- 
tin will  be  of  interest  only  to  those  concerned  with  the 
commercial  manufacture  of  fruit  juices.  The  methods 
given  call  for  cold  storage,  sterilization  in  carbon  dioxid, 
and  other  processes  not  commonly  available  to  the  house- 
wife. • 

Drug  Plants  Under  Cultivation,  by  W.  W.  Stock- 
berger,  Physiologist  m  Charge  of  Drug^lant  and  Poisonous 
Plant  Investigations.  Contains  39  pages  and  8  illustra- 
tions. It  is  a  contribution  from  the  Bureau  of  Plant 
Industry  and  is  Farmer's  BoUetin  663. 

Notes  on  Michigan  Liliaceae,  by  Oliver  Atkins 
Farwell,  is  a  reprint  of  8  pages  and  one  page  of  figures 
from  the  Bulletin  of  the  Torrey  Botanical  Club,  New  /ork. 

Some  Constituents  or  the  Root  of  Brauneria 
Angustfolia,  by  Frederick  W.  Heyl  and  Merrill  C.  Hart 
is  reprinted  in  10  pages  and  cover  from  the  Journal  of  the 
American  Chemical  Society,  July,  191 5.  It  is  a  contribu- 
tion from  the  Chemical  Research  Laboratory  of  the  Upjohn 
Company,  Kalamazoo,  Mich. 


Has  Toialc  Qtaalities* 

We  find  The  Spatula  stimulating,  bright  and  up 
to  date  in  ideas.  £.  C.  McClelland. 

Port  Melbourne^  Australia^  June  20^  IQIS- 


The  first  watches  were  made  in  1746. 
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The  merger  of  the  Whelan  United  Cigar  Stores  and 
the  Whelan  chain  of  drug  stores  has  begun,  the  start 
being  made  with  two  Canadian  branches. 

American  stockholders  of  the  United  Cigar  Stores, 
Ltd.,  and  the  Tamblyn  Drug  Stores,  two  Canadian 
chain  store  syndicates,  organized  only  a  year  or  so 
ago,  have  been  notified  of  the  details  of  the  plan  for 
consolidation  of  the  companies  under  the  name  of  the 
United  Cigar  Stores  Company  of  Canada.  The  com- 
bined capital  of  the  two  was  previously  about  |i,8oo,- 
ooo.  This  is  to  be  increased  lb  13,800,000,  composed 
of  |i, 800,000  preferred  and  |2,ooo,coo  common.  Share- 
holders in  the  old  United  Cigar  Stores  will  receive  a 
stock  dividend  of  25  per  cent  in  the  common  stock  of 
the  new  company,  and  holders  of  the  old  Tamblyn 
Drug  Stores  stock  will  receive  a  dividend  of  10  per 
cent  in  the  common  of  the  new  combination. 

One  million  dollars  of  the  hew  capital  will  be  used 
to  extend  the  system,  opening  500  new  stores  in  On- 
tario. A  chain  of  competitive  stores  in  Toronto  has 
been  purchased  and  an  option  has  been  taken  on  a 
system  of  drug  stores  in  Winnipeg,  Vancouver,  Moose 
Jaw,  Edmonton  and  other  cities  of  the  Dominion.  In 
addition  to  the  stores  owned  outright,  a  system  of 
agencies  is  being  established  in  all  the  principal  towns 
of  Canada. 

The  same  plan  will  probably  be  followed  in  the  pro- 
posed merger  of  the  United  Cigar  Stores  and  the 
Riker-Hegeman  stores  in  the  United  States,  which 
are  all  now  under  the  control  of  the  Whelans,  who  are 
commonly  supposed  to  have  the  backing  of  Tobacco 
Trust  and  Standard  Oil  magnates,  who  may  be  acting 
merely  as  individuals  or  as  corporation  agents  care- 
fully dodging  the  Sherman  Anti-Trust  Law. 

Whatever  the  financial  interests  concerned  in  the 
merger,  it  is  sure  to  be  consummated  in  a  short  time, 
and  the  purpose  of  the  promoters  is  to  extend  the 
system  by  opening  new  combination  cigar  and  drug 
stores  in  all  sections  of  the  United  States. 

It  is  plain  that  the  independent  retail  druggists  of 
the  United  States  have  a  big  fight  on  their  hands,  and 
in  order  to  win  it  is  imperatively  necessary  that  they 
lose  no  time  in  putting  into  practice  defensive  methods. 

Superiority  of  service  is  the  chief  weapon  of  defense 
that  must  be  used  by  the  independent  retailer.  .  .  . 
A  thoroughly  clean,  well-equipped  store  with  obliging, 
accommodating  service  from  the  proprietor  to  the 
errand  boy,  ever  seeking  to  win  the  good  will  of  cus- 
tomers, coupled  with  careful,  economical  management 
and  the  avoidance  of  all  waste  of  time,  energy  or  ma- 
terial, will  fortify  your  business  against  any  danger  of 
its  being  crowded  out  or  even  injured  by  chain  store 
competition.—  Voice-Salesman. 


£i»ropemA  Commercial  Lrmiiir* 

Americans  who  have  business  dealings  with  the 
countries  of  Western  Europe  find  it  necessary  at  times 
to  resort  to  the  courts  in  order  to  secure  an  equitable 
solution  of  a  transaction  or  an  adjustment  of  differ- 


ences. And,  even  in  cases  where  a  legal  action  is 
not  contemplated,  the  American  exporter  feels  that  a 
knowledge  of  the  specific  requirements  or  procedure 
in  any  given  commercial  contingency  is  always  desir- 
able and  occasionally  imperative.  To  meet  the  un- 
questioned need  for  concise  information  of  this  kind 
the  Bureau  of  Foreign  and  Domestic  Commerce  has 
just  issued  a  monograph  on  **  Commercial  Laws  of 
England,  Scotland,  Germany  and  France,'*  as  No.  97 
in  its  Special  Agents  Series.  It  may  be  obtained  for 
1 5  cents  from  the  Superintendent  of  Documents,  Wash- 
ington, D.  C. 

In  this  publication,  which  is  the  work  of  Commer- 
cial Agent  Archibald  J.  Wolfe,  in  collaboration  with 
Edwin  M.  Borchard,  law  librarian  of  the  Library  of 
Congress,  special  attention  has  been  given  to  the  juris- 
diction of  the  various  courts,  lawyers  and  their  fees, 
costs,  chattel  mortgage,  attachment,  powers  of  attor- 
ney, bankruptcy  laws,  and  laws  relating  to  unfair  com- 
petition and  trusts.  One  of  the  most  interesting  chap- 
ters deals  with  the  German  law  against  unfair  compe- 
tition. This  law  contains  some  unique  provisions.  For 
example,  it  is  not  generally  known  in  America  that  in 
Germany  such  expressions  in  advertisements  as  "  best 
and  cheapest  place  to  buy,"  "  sold  at  factory  prices," 
etc.,  are  inadmissible  unless  true;  that  actions  have 
been  sustained  against  merchants  who  displayed  signs 
of  '*  English  spoken  here  "  when  the  assertion  was  not 
in  accordance  with  fact;  that  it  is  unlawful  to  attempt 
to  entice  away  prospective  customers  standing  in  front 
of  a  competitor's  windows ;  and  that  a  tailor  may  be 
enjoined  from  describing  his  establishment  as  "  first 
class"  when  he  pays. his  workers  according  to  the 
fourth  class  in  the  scale  of  wages  of  the  local  tailors' 
guild. 


OUR  neighbor's  daughter. 
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No.  I.  Patent  No.  1,145,805.  BottlkCap.  Patented 
July  6  by  Carl  Rudolph  Schultz,  New  York,  N.  Y. 

No.  2.  Patent  No.  1,146,036.  Bottle-Stopper.  Pat- 
ented July  13  by  Lydia  M.  Spinks,  Lanes  Bottom, 
W.  Va. 

No.  3.  Patent  No.  1,147,629.  Bottle.  Patented  July 
20  by  Gabor  Hatvany,  Newell,  Pa. 

No.  4.  Patent  No.  1,143,731.  Nasal  Device.  Patented 
June  22  by  Frederick  W.  Schoonmaker,  Jr.,  Mont- 
Clair,  N.  J. 

No.  5.  Patent  No.  1. 147.384.  Bottle-Closure.  Pat- 
ented July  20  by  Robert  C.  Fetzer,  Jr.,  Savannah,  Ga. 

No.  6.  Patent  No.  1,146,986.  Bottle-Stopper.  Pat- 
ented July  20  by  August  Herman  Wirz,  Moylan,  Pa., 
assignor  to  A.  H.  Wirz,  Incorporated,  Chester,  Pa. 

No.  7.  Patent  No.  1,146,809.  Bottle.  Patented  July 
20  by  Raul  Diez  Muro,  Habana,  Cuba. 

No.  8.  Patent  No.  1,147,512.  Capsule- Filler.  Pat- 
ented  July  20  by  William  John  Kirkland,  Blackwood, 
N.J. 

No.  9.  Patent  No.  1,143.855.  Serum-Container.  Pat- 
ented June  22  by,  WUliam  H.  Park,  New  York,  N.  Y.. 
assignor  to  £.  R.  Squibbs  &  Sons,  New  Jersey. 

No.  10.  Patent  No.  1,144,980.  Nipple  for  Nursing- 
Bottles.  Patented  June  29  by  Everett  C.  Hilton, 
Andover,  Mass.,  assignor  to  Tyer  Rubber  Company, 
Boston,  Mass. 

No.  II.  Patent  No.  1,145,286.  Container.  Patented 
July  6  by  Jeanne  Walter  Appleton,  New  York,  N.  Y. 

No.  12.  Patent  No.  1,147,856.  Glass-Holder.  Patent- 
ed July  27  by  Raymond  B.  Gilchrist,  Newark,  N.  J. 

No.  13.  Patent  No.  1,147,882.  Dropper  Device.  Pat- 
ented July  27  by  Joseph  Neger,  New  York,  N.  Y. 

No.  14.  Patent  No.  1,148,284.  Attachment  for  Col- 
lapsible Tubes.  Patented  July  27  by  Thomas  C. 
Booth,  New  York,  N.  Y. 

No.  15.    Patent  No.  1,144,919.    Bottle-Stopper.    Pat- 


ented June  29  by  Matilda  Jane  Shuck,  Bloomington, 
111. 
No.  16.    Patent  No.  1,144,534.    Metallic  Label.    Pat- 
ented June  29  by  Felix  Eberhart,  Newark,  N.  J.,  as- 
signor to  American  Can  Company,  New  York,  N.  Y. 

No.  17.  Patent  No.  1,147,740.  Nipple  for  Nursing- 
Bottles.  Patented  July  27  by  Margaret  H.  McMann, 
New  York,  N.  Y. 

No.  18.  Patent  No.  1,144,634.  Capsule-Filler.  Pat- 
ented June  29  by  Stuart  Broadwell  and  Clarence  Hoi- 
laway,  Springfield,  111. 

No.  19.  Patent  No.  1,145,520.  Vaginal  Powder- 
Sprayer.  Patented  July  6  by  John  W.  Smith,  Three 
Rivers,  Mich. 

No.  20.  Patent  No.  1,146,639.  Nursing-Bottle  Nipple. 
Patented  July  13  by  Thomas  W.  Miller,  Ashland, 
Ohio,  assignor  to  the  Faultless  Rubber  Company, 
Ashland,  Ohio. 

No.  21.  Patent  No.  1,145,687.  Water  Bag  or  Bottle. 
Patented  July  6  by  Irwin  F.  Kepler,  Akron,  Ohio, 
assignor  to  the  B.  F.  Goodrich  Company,  New  York. 

No.  22.  Patent  No.  1,144,890.  Dispensing  Apparatus. 
Patented  July  29  by  Frank  W.  Calvert,  Narberth, 
Pa.,  assignor  to  the  Charles  £.  Hires  Company,  Phila- 
delphia, Pa. 

No.  23.  Patent  No.  1,146,541.  IceCream  Scraper. 
Patented  July  13  by  Wesley  M.  Yearley,  Baltimore, 
Md. 

No.  24.  Patent  No.  1,143,488.  Bottle-Holding  Rack. 
Patented  June  15  by  Edward  M.  Bell,  Greeneville, 
Tenn. 

No.  25.  Patent  No.  1,14^,029.  Atomizer.  Patented 
July  6  by  Will  Ronald  Munro,  Mayville,  N.  D. 

No.  26.  Patent  No.  1,144.764.  Dispensing  Apparatus. 
Patented  July  29  by  Maurice  P.  Henvis,  Washington, 
D.  C,  assignor  to  Individual  Drinking  Cup  Company, 
New  York,  N.  Y.  /^  nir\Cf]o 
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Recently  Applied  for  Trade -Marks 


ELEGANTINE 


"ANKPLA" 


t^rc^A 


^^P'N 


FOOT-F 


^LINA 


i(^nr 


mm^  AGRA    *^^    '    Ji 


^ -.  -         ATHLETTIC 


/v.qjr^ 


«W7»7 


Note.  —  The  following  numbers  are  all  Class  6  "  serial 
numbers/'  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

^7f373'   ^-"^^  Shapiro,  Minneapolis,  Minn.   Bed-bug,  roach 

and  ant  killer.    May  15,  191 5. 
87,018.     Richard   Hudnut,   New   York,  N.  Y.     Talcum 

powder,  face  powder,  dentrifices,  etc    May  24,  191 5. 
87,207.     Frank  Moczik,  New  York,  N.  Y.     A  purgative 

and  blood  purifier.     May  17,  191 5. 
87,188.     Thomas  L.  Leeming,  New  York,  N.  Y.     Non- 
poisonous  germicides  for  medical  and  surgical  use. 

May  20,  19 1 5. 
87,312.   Fred  A.  Pickering,  BaldwinsTille,  Mass.   A  prepa- 
ration for  exterminating  insects.     191 3. 
87,221.    Fred  L.  Moss,  Chillicothe,  Mo.    Tooth  cleansing 

and  preserving  preparation.     June,  191 5. 
87»303.     Jerome  F.  Daley,  Bangor,  Me.     A   tubercular 

tonic.     May  i,  191 5. 
86,976.     San  Francisco  Sulphur  Co.,  San  Francisco,  Cal. 

Flowers  of  sulfur.     Jan.  i,  1908. 
87,117.    Wood  &  Barnard,  Detroit,  Mich.    Cleansing  and 

massage  creams,  rouge,  almond  bar,  etc.    Oct.  12, 

1914. 
86,572.     Halla  Dagger  Medicine  Company,  Great  Falls, 

Mont.     Liniment.     Mar.  27,  19 15. 
87,206.    John  Langan,  Yonkers,  N.  Y.    A  liquid  and  a 

salve  to  be  used  in  the  treatment  of  skin  diseases. 

April  22,  191 5. 


86,548.     Dirk  Nybakker,  New  York,  N.  Y.    A  medicated 

plaster.     May,  19 12. 
86,796.     Bell  &  Lee  Drug  Co.,  Inc.,  Sylvester,  Ga.    A 

medicine  for  menstruation  disorders,   etc.     March, 

1 91 5. 
87,075.    Joseph  Augustus  Heintzelman,  Philadelphia,  Pa 

A   treatment  for  dyspepsia,  kidney  and  liver  com 

plaints.    April,  1879. 
85,064.     Clarence  E.  Teeter,  l^uron,  Kans.    A  prepara- 
tion for  the  treatment  of  hog  cholera.     Nov.  9,  1914- 
86,299.     The  Pompeian  Mfg.  Co.,  Cleveland,  Ohio.    A 

cold  cream.     May  i,  191 3. 
86,912.     Norton   Manufacturing  Company,  Ann  Arbor, 

Mich.     A  foot  powder.     Feb.  i,  1915. 
86,639.     Stephen  Fargo,  Cleveland,  Ohio.     A  remedy  for 

indigestion,  biliousness,  constipation,  flatulence  and 

headache.     July  20,  19 14. 
85,491.   Spohn  Medical  Company,  Goshen,  Ind.  A  remedy 

for  distemper,  influenza,  pink-eye,  epizootic,  etc   Oct. 

I,  1894. 
86,604.     The  Emil  Schult  Toilet  Article  Company,  Inc., 

New  York,  N.  Y.     Cold  cream.     Mar.  23,  191 5. 

S6i797-  Mary  £.  Branin,  Camden,  N.  J.  A  salve  for  car- 
buncles, gatherings  and  bruises,  said  salve  being  a 
composition  of  herbs.     May,  1915- 

86,504.  The  BellevUle  Chemical  Co.,  Belleville,  111.  De- 
odorizer and  disinfectant.     Mar.  5,  19 15. 

85,033.  Madam  Duval  Company,  Berkeley,  Cal.  Rouge, 
liquid  face  powder,  skin  lotion,  hair  tonic,  etc  De- 
cember, 1914. 
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86,784.  William  J.  Lind,  Denver,  Colo.  A  salve  for  ex- 
ternal use.     Feb.  10,  191 5. 

86,591.  Cloyd  C.  Dickinson,  Chicago,  111.  Hair  brillian- 
tine  lotion.    April  15,  19 15. 

86,192.  Antonino  Virdone,  New  York,  N.  Y.  A  medi- 
cinal tonic  and  a  digestive  powder.    April  3,  19 15. 

86400.  National  Enzyme  C6.  (Inc.),  New  York,  N.  Y. 
Enzyms.    Mar.  15,  191 5. 

86,865.  N.  Y.  International  Chemical  Co.,  Inc.,  New  York, 
N.  Y.    Tonic  laxatives.     May,  191 5. 

86,562.  Colgate  &  Co.,  Jersey  City,  N.  J.  Cold  creams 
and  massage  creams.     May,  191 5. 

86,068.  Walter  O.  Detro,  Toledo,  Ohio.  A  remedy  for 
hay  fever.    Jan.  7,  191 5. 

86,642.  Stephen  Fargo,  Clevelsmd,  Ohio.  A  liniment 
Mar.  28,  19 1 5. 

86,775.  Stephen  Fargo,  Cleveland,  Ohio.  A  remedy  for 
corns.     May  15,  191 5. 

86,937.  Joseph  L.  Pamerlean,  Detroit,  Mich.  A  remedy 
for  headache  and  neuralgia.    April  20,  19 15. 

86,770.  Stephen  Fargo,  Cleveland,  Ohio.  A  remedy  for 
laxative  purposes  and  for  purifying  the  blood.  Jan. 
15,  1915. 

86,819.  George  W.  Callaway,  New  York,  N.  Y.  A  dis- 
infectant    May  5,  191 4. 

86,799.  Cupid  Blush  Company,  Baltimore,  Md.  A  toilet 
preparation  for  tinting  the  skin,  consisting  of  a  doth 
chemically  treated,  so  that  by  rubbing  it  upon  the 
skin  a  rosy  tint  is  produced.    Jan.  i,  191 2. 

85,89^  Eldereen  Medicine  Co.,  Chattanooga,  Tenn.  Medi- 
dnal  tonics,  salves,  etc,  April  i,  191 5. 

86,641.  Stephen  Fargo,  Cleveland,  Ohio.  A  toilet  cream. 
Dec  10,  1914. 

86,329.  FUomena  Malina,  Chicago,  III.  Compound  for 
coughs,  colds,  hoarseness,  asthma,  etc    April  24, 1 9 1 5. 

86,01^.  Frank  H.  Gazzolo,  Chicago,  III.  Shampoo  pow- 
der.   Oct  I,  19 1 4. 

86,163.  Tomahawk  Medicine  Co.,  Bowling  Green,  Ky. 
Salve.    Sept  i,  19 14. 

86,059.  Charles  Henry  Warren,  Philadelphia,  Pa.  A 
remedy  for  piles.     Jan.  25,  191 5. 

86,842.  George  Terry,  Centralia,  III.  A  remedy  for  rheu- 
matism, kidney  and  bladder  trouble.    Jan.  7,  191 5. 

85.803.  The  Bayer  Company,  Xnc,  New  York,  N.  Y. 
A  sedative.    April  15,  1898. 

86,301.  Walter  B.  Ridgely,  Baltimore,  Md.  An  ointment 
April  27,  191 5. 

86.336.  Emil  Tausig,  New  York,  N.  Y,  Hair-color  re- 
storers and  hair- removers.     Feb.  i,  1914. 

80,712.  Henry  H.  von  Schlick,  Pituburgh,  Pa.  Blood 
liquid  medicine.     Feb.  2,  1914. 

85.804,  The  Bayer  Company,  Inc.,  New  York,  N.  Y.  An 
antirheumatic,    Feb.  i,  1899. 

85,806.  The  Bayer  Company,  Inc,  New  York,  N.  Y.  A 
sedative  and  hypnotic.    Oct  i,  1910. 

78,872.  Knoll  &  Co.,  Ludwigshafen-on-the-Rhine,  Ger- 
many.   A  laxative.    Dec.  5,  19 10. 

84,421.  Agra  Company,  Detroit,  Mich.  Perfumes.  May 
26,  1910. 

80,608.  Geo.  H.  Lee  Company,  Omaha,  Nebr.  A  remedy 
for  diseases  of  the  skin.    Jan.  i,  1897. 

84,413.  C«asar  Ribordy,  New  York,  N.  Y.  A  liniment 
for  varicose  veins,  rheumatism,  sprains.  Jan.  1 5, 191 5. 

87,015.     Highland  Milling  Company,  Highland,  111. 

79,534.  The  Importers  Company,  Denver,  Colo.  White 
and  flesh-colored  skin  bleaches.     Mar.  14,  191 2. 

82,563.  John  W.  R.  Laxton,  Lynn,  Mass.  Medicines  for 
the  correction  of  dyspepsia,  kidney  and  liver  troubles, 
etc.    Oct  9,  19 1 4. 

87,342.  Macario  Gennarelli,  South  Chicago,  IIL  A  tooth- 
ache remedy.    May  10,  191 5. 

87,355.  James  C.  Beach,  M.D.,  New  York,  N.  Y.  A 
viburnum  compound.    October,  1905. 


Tried  Them  Yet? 

Thousands  and  thousands  of  merchants 
have  given  Necco  and  Hub  Wafers  a 
fair  trial  and  the  results  (they  show  in 
profits)  have  been  so  gratifying  that  they 
continue  selling  them.  Why  don't  you 
place  a  trial  order  of 

Necco  Wafers 

Glaxed  Paper  Wrapper 

Hub  Waf  es 

Transparent  Paper  Wrapper 

with  your  jobber  to4ay?  Thjere  is  abso- 
lutely no  comparison  between  Neccos 
and  Hubs  and  any  other  similar  con- 
fections. They're  the  pioneers  in  the 
field.  Specify  Necco  or  Hub  Wafers  on 
your  next  order.  If  not  at  your  jobber's, 
write  us. 

New  England 

Confectionery  Company 

Bostoiii  Mass. 


No.  10 
"REST  EASY'' 

NON-SUP  BED  CUSHION 

Size  14x20  Inches 

A  CUSHION  SUPPORT,  for  sitting  up  or  re- 
clining in  bed,  also  adapted  for  wheel  chairs. 
In  combination  with  a  back  rest  it  gives  the 
required  FOWLER  POSITION  for  POST 
OPERATIVE  WORK.  A  trial  WILL  CON- 
VINCE  it  is  healthful  and  economical  the  saving 
of  nurses  time  will  soon  cover  the  cost  Re- 
commended  by.  HOSPITALS  and  EMINENT 
SURGEONS  Testimonials  and  descriptive  cir- 
cular sent  upon  request. 


Maavfactitred  Szclvtlyely  by 

DAVOL  RUBBER  COMPANY 

PROVIDEIfCE,  R.  L»  U.  S.  A. 
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Just  in  Jest« 


"  It  takes  a  woman  to  do  fool  things/* 

"  It  certainly  does.    Bat  I  never  saw  one  buy  hair  restorer  from 
a  bald-headed  barber."  —  Votes  for  Women. 


Little  Willie's  father,  as  he  laid  on  the  slipper,  said : 
**  Willie,  this  harts  me  more,  far  more,  than  it  does  yoa." 
**  Then  keep  it  up,"  said  little  Willie,  grinding  his  teeth    **  Keep 
it  up,  dad.    I  can  stand  it."  —  Folio  of  Fun. 

Mistress— Why  have  you  put  two  hot-water  bottles  in  my  bed 
Bridget? 

Bridget  — Sure,  mum,  wan  of  thim  was  leaking  and  I  didn't 
know  which,  so  I  put  both  in  to  make  sure.  —  The  Antiquarian. 

Victim  —  What  has  happened  ?    Where  am  I  ? 
Doctor— You  have  been  seriously  injured  in  a  trolley  acddent. 
But  cheer  up— you  will  recover. 
Victim  —  How  much  ? — The  Bromide. 

"  I  meant  to  have  told  you  of  that  hole,"  said  a  friend  to  a  visi- 
tor who  had  fallen  into  a  pit  in  the  friend's  garden. 
"  No  matter,"  said  he,  **  I've  found  it."  — London  Mail. 

An  Irishman  sees  this  sign  in  the  window:  "Dickens  Works 
all  the  Week  for  Only  I400." 

Whereupon  Pat  says :  *'  The  divvle  he  does !  The  dirty  scab ! ". 
-FriveL 

''  Look  here  1"  said  an  excited  man  to  a  druggist.  "  You  gave 
me  morphine  for  quinine  this  morning." 

**  Is  that  so  ? "  replied  the  druggist.  "  Then  you  owe  me  twenty- 
five  cents."— The  Orphan. 

**  Som^  day  we'll  hi  telephoning  through  the  air  without  wires." 

"  Maybe.    But  won't  it  seem  queer  to  have  an  operator  call 

back  to  you  and  say :  '  The  air  is  busy  now ! "—  Washington  Star. 

"  Hello,  old  man ! "  exclaimed  one  man  on  meeting  a  friend  on 
shipboard.    "How are  you?" 
"  First  class,"  said  the  one  accosted.   "  And  how  are  you  ? " 
"Steerage."— Ocean  Ripples. 

"  Mr.  Shepherd,  your  daughter  has  promised  to  marry  me.*" 
"  Humph !  she  said  she'd  get  even  with  me  when  I  refused  to 
get  her  a  Pekinese  pup."  —  London  Mail. 

She — Why,  papa,  what  makes  you  think  George  is  a  vegetarian  ? 
He  —  He  gave  me  one  of  his  cigars  last  night.  —  London  Mail. 


"  When  water  becomes  ice,"  asked  the  teacher,  **  what  is  the 
great  change  that  takes  place  ? " 

"The  greatest  change,  ma'am»"  said  the  little  boy,  "is  the 
change  in  price."  —  Euphonies.  ' 

Departing  pupil— Ah,  professor  I  How  can  I  ever  thank  you  ? 
I  owe  everything  I  know  to  you. 

Professor— Madam  1  Plnse  do  not  mention  such  a  trifle.— 
Sydney  Bulletin. 

While  little  Dorothy  was  visiting  her  hostess'  dog  came  run- 
ning up  and  stopped  before  her,  pamting.  Seeing  bis  tongue  out, 
Dorothy  said :  "  I'se  not  a  doctor,  doggie."  —  Boston  Transcript. 

"  Father,  what  is  a  convalescent  ? " 

''A  patient  who  is  still  alive,  son."-Philadelphia  PabUc  Ledger, 

"  What  is  the  shortest  way  to  the  Bronx  ? " 

'*  Through  the  Bronchial  Tubes,  I  s'pose."  —  Rays  of  Humor. 

"  I  hope,  driver,  you  will  not  run  away  with  me ! " 
"  Bless  yer,  no,  mum !    I've  got  a  wife  and  six  kids  at  home 
already ! "  —  London  Opinion. 

"  Why  did  you  rush  out  of  the  doctor's  office  this  morning  ?  " 
"  He  said  he  wanted  to  see  me  apart,  and  I  wasn't  taking 
chances."  —  Philadelphia  Ledger,  i 

"  Yes,  that's  old  Brewster.    Half  a  dozen  doctors  have  giren 
him  up  at  various  times  during  hid  life." 
"  What  was  the  matter  with  him  ? " 
"  He  wouldn't  pay  his  bills."-  London  Mail. 

Amy— Jimson  is  the  light-weight  champion  of  the  district. 
Fanny— That  so?    I  didn't  know  he  was  a  boxer. 
Amy  —  He  isn't.    He's  a  grocer.  —  London  Mail. 


"  Well,  George,"  said  William,  as  they  met  in  the  street, "  how 
is  Arthur  going  on  now  i " 

"Oh,  much  better!"  replied  George.  "He  has  been  in  the 
country  for  seven  days  to  regain  his  strength." 

"  That's  funny !  I  should  have  thought  seven  days  in  the  coun- 
try would  have  made  one  week ! "  —  London  Mail. 


She  was  an  ardent  sufiFragette  and  was  arguing  with  her  father 
about  the  ballot  for  women. 

"  Well,  well,  what  are  you  suffragettes  going  to  do  ? "  inquired 
her  father. 

"  We  are  going  to  sweep  the  country,"  she  replied  proudly. 

"  Well,  do  not  despise  small  beginnings,  my  dear.  Suppose  you 
start  with  the  dining  room."  —  The  Black  Crow. 
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We   are   at   last  in  a  position   to  report   something   to 
interest   and    gratify 

THE  HONEST  DRUGGIST 

To  seriously  concern  and  displease  the 

SUBSTITUTOR 

To  surprise,  disappoint  and  thwart  the 

UNSCRUPULOUS  and  CONTEMPTIBLE  MANUFACTPKER 

who  supplies  a  counterfeit  and  fraudulent  product  for 
substitution  purposes. 

Ergoapiol  (Smith)  capsules  bear  on  the  inside  of  each 
capsule  the  letters  M.  H.  S. 

These  letters  are  not  visible  from  the  outside,  but 
they  are  plainly  discernible  in  the  gelatine  when  the  cap- 
sule is  cut  in  half. 

This  method  of  marking  Ergoapiol  (Smith)  now  offers 
absolute  protection  ageunst  any  imposition  in  the  use  of  a 
spurious  and  fraudulent  product. 

Identification  by  the  physician  or  patient  is  now  very 
simple,  because  no  analytical  investigation  is  necessary 
and  because  no  one  else  can  use  this  invention  as  it 
is  our  exclusive  property  under  Letters  Patent  in  the 
United  States  and  foreign  countries. 

We  have  been  manufacturing  Exgoapiol  (Smith)  with 
this  patented  protective  mark  for  the  past  two  years, 
but  have  withheld  announcing  the  fact,  so  as  to  give 
reasonable  and  ample  time  for  all  the  old  style  capsules 
to  have  been  dispensed. 

Physicians  are  now  being  fully  informed  regarding 
this  protective  mark  and  easy  method   of   identification. 


PaitMtd  in  U.  5.  and 
foreign  couniritt. 


Capsule  intact,  showing 

no  mark  objectionable 

to  the  physician. 


Capsule   cut   in   half 
•  through  the  seam, 
showing  initials. 


Ergoapiol  (Smith)  is  to  be  had  only  in  packages  of  twenty  capsules 
each.    It  is  not  under  any  drcumsiances  supplied  in  bulk  or  other  form. 

MARTIN   H.   SMITH  CO^   New  York,  N.  Y. 
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MaAfifactfir*  of  Btir At  Stitf ar« 

AccordiDg  to  the  Codex,  this  is  simply  a  matter  of 
heating  sugar,  with  occasional  stirring,  at  about  i8o° 
to  200^  until  a  black  viscid  mass  is  formed,  adding  to 
this,  while  cooling,  one  and  a  quarter  times  its  weight 
of  hot  water,  then  straining.  It  has  also  been  said 
that  the  proper  way  to  produce  caramel  is  first  to  make 
invert  sugar  by  heating  with  tartaric  acid.  This  invert 
sugar  solution  is  heated  on  an  oil-bath  to  boiling  point, 
then  ammonia  water  is  gradually  added  while  the 
water  evaporates,  after  which  the  temperature  is  raised 
to  175^-180®  C.  until  all  is  caramelized.  The  product 
obtained  in  this  way  is  said  to  be  nearly  twice  as  strong 
as  commercial  caramels  in  coloring  power.  As  for 
purifying  commercial  caramel,  the  following  method 
is  advocated  by  a  well-known  American  pharmacist : 
Commercial  caramel,  1,000  gms.;  alcohol,  3,500  mils; 
monohydrated  sodium  carbonate,  4  gms.;  water,  q.  s. 
Weigh  the  caramel  in  a  capacious  flask,  add  250  mils 
of  boiling  water,  and  thoroughly  mix.  Then  gradually 
add  3,000  rails  of  alcohol,  shaking  after  each  addition. 
Set  aside  for  six  hours;  decant  the  alcohol  on  to  a 
filter  and  wash  the  precipitated  caramel  with  two  por- 
tions of  250  mils  each  of  alcohol,  decanting  each  time 
on  to  a  filter.  Drain  the  alcohol  thoroughly  from  the 
precipitate,  and  dissolve  it  in  1,500  mil6  of  warm  water. 
Add  the  sodium  salt,  filter,  and  evaporate  to  a  thick 
syrup.  Spread  this  upon  sheets  of  glass  and  when  dry 
scrape  off  in  scales  the  purified  caramel,  and  dry 
further  in  a  desiccator  over  sulphuric  acid  for  a  day, 
or  until  it  ceases  to  lose  weight.  The  tinctorial  value 
of  this  product  is  three  times  that  of  the  original.— 
Pharmaceutical  Journal. 

Coca  Cola  I#ltl^atloA. 

Editor  of  The  Spatula  :  li  appears  that  the  Depart- 
ment of  Justice  of  the  United  States  Government  is  taking 
upon  itself  the  duty  of  sending  out  an  official  notice  to 
the  trade  journals,  aiid  other  advertising  mediums,  by 
which  the  trade  and  public  is  notified  that  the  United 
States  Government  will,  and  has  proceeded  further  with 
the  case  of  the  United  States  vs.  40  barrels  and  20  kegs 
of  Coca  Cola.  It  has  not  been  clear  to  this  Company  why 
the  Government  has  sent  out  these  notices,  but  in  order 
that  the  public  shall  understand  the  position  of -our  client, 
the  following  is  presented : 

The  Coca  Cola  Company  rather  welcomes  the  taking 
of  this  case  to  the  highest  court  of  the  land,  and  as  corre- 


ROBERTSON'S  FRUIT  TABLET 

» 

flavors  soldom  found  oxospt  in  tho  original 
fruit. 

Mado  In  ^5  dlffar«nt  flavors. 

Thors's  a  lot  mors  to  ths  cost  of  gsnuins 
fruit  tablsts  than  ths  msrs  prios  psr  pound. 

ROBERTSON'S  fruit  tablsts  kssp  indsfl- 
nitsly  but  SELL  so  rsadily  aftsr  ones  trisd, 

If  not  at  your  Jobbsrs  writs  us  dirsst. 

ROBERTSON  CANDY  CO., 

R0BCRT80N-BRADSHAW  CO- 
NEW  YORK  CITY. 


LISTERINE 

SALES  ARE 
GROWING 


Listerine  is  a  very  live  item 

in  the  best  drug  stores 

of  America. 

It  is  backed  by  big  ad- 
vertising every  month. 

Send  for  price  list.  Or- 
der direct  and  get  the 
quantity  discount. 

LAMBERT  PHARMACAL  CO., 

SAINT  LOUIS. 


HENRY  TROEMNER 

STAHBARB  OF  EXCSXIiBNOB 
1840  1913 


New  Triumph  Prescription  Scale 

Built    liks    the    Wus  Man's  Houm— vpon  a 

Rock.    No  springs  to  snap. 
Strongly    built,    yet    ssnsftiTe  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalosue  No.  19U. 

91 1  Arch  Street,       PHILA.,  PA. 
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spondence  with  the  Department  of  Justice  will  show,  the 
Company  has  done  everything  it  coald  to  aid  in  the  move* 
ment,  and  in  fact,  agreed  to  certain  facts  that  were  neces- 
sary in  order  to  take  this  case  to  the  Supreme  Court  of 
the  United  States.  The  Coca  Cola  Company  welcomes 
this  move  on  the  part  of  the  Government  because  it  feels 
that  an  adjudication  by  the  Supreme  Court  of  the  United 
States  will  act  as  the  closing  chapter  to  many  unfounded 
charges  that  have  been  made  against  the  Company. 

It  is  well  at  this  juncture  to  slightly  review  the  afore- 
said case.  The  libel  in  this  case  was  filed  in  the  District 
Court  of  the  United  States  at  Chattanooga,  Tenn.,  in 
October,  1909.  Without  fault  of  the  courts,  and  without 
a  request  for  delay  on  the  part  of  the  Coca  Cola  Company, 
this  case  was  not  heard  until  March,  191 1,  at  which  time 
the  court  instructed  the  jury  to  find  for  the  claimant,  the 
Coca  Cola  Company.  The  Government  then  proceeded 
to  carry  this  case  to  the  Circuit  Court  of  App^s,  and  it 


was  nearly  two  years  later  before  the  Government  had 
prepared  the  proper  papers  to  take  this  case  to  the  Circuit 
Court  of  Appeals. 

In  June,  1914,  the  Circuit  Court  of  Appeals  for  the 
sixth  Circuit,  affirmed  the  decision  of  the  District  Court. 

The  Government  had  one  year,  to  wit,  until  June  13, 
191 5,  to  take  this  case  to  the  Supreme  Court  of  the  United 
States,  and  it  was  not  until  the  first  part  of  June,  in  191 5, 
that  the  writ  of  error  was  granted,  it  being  presented  to 
presiding  Justice  Warrenton,  at  Cincinnati,  at^this  time. 

The  above  history  is  presented  simply  to  show  that  this 
case  has  been  pending  for  nearly  six  years.  The  delay  in 
bringing  it  to  the  different  courts  has  not  been  due  to  the 
courts,  nor  to  the  Coca  Cola  Company.  It  is  pleasing  to 
our  client,  and  to  this  Company,  to  know  that  at  last  there 
will  be  a  finality  to  this  case. 

D'Arcy  Advertising  Company. 
St  Louis ^  July  ig^  igis. 


The  Magic 
Glass  Washer 


Just  press  the  glass  on  the  plunger  and  sharp,  forceful 
streams  of  fresh  water  spurt  forth  to  wash  every  atom  of 
its  surface  under  a  second's  pressure.  See  the  supple- 
mentary streams  on  the  top  rim.  That  ensures  clean 
glasses  on  the  outtide  as  well  as  on  the  inside — the  famous 
"  Ail-Over  Wash  *'— another  RO WE  innovation.  Lift  the 
tumbler,  and  immediately  the  plunger  is  released,  every 
drop  of  soiled  water  is  drawn  into  the  waste  pipe.  Each 
glass  is  cleansed  in  clean,  fresh  water  always. 

Rowe's  No-Thump  Tumbler  Washer 

fulfills  every  test  of  hygiene,  efficiency,  speed  and  eco- 
nomy, and  enjoys  the  flattery  of  a  dozen  imitators.    The 
veteran  dispenser  will  tell  you  that  the   ROWE   is  su- 
premely the  best.    No  fountain  is  too  small  for  this 
modern  hygienic  appliance.    It  is  the  one  vital  accessory  that  governs  sanitation  in  dispensing. 
To  avoid  getting  "stung"  with  worthless  substitutes,  always  be  sure  to  specify  Rowe's  No-Thump 
Tumbler  Washer,  and  insist  upon  getting  it.    It  costs  no  more  than  worthless  contraptions  and  is 
far  more  economical.    Unqualifiedly  Guaranteed.    Write  today  for  catalog. 

74  Portland  St        L.    L.    ROWE,    MFR.  Boston,  Ma«8. 
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The  war  brought  to  the  owners  of  American  medicinal 
and  semi-medicinal  springs  the  opportunity  to  emancipate 
the  United  States,  commercially,  from  the  supremacy  of 
imported  mineral  waters  of  the  curative  type.  For  years 
and  years  the  Government's  scientists  at  Washington 
have  Deen  turning  out  pamphlet  after  pamphlet  to  prove 
that  the  United  States  contains  springs  yielding  waters  of 
every  sort  used  in  the  treatment  of  ailing  mankind. 

Not  a  famous  spring  in  Europe  but  has  its  counterpart 
in  the  United  States,  only  more  efficient  and  productive, 
has  been  pointed  out  by  the  Government's  mineralogists. 

Take  the  type  of  aperient  waters  for  which  the  good 
people  of  the  United  States  have  been  sending  for  years 
and  years  hundreds  of  thousands  of  dollars  annually  to 
Hungary,  although  there  are  any  number  of  sprinss  in  the 
United  States  yielding  a  mildly  laxative  mineral  water. 
Among  these  springs  we  refer  particularly  to  French  lick 
Springs,  the  home  of  Pluto  Water.  The  most  improved 
apparatus  is  used  throughout  the  bottling  plant,  and  every 
known  sanitarv  precaution  has  been  taken  to  insure  the 
purity  of  this  famous  water. 

An  extensive  campaign  for  advertising  Pluto  Water  has 
been  conducted  for  some  time  in  drug  journals,  theatre 
programmes,  bill  boards,  street  car  signs,  also  in  the  lead- 
ing medical  journals,  and  physicians  have  long  recognized 
the  efficacy  of  this  native  mineral  water  in  the  treatment 
of  gastro-intestinal  disturbances,  aggravated  by  summer 
heat.  Why  not  supplement  the  demand  thus  created  by 
regularly  using  the  attractive  counter  and  window  displays 
freely  furnished  upon  request.  Show  your  stock  of  Pluto 
and  remember  that  this  water  has  always  sold  at  full  price. 
Write  today  to  the  French  Lick  Springs  Hotel  Company, 
French  Lidc,  Indiana,  who  will  promptly  fonrard  you, 
prepaid,  a  trade-compelling  outfit. 


Nine  hundred  and  fifty-four  druggists,  from  sixteen  states 
and  the  District  of  Columbia,  were  recently  entertained 
by  Parke,  Davis  &  Co.,  at  their  Detroit  laboratories.  They 
came  together  for  a  two  day's  visit,  four  special  trains  and 
a  boat  from  Cleveland  being  required  to  transport  them. 
The  first  day  was  given  up  to  an  inspection  of  the  plant, 
half  of  the  party  spending  the  morning  in  the  research 
laboratory  and  the  afternoon  in  the  manufacturing  depart 


Seidlitz  and  Headache 
Powder  Manufacturers! 

Mantoo^s  Patented  Powder  Measuring 
Machine  it  the  only  accurate  meas- 
uring machine  on  the  market  I 

This  it  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  5  to  200  grains 
at  the  rate  of  60  per  minute,  and  can 
be  run  by  steam  or  a  half  horse  power 
motor. 

Bffawiilhetttred  only  ^ 

The  0.  H.  llarstoii  Co^  Stoneliaiii,  Mass. 


This  Booklet  Free 
To  Yotu 

Tells  how  you  can  collect 
your  old  accounts. 

How  to  advertise  with 
Gummed  Stickers. 

A  fountain  pen  sales  plan. 

How  you  can  secure  1000 
Schemes  and  Ways  to  In- 
crease trade. 

How  to  secure  300  ready  to 
use  Drug  Ads,  for  newspaper 
or  other  advertising  at  nomi- 
nal cost. 

This  edition  of  booklets  is 
limited.  Send  for  your  copy 
now  before  the  supply  is  ex- 
hausted. 

Nothing  to  buy-unless  you 
want  to.  No  salesman  will 
bother  you.  You  are  under 
no  obligation  whatever. 

Mail  coupon  below  now. 


CHAS.  L.  ARCHBOLD, 

1562  East  93rd  St, 
CLEVELAND,    -    OHIO. 

Send  your  booklet  as  advertised  in   1 
Spatula  to  address  as  per  letterhead 
attached. 
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ments,  the  other  half  reversing  the  procedure.  In  the 
evening  the  campany.  was  banqueted  at  the  new  Hotel 
Statler,  speeches  being  made  by  various  officers  of  the 
Detroit  staff  of  Parke,  Davis  &  Co.,  as  well  as  by  several 
members  of  the  visiting  party,  representing  Washington, 
Pittsburgh  and  other  cities.  The  second  day  was  devoted 
to  a  boat  ride  to  Marine  City,  Mich.,  via  the  Detroit  River 
and  Lake  St.  Clair,  a  magnificent  waterway  that  abounds 
in  beautiful  scenery  and  includes  among  other  points  of 
interest  the  widely  known  St.  Clair  Flats,  sometimes  re- 
ferred to  as  "  The  Venice  of  America.**  While  Parke, 
Davis  &  Co.  have  been  entertaining  visitine  parties  for 
many  years,  it  is  safe  to  say  that  the  occasion  here  referred 
to  surpassed  in  interest  and  value  any  similar  event  in  the 
history  of  the  house. 

Abofst  Rasors. 

A  man  over  fifty  who  has  never  worn  a  beard,  who  has 
not  been  shaved  in  a  barber  shop  over  a  dozen  times  in 
his  life,  who  has  bought  razors,  inherited  razors  and  had 
razors  given  to  him,  who  possesses  a  potential  beard  of 
the  softness  of  a  wire  hair  brush  and  that  has  a  tendency 
to  grow  more  rapidly  than  a  mushroom  or  a  grocery  bill, 
who,  after  spending  enough  money  to  buy  a  Ford  in  having 
his  razors  honed  by  barbers  and  other  pirates,  discovered 
he  could  do  his  own  honing  in  two  minutes  more  satisfac- 
torily than  he  could  have  it  done  by  others  in  two  days, 
who  has  tried  all  kinds  of  soaps,  pastes,  creams  and  foams 
smd  no  lather  at  all,  who  has  sent  to  London  for  especially 
advertised  razors  and  strops,  who  has  shaved  with  razors 
in  ignorsmce,  at  the  time,  that  his  wife  or  his  daughter  had 
just  trimmed  her  corns  with  them,  who  has  tried  in  vain 
to  get  a  quick  and  decent  shave  with  that  sexless  mon- 
strositv  called  a  safety,  has  certainly  had  his  share  of 
tonsorial  troubles  and  ought  to  be  in  a  position  to  know 
a  good  razor  when  he  feels  it.    And  he  believes  he  does. 

To  his  collection  of  razorial  armor,  mostly  junk,  he  has 
recently  added  one  of  the  widely  and  persistently  adver- 
tised Shumate  antiseptic  blades.  Though  not  so  ornate 
as  some  of  its  predecessors  it  is  beautiful  in  its  simplicity. 
At  first  he  wondered  why  it  was  called  **  antiseptic."  He 
didn't  quite  see  why  one  razor  was  not  as  septic  or  anti- 
septic as  another.  But  there  is  after  all  a  difference.  It 
lies  in  the  fact,  he  thinks,  that  it  is  so  easy  to  keep  the 
Shumate  absolutely  clean.  There  can  be  no  concealed 
dirt  If  it  is  there  it  is  seen  and  it  is  up  to  the  user  to  be 
more  careful  when  putting  it  away.  The  first  shave  was 
like  eatins  cream  and  honey — so  soft  and  sweet  —  unlike 
the  gooseberry  pie  shave  which  at  times  all  we  men  have 
endured.  The  second  shave  was  the  same  as  the  first  and 
so  has  been  each  succeeding  performance.  The  razor  has 
every  evidence  of  having  t>een  built  by  a  man  who  knew 
how  —  in  which  it  differs  from  most  all  other  razors  that 
we  have  seen.  There  has  been  a  scientific  knowledge 
shown  in  the  selection  of  the  steel,  in  the  grinding,  in  the 
finish  and  in  the  mounting.  It  is  evidently  made  not  only 
to  sell  but  to  give  practically  everlasting  satisfaction.  Thus 
far  it  has  exhibited  msmy  merits  smd  shown  no  faults. 
Perhaps  it  may  in  the  not  far  distant  future,  but  we  doubt 
it. —  Ed.  Spatula. 


§ 


A  TKlf    DOLLAR.  ««P.M.** 

300  FINE  IMPORTED 

POiST    CARDiS 

BIrtlidayf  Beat  Wlsfftea,  Arty  Cooalea 

NoOMSlock.    A]IPffMh,Up^le.Dat«D«dgiu 
No  adverttdnff  on  them.    With  evenr  #16.00  order  for 

CHI-CHES-TERS  DIAMOND  BRAND  PILLS 

Quick  Sellers  at  8  to  10  centi  each 
A  CI«BAJI  CASH  BONUS  OF  flCOO 

Choice  of  four  other  Preminma. 

Order  today  from  your  jobber.    We  aend  the 

Premium  Direct. 

ciacHBSTieB  cHssmcAi.  coMPAirr 

ISlA-n-lO  lladiaon  Square,  Philadilphu,  Pa. 


THE  SUMMER  HEAT 

develops  and  aggravates  numerous  gas- 
tro-intestinal  disturbances.  In  such 
conditions  particularly 

PHYSICIANS  RECOGNIZE 

the  dependable  efficacy  of  America's 
best  known  laxative 

PLUTO  WATER 


f 


Supplement  the  de- 
mand thus  created  by 
regularly  using  our 
ever  attractive  count- 
er and  window  dis- 
plays. Sent  free,  pre-  W^^ 
paid  the  exact  moment 
*  we  know  you  stock 
Pluto.  Write  today 
direct  to 

French  Lick  Springs  Hotel  Company 

French  Lick,  Indiana. 
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DIAMOND  OINTMENT  BLOCK 

A  frod«c«r  •/  Efflctoncjr  «ai  Cl«mBllii«M.    A  Sarer  of  mme,  M oiMjr  aiii  Amiojraiico. 

It  takes  the  place  of  the  messy,  old-fashioned  slab.  Instead  ol  having  to  scrape, 
scrub  and  polish  every  time  you  compound  an  ointment,  you  simply  tear  off  tht  used 
sheet  and  instantly  you  are  ready  to  prepare  the  next  batch  in  a  thoroughly  hygienic 
manner.     Isn't  that  an  improvement  ? 

Each  block  contains  one  hundred  sheets  of  heavy,  vegetable  paper.  This  paper 
is  guaranteed  to  be  impervious  and  free  from  all  acids  and  impurities.  The  sheets 
are  securely  bound  to-gether  by  the  reliable  Johnson  Process. 

The  Blocks  come  in  two  sizes  : 


Large  12  x  12  inches 
Small  9x8     " 


$.50  F.  O.  B.  Boston. 

^^      n        <<       «  « 


SPECIAI^  INTRODUCTORY  OFF£R 

If  you  have  not  already  used  a  Diamond  Block,  here  is  a  chance  to  try  it  out 
thoroughly  in  your  own  laboratory,  without  incurring  any  obligations  whatsoever. 

We  will  send  you  either  size,  and  pay  all  transportation  charges.  Try  it  out 
for  thirty  days,  and  then  remit  either  the  price  of  the  block  or  nothing.  No  remitt- 
ance will  be  expected  ox  aecefited  unless  you  are  satisfied  that  the  Block  is  a  real  con- 
venience and  a  genuine  help  in  your  business. 

Just  drop  a  postal  to-day,  saying  '*  Send  a  Diamond  Ointment  Block  as  per  your 
special  offer.      Specify  the  size  you  want  and  we  will  do  the  rest. 

rOX,  FULTZ  <a  CO..  inc.. 
18  BlAckstone  St.,  Boston! 

The  Druggists'  Sundry  House  of  New  England. 


PALATABLE  EFHCIENT 

SOLUTION  OF  DIGESTIVE  ENZYMES 

Zym^Essen  is  far  superior  to  all  other 
forms  of  liquid  digestives. 

Useful  in  the  treatment  of  GASTRITIS, 
SIMPLE  AND  AGGRAVATED  FORMS 
OF  DYSPEPSIA,  CHOLERA  INFANTUM, 
VOMITING  OF  PREGNANCY,  DEBILA- 
TED  CONDITION  OF  THE  SYSTEM, 
DYSENTERY,  AND  FOR  PREDIGEST- 
ING  FOOD. 

Zyin«£saen  will  be  found  invaluable  to 
Children  or  to  patients  with  delicate  stomachs. 

Especially  adapted  to  those  who  are  unable 
to  digest  milk. 

Physicians  will  find  this  product  palatable 
and  highly  efficient. 

4oz.  botttet,      ^  dozen,   $3.00 
PiRtbotUet,      perdozm,   $8.00 
61II011  bottles,      per  galea,  $400 
Zym-Essen  is  also  supplied  in  Tablet 
and  Powder  form. 


BREWER  &  CO.,  PharMMitleal  Cheiists 

WORCESTER,  MASS. 


FOR  OVER  HALF  A  CENTURY 

BROWN'S  BRONCHIAL  TROCHES 

Hav«  been  recoRnized  throughout  the  world  at  a  staple  remedy 
for  hcMtfaeness  and  coughs.  A  preparation  of  simple  medicinal 
substances  held  in  general  esteem  in  the  treatment  of  throa 
affections  caused  by  oold  or  exertion  of  the  yocal  organs. 

The  Troches  are  effective  in  disorders  of  the  throat  and  larynx, 
and  an  invaluable  aid  to  speakers  and  singers  for  allaying  hoftrse- 
ness  and  irritation  of  the  throat.  To  sufferers  from  Lung  Trou- 
bles, Bronchitis  and  Asthma  they  afford  gnat  relief.  Warranted 
free  from  opiates  or  anything  harmful. 
In  boxes  only;  never  sold  in  bulk. 

Advertising  mittsr  sent  free  to  Oroggistt  upos  nqyett 

John  L  Bfowa  &  Son^  Boston^  Mass* 


■  EVERY  ISSUE  OF  1 

The  Advertising  World 


brings  to  your  store  new  and  practical  advertis- 
ing ideas.  Its  dictionary  of  headlines  and  catch 
phrases  saves  time  for  the  busy  druggist 

Subscription  price  11.00  a  year,  or  send  11.26 
and  receive  in  addition  a  copy  of  "  SBTl   Ad- ' 
vertising  Catch  Phrases." 

THE  ADVERTISING  MTORI^D, 

Columbus,  Ohio. 


SCPTEM  BERt  1915 


Aa  lUtftStrated  MontKlx  PiftblicatioA  for 


Webb's  Alcohol, 

THE  ACKNOWLEDGED  STANDARD* 

JAMES  A.  WEBB  <&  SON.       ^  ^  ^^  ^^.^l^  ^^ 


TBI 


DOUBLE  PROFIT 


Maplewood  Mills  Absorbent  Cottons  are  the 
easiest  sellers  and  the  BEST  profit  yeilders 
ON  ABSORBENT    BECA  use  :  —  Each  of  the  four  grades  they  manu- 
^  ^  facture  is  the  best  obtainable  at  the  price  and  puts  you 

COTTON  ^^  ^^^  credit  side  of  your  customer's  good-will  account     It  costs  you 
less  than  similar  qualities  offered  by  others,  because  the  Maplewood 
Mills  complete  manufacturing  facilites  make     J|#  iSl>F  C*771/)/)T\     JI#/7  7  C 
it  possible  to  produce  cotton  at  minimum    J^^nfi^MLU/UlJU   jnii^i^^ 
cost  and  sell  at  prices  that  allow  a  liberal  margin  of  profit  FJkLL  RiUER,  MJtSS. 

PROOF  FOR  A  POST  CARP.  J 
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FritzscKe  BrotKers  -  Neiv  YorK 


Absolute  Purity 

POLLANTIN 

in  HAY  FEVER 


Quality  Standard 

r*ud*d  189* 

OIL  OF  CYPRESS 

in  WHOOPING  COUGH 


SMmcOe  Razors 


SoM  b]f  over  23,000  Druggists.   Write  today  for  cataiog  and  price 


ESTABLISHED  OVER  30  YEARS 
CAPACin  6,000  RAZORS  OAILY 


SHUMATE  RAZOR  CO., 


672  LOCUST  STREET, 
bT.  LOUIS,  U.  S.  A. 


EcKman's  Alterative 


new)  $r.oo 

-     -     200 


%rXVaf&i  FOR  THROAT  AND  LUNGS  ^^^iil 

£cKinan  Mantifacttiring  Companxt  PKiiadeipKia,  Pa. 
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Mixed  Infection  Phylacogen. 

A  iterile  aqueous  solution  of  metabolic  subctances  or  derivatives  generated  by  bacteria  8ro¥m  in  artificiai  media. 
Adminiaterecl  by  hypodermatic  or  intravenous  injection. 

10-Cc  glass  bulbs. 

Solution  Adrenalin  CMoride. 

Adrenalin  Chloride,  1  part;  physiological  salt  solution  (with  0.5^  Chloretone),  1000  parts. 

To  be  diluted  with  four  to  five  times  its  volume  of  physiological  salt  solution  and  sprayed  into  k 
nares  and  pharynx. 

Ounce  ^ass  etoppered  botdes. 

Adrenalin  Inhalant* 

Adrenalin  Chloride,  1  part;  an  aromatized  neutral  oil  base  (with  3^  Chloretone),  1000  parts. 

To  be  diluted  with  three  to  four  times  its  volume  of  olive  oil  and  administered  in  the  xnan^ 
described  above. 

Ounce  glass-stoppered  botdes. 

Anesthone  Cream. 

(PonMULA  OP  Dr.  J.  E.  Alberts,  Thb  Haoub,  Holland.) 
Adrenalin  Chloride,  1:20,000;  Para-amido-ethyl-benzoate,  10%;  a  bland  oleaginous  b^M* 

A  small  quantity  (about  the  size  of  a  pea)  is  applied  three  or  four  times  a  day,  the  patient  snufi^ 
it  well  into  the  nostrils. 

Collapsible  tubes  with  elongated  nozzles. 

Anesthone  Inhalant* 

Adrenalin  Chloride,  1:10,000;  Para-amido-ethyl-benzoate,  10%;  an  aromatized  neutral  oil 
To  be  diluted  and  administered  in  the  manner  suggested  for  Adrenalin  Inhalant. 

Ounce  glass-stoppered  botdes. 

During  the  hay-fever  season  these  products  are  in  great  demand  by  phjrsicians. 
Are  you  pr^iared  to  supply  them? 

"'^'^Z.'S^J^^r^  Parke,  Davis  &  0 
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Put  your  wants 
up  to  the  people 
who  have  the  stock* 


Massachusetts  College  of  Pharmacy 

72  St  Botolph  SU  Corner  of  Garrison^  Boston^  Massachusetts 


A  College  of  Pharmacy,  controlled  and  managed  by  pharmacists,  in  which  the  teach- 
ing is  largely  by  the  laboratory  method.  The  possession  of  a  liberal  endowment  makes  it 
possible  to  give  sujxjrior  courses  without  increase  of  cost  to  the  student.  ,  . 

Regular  course  of  two  years,  leading  to  the  degree  of  Graduate  in  Pharmacy  (Ph.G.). 
Many  students  take  three  years  to  complete  this  course,  working  in  drug  stores  while 
doing  so.  The  college  is  pjractically  always  able  to  secure  positions  with  College  privileges 
for  such  students. 

Post-graduate  course  of  one  year,  leading  to  the  degree  of  Pharmaceutical  Chemist 
(Ph.C). 

The  annual  session  begins  during  the  latter  part  of  September  and  ends  during  May. 

A  general  education  equivalent  to  the  completion  of  one  year  in  a  high  school,  as 
shown  by  certificate  or  examination,  is  required  for  entrance. 

The  Demand  for  Graduates  of  this  School  Is  In  Excess  oTt  the  Supply.     *■ 

For  catalogue  and  further  information,  write  to   ^ 

Dean  THEODORE  J.  BRADLEY. 
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Irving  P.  Fox Editor 

B.  A.  FoRBBS Assistant  Editor 

H.  L18COMB  MiLLBR Pharmaceotical  Editor 

TsRMS  OP  Subscription  :  United  States  and  its  possessions 
$1  per  year.  If  paid  in  advance  2  years  for  #1.50 ;  3  years  for  $» ; 
life  subscription  $10.  Canadian  subscription  #1.35  each  year. 
Foreign  subscription  $1.35  (5s.  6d.)  each  year. 

New  subscriptions  may  tiegin  with  any  number. 

Unused  postage  stamps  of  tlie  United  States,  Canada,  or  Great 
Britain  wiU.be  receired  at  par  vahie  in  payment  of  subscriptions. 
American  or  Canadian  currency  may  be  sent  for  subscription  in 
regular  mail  wholly  at  our  risk.  Checks  on  local  banks  in  Great 
Britain  accepted. 

Any  subsolption  will  be  stopped  upon  receipt  of  a  written  re- 
quest and  thd  payment  of  all  arrearages. 

Every  subscriber  should  be  careful  to  notify  the  publishers  of 
any  change  in  his  address,  or  of  any  failure  to  regularly  receive 
his  paper. 

Wantsd  :  Thb  Spatula  wants  its  subscribers  to  send  it  pho- 
tographs of  any  views  or  objects  of  interest.  Photos  of  window 
displays;  their  homes,  stores,  wives  or  children  especially  desired. 
Correspondence  of  any  kind,  however  apparently  trivial,  is  always 
welcome.    Let  us  hear  from  you. 

Address  all  correspondence  and  make  all  checks  payable  to 
THE  SPATULA  PUBLISHING  CO., 
Telephone  Sudbury  Building, 

ao7  Haymarket  Sudbury  St.,  Boston,  Mass. 


Send  U  s  Something. 

Now  that  the  hot  days  of  the 
summer  are  over  we  hope  our 
subscribers  will  look  around  and 
see  if  they  do  not  have  an  inter- 
esting photograph  they  might 
send  us,  or  if  there  is  not  something  they  could 
write,  however  short,  that  would  be  edifying 
to  our  readers.  Most  readers  of  papers  and 
other  periodicals  do  not  realize  how  delighted 
editors  always  are  to  hear  from  their  sub- 
scribers. More  than  that,  we  believe  the 
subscribers  themselves  take  an  especial  delight 
in  anything  that  is  published  from  another 
reader.  Do  it  now.  Even  a  good  joke  on  a 
doctor  whether  original  or  borrowed  would  be 
acceptable.    Our  address  is  Boston. 


Remarkable  Articles. 

In  this  issue  of  The  Spatula  we  are  begin- 
ning a  series  of  articles  by  H.  DeForrest 
Smith,  Ph.G.,  upon  the  Modern  Drug  Store 
and  How  to  Make  it  Pay.  The  author  is  a  prac- 
tical pharmacist  who  has  studied  his  subject 
both  theoretically  and  practically  and  who 
speaks  from  actual  experience.  The  methods 
described  by  him  are  methods  he  has  himself 
tried  with  most  satisfactory  results.  His  prefa- 
tory remarks  in  this  issue  on  the  future  of 
the  drug  business  are  timely  and  should  be 
carefully  read  by  all  those  who  made  up  their 
minds  that  the  days  of  the  successful  small 
drug  store  are  past.  The  experience  of  the 
druggist  who  woke  up,  described  by  him  are 
founded  upon  actual  facts.  The  article  in  the 
October  number  will  be  devoted  to  the  changed 
conditions  of  the  drug  business  and  how  to 
meet  them.  This  will  be  followed  by  articles 
treating  on  other  important  phases  of  the  busi- 
ness. If  you  do  not  have  time  to  read  these 
articles  as  soon  as  they  are  published  it  will 
certainly  pay  you  to  preserve  them  until  you  do. 

"  Makes  Him  Sick." 

The  editor's  life  is  not  wholly  cheerless. 
Occasionally  a  ray  of  sunlight  falls  in  upon  us 
from  an  u  nexpected  source.  Our  fellow  laborer 
Mason,  of  the  Bulletin  of  Pharmacy,  recently 
had  a  great  big  beam  of  solar  effulgence  reach 
him  through  the  mail  s .  Editor  Mason  for  many 
years  has  been  making  a  special  study  of  drug 
store  profits  and  how  to  figure  them.  He  has 
published  page  after  page  on  this  subject, 
month  after  month,  in  his  repository  of  phar- 
maceutical and  commercial  knowledge  and  re- 
cently had  printed  an  entire  book  in  which  he 
talked  about  nothing  else  —  and  talked  well 
and  to  the  point.  Many  startling  facts  as*to 
profits  and  losses  were  set  out  with  all  the 
precision  of  mathematical  diagrams.  The  fasci- 
nating, refreshing  and  appealing  letter  received 
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by  Mr.  Mason  read  as  follows :  "  You  give  mc 
a  pain  in  the  stomach.  You  sit  down  in  a  fine 
upholstered  office  chair,  put  your  two  big  feet 
on  a  mahogany  desk,  light  a  three-for-a-half-a- 
doUar,  and  dictate  a  tirade  to  a  blond-headed 
stenographer  on  how  I  ought  to  run  my  busi- 
ness. You  tell  me  my  net  ought  to  be  ten 
per  cent,  my  gross  30  to  40,  and  my  expenses 
20  to  30,  and  you  tell  me  Tm  a  knock-kneed 
chump  if  I  can't  juggle  these  figures  out  of 
the  record.  You  just  ought  to  run  a  drug  store 
once  yourself,  gol  darn  ye !  Then  you'd  see 
what  we're  up  against.  A  druggist  is  merely 
a  creature  of  circumstance.  He  has  ^ot  to 
please  his  customers,  or  he'll  lose  them.  And 
he's  got  to  charge  for  his  goods  what  his  com- 
petitors do,  or  he'll  soon  be  so  far  up  Salt 
Creek  that  he  couldn't  get  back  in  a  Taube. 
So,  as  I  said  in  the  beginning,  you  make  me 
sick ! "  Editor  Mason  made  a  graceful  reply 
in  his  journal  in  which  he  denied  the  uphol- 
stered furniture,  and  the  three-for^-half-dollar 
stuff  —  a  refutation  entirely  unnecessary  for 
an  editor  to  make  —  and  in  which,  by  getting 
down  again  to  percentages  and  diagrams  he 
convincingly  proved  the  accuracy  of  his  former 
statements.  Still,  we  are  willing  to  wager  the 
receipt  and  reading  of  that  little  human  docu- 
ment from  his  subscriber  was  one  of  the  biggest 
delights  of  his  summer. 

Wise  Conservation. 

More  important  than  the  conservation  of 
our  minerals  and  our  forests,  according  to  Dr. 
Wiley,  is  the  conservation  of  health.  **  It  is 
not  important,"  he  says,  "  that  a  few  should 
live  to  be  a  hundred  years  old,  but  that  we 
should  all  reach  the  age  of  seventy.  Good 
health  means  power  to  do  things."  One  great 
secret  of  good  health  is  moderation.  This  is 
too  apt  to  be  lost  sight  of  in  the  rush  of  modern 
business  life.  "Show  me  the  man,"  says  the 
Western  Trader,  **  who  sits  down  to  the  light 
breakfast  with  a  family  that  loves  him  and  be- 
lieves in  him  and  in  whom  he  believes ;  that 
goes  out  into  the  world  calm  and  strong  in  the 
assurance  of  being  equal  to  the  faith  of  those 
who  love  him  —  and  every  man  is  what  some 
good  woman  believes  him  to  be  —  that  has  the 
poise  of  mind  that  tackles  every  incident  of 


the  day  as  worthy  of  his  steel,  without  anger 
and  without  malice ;  that  in  his  strength  makes 
an  example  that  every  young  man  desires  to 
emulate;  that  is  satisfied  in  the  knowledge 
that  every  day  he  is  living  the  full  life  of  a 
man,  and  that  in  this  knowledge  lies  down  to 
pleasant  dreams  on  a  pillow  untouched  by  fear, 
man's  greatest  enemy,  and  I  will  point  you  to 
a  man  who  will  live  to  the  fullness  of  his  days 
untouched  by  an  imperfect  metabolism  or  aught 
to  injure  that  he  has  brought  upon  himself." 

Something  that  Does  Something. 

The  St.  Louis  Drug  Club  is  a  most  wonder- 
ful organization.  Its  energy  and  enthusiasm 
are  exhaustless.  It  not  only  talks  lots,  but 
does  many  things  as  well.  It  has  both  size 
and  intelligence.  When  it  sets  out  to  have 
a  banquet  it  has  a  feast  of  food  and  a  flood  of 
common  ^nse  and  practical  oratory.  If  it 
starts  to  publish  a  journal  it  calls  it  the  Drug 
Club  Booster  and  see  to  it  that  it  lives  up  to 
its  name.  If  the  reader  hasn't  seen  a  copy  of 
the  September  issue  of  the  Booster  he  cer- 
tainly will  not  regret  sending  for  a  copy  and 
reading  it  from  start  to  finish.  It  will  not  only 
inform  him  of  many  facts  he  does  not  know 
but  will  also  stimulate  his  spirits,  give  him 
courage  to  keep  up  the  fight,  and  go  far 
toward  converting  him  into  a  genuine,  cheer- 
ful optimist. 

The  Happy  Medium. 

That  the  practice  of  pharmacy  is  a  profes- 
sion no  one  need  deny.  That  the  sale  of  drugs 
is  a  business  is  equally  obvious.  The  majority 
of  druggists  are  apt  to  forget  or  disregard 
either  the  one  or  the  other  of  these  facts. 
They  either  go  to  the  extreme  of  thinking  that, 
since  they  are  professional  men,  they  have  a 
certain  dignity  to  uphold  which  prevents  them 
from  advancing  the  mercantile  interests  of 
their  business  properly,  or  they  become  so 
anxious  for  the  almighty  dollar  that  they  for- 
get the  professional  ethics  of  their  position. 
The  happy  medium,  when  a  man  devotes 
enough  time  to  the  publicity  of  his  business 
to  insure  its  financial  success,  while  yet  up- 
holding its  dignity  without  going  to  an  absurd 
extreme  —  that  is  what  makes  success. 
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A  Cardinal  Virtue. 

To  any  one  who  is  or  has  been  in  the  drug 
business  it  is  very  plain  that  the  calls  upon  a 
druggist's  patience  are  such  as  to  tax  it  to  the 
uttermost.  It  is  a  part  of  the  trade,  and  the 
druggist  who  doesn't  learn  it  among  the  first 
things  is  going  to  be  an  unsuccessful  druggist. 
Patience  is  certainly  a  cardinal  virtue  in  phar- 
macy as  it  is  nowhere  else.  Never  get  out  of 
patience ;  keep  it  always  on  the  want  book. 

Foresight. 

The  man  who  can  see  ahead  is  the  man  who 
will  get  the  business.  Any  merchant  with  an 
atom  of  common  sense  can  see  where  he  lost 
business  by  not  being  on  hand  with  the  goods. 
Keep  a  watchful  eye  a  long  way  ahead  all  the 
time.  When  you  see  a  time  coming  one  or 
two  months  off  where  there  is  to  be  an  in- 
creased demand  for  anything  in  your  line,  be 
ready  in  advance  for  that  demand. 

Shrewd  Buying. 

When  it  comes  to  selecting  side  lines  you 
have  a  chance  to  show  your  good  judgment. 
Any  man  can  add  to  his  stock  half  a  dozen 
lines  of  new  goods.  That  doesn't  take  brains 
or  judgment.  It  is  the  picking  of  lines  that 
will  prove  sellers,  that  will  turn  themselves 
over  often  enough  to  make  it  profitable  to 
handle  them,  that  requires  shrewdness.  Give 
a  new  line  a  good  deal  of  thought  before  you 
bring  it  into  your  store.  It  may  be  a  big  win- 
ner, but  it  stands  a  greater  chance  of  being 
merely  a  space  filler. 

In  Black  and  White. 

In  business  transactions  nothing  should  be 
left  to  the  imagination  of  either  party,  and 
neither  should  take  anything  for  granted. 
Everything,  in  so  far  as  is  possible,  should  be 
in  plain,  unmistakable  black  and  white.  This 
does  not  arise  from  the  fact  that  there  are 
dishonorable  men  engaged  in  merchandising, 
although  their  existence  should  always  be 
recognized,  but  because  the  most  upright  of 
people  may  forget,  or  draw  an  erroneous  in- 
ference, or  die,  in  either  of  which  cases  great 
injustice  or  loss  may  accrue  to  those  who  have 
dealings  with  them. 


1  \  igher  Prices. 

Does  the  pharmacist  realize  that  about  every- 
body, excepting  the  drug  journals,  is  charging 
him  from  ten  to  one  hundred  per  cent  more 
for  what  he  buys  than  he  was  called  upon  to 
pay  even  a  few  years  ago?  But  above  all, 
doesn't  he  know' that  scores  of  the  drugs  and 
chemicals  he  uses  in  his  prescriptions  are  cost- 
ing him  double  or  many  times  what  they  did 
before  the  war  ?  It  is  time  to  stop  and  think. 
No  manufacturer  or  other  retail  merchant  has 
a  sounder  reason  for  advancing  his  selling 
prices  than  has  the  druggist.  Yet  how  few 
have  done  so.  Now  is  the  time.  It  requires 
a  little  courage,  but  not  much. 

Personal  Resources. 

An  individual  profoundly  to  be  pitied  is  he 
who  has  no  personal  resources  within  himself. 
There  are  people  who  seem  to  be  incapable  of 
finding  original  occupations,  new  activities  or 
outside  interests  for  their  leisure  hours.  They 
have  a  constant,  childish  craving  to  be  amused. 
No  man  is  more  to  be  envied  than  he  who  has 
stored  within  his  own  personality  the  power 
to  entertain  himself  by  the  varied  richness  of 
his  inner  storehouse.  Every  business  man 
keeps  before  him,  as  the  goal  of  his  career,  a 
generous  provision  for  the  time  when  he  shall 
retire  to  a  well-earned  leisure.  Life  is  very 
like  a  bank.  We  cannot  expect  to  draw  out 
more  than  we  put  in,  and  if  we  carry  but  a 
meagre  amount  in  culture,  study  or  original 
thinking,  old  age  will  find  us  poor  despite  a 
plethoric  pocketbook. 


BELLE. 
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A  Pl«a  for  VaIoa. 

Editor  of  The  Spatula  :  The  drug  men  of  the  nation 
are  getting  unmercifully  held  up  in  every  conceivable 
manner  and  from  every  source.  If  they  are  not  smart 
enough  to  take  advantage  of  the  conditions  of  the  age 
they  will  go  down.  Instead  of  one  state  acting  in 
self  defense  there  ought  to  be  called  a  national  meet- 
ing to  devise  a  way  to  throw  the  entire  drug  sales  into 
the  hands  of  pharmacists  where  they  belong.  About 
the  only  drugs  that  a  pharmacists  permit  covers  is 
carbolic  acid.  Wood  alcohol,  fluid  extracts  and  elixirs, 
domestic  drugs,  sundries  and  all  patents  are  sold  by 
peddlers  and  stores.  All  opiates  and  their  compounds 
are  gone.  Arsenic,  strychnine  and  many  others  are 
sold  only  on  prescription.  When  I  send  a  customer 
to  a  physician  for  arsenic,  strychnine  or  any  opiate, 
he  never  returns.  The  doctor  hands  it  out  to  him  and 
takes  his  cash,  probably  never  making  a  record.  The 
physicians  are  the  only  free  agents  in  the  drug  world. 
They  can  sell  anything  from  a  diaper  pin  to  a  tomb 
stone,  while  nine-tenths  of  them  could  not  pass  our 
examinations  as  pharmacists. 

I  see  by  the  New  York  World  that  a  German  agent, 
acting  incognito,  was  contracting  or  had  contracted 
with  the  Edison  Co.  to  furnish  him  by  the  i6th  of  next 
March  x, 000,000  pounds  of  phenol.  That  goes  to  show 
that  the  majority  of  synthetics  can  be  made  or  are  now 
being  made  in  this  country  at  this  time  and  that  the 
shortage  is  due  to  the  universal  hogs,  who  are  not 
satisfied  with  the  world  but  want  the  fence.  How  long 
will  the  druggists  allow  theiiaselves  to  be  blinded  and 
held  up?  Every  time  a  salesman  comes  he  remarks 
**  quinine  is  going  up,"  while  there  are  enough  trees 
in  the  Pyrenees  Mountains  to  feed  the  earth  for  years, 
and  enough  coal  to  make  synthetics  for  ages.  Don*t 
believe  anything  they  tell  you  but  get  together  Jike  the 
pharmaceutical  houses,  the  wholesalers,  and  many 
others  and  save  yourselves. 
Pawnee,  IlL,  Aug.  20,  igis,  O.  N.  Sprague. 


PKannac^otical  KAdo'«irin«At«. 

There  has  been  a  lamentable  lack  of  public  spirit 
shown  by  men  who  have  made  fortunes  in  pharmacy, 
or  at  least  in  the  drug  business,  in  so  far  as  pharma- 
ceutical endowments  are  concerned.  The  only  large 
bequests  ever  made  to  the  cause  of  education  in  phar- 
macy came  to  the  Massachusetts  College  of  Pharmacy 
from  the  estate  of  Mr.  Weeks,  through  the  influence 
of  our  former  Treasurer,  Mr.  S.  A.  D.  Sheppard. 
Frederick  Steams  has  maintained  a  fellowship  at  the 
school  of  pharmacy  at  the  University  of  Michigan  and 
the  late  Albert  Plaut,  an  honored  member  of  their 
association,  only  a  few  months  before  his  death  estab- 
lished a  fellowship  in  the  College  of  Pharmacy  of  the 
City  of  New  York  in  memory  of  his  talented  father, 
Isaac  Plaut,  who  was  one  of  the  best  informed  men 
regarding  the  characteristics  and  qualities  of  botanical 
drugs  of  his  time,  and  whose  visits  to  the  store  in 
which  I  was  a  clerk  were  more  welcome  and  more 
profitable  than  hours  of  study  of  pharmacognosy  at 


the  college.  The  memory  of  George  Seabury,  for  a 
long  time  an  active  member  of  the  American  Pharma- 
ceutical Association,  has  recently  been  perpetuated 
by  the  foundation  of  a  Seabury  scholarship  in  the 
College  of  Pharmacy  of  the  City  of  New  York  by  his 
nephew.  Dr.  Henry  C.  Lovis,  who  is  also  a  member 
of  our  Association. 

These  so  far  as  I  can  recall  are  the  most  important 
and  the  only  large  endowments  which  have  been  be- 
stowed on  pharmaceutical  education  in  the  United 
States.  We  have  also  several  scholarships  providing 
sufficient  funds  for  the  payment  of  the  college  fees 
and  as  a  beneficiary  of  one  of  these  at  the  Philadelphia 
College  of  Pharmacy  I  can  testify  to  the  value  of  such 
scholarship  to  the  student. 

In  discussing  the  financial  problems  which  confront 
the  student  of  pharmacy  recently  with  Mr.  Samuel 
W.  Fairchild,  of  Fairchild  Brothers  &  Foster,  who 
was  for  some  years  president  of  the  New  York  College 
of  Pharmacy  Mr.  Fairchild  expressed  his  appreciation 
of  the  need  for  encouraging  the  student  in  pharmacy. 
His  experience  of  the  operation  of  the  Fairchild 
scholarship  in  Great  Britain  has  convinced  him  that 
aid  extended  to  the  student  at  the  beginning  of  his 
student  career  was  an  important  and  frequently  a 
determining  factor  in  the  student*s  life. 

So  much  impressed  has  Mr.  Fairchild  been  with  the 
need  of  encouraging  the  pharmaceutical  student  that 
he  has  given  me  permission  to  announce  the  establish- 
ment of  a  Fairchild  scholarship  in  the  United  States, 
to  consist  of  the  sum  of  I300,  which  he  will  provide 
annually  for  some  deserving  student,  to  be  selected 
by  a  Commission  composed  of  the  president  of  the 
American  Pharmaceutical  Association,  the  president 
of  the  National  Association  of  Boards  of  Pharmacy, 
the  president  of  the  American  Conference  of  Pharma- 
ceutical Faculties  and  the  Editor  of  the  Journal  of  the 
American  Pharmaceutical  Association.  Mr.  Fairchild 
imposes  no  restrictions  on  his  munificent  gift  and 
authorizes  me  to  say  that  the  details  for  the  award  of 
the  scholarship  will  be  left  to  the  discretion  of  the 
commission.  It  is  naturally  understood,  however,  that 
when  this  commission  elaborates  its  plans  Mr.  Fair- 
child  would  like  to  have  an  opportunity  of  reviewing 
them. —  Caswell  A.  Ma^ro. 


Pvo«9«rit9r  to  Stay. 

No  longer  is  it  necessary  to  seek  signs  for  better 
times  for  they  are  insistently  pressing  upon  the  atten- 
tion of  all.  As  already  noted,  the  harvest  will  make 
Uncle  Sam's  dinner  pail  bulge  at  its  edges ;  the  steel 
industry  is  hitching  up  preparatory  for  a  very  active 
season  and  now  we  learn  that  the  freight  handled  by 
the  railroads  has  expanded  so  much  that  it  has  forced 
more  than  24,000  freight  cars  to  end  their  idleness  on 
the  side-tracks  and  get  busy  hauling  goods  to  the  mar- 
kets. Prosperity  is  on  the  march.  It  has  taken  a  long 
while  to  bestir  itself,  but  we  have  the  promise  that  it 
will  spend  a  much  longer  season  in  our  midst  on  this 
visit  to  repay  us  for  the  long  time  we  had  to  wait  for 
its  return.—  Mail  Order  Journal. 
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The  Drug  Store  That  Woke  Up. 

By  H.  De  Forrest  Smith,  Ph.G. 

TIm^ first  in  a  aeiiei  of  timely,  helpful  and  practical  articles  on  "  The  Modem  Drug  Store  and  How  to  Make  It  Pay." 


Introduction. 

The  thought  which  looms  up  so  predomi- 
nately in  the  minds  of  the  druggists  of  this 
country  is  —  what  does  the  future  hold 
IN  store  for  the  drug  business?  Will  it 
be  a  chain  of  stores  supported  by  the  concen- 
tration of  capital,  and  with. the  tremendous 
power  and  drive  which  unlimited  resources 
give  to  them,  gain  control  of  a  majority  of  the 
drug  businesses  ? 

Capital  is  already  concentrated  and  will  not 
be  dissipated,  and  the  power  that  comes  from 
concentration  of  capital  is  so  great  that  it  is 
not  going  to  be  used  less  effectively  by  being 
put  into  separate  units.  If  this  is  true,  what 
will  become  of  the  small  druggist?  He  is 
going  to  be  more  useful,  more  prosperous  and 
more  successful,  providing  he  deserves  it.  He 
will  have  to  concentrate,  but  it  will  be  a  con- 
centration of  personality,  or  specialization,  of 
intense  service,  of  direct  friendly  relations  with 
his  customers.  This  will  come  about  by  his 
adoption  of  the  sure',  safe,  modern  methods 
that  have  made  success  possibly  for  the  **  Big 
Stores  "  and  other  big  concentrations  of  capital. 

The  human  heart  is  the  same  everywhere, 
and  it  enjoys  that  personal  equation  —  the  co- 
partnership of  friendly  relations  in  business. 
The  small  druggist  who  takes  these  facts  into 
consideration  and  makes  his  store  in  all  its 
dealing&reflect  his  own  personality,  his  friend- 
ship, his  appreciation  of  his  customer's  trade, 
and  his  sincere  desire  to  be  of  real  service  to 


them  in  every  smallest  particular  will  be  just 
as  prosperous  in  the  future  as  in  the  past.  In 
fact,  he  will  have  a  surer  ^prospect  of  a  greater 
success.  Never  in  the  past  were  the  methods 
of  merchandising  so  clearly  defined  or  so  ac- 
curately known ;  never  were  the  ways  and 
means  of  building  up  a  business  so  accessible ; 
never  was  there  a  time  when  he  could  get 
fairer  treatment  from  both  manufacturer  and 
jobber;  never  were  there  so  many  forms  of 
service  with  which  an  ambitious  druggist  could 
win  customers  and  desirable  trade  so  fast  for 
himself  as  by  giving  honorable  libetal  treat- 
ment to  his  patrons.  Service  is  the  first  and 
last  requisite.  It  is  the  key  note  of  the  arch 
of  a  druggist's  success. 

The  first  thing  to  do  is  to  make  a  success 
right  where  you  are  now.  You  must  assume 
a  new  personality  and  buckle  right  down  to 
an  up-to-date  progressiveness,  making  your 
store  so  clean,  so  friendly,  so  inviting,  so  satis- 
factory that  you  absolutely  control  all  the  trade 
of  your  locality. 

Your  author  was  in  a  contented  rut  for  years. 
He  "  woke  up,"  and  his  business  immediately 
assumed  a  success  that  was  not  only  a  surprise 
to  himself  but  the  wonder  of  his  neighborhood. 
What  he  did  you  can  do.  He  humbly  offers 
this  series  of  articles  as  a  guide. 


The  Drug  Store  That  "Woke  Up.". 
Your  author,  after  spending  ten  years  as 
clerk  in  both  country  and  city  stores,  during 
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which  time  he  became  a  registered  pharmacist 
and  completed  a  course  in  a  college  of  phar- 
macy, became  the  owner  of  a  drug  store. 

This  store  was  located  on  a  well-known 
main  street,  and  had  always  enjoyed  a  fairly 
profitable  family  trade*  there  being  practically 
no  transient  business.  Sales  averaged  about 
the  same  month-in  and  month-out,  year-in  and 
year-out.  His  nearest  competitors  were  two 
blocks  away  on  either  side. 

The  store  was  originally  fitted  up  about 
twenty-five  years  ago  with  the  finest  equip- 
ment available  at  that  period  of  mahogany 
wall  cases  and  prescription  case  —  counters 
with  old  style  show  cases  on  top  —  and  large 
wall  soda  fountain. 

There  seemed  no  incentive  to  "push"  for 
trade,  as  most  of  the  people  of  his  neighbor- 
hood worked  or  were  in  business* "in  town." 
Of  course,  the  big  cut-rate  drug  stores  and 
department  stores  there  drew  a  certain  per- 
centage of  the  dollars  from  their  pockets,  but 
he  felt  disinclined  to  run  a  cut-rate  drug  store 
in  competition  with  the  big  ones.  His  neigh- 
bors, under  different  managements,  had  es- 
sayed "cut  prices"  without  any  particular 
show  of  added  success,  so  he  got  the  best 
prices  possible,  and  as  he  was  making  a  little 
money,  his  business  went  along  in  a  happy-go- 
lucky  fashion. 

Some  of  his  relations  lived  in  a  beautiful 
Californian  city,  and  for  a  long  time  going 
there  had  been  a  desirable  Mecca  in  his  mind 
and  plans.  But  upon  placing  his  store  on  the 
market  he  found  prospective  buyers  indifferent 
to  his  fine,  complete  stock,  as  the  whole  aspect 
of  his  store  was  "  out  of  date, "  and  would  neces- 
sitate considerable  added  outlay  by  an  intended 
buyer  to  satisfy  the  demands  of  the  times  and 
refit  it.  The  owner,  knowing  the  real  value 
of  his  stock  and  the  profitableness  of  his  busi- 
ness, could  not  command  himself  to  offer  it  at 
a  big  sacrifice  in  order  to  sell  quickly.  At  this 
time,  too,  the  sickness  and  invalidism  of  an 
aged  parent  caused  him  to  give  up  the  idea  of 
selUng  and  to  remain  East  for  an  indefinite 
period.  But  he  woke  up  to  the  fact  that  he 
was  "  out  of  date  "  to  prospective  buyers  of 
his  store  and  that  he  must  be  «*out  of  date  " 
also  in  the  minds  of  his  customers. 


He  quizzed  an  advertising  man  who  travels 
throughout  the  eastern  part  of  the  country  in 
the  interests  of  the  drug  trade  about  the  prac- 
ticability of  putting  in  new  silent-salesman 
show  cases  and  other  more  modern  improve- 
ments. His  friend  gave  him  great  encourage- 
ment, and  said  that  the  census  of  opinion 
proved  that  silent-salesman  cases  soon  paid  for 
themselves  and  gave  an  up-to-dateness  to  a 
store  as  nothing  else  could.  The  author  got 
in  touch  with  a  second  hand  fixture  man,  who 
agreed  to  buy  his  old  counters  and  show  cases 
for  fifty  dollars,  and  to  leave  them  in  position 
until  the  new  ones  came  From  a  big  Western 
house  he  purchased  six  large  modern  cases  — 
not  of  the  most  expensive  kind,  however — but 
ones  that  went  well  with  his  wall  fixtures. 

These  cases  were  of  birch,  mahogany  stained, 
plate  glass  tops,  double  thick  fronts  and  ends, 
marble  bases  to  match  his  tile  floor,  fitted  with 
three  movable  shelves  each. 

These  cases  cost  two  hundred  dollars  de- 
livered, and  allowing  fifty  dollars  for  the  old 
cases,  netted  one  hundred  and  fifty  dollars. 

His  store  always  had  a  reputation  for  carry- 
ing the  best  quality  of  goods  and  was  very 
completely  stocked  for  a  suburban  store.  A 
large  percentage  of  this  stock  of  goods  was 
stored  away  in  drawers,  located  in  the  back  of 
the  counters  on  which  the  old  styled  show 
cases  rested,  and  were  never  seen  by  the 
public  unless  a  customer  asked  for  an  article. 
The  bringing  to  light  of  all  this  hitherto  hid- 
den stock,  and  neatly  and  compactly  display- 
ing it  in  the  best  possible  manner  in  the  new 
show  cases,  gave  the  public  the  impression 
that  the  owner  must  have  fallen  into  a  fortune 
and  was  restocking  his  store.  He  let  them 
think  it  was  true,  for  it  almost  seemed  so  to 
himself. 

The  gas  upright  mantle  lights  with  whrch 
his  store  was  lighted  were  about  ten  years  old. 
A  friend  proved  to  him  that  the  new  inverted 
gas  arc  lights  were  superior  and  more  economi- 
cal, so  the  latest  models  were  installed.  The 
transformation  at  night  was  wonderful.  He 
always  thought  his  store  was  well  lighted,  and 
it  was,  but  the  flood  of  soft  mellow  light  dif- 
fused through  the  opal  globes  of  the  new  lights 
gave  a  brilliancy  his  blinded  knowledge  of  store 
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lighting  had  never  conceived  of.  These  lights 
cost  twenty  dollars,  and  although  two  extra 
lights  were  installed,  a  few  weeks  proved  that 
not  only  were  his  gas  bills  lower,  but  the  il- 
luminating power  of  the  lights  were  multiplied 
many  times. 

At  this  time  a  solicitor  for  a  supply  company 
offered  him  a  monthly  supply  of  advertising 
show  cards,  price  tickets,  window  strips  and 
other  display  material  which  immediately  ap- 
pealed to  him.  A  certain  number  of  cards, 
and  frames  with  standards  to  hold  them,  were 
to  be  furnished,  and  each  succeeding  month 
fifty  or  more  new  items  of  advertising — enough 
to  make  a  complete  change  —  were  to  be  regu- 
larly sent  at  a  price  equalling  two  dollars  a 
month. 

These  cards  and  window  strips  were  neatly 
printed  and  to  the  point  —  just  the  thing  to 
catch  the  eye  and  call  attention  to  the  multi- 
tude of  things  a  druggist  has  in  stock,  and  also 
his  specialties.  Several  of  these^  frames,  and 
the  double-faced  cards  they  held,  were  attached 
at  right  angles  to  his  wall  fixtures,  so  custom- 
ers going  up  or  down  the  store  could  read  the 
advertisement  on  both  sides.  Other  frames 
supported  by  standards  were  placed  on  top  of 
the  show  cases  and  in  the  windows,  with  appro- 
priate cards  to  advertise  the  articles  grouped 
around  them. 

Now  came  a  radical  departure  rarely  at- 
tempted by  druggists.  He  took  common  white 
visiting  cards,  and  with  a  rubber  stamp  price- 
marker  placed  price  tickets  on  everything  in 
his  cases,  on  the  cases  and  in  the  windows.  In 
the  cases,  most  of  the  cards  were  scored  with 
a  knife  on  the  back,  and  bent  in  the  centre,  so 
they  would  hang  over  the  edge  of  the  shelves, 
being  held  in  place  with  a  small  tack.  These 
clean,  white  price-tickets  not  only  added  to  the 
attractiveness  of  the  contents  of  the  cases  by 
lighting  them  up,  but  proved  a  wonderful 
stimulus  to  business  by  selling  customers  ar- 
ticles they  would  not  otherwise  take  the  trouble 
to  inquire  about .  Customers  will  look  at  goods 
that  are  priced,  while  hardly  a  glance  will  be 
given  to  unpriced  articles. 

Being  a  sort  of  a  "  Yankee  "  and  easily  learn- 
ing "  to  do  things,"  with  a  supply  of  best  quality 
varnish,  mahogany  stain,  paint,  gilding,  etc.. 


he  personally  revarnished  or  refinished  all 
woodwork  in  the  store  —  cash  register,  radia- 
tors and  outside  signs.  Even  the  marble  of 
his  big  wall  soda  fountain,  which  had  become 
dingy  with  many  years  of  use,  received  a  coat 
of  spar  varnish.  It  looked  like  new.  No  one 
had  ever  suggested  varnishing  a  marble  foun- 
tain before,  but  several  months'  use  proved 
that  it  would  wear  and  retain  its  brilliancy. 

Thus,  at  a  cost  of  about  two  hundred  dol- 
lars, a  big  transformation  was  made  in  his  store. 
It  became  more  modernized  and  showed  an 
up-to-date  progressiveness  that  immediately 
reacted  on  his  trade.  The  new  cases  came 
January  4th.  Most  of  the  work,  of  all  the  dif- 
ferent changes  and  improvements,  was  done 
personally  by  the  owner  and  without  outside 
aid,  so  it  took  several  weeks  to  complete  every- 
thing. Trade  responded  immediately,  however, 
January  sales  being  10%,  February  20%,  and 
March  34%  ahead  of  the  corresponding  month 
of  the  previous  year,  and  there  has  been  a 
steady  and  gratifying  improvement  ever  since. 
He  now  began  to  realize  the  lost  opportunities 
of  the  years  that  had  passed,  and  to  feel  an 
enthusiasm  towards  business  that  he  never 
expected  to  experience  while  remaining  in  a 
drug  store. 

He  joined  the  American  Druggists'  Syndi- 
cate, and  the  added  buying  power  they  offered, 
with  the  attractive  profitableness  of  the  goods 
they  furnished,  was  another  stimulus  to  his  in- 
creasing business. 

Small  purchases  of  new  lines  of  goods  were 
tried  with  surprising  results,  goods  he  never 
dreamed  could  be  sold  in  that  store  and  locality. 

To  make  a  long  story  short,  his  running  ex- 
penses had  not  increased,  but  his  net  profits 
had  tremendously  increased. 

The  business  knowledge  he  had  gained  so 
recently  only  proved  to  him  that  there  was 
much  more  to  learn,  so  he  began  a  systematic 
study  and  research  into  business  methods  of 
others. 

The  "  Captains  of  Industry  "  and  leaders  of 
"  Big  Business  "  are  large  contributors  to  the 
business  literature  of  today.  Schools  and  uni- 
versities are  establishing  and  maintaing  courses 
to  teach  business  management  in  the  various 
branches.  Manufacturing  establishments  with 
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large  corps  of  experts  are  maintained  to  formu- 
late and  devise  systems  and  aids  for  the  large 
or  small  merchants.  They  offer  free  service, 
and  will  give  a  thorough  investigation  as  to 
individual  needs  and  suggest  the  best  methods 
to  adopt. 

Never  was  there  a  time  in  the  business  world 
when  so  many  helps,  aids  and  accurate,  methods 
of  doing  business  were  known  as  there  are  to- 
day. Druggists  have  always  been  notorious 
for  being  poor  business  men  and  doing  busi- 
ness by  "guess  work."  Only  the  fine  aver- 
age profits  have  allowed  them  to  survive  and 
prosper. 

System  and  accurate  knowledge  alone  has 
enabled  the  big  department  stores  and  the 
"cut-rate"  drug  stores  to  attain  this  success. 
They  are  growing  stronger  and  stronger  every 
day,  and  are  reaching  out  —  reaching  out. 
What  of  the  future.?  Every  druggist  must 
wake  up  and  grasp  any  essentials  necessary  to 
his  business  life  and  put  them  into  active  prac- 
tice, or  he  will  soon  fall  behind  in  the  race  and 
**  Big  Business  "  will  control  all  the  drug  busi- 
ness of  this  country.  No  matter  what  kind  of 
a  business  you  are  now  doing,  your  author 
feels  that  the  results  of  his  investigations  and 
thoughts  will  afford  you  aid,  suggestion,  en- 
couragement and  enthusiasm. 

Read  and  reread  these  pages,  get  your  clerks 
to  read  them.  Discuss  the  ideas  and  modify 
them  to  your  own  case  and  business,  and  then 
immediately  go  ahead  and  put  them  into  prac- 
tice.. Get  enthusiastic.  Get  your  clerks  en- 
thusiastic. No  matter  how  prosperous  you 
have  been,  you  can  become  more  prosperous 
and  see  new  opportunities  you  never  con- 
ceived of. 

If  you  can  only  be  aroused  to  the  dangers 
that  beset  your  business  future,  and  prove  to 
yourself  that  you  can  overcome  them  and  enter 
into  a  more  profitable  and  successful  career, 
this  work  will  not  have  been  in  vain.  This 
book  is  not  a  compilation  of  "easy  money" 
schemes  that  will  work  themselves,  and  all 
you  have  to  do  is  to  sit  back  and  catch  the 
dollars  eagerly  thrown  to  you.  But  from  now 
on  the  successful  druggist  will  have  to  be  up 
and  doing. 

The  business  battle  of  today  is  a  battle  of 


plans,  ideas,  methods,  strategy.  The  druggist 
with  the  keen  creative  brain,  that  is  continu- 
ally giving  birth  to  new  constructive  plans, 
and  whose  sagacity  leads  him  constantly  to 
seek  out  new  ideas  elsewhere  and  adopt  them 
to  his  own  business  —  that  druggist  will 

SUCCEED. 

Don't  for  a  moment  think  this  book  is  the 
last  word  and  covers  everything.  Get  every 
book  published  that  bears  upon  your  business 
and  its  application.  Subscribe  to  several  drug 
journals ;  read  them  and  induce  your  clerks  to 
read  them.  Subscribe  to  "  System,"  a  maga- 
zine of  business.  It  will  give  you  a  keener  in- 
sight into  your  own  business  requirements,  as 
it  deals  with  the  ways  and  means  of  large  and 
small  enterprises,  and  shows  how  they  solved 
their  vexatious  business  problems.  It  is  a 
superior  publication  for  the  retail  druggist 
who  writes  his  own  advertisements,  as  it  gives 
the  broader  viewpoint  covering,  as  it  does  all 
kinds  of  industry  and  establishments.  Seek 
for  the  best  thoughts  of  every  one  and  make 
use  of  them. 

Subscribe  to  a  confectioner's  journal,  also  a 
journal  for  stationers  and  any  good  side  line 
you  handle.  Get  a  journal  that  deals  with  it 
if  there  are  such  published.  A  few  dollars 
thus  invested,  followed  by  careful  reading  and 
studying  of  their  contents,  will  be  the  best 
investment  you  ever  made. 

UtilisatioA  of  CK^rrr  •••a. 

A  cannery  factory  at  Sodus,  N.  Y.,  has  been  experi- 
menting with  cherry  pits  this  season.  The  pits  are 
first  dried  and  then  crushed  in  preparation  for  a  process 
which  extracts  the  flavor  of  the  kernels.  The  extract 
obtained  is  used  to  give  flavor  to  the  canned  fruit 
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DRUG  STORE  ADVERTISING  IN  NEW   ZEALAND. 

( From  a  photo,  contributed  to  the  Spatula  by  Charles  Palliier,  Wellington,  New  Zealand.    Shows  one  of 

the  many  methods  used  by  him  to  make  his  store  better  known  ) 


Law  About  Buying  Goods. 


By  Elton  J.  Buckley. 


OUCHING  the  question 
of  buying  goods  and  clos- 
ing contracts  for  them, 
and  so  on,  the  following 
letter  will  be  of  interest : 

New  York,  N.  Y. 

Please  tell  us  whether  w« 

are  bound  in  the  following 

case.    If  we  are  we  will  have 

to  change  our  whole  method 

of  buying  from  outside  parties :  — 

Considerable  of  our  goods  are  purchased  from  out- 
side concerns,  chiefly  in  Chicago,  111.,  and  Omaha, 
Neb.,  and  the  negotiations  are  by  mail.  The  houses 
in  question  do  not  have  a  New  York  agent.  About  a 
week  ago  we  received  a  letter  from  one  of  these  houses, 
located  in  Chicago,  offering  a  quantity  of  merchandise 
for  late  August  shipment  at  a  cerUin  price.  The  mar- 
ket in  this  line  has  been  strong  for  several  months,  and 
at  the  time  we  received  the  offer  prices  were  high. 
We  decided  at  once  to  buy,  and  within  a  few  hours 
mailed  a  letter  accepting  the  offer  and  placing  the 
order.  About  an  hour  after  this  we  received  a  tip 
from  a  reliable  source  that  the  market  would  break 
the  following  day.  Our  informant  mentioned  the  price 
to  which  the  market  would  drop,  which  made  our 

•Copyright,  August,  1915,  by  Elton  J.  Buckley. 


order,  just  placed,  look  like  a  very  bad  buy.  Accord- 
ingly we  wired  the  Chicago  house  to  disregard  our 
letter  of  even  date.  The  market  did  break  the  next 
day,  and  the  Chicago  house  now  seeks  to  hold  us  to 
the  order.  They  duly  received  our  letter  of  accept- 
ance, and  say  they  will  ship  the  goods  late  in  August. 
Have  they  any  right  to  do  that? 

Respectfully  yours, 

Morgan  &  Barnes. 

They  have  a  perfect  right  to  hold  you  to  the 
order,  and  you  are  undoubtedly  bound  by  it. 
The  reason  is  that  while  an  offer  can  always 
be  withdrawn  before  acceptance,  it  can  never 
be  withdrawn  without  the  other  party's  con- 
sent after  acceptance.  The  offer  in  your  case 
was  under  the  law  accepted  the  minute  you 
posted  your  letter.  The  mail  was  regarded  as 
the  seller's  messenger,  not  yours,  and  when 
you  committed  your  letter  of  acceptance  to 
the  mail  it  was  as  if  you  gave  it  personally  to 
a  representative  of  the  Chicago  house. 

The  fact  that  your  wire  doubtless  reached 
the  Chicago  house  before  your  letter  did  makes 
no  difference.  The  thing  was  done  the  minute 
you  mailed  your  letter. 


Digitized  by 


Google 


582 


THE  SPATULA 


As  a  matter  of  fact,  it  would  have  been  a 
binding  contract  even  had  your  letter  of  ac- 
ceptance never  reached  its  destination,  or 
reached  it  after  long  delay.  I  remember  a 
case  in  which  A  wrote  'to  B,  making  an  offer 
of  some  goods,  and  telling  him  to  reply  by 
letter.  B  did  reply  by  letter,  accepting  the 
offer,  but  the  letter  went  astray  and  did  not 
get  to  A  until  two  days  after  it  should  have. 
Meanwhile  A  waited  until  time  to  receive  B's 
answer,  and  not  hearing  from  him,  sold  the 
goods  to  another  buyer.  The  market  had  ad- 
vanced, and  B  sued  A  for  damages  for  failure 
to  deliver.  A,  of  course,  defended  on  the 
ground  that  he  had  every  right  and  reason  to 
sell  the  goods,  but  the  court  decided  otherwise, 
and  held  that  a  contract  existed  from  the 
minute  B  posted  his  letter.  I  confess  I  have 
never  quite  seen  the  justice  of  this,  especially 
in  cases  where  a  letter  of  acceptance  goes 
astray,  for  it  seems  like  holding  A,  in  the 
above  stated  case,  for  instance,  to  something 
that  he  couldn't  possibly  know  anything  about. 
However,  it  is  the  well-settled  law. 

As  soon  as  there  is  an  acceptance  there  is  a 
contract,  but  there  must  without  doubt  have 
been  an  acceptance.  As  I  have  explained, 
there  is  no  question  about  a  flat  letter  of  ac- 
ceptance, but  there  may  be  some  doubt  when 
acceptance  depends  on  acts  rather  than  words. 
I  should  say  that  a  contract  can  be  accepted 
by  acts. 

There  was  a  case  in  which  a  firm  that  wanted 
to  buy  goods  wrote  to  a  man  who  made  the 
particular  thing  wanted  as  follows  :  "  Upon  an 
agreement  to  furnish  such  and  such,  you  can 
begin  shipment  in  two  weeks  from  date."  The 
seller  thought  the  buyer  would  take  it  for 
granted  that  he  would  furnish  the  goods  in- 
quired about,  so  he  did  not  reply.  He  merely 
went  out  at  once  and  bought  the  raw  material 
to  fill  the  order.  The  next  day  the  order  was 
countermanded.  The  seller  tried  to  hold  the 
buyer  to  it,  but  the  court  said  "  No,  you  never 
accepted  the  order." 

Let  me  explain  a  little  more  in  detail  the 
legal  principle  that  lies  behind  many  of  these 
cases.  When  A  offers  goods  by  mail  to  B  he 
chooses  the  mail  as  his,  A's,  messenger,  and 
the  mail  waits  for  B's  reply.     If  B  replies  by 


mail  accepting  there  is  legal  acceptance  and 
contract  when  the  letter  is  mailed.  But  it 
must  be  the  chosen  messenger  who  gets  the 
answer,  otherwise  there  is  no  acceptance  For 
instance,  A  offers  goods  to  B  by  mail,  stipu- 
lating *'  If  you  want  these  reply  by  wire  only, 
some  time  to-morrow,  the  8th."  If  B  replies 
by  letter  instead  of  wire,  and  A  has  sold  the 
goods  before  the  letter  is  received,  B  has  no 
remedy,  for  he  took  a  chance  by  using  his  own 
messenger  instead  of  A's. 

What  is  sauce  for  the  goose  is  sauce  for  the 
gander  —  after  the  letter  of  acceptance  is  post- 
ed the  other  party  cannot  withdraw  either,  even 
though  he  posts  or  wires  his  withdrawal  before 
the  letter  of  acceptance  reaches  him. 


A  BriUiaAt  Oifttlook. 

From  every  viewpoiot  the  outlook  of  the  mail  order 
business  for  a  tremendous  business  this  coming  fall 
and  winter  has  never  been  brighter  than  at  present 
This  business  has  suffered  no  contraction  under  the 
influences  of  the  war,  but  to  the  contrary  it  has  con- 
tinuously grown.  It  will  see  its  greatest  expansion  of 
record  in  the  near  future. 

With  crops  of  unprecedented  sizes,  high  prices  of 
cereals,  cheap  money  and  the  ruralist's  unshakable 
confidence  in  the  future,  his  natural  optimism  and  in- 
clination to  buy  the  best  — why  1^  not  a  still  greater 
era  of  success  in  sight  for  the  mai(  order  business? 

How  the  farmers  in  the  wheat  territories  are  finan- 
cially situated  cam  be  seen  by  statements  of  banks  and 
money  loaners,  that  farmers  are  constantly  paying  of! 
mortgages  tod  new  loans  cannot  be  placed  even  at  the 
attractive  offer  of  5%  for  farm  mortgages.  The  money 
lenders  are  complaining  that  the  farmers  don't  ask  for 
loans.  They  are  rolling  in  wealth  and  will  soon  begin 
spending  a  good  part  of  their  surplus.  Here  mail 
order  advertisers  have  the  opportunity  of  their  lives. 
—  Mail  Order  Journal. 
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The  Art  of  Being  Adaptable. 


By  An  English  Subscriber. 


HAT  fellow  can  do  anything.  No  mat- 
ter what  he  takes  up,  he  soon  has  it  off 
as  if  he  had  been  brought  up  to  it" 
How  often  does  one  hear  such  remarks 
as  this,  and  yet  to  how  few  men  or 
women  does  it  apply ! 

The  art  of  being  adaptable  is  a  great 
asset  to  any  man  —  not  only  of  itself, 
but  because  of  the  great  number  and  wide  range  of 
other  things  it  gathers  up  in  the  course  of  its  develop- 
ment. You  are  a  pharmacist.  Can  you  do  a  bit  of 
joinering?  Have  you  any  knowledge  of  electric  work  ? 
Can  you  tell  if  a  painter  is  putting  the  right  kind  of 
paint  on  your  store  front  or  if  he  is  putting  it  on  right 
side  out?  You  may  answer  that  you  are  the  biggest 
duffer  in  creation  so  far  as  these  things  are  concerned, 
but  you  fail  to  see  how  a  knowledge  of  them  would 
help  you,  even  if  you  could  master  a  dozen  different 
professions  or  trades.  It  is  quite  true  that  you  can- 
not attempt  to  master  everything  that  comes  along 
your  way,  and  it  is  equally  true  that  a  little  knowledge 
is  often  dangerous ;  but  just  stop  and  think  how  much 
wider  would  be  your  knowledge,  how  much  better 
value  you  could  get,  and  give,  if  you  were  able  to  have 
a  good  passing  knowledge  of  a  dozen  other  trades  or 
professions  outside  your  own. 

Personally,  I  believe  that  a  little  knowledge  is  not 
dangerous  if  in  the  right  hands  (or  right  head),  for  the 
simple  reason  that  the  right  person  knows  just  how  to 
turn  it  to  advantage  and  thereby  often  confound  his 
enemies,  where  otherwise  he  would  be  entirely  at  their 
mercy. 

Let  us  suppose  you  contemplate  extending  your 
store.  You  want  to  take  in  the  place  next  door,  and 
would  like  to  work  in  some  special  setting,  so  that  all 
should  harmonize.  This  will  necessitate  working  some 
scheme  for  structural  work,  lighting,  decorating,  fix- 
tures, flooring,  etc.,  and  you  will  agree  that  the  more 
you  know  of  the  various  items  the  better  value  you 
will  obtain  and  the  less  will  you  be  at  the  mercy  of 


the  various  trades  represented.  You  would  perhaps 
"spot"  the  plasterer  skimping  his  work  or  prevent 
the  fixture  man  selling  you  what  HE  thought  best  (for 
his  purpose).  The  electrician  may  want  to  stick  you 
for  a  few  more  dollars  than  is  really  required  or  neces. 
sary  —  and  so  on.  I  am  not  assuming  that  everybody 
is  dishonest  and  out  to  "  do "  you,  but  as  a  business 
man  you  want  the  best  out  of  your  money  If  you  can 
get  the  critical  trait  developed  and  your  knowledge 
strengthened  you  would  quickly  find  the  value  of  it. 

If  you  are  a  manager  you  will  find  your  value  en- 
hanced both  for  the  present  and  future  if  you  get  hold 
of  all  the  practical  knowledge  you  can.  If  you  are 
working  for  yourself  some  practical  knowledge  will 
often  save  you  dollars;  perhaps  you  want  an  extra 
light  in  your  back  room ;  if  you  cannot  do  it  yourself 
you  send  for  an  electrician.  You  must  wait  his  time 
(and  pay  for  it),  then  you  must  explain  what  you  want 
He  must  go  for  his  tools  or  stuff,  he  is  in  your  way  at 
an  inconvenient  time  and  so  on,  whereas  you  yourself 
could  have  the  job  finished  in  a  quarter  the  time  and 
with  less  expense  and  inconvenience.  Now  you  see 
my  point 

You  might  say  that  you  could  not  make  the  same 
job  as  a  practical  workman.  That  may  be  true,  but 
if  you  serve  your  purpose  and  save  expense  what  odds  ? 
If  you  had  no  expenses  you  would  soon  be  rich,  so 
why  pile  up  expense  unnecessarily  ?  But  apart  from 
this,  it  is  the  various  other  little  things  which  you  are 
practising  in  while  doing  this  small  job  that  count. 
You  are  becoming  more  adapted  for  something  else 
some  other  time.  It  may  not  be  noticeable,  but  actu- 
ally you  are  fitting  yourself  for  other  things. 

**  But  what  makes  a  man  adaptable  ? "  you  may  ask. 
Well,  that  would  be  an  uncertain  thing  to  give  an 
opinion  on,  but  my  experience  and  observations  tell 
me  that  eyes  and  ears  play  a  great  part  with  a  critical 
mind  to  develop  the  impressions  received.  If  you  see 
and  hear  things  and  ask  yourself  why  those  things  are 
as  they  are  you  are  stimulating  interest;  consequently 
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jrou  want  to  know  more,  and  in  having  more  you  are 
fitting  yourself  to  be  more  adaptable. 

The  men  are  repaying  the  road  or  footpath  in  front 
of  you  while  you  wait  for  your  car;  you  see  them,  and 
having  nothing  to  do  for  a  few  minutes,  you  become 
interested  in  their  various  actions  and  implements. 
You  may  ask  yourself  why  that  man  uses  that  queer 
looking  tool,  what  it  is  called,  or  why  is  this  particular 
kind  of  stone  used.  You  may  have  a  chance  of  chat- 
ting with  the  foreman  and  incidentally  find  out  the 
name  of  the  tool,  why  it  is  used,  or  why  one  kind  of 
stone  is  more  suited  than  another  for  this  particular 
purpose.  Twelve  months  later  you  have  cause  to  have 
a  little  paving  done  in  your  yard  or  your  shop  front ; 
the  little  information  gained  from  the  foreman  might 
prove  very  useful  if  used  properly.  Now  it  is  just 
possible  in  your  chat  you  will  learn  something  about 
marbles,  which  knowledge  may  prove  useful  in  select- 
ing or  not  selecting  that  new  fountain  so  and  so  wants 
to  sell  you. 

This  illustration  may  show  enough  to  impress  on 
yon  the  value  of  such  observations  if  used  more  or 
less  continually.  Think  how  useful  they  will  prove  in 
time  should  occasion  arise  either  for  your  present 
business  or  for  any  other  business  you  may  take  up. 
I  am  not  suggesting  that  you  should  be  always  prying 
and  ferreting  around — that  is  despicable  —  but  if  you 
will  only  use  your  eyes,  ears  and  critical  "  bump  *'  in 
your  ordinary  pleasures  or  occupations  you  will  find 
interest  and  enjoyment  out  of  the  most  commonplace 
things.  The  boy  who  takes  his  watch  to  pieces  to  find 
out  why  the  fingers  move  is  unconsciously  fitting  him- 
self with  adaptability  for  later  years,  and  the  number 
of  little  things  he  leaves  cover  a  wide  range,  especially 
if  developed. 

As  a  boy  I  worked  in  a  printer's  shop  —  sweeping 
floors,  doing  errands  and  such  like  —  and  because  my 
eyes  were  open  I  was  fitting  myself  with  useful  knowl- 
edge, which  I  actually  did  not  use  until  over  twenty 
years  later.  I  remember  how  I  used  to  watch  the  com- 
positor setting  type,  spacing,  ruling,  etc.  I  heard  the 
instructions  of  the  foreman  why  this  type  was  better 
suited  than  that  for  a  memorandum  form,  etc.  In 
later  years,  when  I  had  occasion  to  order  my  own 
printing  matter,  I  found  I  was  unconsciously  quoting 
trade  names,  and,  as  experience  has  proved,  this  fact 
alone  made  the  printers  more  careful  in  their  treatment 
of  me,  for  the  simple  reason  they  thought  I  knew  a 
good  deal  about  the  business,  while  really  they  were 
giving  me  credit  for  considerably  more  knowledge  than 
I  actually  possessed. 

It  is  the  same  with  electric  work.  By  picking  up  a 
little  knowledge  in  my  leisure  time,  strengthening  it 
with  observations  and  reading  in  my  usual  course  of 
occupation,  I  was  able  to  tell  the  electrician  just  how 
and  what  I  wanted  when  fixing  electric  lights.  I  could 
tell  him  that  electric  sign  was  better  suited  for  my  pur- 
pose than  the  one  he  proposed,  and  because  I  did  not 
underate  his  knowledge  or  press  my  claims  too  strongly 
he  was  more  lenient  in  his  charges  and  with  better 


workmanship  than  wouki  otherwise  have  been  the 
case. 

I  think  I  have  said  enough  to  set  you  thinking,  and 
I  hope  you  will  see  the  value  of  fitting  yourself  with 
adaptability,  so  that,  should  occasion  ever  arise,  you 
will  find  that  to  have  to  make  a  transfer  from  one  busi- 
ness to  another  is  not  so  difficult  as  you  may  suppose, 
and  apart  from  this : 

If  you  can  put  a  new  step  on  that  ladder  o^ yours 
you  may  save  the  expense  of  a  new  one,  and  if  you 
can  show  your  man  how  to  pack  that  case  of  goods  so 
that  it  will  arrive  at  its  destination  safely  or  can  build 
a  shed  for  your  motor  cycle  you  will  provide  youraelf 
with  interesting  hobbies,  with  the  additional  value  of 
saving  expense,  and  often  avoid  considerable  wastage 
and  delay. 

The  adaptable  man  is  lost  nowhere ;  wherever  he 
has  to  go  or  whatever  he  has  to  do  he  quickly  falls  into 
place,  and  consequently  masters  necessary  details  so 
much  quicker  than  the  man  who  only  sees  and  leans 
what  he  nuist. 

If  you  would  have  success  prepare.  You  cannot 
know  too  much,  and  you  can  never  be  too  old  to  learn. 


It  is  a  significant  fact  that  in  all  the  standing  armies 
of  Europe  and  in  the  Japanese  army  the  organization 
of  which  is  modeled  closely  on  that  of  Germany,  the 
medical  supply  service  is  in  the  hands  of  highly  trained 
pharmaceutical  experts,  whose  pay  and  rank  is  suffi- 
cient to  attract  to  the  service  men  of  the  highest 
scientific  attainments  and  executive  ability.  It  seems 
inconceivable  that  the  United  States  and  Great  Britain 
should  fail  to  profit  by  the  experience  and  example  of 
those  nations  which  have  had  the  best  opportunity  to 
study  and  solve  military  problems  and  which  have 
brought  to  the  solution  of  those  problems  the  highest 
technical  skill  and  training.  Notwithstanding  the  oppo- 
sition of  our  own  medical  corps  to  the  iM-oposal  to 
introduce  highly  trained  pharmaceutical  experts  into 
the  army  service  and  intrust  the  medical  supplies  to 
these  experts,  I  received  the  intimation  some  few  yean 
ago  from  a  medical  officer  in  close  touch  with  the 
situation  in  Washington  that  there  might  be  use  found 
for  the  services  of  half  a  dozen  such  experts.  The 
objection  raised  by  the  military  administration  to  the 
proposal  to  introduce  such  a  corps  of  experts  with 
commensurate  rank  and  pay  is  based  upon  the  general 
objection  felt  by  the  military  service  to  the  creation 
of  separate  corps  of  commissioned  officers  whose  pro- 
motion is  restricted  within  the  corps. 

Such  purely  technical  objections  cannot  appeal  to 
any  pharmacist  who  has  had  an  opportunity  to  observe 
the  confusion,  the  waste  of  effort  and  material  and  the 
inefficiency  in  meeting  emergencies  manifested  by  the 
medical  supply  service  of  the  United  States  Army 
in  our  Civil  War  and  the  war  with  Spain.— Caswell 
A.  Mayo.  

There  are  at  least  10,000,000  nerve  fibres  in  the 
human  body. 
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NOTE— It  is  the  desire  of  the  editor  of  this  de- 
partment to  make  it  as  interesting  and^ofitable  to 
the  readers  of  The  Spatula  as  possible.  Questions 
on  business  or  professional  subjects  requested.  We  do 
not  know  everything^  but  have  ways  of  finding  out  a 
great  deal.  If  you  are  pharmaceutically  in  trouble  or 
want  a  formula  for  some  special  article^  let  us  hear 
from  you.  Do  not  exPect  however^  the  formulas  of 
proprietary  preparations.  These  are  secrets  known 
only  to  the  owners, 

J.  £.  F.,  ChampaigQ,  111. 

We  regret  that  we  are  unable  to  g^ve  you  the  io- 
formation  regarding  the  proprietary  products  you  ask 
for,  as  the  rules  at  the  head  of  this  department  we 
must  strictly  adhere  to. 

A  good  mange  cure  similar  to  the  one  you  ask  for  is 
made  as  follows : 

Beniine 7  fl.  ozs 

Oil  of  cade a  fl.  oz«. 

Coal  tar afl    ozs. 

Green  soap a  av.  ozs. 

Oil  of  tarpentine zfl.  ozs. 

Rub  the  soap  and  "tar  together,  add  the  oil  of  cade, 

and  then  incorporate  the  other  ingredients.    Rub  this 

in  once  a  day  in  severe  cases  or  every  other  day  in 

mild  cases.  Wash  .the  dog  with  Life  Buoy  Soap  before 

applying. 

Saddle  AAd  VLm»Wkmmm  Oall«« 

Hy  D.  T.,  Omaha,  Neb. 

Sulphuric  add i  dr. 

Alum  dried z  drs. 

Water  enough  to  make 8  ozs. 

Use  as  a  lotion. 
FlairoriA^  Kxtvacts  Ia  T«ib««. 

£.  £.  £.,  Muncie,  Ind. 
There  are  several  proprietary  preparations  of  this 
nature  on  the  market,  and  they  are  composed  chiefly 
of  a  glycerine  base  flavored  with  the  essential  oil  that 
is  used  as  the  flavor.  Some  are  thickened  with  pow- 
dered sugar.  For  vanilla  the  synthetic  vanillin  is  used, 
first  being  dissolved  in  warm  glycerine.  This  must  be 
labeled  "Extract  of  Vanillin." 
StvaiRrb«rr9^  CKainpa^A«« 

D.  £.  S.,  Quincy,  HI. 

Citric  add iK  ozs. 

Strawberry  color K  oz. 


Soluble  essecoe  strawberry  cham- 
pagne      a  ozs. 

Strawberry  juice 5-10  ozs. 

French  cream Xoz. 

BonsantepreMiVAtiTe Koz. 

Plain  syrup  to  make i  gallon 

If  the  color  is  considered  too  red  use  3  drams  of  the 

strawberry  color  and  V4  ounce  of  caramel  color.    This 

must  be  labeled  "  Imitation  Strawberry  Flavor,"  to 

conform  with  the  Pure  Food  and  Drug  Law.    Use  x 

ounce  of  this  syrup  to  an  8-ounce  bottle  for  carbonating. 

Good  KidAoy  Rosskody. 

W.  W.  W.,  Topeka,  Kan. 
Here  is  a  formula  adopted  by  the  Illinois  Pharma- 
ceutical Association: 

Liverwort 4  av.  ozs. 

Hydrengea 4  av.  ozs. 

Broom  tops 4  av.  ozs. 

Canadian  hemp  (apocynum) 4  av.  ozs. 

Couchgrass 4av.ozs. 

Potassium  nitrate 3av  oss. 

Alcohol 13  fl    ozs. 

Sviupy  glucose lafl.  oss. 

Water  to  make 64       ozs. 

Infuse  the  drugs  with  hot  water,  so  as  to  make  40 
fluid  ounces  of  the  product,  and  to  this  add  the  alcohol 
and  glucose.  Fluid  extracts  may  be  used,  omitting 
the  alcohol  in  this  case. 

FoasniA^  Soap  Po'wd^v. 

Chemist,  Charlotte  Boulevard,  Charlotte,  N.  Y. 

As  you  failed  to  sign  your  name  to  your  inquiry  it 
was  impossible  for  us  to  mail  your  information  direct 
as  per  your  request. 

The  following  formula  is  a  good  Foaming  Shampoo 
Soap  Powder : 

Dried  sodium  carbonate \%  drs. 

Powdered  castile  soap iH  drs! 

Perfume  with  Oriental-D. 

This  perfume  is  especially  adapted  to  this  powdered 
shampoo  and  can  be  had  from  the  Synfleur  Scientific 
Laboratories,  Monticello,  N.  Y.  The  above  amount 
is  sufficient  for  i  pint  of  warm  water.  Makes  a  good 
lather  and  cleanses  Some  prefer  to  add  i>^  drams 
of  borax  to  this,  making  it  stronger. 

BooKa  oia  Tobacco  riavorlA^a. 

N.  M.,  Oudshoorn,  South  Africa. 
You  can  obtain  books  treating  on  the  subject  above 
from  Foyles*  Book  Store,  Charing  Cross  Road,  Lon- 
don, £ngland. 
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F1««K  Fac«   Po'«ird«v  CoAtaiAiA^  AlpHo* 
mawkmm 

Mrs.  L.  R.  S.,  Tacoma,  Wash. 

Rice  powder sibs. 

Carbonate  of  magnesia,  powdered . .  1 34  oss. 

Stearate  or  zinc 3  osi. 

Alpboione $  ozs. 

Carmine  sufficient  to  color  pink  or  flesb. 

Toilet  AmmoAia* 

H.  G.  C,  Chicago,  III. 

Ammonia  water,  10% 350CC. 

Green  soap laogm. 

Oleicadd 10  cc. 

Oilof  bay icc. 

Oil  of  rosemary i  cc. 

Oil  of  verbena sec. 

Water  enough  to  make 1,000  cc. 

Dissolve  the  soap  in  500  cc.  of  warm  water,  and 

when  cool  add  the  water  of  ammonia  and  the  oils; 

mix  by  agitation  and  add  lastly  the  oleic  acid  and 

enough  water  to  make  1,000  cc. 

B1a«  Black  lAk. 

D.  D.  E.,  Troy,  N.  Y. 

Phenol  Black  B  (coal  tar  dye). .  .2%  oss. 

Sugar iH  ozs. 

Carbolic  add ifl.  dr. 

Sulphuric  acid,  pure 35  minims 

Distilled  water 96  ozs. 

Mix  the  dye  with  6  fluid  ounces  of  cold  water,  allow 

to  stand  for  2  hours,  and  then  add  the  remainder  of 

the  water,  in  boiling  condition ;  add  the  other  ingredi- 

ents  and  stir  untH  dissolved.    This  may  be  cheapened 

by  using  i  ^  ounces  of  the  phenol  black  B.  dye.   This 

ink  writes  a  handsome  blue  black. 

FiavAitfsv«  Cr«aiis«* 

A.  R.,  New  York  City,  N.  Y. 
No.  X. 

Pearlash a  ozs. 

Soft  soap 4  ozs. 

Beeswax i  lb. 

Water i  gallon 

Boil  until  the  whole  is  united  and  forms  a  creamy 

liquid  when  shaken  when  cold. 

No.  2. 

Beeswax K  lb. 

Good  yellow  soap )^  lb. 

Water 5  pints 

Boil  to  proper  consistence,  with  constant  agitation, 
then  add  boiled  linseed  oil  and  oil  of  turpentine,  of 
each  )i  pint.  Dilute  with  water  to  the  required  con- 
sistency and  apply  with  a  soft  cloth  or  cotton  waste 
and  wipe  dry  with  a  clean,  dry  cloth.  Very  little  rub- 
bing required. 

No.  3. 

White  wax 94  oz . 

Beeswax 4  o  zs. 

Castile  soap 3a  oz. 

Oilof  turpentine ji  pint 

Boiling  water H  pint 

Melt  the  wax  in  a  covered  jar  with  gentle  heat,  add 
the  oil  of  turpentine  carefully,  and  then  add  gradually 
the  soap,  previously  dissolved  in  water,  and  stir  until 
stiff. 

No.  4. 

Household  soap 2%  ozs 

Potassium  carbonate a  ozs. 

Water 2  pints 

Whitewax soozs. 

Oil  of  turpentine 4  pints 


Boil  the  first  four  ingredients,  stirring  continuously 
till  a  homogeneous  mass  is  obtained.   Then  gradually 
incorporate  the  oil  of  turpentine. 
No.  5. 

a.  Yelk>w  wax '8  ozs. 

Oil  of  turpentine 15  ozs. 

Melt  with  a  gentle  heat. 

b.  Pearlash ....loz. 

Soft  soap 3  ozs. 

Water 3  pints 

Mix  and  heat.  Mix  the  two  tolutions  while  still  hot, 

stirring  continuously. 

No.  6. 

White  wax 3  oss. 

Pearlash a  ozs. 

Water 6  ozs. 

Heat  together  and  add  in  the  order  named,  stirring 
well  after  each  addition : 

No.  7. 

Oil  of  turpentine  ,^ 50ZS. 

Linseed  oil 4  ozs. 

Beeswax 100  oss. 

Potassium  carbonate los. 

Oil  of  turpentine $  quarts 

Water 6  quarts 

Boil  the  wax,  potassium  carbonate  and  3  quarts  of 
water  until  a  homogeneous  mass  results.  Gradually 
incorporate  the  oil  of  turpentine  and  then  add  all  at 
once  the  remainder  of  the  water,  previously  heated, 
stirring  well. 

No.  8. 

Whitesoap 50SS. 

White  wax 40  ozs. 

Water 2  gallons 

Potassium  carbonate 2  ozs. 

*  Mix  and  boil  together  and  add : 

Oil  of  turpentine 10  pints 

Mix  well. 

PiQfii«f  •  Giwkgmw  Aim  (Bottlers*  XJmmU 

D.  E.  R.  Co.,  Utica,  N.  Y. 

Jamaica  ginger,  ground  for  perco- 
lation  3ii 

Oil  of  lemon Mxr 

Oil  of  orange Hv 

Oil  of  allspice MUl 

Carbonate  of  magnesium 3  ss.  st. 

Carbonate  of  soda 


;!? 


XV 


Caramel... 

Soda  foam.  

Acid  solution }  a 

Alcohol 3  via 

Water 3xvi 

Simple  syrup  enough  to  make z  gallon 

Moisten  the  ginger  with  2  ounces  of  alcohol,  pack 
firmly  in  a  percolator  and  add  the  remaining  alcohol. 
When  the  liquid  begins  to  drop  through  the  lower 
orifice  of  the  percolator  should  be  closed  and  the  drug 
allowed  to  macerate  for  24  hours.  Then  start  the 
percolation  and  continue  till  the  liquid  ceases  to  drop. 
Dissolve  the  oils  in  the  extract  just  obtained.  Powder 
the  carbonate  of  magnesium  and  mix  this  with  the 
water ;  then  dissolve  the  carbonate  of  soda  and  add 
the  extract  of  ginger  and  oils.  Let  stand  for  48  hours 
and  filter  through  paper.  Lastly  add  the  soda  foam, 
acid  solution  and  caramel  to  the  above  filtrate  and 
make  the  finished  product  measure  one  gallon. 

Use  I  ounce  of  this  syrup  to  an  ordinary  8-ounce 
soda  water  bottle. 
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Use  a  pressure  of  90  poaods  to  the  square  inch  for 
charging  this  water. 

Prot«ctiA^  I^abovatorx  Tables. 

T.  C.  E.,  Miami,  Fla. 
The  following  method  of  preparing  table  tops  and 
protecting  them  from  the  efiEects  of  acids  and  alkalies 
is  an  improvement  on  the  usual  method  of  using  para- 
ffin wax.  Three  coatings  of  each  solution  are  alter- 
natively applied,  and  finally,  after  a  week,  a  coating 
of  linseed  oil : 

No.  I. 

Aniline  chloride 15  gruns 

Water loooc. 

No.  2. 

Copper  sulphate 86  grams 

Potassium  chlorate 77  grams 

Ammonium  chloride 33  grams 

Water ijooocc 

The  wood  is  stained  an  intense  black,  and  a  coating 
of  linseed  oil  once  or  twice  during  the  year  is  sufficient 
to  keep  the  surface  in  condition. 

Siao'w«'wlait«  Cold  Cv«am« 

J.  R.  M.,  Laredo.  Tex. 

Select  k  white  petrolatum  of  which  you  can  lift  a 

portion  without  it  sticking  to  the  spatula  like  stringy 

honey,  and  get  the  best  bleached  wax,  then  try  the 

following  proportions : 

PetroUtialbi 3Tiii    vel  3vii} 

Cerae  alb.  opt 3  Tii)   vel  3  ij 

01.  petrolatialb 3 xztv  vel  3 xv] 

Aquae  ross 3xvj    vel  3vi{] 

^ulv.  borads 3xss    vel  3iiiss 

Melt  the  first  three  in  a  large  water-jacketed  pot  or 

bath;  dissolve  the  borax  in  boiling  rose  water  and 

pour  gradually  into  the  hot  grease  while  stirring,  then 

remove  the  bath  from  the  fire  and  stir  while  cooling. 

Perfume  for  above  56  Ounces. 

C  umarin gr.iss 

Rhodinol 3j 

He  liotropin 3  ss 

01.  bergamot Mx 

01.  iricBs grlj 

Add  the  perfume  and  fill  into  pots  while  warm. 
Special  Mms«a^«  Bmi«  (SKIa  Food). 

J.  G.  C,  Newbern,  N.  C. 

Snow-white  cold  cream 3  iv 

Lanolin 3iv 

Oil  of  theobroma 3iv 

White  petrolatum  oil 3  iv 

Dtotilled  water , 3iv 

In  hot  weather  add : 

Spermaceti 

White  wax 

In  winter  the  two  latter  are  left  out  and  the  propor. 
tion  of  cocoa  butter  is  modified.  Prepared  and  per- 
fumed in  proportion  same  as  cold  cream.  This  is  pre- 
scribed and  recommended  by  a  New  York  skin  and 
scalp  specialist. 

V«t«viAarx  I^iQiata  Bli«t«v. 
R.  S.  L.,  Dayton,  O. 

Euphorbium i  oz. 

Sulphur 20SS. 

Cantharides 2%  ozs. 

Acetic  acid  40  ozs. 

Macerate  for  a  fortnight  and  then  strain. 


.3iss 
.  3iiss 


Avonsatic  ViA«^av« 

F.  H.  W.,  Pawnee,  Okla. 

Tincture  of  benioin 1,000  parts 

Tincture  of  styrax a,ooo  parts 

Alcohol,  85% 3/)oo  parts 

Strong  vinegar 1,500  parts 

Aceticadd sooparts 

Tincture  of  orris  root 1,000  parts 

Oilofclove aparts 

Oilof  neroli aparts 

Rosewater i,oooparts 

Tincture  of  tolu i/xw  parts 

Oilofnutmeg i  part 

Oil  of  cinnamon aparts 

Mix,  let  Stand  awhile  and  filter. 

Clmmwkiwkg  lNrKit«  Kid  Glow««. 

The  Pharmaceutical  Journal  of  London  recommends 

the  following   preparations  for  cleaning  white  kid 

gloves : 

No.  I. 

Powdered  pipe-clay lao  parts 

Powdered  orris  root 60  parts 

Powdered  soap imparts 

Powdered  borax 3oparts 

Powdered  ammonium  chloride ...    5  parts 

Mix.    Dampen  the  gloves  with  a  wet  cloth,  rub  well 

with  the  jpowder,  and  let  dry  on.    When  perfectly  dry 

remove  the  powder  by  brushing. 

No.  2, 

Soft  soap I  oz. 

Water 4  ozs. 

Oil  of  lemon 30  minims 

Precipitated  chalk q.s. 

Dissolve  the  soap  in  the  water,  add  the  oil,  and, 

finally,  enough  of  the  chalk  to  make  a  stifiE  paste.    If 

you  used  the  light  magnesia  alone  you  were  not  likely 

to  succeed  very  well.   It  is  best  made  into  a  thin  paste 

with  benzine,  and  a  little  powdered  orris  improves  the 

mixture.    A  quillaia  cleaner  consists  of : 

Prepared  chalk 6parts 

Powdered  quillaia  bark 10  parts 

Cream  of  tartar 30  parts 

Apply  with  a  damp  sponge  to  the  glove  on  the  hand, 
dry  and  brush  off. 

SH«lf  Bottle  I«skb«l«. 

You  will  find  that  paraffin  is  a  good  protective  not 
only  for  shelf  bottle  labels,  but  also  for  other  labels 
that  are  likely  to  become  damaged  or  soiled  in  hand- 
ling, says  Meyer  Bros.,  druggists.  The  old  method  of 
application  of  paraffin  was  to  melt  the  paraffin  and 
warm  the  surface  to  which  it  was  to  be  applied.  At 
present  carbon  tetrachloride  is  used  as  a  solvent  for 
the  paraffin,  which  is  then  applied  as  would  be  a  var- 
nish. The  carbon  tetrachloride  rapidly  evaporates, 
leaving  a  thin  coating  of  the  paraffin  on  the  label. 
Carbon  tetrachloride  has  the  advantage  over  gasoline 
or  benzine  of  being  non-inflammable. 


Q«SkK«v  Citx  C*k«« 

A  piece  of  cake  was  exposed  for  sale  in  Philadel- 
phia without  adequate  protection,  then  analyzed.  It 
contained  sand  and  coal  dust,  disintegrated  bran  frag- 
ments, human  hair,  wood  fragments,  black  and  yellow 
cotton  fibres,  white,  black,  blue,  yellow  and  green  straw 
partly  disintegrated,  cobwebs,  pine  and  other  wood 
fragments,  paper  fragments  and  bits  of  iron  rust. 
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Don*t  use  technical  chemicals  for  medicinal  pur- 
poses, as  they  do  not  comply  with  the  U.S.P.  standards, 
and  very  frequently  contain  inert,  in  fact  poisonous 
substances,  e.  g.  arsenic. 

Don't  keep  chemicals  which  readily  absorb  moisture 
in  a  damp  place.  Examples  are  too  numerous  to  men- 
tion, and  include  all  the  hygroscopic  and  deliquescent 
chemicals.  I  might  call  attention  to  one  in  particular 
which  is  frequently  kept  in  cellars  and  which  conse- 
quently spoils,  namely,  chlorinated  lime. 

Don't  expose  the  following  to  the  action  of  direct 
light :  Phenol  and  resorcinol  become  pink  or  even  red ; 
alkaloids  are  discolored ;  iodides,  especially  ammonium 
iodide,  liberate  free  iodine ;  silver  salts,  calomel  and 
many  other  chemicals  darken  owing  to  the  formation 
of  oxide;  santonin  turns  yellow;  naphthalene  and 
beta-naphthol  become  discolored ;  sulphurous  acid  is 
oxidized  to  sulphuric  acid ;  chlorine  and  bromine  water 
form  hydrochloric  or  hydrobromic  acid  respectively ; 
ferric  salts  will  be  reduced  to  ferrous  salts ;  mercuric 
salts  will  be  reduced  to  mercurous  salts;  compound 
syrup  of  hypophosphites  becomes  decolorized ;  vola- 
tUe  oils  become  terebinthinate. 

Among  other  chemicals  affected  by  the  light  are: 
Benzoic  acid  and  benzoates;  salicylic  acid  and  sali- 
cylates; hydriodic,  hydrobromic,  hydrocyanic;  nitro- 
hydrochloric  and  trichloracetic  acids;  amyl  nitrite 
and  other  nitrites ;  chloroform,  bromoform  and  iodo- 
form, etc. —  Otto  Raubenheimer. 


Definite  statistics  as  to  the  amount  and  value  of 
patent  medicines  imported  yearly  into  Siam  are  not 
available,  but  it  seems  fairly  certain,  however,  that  of 
the  1487,513  worth  of  medicines  imported  during  the 
fiscal  year  19x4  about  one-third  were  patent  medicines. 

The  demand  for  patent  medicines  depends  largely 
upon  the  extent  to  which  such  are  advertised  in  the 
Siamese  local  press  and  in  the  native  language.  At 
present  a  number  of  patent  and  other  preparations, 
which  have  been  largely  advertised,  have  reached  very 
large  sales,  but  the  containers  of  all  of  these  remedies, 
however,  were  furnished  with  labels  and  literature  in 
the  Siamese  language,  and  consisted  mainly  of  tonics, 
blood  purifiers,  tissue  builders,  headache  cures,  laxa- 
tives and  specifics. 

After  the  sale  of  a  remedy  has  been  established,  it 
is  important  that  the  form  and  packing  in  which  it  was 
originally  exploited  be  strictly  followed  in  every  detail. 
Special  attention  should  be  given  to  packing  in  con- 
tainers which  absolutely  exclude  moisture.  The  nature 
of  the  remedy  should  be  of  the  kind  which  does  not 
easily  deteriorate  in  efficiency,  form,  or  color  in  the 
tropical  climate  which  prevails  in  Siam.  Quite  a  num- 
ber  of  United  States  pharmaceutical  specialties  have 
been  successfully  exploited  in  Siam,  and  are  now  in 
steady  demand,  but  the  most  popular  of  these,  how- 
ever, have  conformed  with  the  conditions  mentioned. 

In  general  the  method  of  distribution  followed  in 


Siam  by  a  successful  manufacturer  diay  be  recom- 
mended, namely,  the  placing  of  a  sufficient  stock  of 
the  article  with  a  reliable  drug  house  in  Bangkok, 
which  on  commission  basis  distributes  the  goods  to 
dealers  for  cash,  and  which,  at  the  expense  of  the 
manufacturer,  advertises  extensively  in  the  Siamese 
press.  (A  list  of  drug  stores  in  Siam  is  found  in  the 
World  Trade  Directory.) 

The  bperation  of  the  law  for  registration  of  trade 
marks  and  trade  names,  which  was  puUished  in  19 14, 
was  indefinitely  suspended  during  the  same  year,  aod 
there  are  no  legal  or  other  restrictions  in  force  for  the 
sale  of  proprietary  medicines. 

The  import  duty  assessed  on  patent  medicines  enter- 
ing Siam  is  3  per  cent  ad  valorem  only,  and  is  without 
classification,  but  the  customs,  however,  require  that 
the  actual  or  net  weight  of  the  fluid  or  substance,  with- 
out the  container  and  packing,  should  be  given  in  the 
invoice.— Vice  Consul  Carl  C.  Hansen,  Bangkok,  in 
Commerce  Reports. 


The  textile  plants  of  the  United  States  are  soon  to 
be  placed  in  a  position,  to  compete  with  Germany, 
according  to  a  letter  sent  to  the  hosiery  works  at 
Kenosha  by  Thomas  A.  Edison.  The  inventor  states 
that  he  has  made  an  aniline  dye,  equal,  if  not  superior, 
to  the  dye  produced  by  Germany.  This  means  that 
many  textile  plants  in  the  country  will  be  saved  from 
commercial  ruin. 

For  years  practically  all  of  the  aniline  dyes  used  in 
America  have  come  from  Germany.  Edison's  inven- 
tion will  enable  manufacturers  to  use  the  old  processes 
which  would  have  crippled  most  of  them  to  change. 
The  Kenosha  hosiery  plant,  the  largest  of  the  kind  in 
the  world,  has  heretofore  purchased  a  consignment  of 
dye  at  a  cost  of  |8oo.  The  last  consignment  cost  them 
more  than  |i 0,000  for  the  same  amount 

**  If  Germany  can  make  the  dye,  we  can  make  it," 
declared  Mr.  Edison.  '*  Since  there  is  an  embargo  on 
carbolic  acid,  I  have  made  a  substitute,  so  that  the 
making  of  the  dye  can  progress.  I  believe  we  have 
solved  the  problems  of  the  American  textile  trade.** 
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Wiltmriwkg  Grlyemwiwkm  tfia«ia«* 

I  can  recomroend  a  simple  and  cheap  method  of 
filtering  all  refractory  liquids,  including  glycerine  loo 
per  cent,  syrups,  oxymels,  etc.,  with  equal  facility. 

The     illustrations 


LEVrR  LID 
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are    rather   crude, 
but    show    how 
simple    the    appa- 
ratus is  to  set  up. 
I  make   the   filter 
"  B »'  by  cutting  off 
the  top  of  a  quart 
bottle  with  a  wheel 
glass-cutter.     This 
is  easily  accom- 
plished by  standing 
the  bottle  against  a 
block  of  wood  the 
correct  height,  and 
whilst  holdinjg;  the 
cutter  on  the  top  of 
the  block,  turning 
the  bottle  against 
it,  so  as  to  make  a 
scratch  quite  round. 
With   very   little 
practice  it  is  easy 
to  do  this  so  exactly 
that  the  ends  of  the 
scratch  meet.  Then 
turn  the  bottle  round  and  round  against  the  sealing 
jet,  and  the  top  will  crack  off  with  a  clean  edge.  Now 
tie  a  piece  of  gamgee  tissue  very  tightly  over  the  open 
end  of  the  cut-off  top,  fit  a  glass  tube  about  6  feet 
long,  with  a  very  tight  cork,  and  the  filter  is  ready.    It 
is  safer  to  tie  a  string  once  or  twice  around  the  neck 
and  under  the  "  gamgee,"  as  indicated  in  the  sketch, 
to  prevent  the  filtering  pad  slipping  off  with  the  pres- 
sure.   To  make  the  filter  closer,  tear  up  a  grey  filter 
paper,  pulp  it  by  shaking  with  hot  water  in  a  bottle, 
and  pour  into  the  filter  whilst  it  is  standing  on  a  flat 
surface ;  allow  the  water  to  drain  away,  and  remove 
the  rest  of  the  water  by  blowing  through  the  bottle 
neck.    The  tin  container  is  drawn  out  of  scale  for 
convenience.  The  tap  is  an  ordinary  gas  fitting,  which 
any  plumber  will  fit  for  a  few  coppers  if  you  have  not 
learned  the  simple  art  of  soldering.    I  find  2  gallons 
a  convenient  size,  anything  larger  being  rather  clumsy 
to  handle.    The  rubber  tubing  need  not  be  more  than 
a  few  inches  long,  and  the  joints  to  tap  and  glass  tube 
must  be  securely  tied.    This  being  a  pressure  filter, 
the  speed,  of  course,  depends  on  the  length  of  the 
tube,  and  in  actual  use  I  find  that  6  feet  is  sufficient, 
the  container  being  on  a  shelf  and  the  receiver  on  the 
floor.    Be  sure  the  receiver  is  large  enough  to  hold  all 
the  fluid  in  the  top  tin;  turn  the  tap;  time  does  the 
rest.—  Marmaduke  Firth  in  Pharmaceutical  Journal. 


There  are  said  to  be  20,000  kinds  of  butterflies,  of 
which  two-thirds  are  named. 


MiMk  Radio*  Active. 

The  extraordinarily  penetrating  power  of  musk  per- 
fume is  accounted  for  by  the  fact  that  it  is  radio-active. 
E.  Carieton  Baker,  United  Sutes  consul  at  Chunking, 
China,  writes  that  this  property  causes  the  odor  to  be 
carried  through  the  air  in  a  way  that  would  otherwise 
be  impossible. 

And  he  adds  that  this  radioactive  property  " affects 
most  peculiariy  the  natives  who  carry  it.  If  it  is  held 
close  to  the  body  for  any  length  of  time  it  produces 
sores  that  are  probably  similar  in  character  to  those 
caused  by  pure  radium." 

Musk  is  a  secretion  of  certain  glands  or  pouches  of 
the  male  musk  deer  and  is  secreted  only  during  certain 
seasons  of  the  year.  It  is  difficult  to  obtain  pure,  and 
one  of  the  largest  French  manufacturers  of  perfumes 
keeps  a  representative  at  Tachienlu,  near  the  Tibetan 
border,  for  the  sole  purpose  of  buying  it. 

Three  thousand  pounds  of  musk  on  an  average  are 
shipped  every  year  from.  Chunking,  and  fully  half  of 
this  has  passed  through  Tachienlu,  which  is  one  of  the 
principal  musk  markets  of  the  world,  though  eighteen 
days*  journey  from  Chunking,  the  nearest  port 

Consul  Baker  writes  that  the  deer,  which  are  seldom 
more  than  3  feet  long  and  20  to  22  inches  tall,  are  being 
slaughtered  in  such  numbers  that  they  are  becoming 
more  and  more  scarce  and  will  eventually  be  extinct. 

A  Filter  for  tK«  CK«mist*s  I^aboratoty. 


To  filter  large  quantities  of  chemical  solutions,  an 
apparatus  constructed  as  follows  will  give  satisfactory 
results : 

A  is  a  large  flask  or  bottie  into  which  the  solution 
to  be  filtered  is  poured.  It  is  inverted  so  that  the  ends 
of  the  tubes,  B  and  C,  are  some  little  distance  below 
the  top  of  the  funnel.  The  solution  runs  out  of  the 
tube  C  until  the  rising  liquid  closes  the  end  B,  thus 
automatically  checking  the  flow.  This  goes  on  con- 
tinually until  the  whole  of  the  solution  has  been  filtered. 
—Contributed  by  G.  E.  Welch  to  the  World's  Advance. 


Every  oyster  has  a  mouth,  a  heart,  a  liver,  a  stomach, 
besides  many  curiously  devised  little  intestines,  and 
other  organs,  necessary  organs  such  as  would  be  handy 
to  a  living,  moving,  intelligent  creature. 
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Lrab«liA^  of  StaAdard  Dr«^«« 

The  Bureau  of  Chemistry  U.  S.  Department  of 
Agriculture,  has  made  the  following  *' service  and 
regulatory  announcement  **  (No.  137): 

Section  7  of  the  Food  and  Drugs  Act  states  that 
**  an  article  shall  be  deemed  to  be  adulterated :  In  case 
of  drugs  ....  If,  when  a  drug  is  sold  under  or  by  a 
name  recognized  in  the  United  States  Pharmacoepia 
or  National  Formulary,  it  differs  from  the  standard  of 
strength,  quality,  or  purity,  as  determined  by  the  test 
laid  down  in  the  United  States  Pharmacopoeia  or 
National  Formulary  official  at  the  time  of  investiga- 
tion :  Provided^  That  no  drug  defined  in  the  United 
States  Pharmacopoeia  or  National  Formulary  shall  be 
deemed  to  be  adulterated  under  this  provision  if  the 
standard  of  strength,  quality,  or  purity  be  plainly  stated 
upon  the  bottle,  boz^  or  other  container  thereof,  al- 
though the  standard  may  differ  from  that  determined 
by  the  test  laid  down  in  the  United  States  Pharma. 
copoeia  or  National  Formulary.'* 

In  spite  of  the  fact  that  this  paragraph  of  the  act  is 
plain  and  definite,  the  bureau  receives  a  large  number 
of  letters  raising  the  question  whether  interstate  ship- 
pers of  drugs  which  are  not  in  compliance  with  the 
requirements  of  the  United  States  Pharmacopoeia  are 
required  to  mark  such  drugs  with  their  actual  strength 
both  in  large  and  small  packages. 

Under  the  quoted  provision  of  the  law,  each  drug, 
sold  under  or  by  a  name  recognized  either  in  the  United 
States  Pharmacopoeia  or  in  the  National  Formulary 
when  shipped  interstate  or  otherwise  brought  within  the 
Federal  jurisdiction,  should  comply  with  the  standard 
of  strength,  quality,  or  purity  as  determined  by  the 
tests  laid  down  for  it  in  the  Pharmacopoeia  or  Formu- 
lary, or  should  have  its  own  standard  of  strength, 
quality,  or  purity,  plainly  declared  on  its  container. 


Vf\  Him  II«lp  Tof»« 

While  the  representative  of  the  wholesaler  and  manu- 
facturer goes  under  the  generally  accepted  title  of  the 
traveling  salesman  have  you  ever  stopped  to  consider 
that  he  is  really  much  more  than  this  ?  It  is  true  he 
is  a  salesman — and  there  are  few  of  whom  this  term 
may  not  be  applied  —  but  he  is  also,  says  an  exchange, 
the  personal  representative  of  the  firm  by  whom  he  is 
employed.  Have  you  ever  thought  of  the  avenues  of 
information  open  to  these  men  and  of  the  many  help- 
ful ideas  they  may  be  able  to  offer  you  by  reason  of 
their  contact  with  and  knowledge  of  what  other  mer- 
chants in  your  line  are  doing  ?  To  properly  represent 
his  firm  and  to  hold  his  position  he  must  keep  posted 
on  general  conditions ;  what  retailers  are  doing ;  what 
wholesalers  are  doing  and  on  the  general  business 
outlook,  and  for  that  reason  he  represents  a  valuable 
source  of  information  to  the  retail  trade. 

The  old-time  "drummer"  who  traveled  about  the 
country  in  a  happy-go-lucky  manner  is  passed.  The 
salesman  of  to-day  is  of  necessity  a  man  trained  for 
the  work ;  possessing  still  the  geniality,  affability  and 
good  fellowship  of  the  older  type  of  traveling  man, 


but  he  is  of  a  higher  standard,  generally  speaking,  and 
depends  more  on  the  genuine  merits  of  his  goods  and 
the  service  of  his  house  for  his  trade. 

It  goes  without  saying  that  you  cannot  buy  from 
everyone  who  calls  upon  you,  but  it  is  good  business 
to  treat  the  salesman  with  courtesy  even  though  you 
may  not  be  in  the  market  for  anything  he  may  have 
for  sale.  Greet  him  in  a  friendly  spirit ;  treat  him  as 
one  engaged  in  the  same  vocation  as  yourself— selling 
merchandise.  Do  this  and  in  nine  times  out  of  ten  he 
will  meet  you  in  a  similar  spirit  and  you  will  learn 
something  from  him  during  his  visit. 

Get  all  the  information  you  can  from  the  traveling 
man  who  visits  you.  He  is  rubbing  up  against  the 
world  every  day  and  getting  information  that  wiU  be 
helpful  to  you.  He  gets  his  knowledge  by  meeting  and 
talking  with  other  retailers  and  will  be  glad  to  pass 
this  on  to  you  in  the  course  of  conversation.  The 
average  traveling  man  does  not  expect  everyone  whom 
he  calls  on  to  purchase  his  wares,  but  he  does  expect, 
and  he  has  a  right  to  expect,  a  respectful  hearing. 


The  Illinois  state  narcotic  law  which  went  into  effect 
July  I,  makes  some  radical  changes  in  the  matter  of 
the  sale  of  patent  or  proprietary  preparations  or  reme- 
dies which  contain  habit-forming  drugs.  By  its  terms, 
no  person  who  is  not  registered  with  the  U.  S.  Govern- 
ment under  the  provisions  of  the  so-called  Harrison 
law  can  sell  patent  or  proprietary  preparations  which 
contain  ojnum  or  coca  leaves,  or  any  of  their  alkaloids, 
salts  or  derivatives. 

The  Federal  law  does  not  apply  to  the  sale  of  patent 
or  proprietary  preparations  which  do  not  contain  more 
than  two  grains  of  opium,  or  more  than  one-fourth 
grain  of  mqrphine,  or  more  than  one-eighth  grain  of 
heroin,  or  more  than  one  grain  of  codeine,  or  any  salt 
or  derivative  of  them  in  one  fluid  ounce,  or,  if  a  solid 
preparation,  in  one  avoirdupois  ounce,  but  the  Illinois 
state  law  above  referred  to  absolutely  prohibits  the  sale 
of  any  preparation  or  remedy  containing  any  quantity 
of  these  habit-forming  drugs  by  a  person  who  is  not 
registered  with  the  U.  S.  Government  for  this  purpose. 

The  penalty  for  the  first  offense  is  a  fine  of  not  more 
than  |i/x>o,  or  imprisonment  in  the  county  jail  not 
more  than  one  year,  or  both,  and  for  each  succeeding 
offense  not  less  than  I200  or  more  than  |i/)oo,  or  im- 
prisonment not  less  than  three  months  or  more  than 
twelve  months  in  the  county  jail,  or  both. 


The  eye  of  the  vulture  is  so  constructed  that  it  is 
a  high-power  telescope,  enabling  the  bird  to  see  objects 
at  an  almost  incredible  distance. 

A  ton  of  oil  has  been  gained  from  the  tongue  of  a 
single  whale.        

ly*  Wt  want  photographs  of  almost  anything.  If 
you  have  a  picture  of  your  show  window^  your  store^ 
your  house ^  your  wife^your  child^  or  of  anything  that 
you  think  is  interesting  send  it  to  us  and  receive  our 
thanks  as  well  as  those  of  your  fellow  subscrihors. 
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TRADE  TIPS  AND  TOPICS 

A  Dcpartmcht  of  LIVE  BUSINESS  IDEAS  and  PROFIT  POINTERS  hi  Various  Lines 


THe  Connecting  LlnR. 

There  is  business  everywhere,  and  it  depends  on  the 
salesmanship  of  the  man  whether  he  can  line  it  up. 
Every  store  creates  its  own  atmosphere.  Every  com- 
munity has  its  own  "  selling  zone."  Every  locality  has 
its  own  buying  circle.  Advertising  gets  the  selling 
zone  in  touch  with  the  buying  circle.  To-day's  sales 
must  provide  for  to-morrow's  needs,  and  to-d^y's  ad- 
vertising must  awaken  the  buying  circle  to  the  needs 
of  to-morrow,  that  the  buying  circle  may  appreciate 
the  offerings  of  the  selling  zone.  It  is  very  natural 
that  the  merchant  should  appeal  to  the  consumers, 
and  it  is  essential  that  the  consumers  get  the^value  re- 
ceived from  the  'merchant.  After  all,  merchandising 
must  be  a  mutual  afiFair,  and  it  must  be  conducted  on 
a  mutual  basis,  and  the  merchant  has  no  moral  right 
to  refrain  from  advertising  that  which  he  has  in  stock 
which  is  needed  in  the  community. 

The  advertising  is  not  good  advertising  which  lacks 
value  in  substance ;  if  it  fails  to  present  the  attractive- 
ness of  the  goods,  and  if  it  fails  to  promote  interest 
and  compel  buying  by  those  who  can  be  made  to  see 
wherein  they  have  need  of  and  can  afford  to  buy  just 
what  that  merchant  is  anxious  to  sell.  Advertising, 
therefore,  becomes  a  commercial  duty  which  the  mer- 
chant is  compelled  to  do.  —  The  Advertising  World. 

Service  tHat  l¥lns  Trade. 

I  watched  every  point  and  made  a  special  effort  to 
see  that  every  customer  was  waited  on  promptly  and 
in  turn  as  near  as  possible,  as  we  have  no  favorites  as 
far  as  business  goes.  And  if  there  is  anything  goes 
wrong  and  is  not  just  satisfactory,  I  make  it  a  special 
point  to  adjust  the  matter  personally  and  make  sure 
that  the  customer  is  entirely  satisfied  (within  any 


reason).  I  also  never  argue  anything  with  my  trade, 
but  concede  the  fact  that  they  are  always  right,  al- 
though it  is  mighty  hard  to  swallow  at  times.  It  will 
pay,  as  they  will  come  back  and  possibly  bring  others 
with  them. 

Above  all  things,  I  am  dead  when  it  comes  to  poli- 
tics. 

As  far  as  I  know  we  have  not  lost  a  single  customer, 
but  have  won  many.  I  am  a  strictiy  one-price-to-all 
merchant  and  one  price  only,  unless  on  special  sale. 
The  rich  man's  dollar  is  no  better  to  me  than  the  poor 
man's  dollar,  and  as  I  said  before,  we  have  no  pets  as 
far  as  business  goes.  —  C.  T.  Carter,  in  Inland  Store- 
keeper. 

St«Ml7  Yoisr  MarReto 

When  a  man  opens  a  retail  store  in  any  community 
he  must,  of  necessity,  have  a  pretty  definite  idea  of 
what  kind  of  service  he  is  going  to  offer  that  com- 
munity. He  must  see  an  opportunity  for  a  certain 
kind  of  service,  or  he  wouldn't  be  so  foolish  as  to  in- 
vest his  capital  and  time  in  the  enterprise. 

It  may  be  that  there  is  an  opening  for  a  store  deal- 
ing with  high-class  and  high-priced  goods ;  or,  possi- 
bly, the  opportunity  may  be  for  a  business  specializing 
on  cheaper  lines,  where  quality  would  not  be  the 
main  consideration.  Almost  every  community  con- 
tains people  who  pride  themselves  upon  always  buy- 
ing the  best  articles  and  paying  a  good  price  for  them. 
And,  in  the  same  locality,  there  will  be  a  large  class 
who  are  looking  for  cheapness. 

When  the  dealer  has  decided  upon  which  of  these 
classes  he  wishes  to  concentrate  he  should  lose  no  op- 
portunity of  playing  up  the  talking  points  which  would 
appeal  most  strongly  to  this  class. 
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And  yet  this  very  obvious  point  is  sometimes  over- 
looked, and  especially  in  the  newspaper  advertising 
done  by  retail  stores. 

The  dealer  who  really  wants  the  custom  of  the  class 
who  cannot  a£Eord  high-priced  lines  will  often  adver- 
tise his  goods  as  being  the  best  and  of  the  highest 
quality,  whereas  his  strongest  talking  point  is  the 
length  to  which  a  dollar  bill  can  be  stretched  by  pur- 
chasing at  this  store. 

In  the  same  way,  the  dealer  who  caters  to  the  more 
exclusive  trade  is  sometimes  found  advertising  as  if 
his  prices  were  very  low.  Of  course,  they  may  be  low, 
quality  considered,  but  the  most  important  thing  that 
dealer  has  to  offer  is  his  ability  to  satisfy  the  most 
particular  buyer.  —  Dry  Goods  Review. 

l¥Hat  OtHers  Are  Doing. 

Druggists  in  various  parts  of  the  country,  as  told  by 
the  Novelty  News,  are  winning  trade  by  the  methods 
herein  described : 

The  May's  Drug  Company  of  Pittsburgh,  Pa.,  oper- 
ates a  chain  of  nine  stores  in  that  city,  in  each  of  which 
prominence  is  given  to  their  cigar  and  tobacco  depart- 
ments. No  small  part  of  their  success  has  been  due 
to  the  special  premiums  that  they  are  offering  in  their 
stores  from  week  to  week.  In  addition  to  the  premium 
certificates  that  are  given  with  all  purchases  in  that 
department,  the  other  Saturday  they  gave  one  of  the 
best  known  makes  of  pocket  lighters  with  every  box 
of  one  of  their  leading  brands  of  cigars,  retailing  at 
1 1. 50  a  box.  This  lighter  was  of  the  most  improved 
type,  of  thin  shape  and  silver  finish,  and  with  a  known 
retail  value  of  at  least  one-third  of  the  price  asked  for 
the  cigars. 

Fred  Weesner  &  Co.,  druggists,  of  Hutchinson, 
Kans.,  are  following  the  lead  of  many  other  stores  in 
building  up  their  cigar  department  with  the  aid  of 
premium  advertising.  Their  Friday,  Saturday  and 
Sunday  special  premium  offer  is  that  of  a  Bakelite 
gold  trimmed  cigar  holder  which  they  give  with  every 
purchase  of  cigars  amounting  to  I1.25  or  over. 

Schirmer's  drug  store,  Saginaw,  Mich.,  carries  a  full 
line  of  the  famous  Rubberset  shaving  brushes,  and  in 
order  that  the  men  of  Saginaw  might  become  ac- 
quainted with  their  superior  qualities,  they  offered  a 
safety  razor  free  with  every  brush  they  sold  on  a  given 
day.  Undoubtedly  they  handled  the  blades  of  that 
safety  razor,  and  while  they  were  giving  the  razors  as 
premiums  to  sell  shaving  brushes,  they  were  building 
up  a  prospective  trade  on  the  blades  as  well. 

The  Cardinal  Drug  Company  of  Muskogee,  Okla., 
has  inaugurated  a  new  profit-sharing  plan,  by  which 
they  give  to  their  customers  profit-sharing  coupons 
representing  a  valuation  of  8  cents  on  every  dollar 
spent  with  them.  They  redeem  their  own  coupons  in 
their  own  store,  where  the  articles  are  on  display  and 
which  they  call  premv.um  dividends.  To  encourage 
customers  to  save  the  coupons,  they  gave  one  dollar's 
worth  of  certificates  free  to  every  one  who  would  call 
at  their  store  and  ask  for  them. 


The  Helmer-Goodale  Drug  Co.  of  Battle  Creek, 
Mich.,  emphasized  that  their  store  was  the  headquar- 
ters for  rubber  goods  through  their  offer  of  a  pair  of 
household  rubber  gloves  with  each  hot  water  bottle  of 
a  certain  make  that  was  purchased  from  them  Bring- 
ing in  a  customer  for  one  article  affords  an  opportunity 
to  make  him  acquainted  with  the  entire  line. 

L.  L.  Elgin,  druggist,  of  Hopkinsville,  Ky ,  met  and 
overcame  the  competition  of  other  local  stores  sellins: 
toilet  soap  through  his  offer  of  a  box  of  talcum  powder 
free  with  every  twenty-five-cent  purchase  of  a  certain 
brand  of  glycerine  soap  that  he  was  featuring.  Tal- 
cum powder  is  so  universally  used  and  such  a  toilet 
necessity  that  the  opportunity  to  secure  it  free  is 
always  sufficient  to  draw  added  patronage. 

The  Hardy  Drug  Company  of  Danville,  Va.,  gave 
a  25-cent  box  of  talcum  powder  with  every  bottle  of  a 
certain  medicinal  wine  that  they  sold  during  a  period 
of  ten  days.  This  offer  was  simply  to  attract  added 
interest  to  a  prize  contest  that  they  were  conducting 
at  the  same  time. 

Drug  Stores  Use  Premiiams. 

O'Brien's  Drug  Store,  in  Wilkesbarre,  Pa.,  discov- 
ered a  way  to  increase  business.  The  children  of  that 
city  were  informed  that  the  store  would  give  a  25-cent 
non-breakable  doll  free  with  every  5o-cent  purchase, 
excepting  patent  medicines  and  articles  at  cut  prices, 
and  they  formed  themselves  into  innumerable  commit- 
tees of  one  to  see  that  the  so-cent  sales  were  made — 
and  they  did  it.  Then  the  grown-ups  were  reminded 
that  if  they  did  not  have  youngsters  of  their  own  that 
the  dolls  would  be  just  as  acceptable  to  those  of  some 
other  family,  and  between  these  two  classes  of  people 
the  dolls  are  all  adopted  into  expectant  homes.  Did 
you  ever  try  it?  Don't  complain  about  dull  business 
until  after  you  have  —  then  you  won't. 

At  O'Donnell's  Drug  Store,  Washington,  D.  C, 
there  was  a  demonstration  of  what  a  seatsonable  pre- 
mium will  do  for  special  lines  in  a  limited  time.  They 
wanted  to  reduce  their  stock  of  toilet  soaps,  but  not 
the  regular  price  at  which  they  were  in  the  habit  of 
selling  them.  They  did  it  through  the  offer  of  a 
handsome  nickel-plated  bath  tub  soap  rack  which  they 
gave  as  a  premium  with  all  purchases  of  toilet  soaps 
amounting  to  one  dollar  or  over. 

Good  will  of  the  children  is  a  most  valuable  asset 
for  any  store,  since  they  are  the  great  errand-runners 
of  the  family.  Many  a  merchant  has  profited  by  the 
time-honored  custom  of  handing  a  stick  of  candy  over 
the  counter  to  the  diminutive  customer,  and  found  that 
whenever  mother  had  errands  to  be  done  the  little  man 
or  little  woman  was  alert  to  go — possibly  not  so  much 
for  the  sake  of  getting  the  goods,  but  for  another  stick 
of  candy.  Along  this  same  line  the  People's  Drug 
Stores  of  Washington,  D.  C,  on  the  occasion  of  the 
opening  of  their  third  store  in  that  city,  set  apart  one 
of  the  opening  days  as  children's  day,  and  signalized 
it  by  the  offer  of  free  tops  to  any  and  every  child  who 
would  come  for  one.    The  advertising  specialty,  when 


Digitized  by 


Google 


THE  SPATULA 


593 


judiciously  used,  as  in  the  present  case,  will  write  the 
name  of  the  store  or  concern  that  gives  it  indelibly  on 
the  mind  and  memory  of  the  children,  so  that  tliey  will 
not  think  <A  ever  going  to  any  other  store  when  they 
want  things  that  that  store  carries. 

Silver  Sundae  is  the  name  of  a  new  ice  delicacy 
made  by  the  Chocolate  Shop  of  Streator,  111.,  and  sold 
at  their  two  stores  in  that  city.  Other  tempting  bev- 
erages have  the  prefix  of  silver,  but  the  silver  sundae 
of  Streator  is  known  by  the  dainty  five  o^clock  silver 
teaspoons  that  are  given  with  each  service.  This  sug- 
gests the  use  of  the  smaller  silverware  in  a  great 
variety  of  premium  ofiEerings.  Low  price  and  high 
quality  can  meet  on  common  ground  in  such  an  offer. 

Buck  &  Rayner,  operating  a  chain  of  drug  stores  in 
the  city  of  Chicago,  in  introducing  a  new  summer  drink 
at  their  soda  fountains,  won  an  instant  reception  for  it 
through  the  offer  of  a  toy  balloon  with  each  drink. 
The  balloons  were  in  a  wide  variety  of  brilliant  colors, 
each  bearing  the  name  of  Buck  &  Rayner,  and  they 
were  equipped  with  a  special  valve  that  permits  any 
child  to  inflate  them  easily,  and  they  possess  the  ad- 
vantage of  remaining  inflated  for  a  long  period  of  time. 
The  balloons  were  prominently  displayed  in  their  store 
windows,  and  held  within  bounds  by  a  network  of 
strings  and  kept  constantly  in  motion  by  the  aid  of  an 
electric  fan.  Each  balloon  had  a  long  string  attached, 
and  thousands  of  them  were  scattered  among  the 
homes  of  Chicago,  bearing  the  advertising  of  the 
givers. 

They  do  things  with  a  swing  and  a  dash  in  Butte, 
Mont.  If  they  bring  out  a  new  thing  —  if  they  open  a 
new  store  or  another  movie  theatre,  or  add  a  depart- 
ment to  an  already  established  business  —  they'll  find 
a  way  to  make  the  whole  town  acquainted  with  it  in 
a  day. 

At  the  Newbro  Drug  Store  they  had  a  soda  fountain 
and  a  Genius  that  presided  over  the  mixing  of  the  nec- 
tars, but  Fame  was  too  slow  in  her  travels,  using  the 
ordinary  methods  of  locomotion.  So  Fame  was  har- 
nessed to  Premiums,  and  this  was  what  they  did  and 
how  they  did  it:  The  Genius  invented  a  **  Spoony 
Sundae  *'  —  made  of  what  and  how  we  know  not  —  and 
hit  upon  the  idea  of  advertising  it  and  placing  it  on 
sale  on  a  Saturday,  and  giving  with  each  one  a  hand, 
some  souvenir  silver  spoon,  one  that  was  meant  to  be 
taken  home  and  that  did  not  have  to  be  smuggled  out. 

Well,  Butte  rose  up  and  voted  to  try  "  Spoony  Sun- 
daes," and  if  Newbro's  had  been  as  large  as  a  cireus 
tent  there  would  have  been  a  waiting  line  long  enough 
to  have  girdled  it. 

Seriously,  what  better  way  to  make  the  public  ac- 
quainted with  the  delicious  beverages  that  under  ex- 
pert handling  may  be  had  at  soda  fountains?  The 
silver  spoons  were  of  a  standard,  well-known  make, 
and  a  pattern  that  is  on  sale  generally  throughout  the 
land,  and  were  devoid  of  advertising.  True,  there 
may  not  have  been  any  profit  on  the  day's  business, 
possibly  a  loss,  if  the  accounts  were  to  be  closed  with 
the  day,  but  business  men  build  for  tomorrow  and  all 


the  days  that  will  follow  it.  To  fill  a  store  with  cus- 
tomers who  in  all  probability  will  come  back  again 
and  again  is  a  masterstroke,  and  the  " Spoony  Sun- 
dae "  plan  of  this  Montana  druggist  is  an  illustration. 
The  Sheldon  Drug  Store,  in  the  Iowa  city  of  that 
name,  is  issuing  Sterling  Coupons  with  all  of  its  cash 
purchases,  and  redeems  twenty  of  them,  when  accom- 
panied by  |2  98  in  cash,  for  a  set  of  Sterling  dinner 
ware  large  enough  for  a  complete  service  for  six  people. 
The  dishes  are  offered  upon  the  part-coupon-and  part- 
cash  plan  for  the  reason  that  it  would  require  too  long 
a  time  for  customers  to  save  enough  coupons  to  secure 
the  sets  free,  and  promptness  is  the  essential  thing  in 
premium  giving.  Don't  make  your  customers  wait  too 
long  for  their  premium.  —  Novelty  News. 

8cHool  Pictiares  on  Biattons.  . 

An  effective  plan  was  used  by  a  store  in  Columbus, 
Ohio,  according  to  System. 

A  picture  of  every  school  building  in  the  city  was 
taken.  These  pictures  were  then  reproduced  on  but- 
tons—  to  be  worn  in  coat  lapels  or  pinned  to  waists  — 
and  the  store  advertised  Thursday  of  each  week  as 
"button  day."  With  every  purchase,  no  matter  if  it 
amounted  to  only  one  cent,  a  button  was  given  free. 

There  was  nothing  cheap  about  the  appearance  of 
these  buttons.  A  few  children  wearing  them  quickly 
made  others  want  them,  and  when  the  latter  found 
how  they  were  to  be  secured  they  flocked  to  the  store 
by  hundreds.  Thursday,  for  several  weeks,  became 
this  concern's  busiest  day,  and  the  amount  of  direct 
and  indirect  advertising  obtained  in  this  way  was 
tremendous. 

Tlmelx  Ads. 

Just  a  Minute. 
Before  you  go  home,  don't  forget  to  stop  In  at 
Wheeler's  and  get  a  box  of  29c.  Chocolates.    All  the 


TIME  TO  DUST  UP. 
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folks  at  home  will  like  them.  It  will  only  take  a 
moment  of  your  time.  Freshly  wrapped  packages 
await  you. 

Takb  Malt  Extract  Now. 
A  bottle  of  our  Tonic  Malt  Extract  contains  great 
vitalizing  power.  It  stimulates  circulation  and  in- 
creases the  blood  supi^y.  It  is  also  a  great  aid  to 
digestion.  It  helps  you  to  get  greatest  value  from  the 
food  you  eat.  A  fine  tonic  for  mothers,  invalids  and 
convalescents. 


For  one  week  we  shall  sell  our  25c.  Whisk  Brooms, 
wired  handle,  strongly  sewed,  durable  com, 

19c.  EACH, 

3  FOR  50c. 
Good  enough  to  brush  your  best  clothes  and  not  too 
expensive  for  your  housecleaning,  for  the  auto  or  the 
kitchen. 


Atomizers  for  Nose  and  Throat  I 
We  can  fill  the  order  of  your  phjrsician  for  such  a 
style  as  he  may  prefer  or  supply  such  a  style  as  you 
may  desire  for  either  heavy,  oily  or  light  liquids. 


Our  Fountain  is  not  only  one  of  the  most  expen- 
sive soda  plants  made,  but  it  is  operated  by  men  who 
have  had  years  of  experience  in  blending  the  delicious 
modem  soda,  cream  and  fruit  refreshments. 

A  l¥onderfttl  Salesman. 

A  good,  bright  show  card  in  the  window  is  a  won- 
derful salesman  in  any  line  of  business.  This  is  espe- 
cially true  in  advertising  cigars.  All  cigars  look  alike 
from  a  distance,  but  if,  when  a  window  display  is  being 
arranged,  the  dealer  will  suspend  something  attractive 
in  the  way  of  a  show  card  above  the  layout,  it  is  sure 
to  draw  the  smoking  man  closer  to  have  a  look  at  the 
goods  advertised,  and  often  to  enter,  buy  and  try  and 
become  a  regular  customer.  —  Advertising  World. 

Biasiness  Mottoes. 

Mind  your  own  business  and  in  time  you*lt  have  a 
business  to  mind. 

Thoroughness  plus  ginger  equals  success. 

If  you  can't  push,  pull.  If  you  canU  pull  —  please 
get  out  of  the  way. 

The  man  who  never  made  a  mistake— never  made 
anything. 

Don't  stare  up  the  steps  of  success,  but  step  up  the 
stairs. 

When  the  boss  wants  something  done  it  simplifies 
matters  to  let  him  have  his  own  way. 

Lazy  men  are  just  as  useless  as  dead  ones  and  take 
up  more  room. 

An  executive  is  a  man  who  makes  quick  decisions 
and  is  sometimes  right. 

The  original  noise  is  what  counts  —  most  people  are 
merely  echoes. 


Be  a  "  live  wire  ** ;.  it's  the  dead  ones  that  are  used 
for  door  mats. 

He  who  has  misgivings  as  to  the  finish  will  never 
start  anything. 

No  man  is  down  and  out  until  he  has  lost  faith  in 
himself. 

There  is  something  doing  somewhere  for  every  man 
ready  to  do  it 

Most  people  get  what  they  deserve,  but  very  few  are 
willing  to  admit  it. 

If  your  business  is  not  worth  advertising,  advertise 
it  for  sale. 

Don't  worry — work.  , 

Greatness  lies  not  in  being  strong,  but  in  the  right 
use  of  strength. 

The  world  generally  pushes  a  man  the  way  he  makes 
up  his  mind  to  go. 

Appearances  are  deceptive— if  you  want  to  know 
how  far  a  frog  can  jump,  measure  his  jumps. 

If  you  can't  win,  make  the  one  ahead  break  the 
record. 

When  you  are  down  in  the  mouth  just  think  of  Jonah 
—  he  came  out  all  right.  —  The  Southwest  Trade. 

Care  and  SRIll  Rec^isired 

Probably  few  people  ever  give  more  than  a  passing 
thought  to  the  tremendous  responsibility  assumed  by 
a  druggist  in  putting  up  prescriptions  often  difficult  to 
read  and  in  selling  poisonous  compounds.  This  im- 
portant feature  of  the  business  is  strongly  brought  out 
and  emphasized  by  W.  J.  Madden,  says  the  Bristol 
(Conn.)  News,  the  man  who  is  "  in  business  for  your 
health,"  in  a  striking  window  disfrfay  in  which  the  chief 
and  deadly  poisons  are  shown,  each  bearing  a  card 
stating  how  many  lives  the  quantity  is  capable  of 
snuffing  out.  This  is  startling,  but  is  ofiEset  by  the 
showing  of  the  record  of  twenty  years  by  means  of 
prescription  books  and  long  rolls  of  prescriptions  filled 
in  that  time,  all  so  jcarefully  that  no  mistake  has  oc- 
curred. That  is  reassuring  and  comforting,  and  tells 
a  story  of  skill  and  carefulness  better  than  words  could 
do  it.  Incidentally  it  may  be  mentioned  that  quite  a 
number  of  these  poisons  have  a  wider  use  today  than 
ever  before,  owing  to  the  agricultural  demand  for  in- 
secticides and  fungicides.  This  places  an  additional 
obligation  of  carejand  watchfulness  on  the  druggist, 
who  is  expected  to  protect  people  unfamiliar  with  the 
dangers  of  these  compounds  by  informing  them  of  the 
risks  attending  carelessness  in  the  use  of  them.  Alto, 
gether  it  is  an  educational  display  that  challenges 
attention. 


For  the  convenience  of  travelers  an  English  firm  is 
compressing  tea  into  blocks  that  resemble  American 
plug  tobacco. 

A  little  girl  described  a  frog  as  "  a  big  green  bug 
with  warts  all  over  it,  who's  always  sitting  down  behind 
and  standing  up  in  front." 


Digitized  by 


Google 


THE  SPATULA 


5Q5 


BACK  AGAIN. 


The  Number  and  Kind  of  Drug  Addicts. 


By  M.  I.  WiLBERT,  Washington,  D.  C. 


N  recent  years  social  workers,  reformers 
and  newspaper  writers  generally  have 
vied  with  each  other  in  the  presentation 
of  startling  data  regarding  the  number 
and  kind  of  drug  addicts  in  this  country. 
In  doing  so  they  have  established  the 
general  impression  that  those  engaged  in 
the  various  branches  of  medicine,  and  particularly 
those  engaged  in  the  practice  of  pharmacy,  have  been 
delinquent  in  that  they  have  failed  to  safeguard  the 
sale  and  distribution  of  habit-forming  drugs  with  the 
care  that  properiy  should  have  been  exercised. 

Among  the  statements  frequently  met  with  in  cur- 
rent papers  and  periodicals,  the  following  are  repre- 
sentative : 

"  More  than  2  per  cent  of  the  people  of  this  country 
are  addicted  to  the  use  of  opium  and  cocaine,  and  this 
number  is  being  augmented  at  the  rate  of  100,000  a 
year." 

'*  Fully  90  per  cent  of  the  opium  we  import  is  used 
for  illegitimate  purposes." 

"  For  every  ounce  of  cocaine  employed  legitimately 
there  are  200  ounces  consumed  illegitimately." 
**  Physicians  are  responsible  for  at  least  95  per  cent 


of  the  habitual  users  of  opium,  its  compounds  and 
alkaloidal  salts." 

"  More  dope  fiends  have  been  created  by  the  refill- 
ing of  prescriptions  than  in  any  other  way." 

''  At  least  10  per  cent  of  the  45,000  drug  stores  in 
the  country  exist  largely  upon  the  illegitimate  sale  of 
habit-forming  drugs." 

"  Many  of  the  proprietary  remedies  sold  to  the  laity 
contain  a  sufficient  amount  of  dope  to  develop  and  to 
maintain  a  drug  habit." 

"The  use  of  heroin  as  a  'kicker'  in  patent  medi- 
cines is  comparatively  common." 

"  The  Harrison  law,  excellent  so  far  as  it  goes,  is 
effectively  negatived  by  the  exceptions  included  in 
Section  6.  The  most  exacting  dope  fiend  could  not 
ask  for  a  larger  hole  in  the  law.  If  he  can  get  an  un- 
limited amount  of  his  favorite  drug  in  a  nostrum  form, 
anything  else  that  the  Harrison  or  any  other  law  may 
or  may  not  provide  is  a  matter  of  indifference  to  him." 

As  has  been  pointed  out  before,  some,  at  least,  of 
these  statements  are  not  based  on  reliable  data,  while 
others,  having  the  elements  of  truth,  are  misleading, 
either  because  of  their  incompleteness  or  because  of 
the  partial  misstatement  of  fact.    While  it  is,  unfor- 
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tuoatelji  true  that  the  number  of  drug  addicts  in  the 
United  States  is  disgracefolly  large,  it  does  not,  and 
of  necessity  cjsmnot,  even  appreidmate  the  maximum 
that  has  been  stated. 

Practically  all  of  the  opium  and  coca  «sed  in  this 
country  is  imported  through  legitimate  chann^  and 
because  of  the  comparatively  high  import  tax  consid- 
erable care  is  exercised  to  insure  the  reporting  and 
recording  of  all  the  product  at  our  disposal,  so  that 
we  have  fairly  reliable  data  on  which  to  base  an  esti- 
.  mate  of  the  amount  of  either  drug  that  is  available  for 
all  purposes. 

Converting  the  recorded  quantities  of  the  several 
drugs  imported  .into  average  doses,  as  presented  in 
the  Pharmacopoeia  of  the  United  States,  we  find  that 
for  some  years  the  total  amount  of  these  drugs  im- 
ported has  been  fairly  uniform  and  will  aggregate  an 
average  of  approximately  2,500,000,000  doses  of  opium, 
its  derivatives  and  alkaloids,  and  325,000,000  doses  of 
coca  leaves  and  cocaine.  These  figures  serve  to  defi- 
nitely fix  the  amount  of  available  material,  and,  quite 
regardless  of  the  proportion  of  the  several  drugs  that 
may  be  used  legitimately  or  illegitimately,  the  sum- 
total  of  illegitimate  use  cannot  well  exceed  the  sum- 
total  of  the  available  material. 

A  rather  interesting  source  of  information  regarding 
the  actual  number  and  kind  of  drug  addicts  is  avail- 
able through  the  enforcement  of  the  Tennessee  anti- 
narcotic  law  of  191 3.  Lucius  P.  Brown,  the  State  Food 
and  Drugs  Commissioner  of  Tennessee,  in  a  recent 
report,  says  that  after  twelve  months  of  operation 
there  were  registered  in  the  State  of  Tennessee,  under 
the  provisions  of  the  anti-narcotic  law,  2,370  persons 
of  all  ages  and  sexes.  These  included  784,  or  33.1  per 
cent,  males,  and  1,586,  or  66.9  per  cent,  females. 

The  average  consumption  per  day  of  the  morphine 
addicts  was  8.5  grains,  or  approximately  1,000  doses 
each  month,  or  12,000  doses  a  year.  The  State  of 
Tennessee  contains  slightly  more  than  2  per  cent  of 
the  total  population  of  the  United  States,  and,  on  the 
supposition  that  the  same  ratio  of  addicts  and  the 
amount  of  material  consumed  will  hold  good  through- 
out the  country,  we  would  have  a  total  of  something 
more  than  118,000  drug  habitues  consuming  approxi- 
mately 1,416,000,000  average  doses  per  year. 

Granting  the  somewhat  improbable  assertion  that 
90  per  cent  of  the  opium  imported  is  used  illegitimately 
at  the  rate  that  it  is  said  to  be  consumed  in  the  State 
of  Tennessee,  we  could  have  as  a  maximum  not  more 
than  187,000  uses  of  opium,  its  derivatives  and  alka- 
loids, in  all  parts  of  the  United  States. 

In  regard  to  the  use  of  cocaine,  a  recent  authority 
asserts  that  one  ounce  of  cocaine  is  enough  to  keep 
fifty  fiends  thoroughly  well  doped  for  a  week,  or,  in 
other  words,  that  one  ounce  of  cocaine  is  enough  to 
keep  one  fiend  thoroughly  well  doped  for  a  year. 

Granting  that  adl  of  the  available  150,000  ounces  of 
cocaine  were  used  illegitimately,  there  could  be,  at  this 
rate,  a  total  of  150,000  cocaine  fiends  in  the  United 
SUtes. 


That  this  estimate  is  somewhat  high  would  appear 
from  the  report  by  C.  G.  Steinmetz,  Jr.,  who  made  a 
study  of  fifteen  cases  of  cocaine  habit  acquired  by 
men  employed  where  the  drug  was  manufactured. 
The  daily  quantity  taken  varied  from  twenty  to  sixty 
grains;  the  method  of  taking  was  solely  by  snuffing 
it  Even  on  the  basis  of  the  lower  quantity,  the  con- 
sumption per  annum  would  be  in  the  neighborhood  of 
fifteen  ounces  and  thus  reduce  the  possible  number 
of  cocaine  fiends  very  materially. 

Pharmacists  who  have  been  unfortunate  enough  to 
meet  with  patients  addicted  to  the  use  of  cocaine  will 
appreciate  that  the  figures  ^iven  by  Steinmetz  are 
much  more  nearly  in  accord  with  actual  practices  than 
are  the  figures  previously  quoted.  Taking  all  the 
available  facts  into  consideration,  it  would  appear  that 
the  estimate  made  by  the  committee  of  the  American 
Pharmaceutical  Association,  seme  years  ago,  that  the 
drug  addicts  in  this  country  do  not  exceed  200^00  in 
number,  is  approximately  correct  at  the  present  time. 

That  other  previously  made  estimates  of  the  number 
of  drug  addicts  in  this  country  were  altogether  erro- 
neous is  further  evidenced  by  the  published  reports 
on  hospital  admissions  since  the  Federal  anti-narcotic 
law  came  into  effect.  It  had  been  predicted  that  the 
result  of  the  enforcement  of  this  law  would  be  a  be- 
sieging of  hospitals  by  drug  addicts  and  a  crime  wave 
of  national  scope,  accompanied  by  a  trail  of  suicide 
and  death.  While  the  effect  of  the  enforcement  of 
the  Federal  anti-narcotic  law  has  b'ben  clearly  evi- 
denced by  hospital  reports,  the  results  have  been  by 
no  means  so  far-reaching  or  so  startiing  as  had  been 
expected.    .    .    . 

In  the  Federal  anti-narcotic  law  we  have  the  possi- 
bility of  an  accurate  survey  of  existing  conditions  in 
connection  with  the  use  and  abuse  of  certain  narcotic 
drugs.  The  findings,  if  they  can  be  made  a  matter  of 
record,  will  place  the  blame  for  the  illicit  use  of  the 
proscribed  drugs  where  it  rightfully  belongs,  and  will 
suggest  ways  and  means  for  correcting  existing  abuses. 

To  secure  efficient  restrictions  on  the  sale  and  dis- 
tribution of  narcotics,  and  to  demonstrate  that  they 
are  not  primarily  to  blame  for  the  generation  and  con- 
tinuation of  the  addiction  referred  to,  pharmacists  in- 
dividually should  not  alone  be  willing  to  comply  with 
existing  requirements  under  the  law,  but  should  see  to 
it  that  others  engaged  in  the  same  line  of  business 
comply  fully  with  the  spirit  as  well  as  the  letter  of 
existing  laws  and  regulations. 

There  can  be  no  gainsaying  the  fact  that  the  amounts 
of  opium  and  of  coca  consumed  annually  in  this  country 
are  out  of  all  proportion  to  the  actual  need  for  medi- 
cinal purposes,  but  to  locate  the  existing  leaks  the  fol- 
lowers of  all  branches  of  medicine,  and  particularly 
the  men  engaged  in  the  practice  of  pharmacy,  must 
make  consistent  and  persistent  efforts  to  purge  them- 
selves of  even  the  suspicion  of  being  directiy  or  in- 
directiy  to  blame  for  existing  abuses.  —  From  a  papa- 
read  before  the  Pennsylvania  Pharmaceutical  Asso- 
ciation at  its  last  meeting. 
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Drvitf  Storm  Tlk«*trieal  Goods* 

Many  times  goods  have  been  described  as  "  for  the 
drug  store.**  This  may  have  applied  many  years  ago, 
but  not  today,  when  so  many  drug  stores  are  carrying 
not  only  drugs,  but  soda,  cameras,  flashlights,  station- 
ery and  a  world  of  other  side  lines.     ' 

lif  any  times  attention  has  been  called  to  the  various 
lines  that  the  druggist  could  profitably  add  to  his  stock, 
but  not  until  recently  has  especial  attention  been 
directed  to  theatrical  make- up. 

When  the  members  of  the  stage  profession  need 
any  of  their  accessories  they  now  turn  to  the  drug 
store,  with  the  expectation  of  finding  everything  that 
they  want  there.  This  applies  especially  to  the  mem- 
bers of  travelling  companies,  which  have  increased 
during  the  last  few  years. 

Trade  of  the  theatrical  profession  is  worth  catering 
to,  as  they  are  good  spenders,  and  when  treated  cour- 
teously are  likely  to  become  customers  who  will  not 
change  and  will  return  to  that  drug  store  on  every  suc- 
ceeding visit  to  the  town.  In  their  clannishness  they 
are  more  than  likely  to  recommend  their  accommodat- 
ing druggist  to  their  fellow-actors. 

When  I  was  a  proprietor  of  a  retail  drug  store  I 
made  it  my  business  to  know  many  of  my  professional 
customers  by  name,  and  after  their  being  away  on  the 
road,  even  for  a  year  or  more,  they  would  come  in  just 
to  shake  hands  and  inform  me  that  they  were  back  in 
town.  Through  this  intimacy  I  was  enabled  to  supply 
all  the  members  of  their  company  with  whatever  they 
needed. 

Theatrical  make-up  business  of  today  is  not  the 
theatrical  make-up  business  of  the  past.  Only  a  few 
years  ago  theatrical  make-up  was  sold  only  by  a  few 
druggists  in  New  York  and  Chicago,  and  when  a  com- 
pany left  for  the  road  the  members  would  stock  up 
enough  material  to  keep  them  supplied  until  they  re- 
turned. Today  there  are  few  hamlets  that  do  not  carry 
theatrical  make-up.    Now  the  actor  buys  as  he  needs. 

Now  the  new  baggage  law,  which  has  just  gone  into 
effect,  presents  so  many  difficulties,  not  only  regarding 
amount,  but  value,  that  many  actors  and  actresses  will 
reduce  the  quantity  that  they  were  obliged  to  carry, 
and  will,  therefore,  be  more  dependent  on  local  drug 
stores  than  before,  and  it  is  the  retailer  with  fore~ 
thought  that  will  succeed  in  obtaining  profitable  busi* 
ness.  I  urge  my  readers  to  consider  this  matter,  and 
suggest  one  way  in  which  theatrical  trade  can  be  largely 
increased.  Secure  the  names  of  the  members  of  the 
travelling  companies  before  they  reach  your  town. 
This  can  easily  be  done  by  keeping  in  touch  with  the 
management  of  the  theatre  and  advertising  agencies, 
and  then  mail  each  actor  and  actress  a  card,  saying 
that  a  full  line  of  make-up  is  always  in  stock.  They 
are  likely  to  visit  your  store  and  not  only  buy  the 
goods  they  especially  require  for  their  profession,  but 
many  other  articles  as  well. 

Theatrical  make-up  is  not  used  by  the  profession 
alone.  Not  many  years  ago  it  was  considered  vulgar 
for  women  to  use  powder  and  rouge ;  today  this  is  en- 


tirely changed.  Women  realize  that  to  make  them- 
selves look  attractive  is  their  duty,  and  today  many  a 
woman  from  fifty  to  sixty  looks  younger  than  her 
mother  did  at  thirty.  Who  are  our  beautiful  women? 
The  women  of  the  stage.  Why  ?  Because  they  make 
make-up  an  art  and  a  study,  practising  365  days  a  year. 

The  housewife  who  wants  to  be  beautiful  follows 
her  sister  of  the  profession,  and  as  she  gains  knowl- 
edge she  gets  the  proper  articles,  and  also  the  best  of 
each. 

Manufacturers  of  theatrical  make-up  must  use  non- 
injurious  material  for  their  own  protection,  for  that  is 
the  foundation  of  reputation.  Regardless  of  the  price, 
theatrical  powder,  creams,  rouges,  paints,  etc.,  must 
be  the  purest.  Many  powders  scented  with  high  grade 
perfumes,  selling  from  $1  to  $$  a  box,  cannot  compare 
in  quality  with  the  powder  selling  at  30  cents  for  a 
half  pound.  — Fred  D.  Grotta,  Ph.D.,  president  of  the 
M.  Stein  Cosmetic  Company,  in  Pacific  Drug  Review^ 

Brilliant  lAaWia^ials  IXTaAtoa. 

A  research  committee  of  the  American  association 
for  the  advancement  of  science  bases  its  recodkmenda~ 
tions  on  a  division  of  research  in  pure  science  into  two 
categories ;  First,  the  discovery  of  original  ideas  and 
new  phenomena ;  and,  secondly,  the  systematic  elabo- 
ration of  ideas  already  suggested.  Investigation  of 
the  latter  type  demands,  to  be  surej  a  high  quality 
of  intellect  and  thoroughly  competent  training.  Or  it 
may  become  worse  than  useless;  but,  given  these 
things,  its  success  is  mainly  dependent  on  efficient 
organization  and  adequate  financial  support.  On  the 
other  hand,  research  of  the  former  type  (namely,  that 
leading  to  the  discovery  of  new  ideas)  demands  not 
only  intellect  and  training,  but  also  initiative  or  genius ; 
it  can  come  only  from  an  individual,  and  from  an  in- 
dividual possessing  intuition  and  insight  far  beyond 
those  of  the  average  man.  Because  of  the  extraordi- 
nary importance  of  new  ideas  the  committee  therefore 
believes  especial  emphasis  must  be  laid  upon  finding 
and  supporting  brilliant  individuals. 
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Surprise  Your  Customers* 


HERE  is  a  line  of  steady  customers 
who  come  to  your  fountain.  They 
form  the  very  backbone  of  your 
fountain  business  and  their  constant 
re-appearance  at  your  counter  is  an 
indication  that  they  are  satisfied,  to 
a  certain  extent,  with  your  service* 
We  assume  that  you  have  tried  to 
give  them  good  drinks  and  sundaes 
and  in  a  measure  you  have  succeeded. 
No  matter  how  successful  you  are 
there  is  always  some  weak  spot  that 
can  be  iip proved  and  it  pays  to  give  your  patrons  a 
pleasant  surprise  once  in  a  while. 

To  go  on  in  the  same  old  rut,  serving  the  same  old 
drinks  with  the  same  line  of  stereotyped  specials  which 
in  nine  cases  out  of  ten  are  only  new  combinations  of 
the  same  old  flavors,  etc.,  does  not  help  you  to  grow 
and  under  such  conditions,  even  when  they  are  good, 
a  fountain  is  likely  to  find  it  difficult  to  hold  its  own- 
Especially  is  this  true  when  there  is  any  competition 
that  is  worth  while. 

That  is  why  I  say  that  it  pays  to  surprise  your  cus- 
tomers. They  come  to  your  fountain  expecting  to 
discover  it  just  as  they  saw  it  last,  therefore,  when  you 
really  do  something  it  comes  as  a  surprise,  and  when 
they  know  that  you  are  doing  it  for  their  benefit  they 
are  sure  to  appreciate  it. 

This  reminds  me  that  there  is  one  thing  that  a  great 
many  fountain  owners  do  not  seem  to  realize  and  that 
is  that  they  owe  something  to  the  people  who  make  it 
possible  for  them  to  continue  in  business.  To  be  sure 
this  is  a  debt  that  you  cannot  be  compelled  to  pay,  but 
if  you  continue  to  ignore  it  the  time  will  come  when 
some  one  will  do  what  you  should  have  done  and  you 
will  wake  up,  when  It  is  too  late,  to  discover  that 
you  have  lost  what  you  might  have  kept  if  you  had 
not  been  so  certain  that  you  did  have  it.  How  often 
has  a  new  firm  opened  a  store  in  some  town  and  in  a 
few  months  the  old  firm  which  had  done  all  the  busi- 
ness in  that  line  forced  to  close  its  doors.  What  was 
the  reason?  I  answer  when  they  had  the  business 
they  failed  to  realize  that  they  owed  their  patrons  any- 
thing. 


I  might  bring  many  examples  to  illustrate  what  I 
mean  by  paying  the  public  what  you  owe  them.  For 
instance,  perhaps  you  have  built  up  your  business  with 
an  apparatus  that  is  not  up-to  date,  but  you  have  served 
the  public  well  and  they  have  continued  to  patronize 
you  until  having  developed  a  paying  business  you 
could  well  afford  to  install  a  really  up-to-date  outfit. 
When  you  are  so  situated  that  you  can,  then  you  owe 
it  to  the  public  to  do  so.  If  you  don*t  it  is  because 
you  are  trying  to  make  more  than  a  reasonable  profit. 
It  may  be  that  some  of  my  readers  ought  to  give  their 
patrons  a  pleasant  surprise  by  installing  an  up-to-date, 
sanitary  outfit  and  show  them  that  he  has  the  public 
good  as  well  as  personal  profit  in  mind. 

Again  it  may  be  that  you  have  been  serving  a  good 
glass  of  chocolate  soda  but  you  have  discovered  that 
at  a  very  small  additional  expense  you  can  give  some- 
thing vastly  superior.  Just  give  the  steady  chocolate 
drinkers  a  surprise  &y  handing  out  something  better. 
Such  a  method  will  soon  give  you  the  reputation  of 
giving  good  value  for  the  price  asked  and  of  aiming 
to  serve  the  best.  The  small  increase  in  cost  that  such 
a  step  requires  is  always  made  up  by  the  increased 
volume  of  business. 

Why  not  surprise  your  customers  by  putting  a  really 
competent  man  behind  your  counter?  You  started  in 
a  small  way,  and  developed  with  cheap  help  because 
you  could  give  things  your  personal  attention.  Now 
you  have  a  paying  business  but  you  stick  to  the  cheap 
help  so  as  to  pocket  every  penny  possible  out  of  the 
fountain  receipts.  Better  share  with  the  public,  as 
your  fountain  income  increases  do  not  try  to  keep  it 
all  but  give  the  public  a  part  of  what  they  give  you  in 
improved  service.  The  man  who  shares  up  with  his 
customers  need  not  trouble  himself  about  competition 
because  a  new  man  can  never  afford  to  begin  on  the 
same  high  plane  of  excellence  in  service. 
It  Pays  to  Investigate. 

This  is  an  old  statement  and  a  true  one,  and  there 
is  always  something  for  the  wide-awake  operator  of 
a  soda  founuin  to  investigate  and  especially  is  this 
true  to-day  when  so  many  new  and  valuable  devices 
for  making  the  service  sanitary  being  placed  on  the 
market.  The  public  demands  cleanliness,  therefore 
any  sanitary  service  is  a  talking  point  that  is  sure  to 
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bring  people  to  your  fountain  and  to  give  them  con- 
fidence after  they  come.  Don*t  let  these  things  pass 
by  and  say  the  old  methods  are  good  enough  for  us. 
It  costs  nothing  to  investigate. 

MONOSERVICB. 

This  is  the  aim  of  the  day.  It  is  becoming  a  factor 
in  fountain  service  as  well  as  elsewhere.  We  have 
paper  soda  cups  and  wood  spoons  and  comports,  etc. 
There  are  many  fountains  where  such  things  are  fully 
as  cheap  as  the  proper  cleansing  of  dishes.  The  con- 
fectioner should  have  a  line  of  monoservice  cups  and 
dishes  to  supply  picnic  parties,  etc.  Very  often  cus- 
tomers come  in  and  want  to  take  away  a  drink  or  a 
sundae.  They  borrow  a  glass  or  dish  promising  to 
return  it  at  once  and  often  that  is  the  last  you  see  of 
it.  If  you  don't  use  monoservice  dishes  for  any  other 
purpose  than  dispensing  take  away  orders  you  will 
find  that  it  pays.  In  fact,  when  the  public  learns  that 
you  are  prepared  to  put  up  take  out  orders  in  con- 
tainers that  do  not  have  to  be  returned,  it  is  going  to 
increase  the  demand.  Those  whose  stores  are  located 
in  the  business  sections  are  often  called  upon  to  send 
drinks  to  offices  and  here  again  the  monoservice  is  of 
great  value.  When  business  men  learn  that  the  office 
boy  can  bring  them  a  dripk  in  a  clean  paper  cup,  you 
will  find  them  sending  frequently  for  a  cool  drink  on 
hot  days.  This  is  one  of  the  questions  that  it  will  pay 
you  to  investigate.  Study  the  requirements  and  also 
the  possibilities  of  your  business  and  see  if  some  of  the 
monoservice  ideas  are  not  just  what  you  want. 

Don't  put  it  off  until  next  year  just  because  the 
season  for  cold  drinks  will  soon  be.  over.  There  are 
plenty  of  ways  in  which  the  monoservice  ideas  can  be 
used  in  the  winter.  You  can  send  out  a  hot  chocolate 
in  a  paper  cup.  Those  who  serve  lunch  can  help  that 
part  of  the  business  by  being  able  to  send  drinks  out 
with  lunches. 

Clean  Soda  Glasses  Pay. 

You  will  have  to  pay  to  have  clean  soda  glasses  but 
in  the  long  run  it  will  pay  to  have  them.  No  doubt, 
the  best  cleansing  agent  is  hot  water  and  soap  and  the 
addition  of  a  little  disinfectant  will  help  Uie  cause 
along.  When  a  glass  is  thoroughly  washed  and  rinsed 
in  clean,  running  water,  such  as  a  good. tumbler  washer 
supplies,  there  can  be  no  question  as  to  itB  being  clean, 
but  if  it  is  then  dipped  in  clean,  warm  water  and 
polished  it  will  not  only  be  clean,  but  look  clean.  By 
having  a  large  supply  of  glasses  in  most  places  the 
dispensers  can  clean  their  own  glasses,  but  in  busy 
places  it  is  best  to  send  them  away  from  the  fountain 
and  have  a  woman  employed  to  clean  them  at  least 
during  busy  hours. 

Give  the  Boss  a  Boost. 

Instead  of  discussing  his  mistakes  eliminate  your 
own  and  just  go  into  the  business  of  booming  the 
boss's  business.  Give  him  two  dollars  worth  of  ser- 
vice for  every  dollar  he  pays  you.  If  you  think  the 
fountain  ought  to  be  a  greater  success,  just  remember 
that  the  fault  is  yours  more  than  anyone  elses.    Have 


you  ever  stopped  to  think  that  you  were  the  real  draw- 
back. Stop  and  ask  yourself  this  question.  If  the 
boss  was  to  eliminate  all  help  that  hinders  the  growth 
of  his  business,  how  long  would  I  last? 

Now,  honest,  don't  you  think  you  ought  to  be  thank- 
ful to  him  for  the  way  in  which  he  has  overlooked 
your  shortcomings  and  instead  of  knocking  both  him 
and  his  business  give  it  a  boost.  Come  to  work  rested, 
hustle  for  him,  serve  his  customers  just  as  though  every 
dime  went  into  your  own  pocket.  Learn  all  you  can 
about  the  business.  Put  yourself  into  the  job  and 
make  your  service  indispensable.  Forget  yourself 
and  think  of  the  needs  of  the  business.  The  business 
will  grow  and  you  will  either  grow  with  it  or  outgrow 
it  and  find  yourself  growing  elsewhere.  A  dispenser 
who  works  for  the  boss  will  grow  somewhere  and  no 
one  can  stop  him. 

Ladies'  Lunch  — A  Sundae. 

In  the  centre  of  an  oblong  dish  (a  banana  split  dish 
will  answer)  put  a  No.  lo  cone  of  vanilla  and  cofiFee 
ice  cream  mixed.  On  one  end  of  the  dish  slice  a  fresh 
peach.  One-half  of  a  large  pne  will  answer.  At  the 
other  end  of  the  platter  put  a  ladle  of  crushed  straw- 
berries or  other  fresh  crushed  fruit  Pour  a  ladle  of 
whipped  cream  over  the  sliced  peach.  Sprinkle  the 
ice  cream  with  chopped  nut  meats  and  top  with  a 
cherry. 

At  Peace  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  cham- 
pagne glass  and  pour  over  it  a  little  almond  syrup. 
Around  the  base  of  the  cone  put  three  sections  of  an 
orange,  so  as  to  form  a  triangle.  Between  the  pieces 
of  orange  put  a  little  whipped  cream,  dropping  a  cherry 
into  each  dab  of  whipped  cream.  Topped  with  a  small 
icing  dove  such  as  can  be  secured  at  any  bakery,  this 
has  been  ofiFered  under  the  name  of  Dove  of  Peace 
Sundae. 

Country  Club  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  ladle  of  sliced  orange  fruit.  Fill 
the  cup  with  whole  fresh  raspberries  and  top  with 
whipped  cream  and  a  cherry. 

New  Mexican  Sundae. 

On  an  oblong  dish  put  three  No.  20  cones  of  ice 
cream— one  each,  vanilla,  strawberry  and  chocolate. 
Between  the  cones  with  a  spoon  put  a  little  water  ice. 
Over  one  cone  pour  fruit  salad,  over  the  centre  one  a 
ladle  of  whipped  cream,  and  over  the  third  a  spoonful 
of  chopped  nut  meats.  Top  each  cone  with  a  cherry. 
Dreamland  Sundae. 

Put  a  ladle  of  sliced  peaches  in  a  fruit  nappy  and 
place  a  No.  10  cone  of  vanilla  ice  cream  on  them.  At 
each  side  of  the  cone  put  a  spoonful  of  whipped  cream 
and  sprinkle  it  with  chopped  nut  meats.  Over  the  ice 
cream  pour  a  teaspoonful  of  crushed  pineapple  and 
top  with  a  cherry. 

Hickory  Nut  High  Ball 

Place  in  the  bottom  of  a  Qounce  glass  i  ounce  whole 
hickory  nuts  and  2  ounces  mapleine  syrup.  Add  a  No. 
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1 6  dipper  of  ice  cream,  cover  with  whipped  cream  and 
sprinkle  top  with  assorted  colors  cocoanut.  Top  with 
mark  or  initial  of  the  fountain  ('  S  *'  for  Smith, etc.)  in 
tinted  cream.  Insert  spoon  at  side  of  glass  into  the 
syrup  and  nuts  and  serve. 

Maple  Pecan  Sundae. 

Put  a  No.  10  cone  of  vanilla  ice  cream  into  a  sundae 
cup  and  pour  over  it  a  ladle  of  maple  pecan  dressing 
or  pour  maple  syrup  over  the  cream  and  cover  with 
chopped  pecans.  Then  sprinkle  with  powdered  cinna- 
mon, top  with  whipped  cream  and  a  cherry. 
Maple  Melon  Float. 

Put  a  portion  of  cantaloupe  into  a  sundae  cup, , 
sprinkle  with  maple  sugar  and  put  a  cone  of  maple 
nut  ice  cream  in  the  center. 

Mexican  Mapleinb. 

Put  a  No.  10  cone  of  vanilla  or  maple  nut  ice  cream 
into  a  sundae  cup  and  pour  over  it  some  mapleine,  then 
sprinkle  with  pignolia  nuts  and  shredded  cocoanut. 
A  Great  Sundae. 

On  a  fancy  plate  put  a  thin  slice  of  pound  cake  cut 
the  same  size  as  your  brick  ice  cream.  On  this  place 
a  slice  of  any  fancy  brick  ice  cream,  then  place  half  a 
fresh  peach  pouring  over  all  a  ladle  of  crushed  peaches. 
Over  the  half  a  peach  pour  a  ladle  of  whipped  cream 
and  top  with  a  cherry.—  E.  F.  White  in  International 
Confectioner. 
S«asoA  for  Hot  Soda. 

Inasmuch  as  the  soda  fountain  has  become,  and  is 
further  becoming  to  be,  a  recognized  institution  in  the 
drug  store  so  situated  as  to  make  it  profitable,  the  pres- 
ent is  the  time  for  considering  the  policy  for  the  coming 
winter. 

Shall  the  fountain,  having  been  established,  be  per- 
mitted to  lie  idle  during  an  important  part  of  the  year, 
tying  up  capital,  taking  up  room  in  the  store,  standing 
in  the  way  generally,  as  it  will  do  if  it  is  not  put  to  use  ? 

Shall  it  be  removed  at  considerable  cost,  to  be  re- 
stored when  the  so-called  ^'season"  opens  again? 

To  both  questions,  the  experience  of  a  large  number 
of  druggists  gives  an  emphatic  **  no  "  for  the  answer. 
We  have  taken  other  occasions  for  presenting  why  the 
fountain  and  the  drug  store  were  natural  born  allies ; 
we  shall  not  repeat  these  here  and  now.  But  we  do 
wish  to  call  attention  to  the  fact  that  the  fountain  hav- 
ing been  established  ought  to  be  made  to  pay  dividends 
all  the  time  —  not  just  a  part  of  the  year. 

The  reasons  are  at  least  two-fold : 

First,  there  is  the  direct  profit.  Mainly, "  hot  soda," 
meaning  the  products  of  the  fountain  counter  in  the 
cold  weather  season  of  the  year,  costs  less  than  the 
cold  drinks.  Besides  which,  a  good  many  standard  cold 
drinks  are  sold  even  in  the  winter  season. 

Second,  there  is  the  indirect  benefit  that  comes  from 
not  breaking  the  chain.  A  trade  has  been  established. 
Experience  has  shown  that  it  pays  to  keep  the  steady 
customers  in  line.  It  is  worth  something  to  have  it 
known  that  there  is  a  fountain  in  the  drug  store  all 
the  time. 


Incidentally,  the  cost  of  taking  down  and  setting  up 
are  obviated  and  there  are  other  advantages. 

It  is,  therefore,  almost  time  to  consider  the  fountain 
policy  for  the  **  hot  soda  "  season  that  will  be  upon  us 
before  we  realize  it.  It  is  probable  that  the  druggist 
who  has  given  the  fountain  the  attention  it  deserves  if 
it  is  to  be  conducted  at  all,  has  dispensed  such  bever- 
ages as  hot  chocolate,  the  standard  of  them  all,  and 
coffee,  without  which  no  luncheonette  feature,  however 
modest,  would  be  complete.  If  that  is  true,  he  wiU 
have  already  at  his  hand  one  or  more  urns  for  the  pur- 
pose of  the  coming  season.  He  will  have  little  to  add 
to  his  equipment. 

There  remains,  therefore,  only  the  necessity  of  in- 
creasing his  equipment  slightly,  if  he  is  not  already 
prepared  for  whatever  comes  and  of  considering  his 
menu.  It  depends  upon  circumstances  of  a  local  na- 
ture, upon  locality  and  the  demands  of  his  own  trade, 
whether  he  will  continue  an  elaborate  list  of  fancy 
warm  weather  drinks.  There  is  some  call  for  them  at 
all  seasons,  though  the  volume  will  regulate  the  profit 
to  be  derived  from  them.  Ice  cream  is  in  demand  all 
the  year  round,  to  some  extent.  It  is  a  good  time, 
with  the  holidays  coming,  to  develop  further  the  family 
trade  in  this  line.  But  the  beverages  drawn  from  the 
hot  urns  will  command  for  a  time  the  greater  share  of 
attention. 

As  to  this  item,  a  word  of  caution.  Do  not  attempt 
too  much.  Half  a  dozen  hot  drinks,  well  selected  and 
well  prepared,  will  serve  the  purpose  many  a  time. 
Chocolate— good  chocolate  — coffee,  two  bouillons, 
hot  malted  milk  and  hot  lemonade  will  go  a  long  way 
toward  making  a  complete  menu.  There  are  frills  that 
can  be  added,  to  be  sure,  and  they  may  be  made  to  * 
pay,  on  special  occasions.  But  we  have  given  the  frame- 
work of  many  a  good  business  in  these  few  words.  The 
natural  thing  to  do  would  be  to  master  them  first — 
for  there  is  a  good  deal  to  know  about  them  — and 
to  make  them  first  of  all  the  very  best.  Leave  the 
cheap,  tawdry  and  sloppy  drinks  to  the  small  confec- 
tioneries, if  they  want  the  business.  Make  a  good  hot 
drink  and  charge  enough  to  make  a  profit  out  of  it. 
The  drug  store's  reputation  along  other  lines  demands 
that  much. —  Pacific  Drug  Review. 


Size  for  size,  a  thread  of  spider's  silk  is  decidedly 
tougher  than  one  of  steel.  An  ordinary  thread  will 
bear  a  weight  of  three  grains.  This  is  about  50  per 
cent  stronger  than  a  steel  thread  of  the  same  thickness. 


To  Sav«  Coal. 

A  saving  of  coal  without  loss  of  heat  may  be  easily 
effected  in  those  neighborhoods  where  chalk  is  plenti- 
ful by  filling  up  the  back  of  a  large  grate  with  lumps 
of  chalk.  The  chalk  will  become  red  hot  and  give 
out  a  good  heat. 

IVAy  not  let  us  hear  from  you  if  you  are  in  pharm- 
aceutical trouble  or  have  found  a  way  cf  doing  some- 
thing that  seems  good  to  you. 
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A  very  interesting  relic  of  ancient  times,  the  oath  of 
Parisian  apothecaries,  has  recently  been  brought  to 
light  by  M.  Dorveaux,  librarian  of  the  School  of  Phar- 
macy in  Paris.  It  speaks  for  itself  and  in  its  first  para- 
graph follows  the  example  of  the  Church  and  imposes 
the  obligation  *'  to  love  and  to  honor  my  parents  in  so 
far  as  shall  be  possible  to  me."  Other  sections  of  the 
oath  are  these : 

"  Item,  not  to  slander  any  of  my  old  teachers,  mas- 
ters or  others,  whomever  they  may  be ; 

"  Item,  to  labor  as  arduously  as  possible  for  the 
honor,  the  glory,  the  adornment  and  the  majesty  of 
medicine ; 

^  Item,  not  to  teach  to  idiots  or  ingrates  the  secrets 
of  the  same ; 

''  Item,  to  disclose  to  no  one  the  secrets  that  shall 
have  been  committed  to  me ; 

*'  Item,  to  furnish  medicine  to  no  one  afflicted  with 
an  acute  disease,  without  first  having  taken  counsel  of 
a  physician ; 

"  Item,  never  to  give  to  a  person  any  kind  of  poison 
to  drink,  and  to  counsel  him  never  to  give  such  to  any 
one,  even  his  worst  Aiemies ; 

"  Item,  to  follow  from  point  to  point  the  instructions 
of  the  physicians,  without  adding  to  or  subtracting 
therefrom ; 

**Item,  to  give  aid  equally  to  all  who  employ  me, 
and  finally,  to  keep  no  harmful  or  vicious  drug  in  my 
shop." 

A  'Wotnmwk  Ia  tb«  Stor«* 

Without  doubt  there  are  some  men  who  are  honestly 
opposed  to  women  pharmacists.  They  may  perhaps 
admit  a  woman's  abstract  right  to  enter  the  profession 
if  she  so  wills ;  they  may  even  admit  her  value  in  some 
stores,  but  personally  will  have  nothing  to  do  with  her. 
Even  if  all  the  women  in  America  were  to  express 
themselves  as  preferring  to  do  business  in  a  pharmacy 
where  there  was  a  woman,  still  they  would  employ 
only  men,  either  because  they  want  only  men's  business 
or  else  because  they  do  not  want  a  woman  about  the 
establishment  We  shall  not  quarrel  with  them,  that 
is  their  privilege.  On  the  other  hand,  there  must  be 
quite  a  proportion  of  druggists  who  have  not  given 
the  question  serious  thought,  at  least  from  the  point 
of  view  of  their  women  patrons  and  the  advantage  in 
the  way  of  increased  business.  It  might  be  only  neces- 
sary to  bring  the  subject  to  their  attention,  to  let  them 
know  that  women  are  thinking  about  it,  that  women 
want  itr  Fair-minded  individuals  would  be  likely  to 
investigate  and  honest  consideration  would  convince 
some,  not  because  they  are  so  eager  to  grant  women's 
requests,  but  because  it  is  a  plain  business  proposition. 
Women  would  not  make  such  a  request  if  it  were  only 
a  passing  whim.  They  believe  that  the  druggists  would 
reap  some  benefit  as  well  as  please  them. 

It  is  only  right  that  it  be  made  plain  that  85  per  cent 
of  the  general  merchandise  sold  is  purchased  by  women 
and  that  something  like  the  same  percentage  could  hold 


with  a  druggist's  wares.  In  the  face  of  such  a  fact, 
druggists  ought  to  see  the  importance  of  pleasing 
women ;  if  a  woman  pharmacist  is  a  factor  in  making 
satisfied  customers,  there  should  be  no  hesitancy  in 
employing  her.  It  is  unquestionably  true  that  lack  of 
women  pharmacists  drives  women  to  department  stores 
for  all  sorts  of  sundries  like  toilet  articles  and  toilet 
preparations  and  rubber  goods  that  are  legitimate  side 
lines  for  a  druggist.  Once  there,  they  are  led  to  buy 
drugs  also.  The  pharmacy  that  numbers  among  its 
employes  a  woman  should  get  both  the  drugs  and  the 
sundry  business  of  these  people.  There  could  be  no 
objection  to  a  druggist  advertising  the  fact  that  his 
force  includes  a  woman.  Of  course,  it  should  not  be 
sensational  in  character,  but  it  is  certainly  proper  to 
call  the  attention  of  women  patrons  to  her  presence. 
Possibly  an  announcement  by  letter  might  be  excellent. 
It  would  only  be  necessary  to  say  in  a  few  well-chosen 
sentences  that  she  is  a  competent  pharmacist  and  that 
she  is  there  to  serve  the  woman  patrons. —  Zada  M. 
Cooper. 

Tb«  B^iST  Ma  A* 

Did  you  ever  pay  much  attention  to  the  busy  man? 
Do  you  realize  the  relation  he  sustains  to  others  ?  Do 
you  know  this  man  is  not  only  the  most  valuable  citi- 
zen, but  the  happiest  man  on  earth?  The  busy  man 
has  something  out  of  which  to  get  pleasure  and  hap- 
piness* while  the  lazy  man  has  only  himself  to  contem- 
plate and  draw  from.  What  is  in  the  lazy  man  to 
bring  forth  happiness?  He  has  no  treasury  of  any 
kind  worth  drawing  from.  He  has  no  wisdom,  no 
great  deeds,  no  conflicts,  no  victories,  charity  nor 
affection ;  no  ambition,  no  enterprise,  no  vim.  In  fact, 
he  is  a  nuisance  of  the  first  order,  while  the  busy  man 
has  all  the  qualities  lacking  in  the  lazy  man.  He  is  a 
benefactor,  an  example,  a  stimulus,  a  Godsend.  He 
is  the  stay  of  the  Government,  a  protector  of  the 
family  and  a  provider  for  same ;  the  preserver  of  the 
race,  the  only  man  you  can  depend  upon  in  time  of 
need.  Long  live  the  busy  man!  is  our  wish.  — The 
Flashlight.  


"  HOME,  SWEET  HOME. " 
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Jtist  in  Jest. 


The  doctor— Mrs.  Brown  has  sent  for  me  to  go  and  see  her 
boy,  and  I  must  go  at  once. 

His  wife — What  is  the  matter  with  the  boy  ? 

The  doctor— I  do  not  know,  but  Mrs.  Brown  has  a  book  on 
"  What  To  Do  Before  the  Doctor  Comes,"  and  I  must  hurry 
before  she  does  it.—  Hartford  Times. 

Jinks — It  was  a  treat  to  listen  to  him. 

Jenks — What  did  he  say  ? 

Jinks— What'it  you  hare?—  Town  Topics 

At  Margate- Palmist  (to  customer):  '*The  !ife  line  in  your 
hands  tells  me  that  yon  will  die  in  a  year ! '' 
"  Good  gracious,  in  a  year  ? " 
"  Yes,  bat  I  can't  say  in  which  "-  London  Mail. 

He  (who  has  just  told  a  risque  story)  — Don't  you  see  the 
point? 
She  —  Certainly  not«  if  it's  what  I  think  it  is !  -  London  Mai  1. 

**  What  doctor  do  you  prefer  allopath  or  homcepath  ? " 
*'  It  makes  no  difference ;  all  paths  lead  to  the  grave."—  X. 

"Isthtehousetolet?" 
**  Yes,  sir." 

**  Are  you  to  let  with  it  ? "  he  asked  with  a  smile. 
*'  No,  sir,"  the  maid  answered  very  demurely.    *'  I  am  to  be  let 
— alone."—  Royal  Magazine. 

"Moset  had  indigestion  like  you  have,  mother,"  announced 
small  Elinor  at  the  Sunday  dinner  table. 

"  Why,  what  makes  you  think  so?"  questioned  her  astonished 
bat  sympathetic  mother. 

*'  Because  onr  Sunday  school  teacher  said, '  God  gave  Moses 
twoUblete.'"-X. 

"  So  you  think  the  office  sometimes  seeks  the  man  ? " 
**  You  bet !    Our  office  has  spent  $5,000  trying  to  find  our  last 
cashier."— Folio  of  Fun. 

"  I  shall  never  forget  the  first  time  I  drew  that  sword." 
"Good  gracious!    I  didn't  know  you  were  a  fighting  man^ 
Where  was  it?" 
** In  a  raffle."-  London  Mail. 

Even  though  one  once  won  one's  one  best  bet,  it  were  better  that 
the  better  did  not  bet."— The  Youth's  Companion. 

Bridegroom  —  Waiter,  I  hope  you  haven't  told  anybody  here 
we  are  newly  married  ? 

Irish  waiter  —  No,  sor ;  Oive  kaped  it  a  secret.  Why,  whenever 
anybody  tries  to  pump  me,  sor,  Oive  told  them  you  weren't  mar- 
ried at  aU,  at  all  —  London  Mail. 

"  John,"  said  the  teacher,  '*  tell  me  what  is  pasteurized  milk." 
*'  Milk  from  a  cow  that  has  been  turned  out  to  pasture,"  promptly 
answered  John.—  Noah's  Ark. 

Doctor— I'll  examine  you  carefully  for  |io. 
Weary  Dreary— All  right,  an'  if  you  find  it  give  me  half.— 
Eastern  Sart. 


lf«w  Pi^At«a  Matter.  , 

Manufacturers  and  others  re  invited  to  put  the  name  of 
The  Spatula  on  their  mailing  list^  that  we  may  receive  their 
business  literature  as  issued.  Acknoivledgment^  as  a  rule^  will 
be  made  in  this  column.  Such  information^  we  believe^  is  of 
much  interest  to  our  subscriber Sy  and  in  some  cases  its  publica- 
tion may  result  in  advantage  to  those  accepting  our  invitation^ 
which  is  extended  as  freely  to  those  who  do  not  as  to  those  who 
do  advertise  with  us. 

Thb  World's  Advance,  a  monthly  magazine  published  in 
New  York,  has  been  consolidated  with  the  Popular  Science 
Monthly,  and  Waldemar  Kaempffert,  formerly  managing  editor 
of  the  Scientific  American,  a  talented  writer  on  popular  science, 
has  assumed  the  editorship  of  the  consolidated  magazines.  The 
two  magazines  were  merged  with  the  October  issue,  and  will  grad- 
ually assume  the  single  title  of  Popular  Science  Monthly.  These 
amalgamated  publications  will  constitute  a  new  business  enter- 
prise under  the  management  of  Henry  J.  Fisher,  Robert  Cade 
Wilson  and  Oliver  B.  Capen.  The  Werld's  Advance  was  for- 
merly named  Popular  Electricity  and  Modem  Mechanics,  and 
has  often  been  quoted  in  The  Spatula. 

The  September  25th  issue  of  Puck  (New  York)  will  be  clearly 
labeled  "  Nothing  of  Interest  to  Men."  Members  of  the  sterner 
sex  buy  it  at  their  own  risk.  Let  the  ladies  beware !  Puck's  keen 
crayon  has  been  turned  upon  their  fancies  and  furbelows,  and  the 
little  imp  is  going  to  tell  the  truth  about  womankind  at  last. 

A  Digest  op  the  New  and  More  Important  Features 
OP  THE  British  Pharmacopceia,  1914.  This  little  book  is  pub- 
lished, together  with  certain  recommendations,  by  the  authority 
of  a  conference  of  representatives  of  the  Health  Department,  the 
Medical  Board,  the  British  Medical  Association  and  the  Phar- 
macy Board  of  Victoria.  It  was  compiled  for  the  conference  by 
Sidney  Plowman,  F  R.C.S.,  Eng ,  and  A.  R.  Bailey,  Ph.C,  Presi- 
dent of  the  Pharmaceuticai  Sodety  of  Australasia.  It  contains 
64  pages  4  X  3K  and  is  bound  in  cloth. 

Report  op  the  Chemists'  Sub-Committee  op  the 
Committee  on  Standardization  and  Drug  Testing, 
rendered  at  the  eighth  annual  meeting  of  the  American  Associa- 
tion of  Pharmaceutical  ChemisU,  held  at  Rochester,  N.  Y.,  May 
31  to  June  5, 1915.  It  is  published  in  pamphlet  form.  It  is  signed 
by  F.  P.  Summers,  of  the  Abbott  Laboratories;  J.  Allen  Tailby, 
of  Tailby-Nason  Co  ;  A.  D.  Thorburn,  of  Pitman-Modre  Co. ; 
J.  P.  Snyder,  of  the  Norwich  Pharmaical  Co.  There  are  so  octavo 
pages  and  cover. 

Hot  Soda  Supplies  is  an  illustrated  catalogue  just  sent  out 
by  the  Liquid  Carbonic  Company,  Chicago. 

Perhaps  the  most  interesting  feature  of  the  September  Cen- 
tury is  a  new  Kipling  story,  one  of  those  extraordinary  stories 
of  the  war  with  which  the  great  English  writer  has  been  thrilling 
his  readers  as  be  had  not  thrilled  them  for  several  years  before 
England  and  its  empire  were  imperilled.  "  Mary  Postgate  "  is  its 
name. 

The  Department  of  Agriculture,  Washington,  D.  C,  has  issued 
bulletins  that  give  specific  directions  for  the  preserving  and  can- 
ning of  fruits  and  vegetables  without  the  use  of  preserving  pow- 
ders or  canning  compounds.  These  bulletiDS  may  be  obtained 
without  cost  from  the  Department  of  Agriculture.  Applihition 
should  be  made  for  Farmers'  Bulletin  No.  S03,  on  Canned  Fruit, 
Preserves  and  Jellies,  and  No.  531,  on  Canning  Tomatoes  at 
Home  and  in  Club  Work;  also  Forms  N.R.  22,  N.R.  23,  N.R.  24i 
N.R.  34  and  N.R.  37  of  the  Office  of  Extension  Work,  North  and 
West,  States  Relations  Service. 

We  are  glad  to  welcome  back  to  our  desk  Drug  Topics,  the 
spritely  little  house  paper  published  by  McKesson  &  Robbins, 
New  York,  which  now  appears,  according  to  the  prevailing  style, 
in  a  smart  new  dress  that  stops  half  way  between  the  knees  and 
the  ankle.  The  page  size  is  6  x  4K,  but,  like  many  small  men,  the 
monthly  booklet  contains  much  more  that  is  of  worth  and  impor- 
tance than  its  appearance  would  indicate.  An  artist  of  much  skill 
adds  a  scintillating  brilliancy  to  its  interesting  pages  of  descrip- 
tiveand  discursive  text. 
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No.  I.  Patent  No.  1,151402.  Label-Cabinet.  Patented 
Aug.  24  by  Edward  N.  Rowell,  Batavia,  N.  Y. 

No.  2.  Patent  No.  1,147,750.  Combined  Watbr-Glass 
AND  Cream-Glass  Holder.  Patented  Aug.  3  by 
Joseph  P.  Gadle,  Jr.,  Norwich,  Conn. 

No.  3.  Patent  No.  1,151,358.  Bottle-Stopper.  Pat- 
ented Aug.  24  by  Mfartin  Hansen,  New  York,  N.  Y. 

No.  4.  Patent  No.  1,149,256.  Bottle-Filling  Device, 
Patented  Aug.  10  by  Joseph  H.  Godfrey,  Chicago,  UL 

No.  5.  Patent  No.  1,148,817.  Means  for  Carbonat- 
IN6  Liquids.  Patented  Aug.  3  by  Hector  Alliot. 
Los  Angeles,  Cal. 

No.  6.  Patent  No.  1,151,997.  Bottle-Stopper.  Pat- 
ented Aug.  31  by  Ernest  L.  Beck,  New  York,  N.  Y., 
and  Albert  M.  Ayers,  Nutley,  N.  J. 

No.  7.  Patent  No.  1,149,112.  Cork-Extractor.  Pat- 
ented Aug.  3  by  Harry  Beckley,  Cincinnati,  Ohio. 

No.  8.  Patent  No.  1,149,532.  Covering  for  Bottles, 
Jars  or  Other  Vessels.  Patented  Aug.  10  by 
James  Rippon  Morford,  London,  Eng. 

No.  9.  Patent  No.  1,150,910.  Strainer  for  Funnels. 
Patented  Aug.  24  by  Alfred  P.  Warmington,  New 
York,  N.  Y. 

No.  10.  Patent  No.  1,148,776.  Capsule-Holder.  Pat- 
ented Aug.  3  by  Frederick  J.  Hubbard,  Syracuse, 
N.  Y. 

No.  II.  Patent  No.  1,150,596.  Closure  for  Recep- 
tacles. Patented  Aug.  17  by  Richard  M.  Hollings- 
head,  Riverton,  N.  J. 

No.  12.  Patent  No.  1,148,749.  Pocket-Atomizer.  Pat- 
ented Aug.  3  by  Solon  W.  Burke,  Archbold,  Ohio. 

No.  13.  Patent  No.  1,149,941,  Aseptic  Instrument- 
Case.    Patented  Aug.  10  by^Henry  Pedretti,  East 


Rutherford,  N.  J.,  assignor  to  Becton,  Dickinson  ft 
Co.,  Rutherford,  N.  J. 

No.  14.  Patent  No.  1,151,27a  Mixed-Drinks  Dis- 
penser. Patented  Aug.  24  by  Nicholas  Jacovatos. 
New  York,  N.  Y. 

No.  15.  Patent  No.  1,152,296.  Box  Opener.  Patented 
Aug.  31  by  Henry  Clemenfc,  Manitowoc,  Wis. 

B«  Bold* 

If  your  goods  are  made  of  the  best  and  finest  and 
most  carefully  selected  materials,  made  by  the  highest 
skill,  with  most  complete  facilities,  in  the  most  exact- 
ing way,  get  into  the  open  and  declare  it  boldly,  and 
challenge  the  world,  and  claim  your  place  at  the  head 
of  the  column.  Nobody  will  g^ve  you  the  place  if  you 
don't  claim  it. 


H'  Aetud  SiM 

A  dollar  phonograph. 


Digitized  by 


Google 


6o4 


THE  SPATULA 


\ 


Recently  Applied  for  Trade -Marks 


PLAMTA 


ziiiBER 


w^jm  i^VfT  ^^-'^^'^    -' 
-=^»^^^^^  Nulife 


«7*^?5- 


Note.  —  The  following  numbers  are  all  Class  6  "serial 
numbers,"  and  subscribers  writing  to  the  Commissioner 
of  Patents,  Washington,  for  further  information  should 
not  fail  to  mention  this  fact.  The  final  date  in  each  para- 
graph is  the  date  from  which  use  is  claimed. 

87,189.  James  T.  McFadden,  Pittsburgh,  Pa.  Medicinal 
preparations  for  the  intestinal  tract.    Aug.  i,  1914. 

87,958.  Marian  C.  Smith,  Jacksonville,  Fla.  A  prepara- 
tion in  capsule  and  tablet  form  for  malaria,  fever  and 
biliousness.    June  4,  191 5. 

82,104.  G.  W.  Peeler,  Silsbee,  Tex.  A  preparation  for 
kidneys,  worms,  chicken  and  hog  cholera.  July,  1904. 

84,656.  The  Gardner  Pine  Needle  Extract  Company, 
Sharon  Springs,  N.  Y.  Extracts,  embrocations,  spir- 
its, oil  made  from  pine  needles.     July,  1884. 

86,189.  Warren  J.  Smadbeck,  New  York,  N.  Y.  A  candy 
in  pastil  form.     Feb.  i,  19 15. 

87,288.  The  Fellows  Medical  Mfg.  Co.,  Limited,  New 
York,  N.  Y.     Laxative  tablets.     May  28,  191 5. 

87,661.  Standard  Oil  Company  of  New  York,  New 
York,  N.  Y.  White  mineral  oil  for  use  in  the  treat- 
ment of  constipation.    April  21,  191 5. 

87,290.  Huntsman  Remedy  Company,  St.  Louis,  Mo.  A 
veterinary  remedy  for  sores,  cuts,  etc.     May,  191 5. 

87,675.  American  Industrial  Laboratory,  Chicago,  III. 
Insecticides.     May  29,  191 5. 

87,665.  F.  De  Martino,  Altoona,  Pa.  Scalp  and  hair 
tonics.     May  i,  191 5. 

87,559.  Stephen  Fargo,  Cleveland,  Ohio.  A  remedy  for 
constipation,  sour  stomach,  diarrhoea,  etc.  Sept.  4, 
1914. 


76,783.  Weld  &  Company,  Inc.,  Auburn,  N.  Y.  Beef, 
iron  and  wine,  tooth-wash,  kidney-pills,  toothache 
drops,  etc.     Feb.  10,  19 14. 

72,022.  Herbert  £.  Brown,  Houston,  Tex.  Liquids  for 
catarrh  and  other  nasal  and  throat  diseases.  July 
10,  1913. 

87,881.  M.  Palomo,  San  Salvador,  Salvador.  A  medi- 
cinal tonic  and  a  hair-dye.    June  2,  1902. 

88,142.  Stephen  Fargo,  Cleveland,  Ohio.  A  remedy  for 
nervousness,  anaemia,  neuralgia,  etc.    Sept  4,  19 14. 

88,499.  The  Intravenous  Products  Company,  Denver, 
Colo.    Sterile  solutions.     March  8,  191 5. 

84,713.  Mrs.  Alta  Scott,  Mitchell,  S.  D.  A  hair  tonic 
and  restorative.     Feb.  9,  191 5. 

80,360.  Wm.  Edge  &  Sons,  Limited,  Bolton,  Eng.  Dyes. 
July,.i9i3. 

87*732.  The  Dill  Medicine  Company,  Norristown,  Pa. 
Cough  syrup.     1907. 

S7t734-  Chappell  Freeman,  Marshall,  N.  C.  The  treat- 
ment of  cancer.    November,  19 14. 

88,044.  F.  K.  James  Company,  New  York,  N.  Y.  In- 
cense.   April,  191 2. 

86,386.  The  Gum  Tragasol  Supply  Company,  limited, 
Hooton,  Eng.  A  mucilaginous  product  for  sizing, 
dressing  and  finishing  fabrics  and  materials.  Jan.  27, 
1915. 

85,119.  The  Eli  Lilly  &  Company,  Indianapolis,  Ind. 
Volatile  inhalants  contained  and  sold  in  ampuls. 
Feb.  20,  19 1 5. 

87,550.  Daniele  Biollino,  New  York,  N.  Y.  A  compound 
of  balsam  used  for  cuts,  bums,  boils,  etc.  Dec.  i,  191 
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86,711.    Oitha  James  Parham,  Shreveport,  La.    Remedy 

for  skin  diseases,  pimples,  freckles,  blackheads,  etc. 

Sept.  I,  1909. 
87^^.  Loais  F.  Christman,  Jackson,  Tenn.   Liver  liquid 

revM^.    February,  191 5. 
^7A37'    Ntt-Life  Rem^y  Co.,  Columbus,  Ohio.   A  treat- 
ment for  asthma.    June  i,  19 15. 
79,713.    Frederick  LoU,  Winthrop,  Mass.    Bath  perfume 

preparations.    June  ao»  1914. 
81,231.    Oden  &  Son,  Hawardea,  Iowa.    A  hog-cholera 

compound.     Sept.  8,  191 4. 
81,261.      The  Dennis   Manufacturing  Company,  Sutter 

Creek,  Cal.    An  ointment.    Sept.  i,  19 14. 
83,860.    The  New-Tone  Company,  Chicago,  IIL    Blood- 
tablets,  face-powder,  etc.    Dec.  i,  19 14. 
86,509.    Dillehay  Bros.,  New  Decatur,  Ala.  ^Liver  tonlt^ 

Sept.  15,  19 1 4. 
86,237.    Nathan   Schlyen,  New  York,  N.  Y.     Colored 

lacquers  for  coloring  straw,  leather  goods,  glass,  etc. 

September,  19 14. 
87,14c.    Pepsin  Syrup  Co.,  Monticello,  111.    A  remedy  for 

diseases  of  the  stomach  and  bowels.     1893: 
86,934.    Orient  Spray  Co.,  Boston,  Mass.    Disinfectant, 

deodorizer,  germicide  and  dust-preTentive.    Sept.  i, 

1910. 
86,962.  King  Medicine  Co.,  Duluth,  Minn.   Hop  plasters. 

Dec.  I,  1879. 
^SA77'    Cordon  William  Edwards,  London,  Eng.    Anaes- 

thetks.    Jan.  6,  19 15. 
87,072.    Ezra  N.  Gilbert,  Portland,  Ore.    Compound  for 

appendicitis,  rheumatism,  asthma,  catarrh,  etc    Jan. 

87.278.  John  Opitz,  Inc.,  New  York,  N.  Y.  Insecticides 
and  rodent  poisons.    June,  191 5. 

70,718.  Hydrox  Chemical  Company,  New  York,  N.  Y. 
Tooth  paste,  tooth  powder,  peroxide  face  cream,  face 
powder  and  talcum  powder.    July  19,  1905. 

87.279.  John  Opitz,  Inc.,  New  York,  N.  Y.  Insecticides 
and  rodent  poisons.    June,  191 5. 

87,394.    William  Manning  O'Brien,  Salt  Lake  City,  UUh. 

A  preparation  for  the  skin  and  complexion,  hair  tonic, 

shampoo,  etc.    October,  191 4. 
88,i8l    John  B.  Carroll,  St  Louis,  Mo.    Preparation  for 

rheumatism,  gout,  neuralgia,  etc    March  6,  191 5. 

37,672^.    John  C.  Mendenhall,  EvansTille,  Ind. 

87,638.    Juliet  Murray  Lang,  St.  Paul,  Minn.    Foot  tonic. 

Jan.  15,  1915. 
87,813.  United  Drug  Company,  Boston,  Mass.   Perfume. 

•     May  I,  1915- 
88,141.    Stephen  Fargo,  Cleveland,  Ohio.    A  remedy  for 
dyspepsia,  biliousness,  constipation,  etc.  Sept  4»  1914. 

88,544.  Alonzo  K.  Lynch  Advance  Oil  Works,  New 
York,  N.  Y.    Coal-tar  disinfectant.     1905. 

88^423.    Bert  Sewell  ft  Co.,  Kansas  City,  Mo.     Catarrhal 

jelly.     May  i,  1915. 
82,754.    Riker  &  Hegeman  Coi,  New  York,  N.  Y     Toilet 

waters,  colognes,  perfumes  and  toilet  powders.    Jan- 
'   uary,  191 1. 
80,660.    Jaynes^Drug  Co.,  Boston,  Mass.    Preparations 

for  relieving  neuralgia,  headache,  etc     1875. 

80,649.  Jaynes  Drug  Co.,  Boston,  Mass.  Preparations 
for  chronic  constipation  and  laxatives.  October,  1910. 

87,503.  John  D.  Moore,  Covington,  Tenn.  Hair  tonic 
April  I,  1914. 

82,758.  Riker  &  Hegeman  Co.,  New  York,  N.  Y.  De- 
odorant preparations  for  the  skin,    January,  191 1. 


Leading  chemists  believe  that  the  war  may  shift  the 
drug  manufacturing  centre  to  this  country.  The  raw 
matterials  are  plentiful,  but  synthetic  skill  is  said  to  be 
locViog. 


L 


You  Cannot  Lose 
a  Cent 

This  old,  strong,  company 
which  never  quibbles  nor 
side-steps,  puts  the  most  posi- 
tive kind  of  a  guaranty 

On  Pi'nex 

"Complete  satisfaction  or 
money  back  "  goes  with  every 
package  and  we  stand  behind 
you  for  the  full  retail  price. 
No  lost  profits.  Pinex  sales 
increase  steadily  year  by  year. 
It's  as  staple  as  cotton,  wheat 
or  sugar. 

THE  PINEX  COMPANY, 

FT.  WAYNC.  IND. 


No.  10 

**REST  EASY" 

NON-SLIP  BED  CUSHION 

Size  14  X  20  Inches 

A  CUSHION  SUPPORT,  for  sitting  up  or  re- 
clining in  bed,  also  adapted  for  wheel  chairs. 
In  combination  with  a  back  rest  it  gives  the 
required  FOWLER  POSmON  for  POST 
OPERATIVE  WORK.  A  trial  WILL  CON- 
VINCE  it  is  healthful  and  economical  the  saving 
of  nurses  time  will  soon  cover  the  cost.  Re- 
commended by  HOSPITALS  and  EMINENT 
SURGEONS  Testimonials  and  descriptive  cir- 
cular sent  upon  request. 


Karnvftctured  XxdmilTely  by 

DAVOL  RUBBER  COMPANY 

PROVIDENCE,  R.  L»  U.  S.  A. 
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BUY  A  GR055  ^J»tnt_, 


9 55. 60  per  gross.    $2.  SO  per  doz. 

JOBBERS  SELL  IN  GROSS  LOTS.  0%  AND  ZH^  Off. 

This  is  the  Genuine, 


THE   KIND  YOU    HAVE  ALWAYS   HANDLED. 
IT    PAYS   TO     HANDLE    RELIABLE    GOODS. 

•  •  •  Send  for  •  •  • 

Cards,  Cut  Outs  and  Counter  Wrappers. 

THE  CEMTAUR  COMPAMY, 

250  West  Broadway, 
New  York  City. 


Prmmldmmf. 


BUY  A  GR055  ^^S^r^'       . 

— i.— — _— .^_.     and  2  1«2  per  cent« 

IVKo  cmn't  sell  18  dosen  per  mnn«&m? 
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We  are  at  last  in  a  portion   to  report   sometkini;  to 
interest   and   gratify 

THE  HONEST  DRUGGIST 

To  seriously  concern  and  displease  the 

SUBSTITUTOR 

■    -■ 

To  surprise,  disappoint  and  thwart  the 

UNSCKPPULOIlSand  CONTEMFTIBIE  MANUFACTIIKER 

pi  ■  III       ■  « 

i   who  supplies  a  counterfeit  and  fraudulent  product  for 
substitution  purposes. 

.  Ergoapiol  (Smith)  capsules  bear  on  the  inside  of  each 
capsule  the  letters  M.  H.  S. 

These  letters  are  not  visible  from  the  outside,  but 
they  are  plainly  discernible  in  the  gelatine  when  the  cap- 
sule is  cut  in  half. 

This  method  of  marking  Ergoapiol  (Smith)  now  offers 
absolute  protection  against  any  imposition  in  the  use  of  a 
spurious  and  fraudulent  product. 

Identification  by  the  physician  or  patient  is  now  very 
simple,  because  no  analytical  investigation  is  necessary 
and  because  no  one  else  can  use  this  invention  as  it 
is  our  exclusive  property  under  Letters  Patent  in  the 
United  States  and  foreign  countries. 

We  have  been  manufacturing  Ergoapiol  (Smith)  with 
this  patented  protective  mark  for  the  past  two  years, 
but  have  withheld  announcing  the  fact,  so  as  to  give 
reasonable  and  ample  time  for  all  the  old  style  capsules 
to  have  been  dispensed. 

Physicians  are  now  being  fully  informed  regarding 
this  protective  mark  and  easy  method   of  identification. 


PaienieJ  in  V-  S.  and 
foreign  counirits. 


Capsule  intact,  showing 

no  mark  objectionable 

to  the  physician. 


Capsule   cut   in   half 

through  the  seam, 

showing  initials. 


Ergoapiol  (Smith)  is  to  (be  had  only  in  packages  of  twenty  capsules 
each.    It  is  not  under  any  drcumsiances  supplied  in  bulk  or  other  form. 


MARTIN  R  SMITH  CO^  New  York,  N.  Y. 
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Three  sides  of  a  window  with  a  frontage  of  3  feet 
and  a  height  of  7  feet,  6  inches,  were  draped  from  top 
to  bottom  with  white  muslin.  The  bottom  was  covered 
with  a  piece  of  neat  linoleum.  On  the  muslin  at  the 
back  were  fastened  two  large  posters,  which  intimated 
to  insured  persons  that  their  medicines  could  be  "  dis- 
pensed wij^hin  while  you  wait,"  also  that  all  drugs  used 
in  preparing  the  same  were  guaranteed  pure.  On  the 
muslin  which  covered  the  sides  were  fastened  smaller 
posters  announcing  that  physicians*  prescriptions  were 
dispensed  at  reasonable  prices,  also  that  all  sick-room 
requisites  were  stocked.  A  small  table  was  placed  in 
the  window  and  covered  with  a  fancy,  hand-made 
table-cloth  (which  greatly  attracted  many  ladies).  On 
the  table  were  placed  a  bottle  of  medicine,  one  of 
liniment,  a  box  of  pills,  also  a  clinical  thermometer, 
medicine  glass  and  a  siphon  of  soda  water.  Leaning 
against  the  table  was  a  water-color  drawing  of  a  doc- 
tor, nurse,  and  patient.  The  doctor  was  handing  a 
prescription  to  the  nurse,  and  at  the  same  time  saying, 

"  Be  sure  to  have  this  made  up  at ."    While  this 

display  was  on  about  3,000  dispensing  hand-bills  were 
distributed  in  the  district.  The  window  was  a  great 
attraction,  and  the  net  result  is  the  title  of  this  article. 
—  Chemist  and  Druggist 


Lost  children  in  Japan  do  not  long  remain  astray. 
It  is  the  custom  for  parents  to  label  their  children  with 
their  addresses,  so  that  in  case  they  wander  any  way- 
farer may  send  them  home. 

The  typhoid  bacillus  is  so  minute,  says  a  doctor, 
that  a  drop  of  water  might  contain  millions. 


ROBERTSON'S  FRUIT  TABLET 

fflavora  ■•Idom  found  •xoopt  In  the  original 
fruit. 

Mado  In  26  difforont  flavors. 

Tlioro'a  a  lot  mora  to  tlia  oaat  of  ganulno 
fruit  tablots  than  tha  mora  prloa  par  paund. 

ROBERTSON'S  fruit  tablata  kaap  indafl- 
nltaly  but  SELL  ao  raadily  aftar  onoa  triad, 
that  thair  kaaping  qualltias  ara  raraly  tostad. 

If  not  at  your  Jobbars  writo  us  direot. 

ROBERTSON  CANDY  CO., 

ROBERTSON-BRAOSHAW  CO., 

NEW  YORK  CITY. 


IMPORTED  SELF.FILLING 
FOUNTAIN  PENS 

Sample  Postpaid  25c 
GroM  Lots  10c  each 

Think  of  it!  A  genuiDe,  well-made,  imported 
self-filling  fountain  pen,  not  a  toy,  that  can  be 
sold  at  a  quarter  apiece,  netting  you  ever  $20. 
00  on  a  gross. 

One  GroM  retail  at  25c.  eack.  net $36.00 

Coat  you 14.40 

Your  profit $21 .60 

C.  L  ARCHBOLD,  1562  E.  93rd  Street,  CLEVELAND. 


Get  the 
Quantity  Discount 


on 

LISTERINE 

WRITE 

FOR  PRICE  LIST 

ORDER  DIRECT 

You  can  easily  sell  more 
Listerine  by  making  it  a 
leader.  It  is  a  big  seller 
because  it  is  the  best  liquid 
antiseptic  and  it  is  backed 
by  big  advertising. 

LAMBERT  PHARMACAL  CO., 

SAINT  LOUIS. 


HENRY  TROEMNER 

STAlfl^ARD  OF  EXCEULENCB 
1840  1913 


New  Triumph  Prescription  Scale 

Built   like    the    Wise  Man's  House— upon  a 

Rock.    No  springs  to  sni^ 
Strongly    built,    yet    sensitire  —  all    Bearings 

of  Selected  Russian  Agates. 

SCALES  FOR  ALL  FINE  WORK 

Write  for  Catalone  No.  ISU. 

91 1  Arch  Street,       PHILA.,  PA. 
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Mr.  Walrus  says:— 


embody    Three    Distinct 
Grades  of  Construction, 


WALRUS  SODA  FOUNTAINS 

Arrangement  and  Materials,  namely: 

THF  PITHFRWAY  ^n  Absolute  Sovereign.  No  other  Apparatus 
inC  UinCnnHl.  nearly  approaches  it'  Ice  or  Iceless.  ^se  It 
EITHERWAY.  The  Syrup  Jar  that  jars  competition.  Syrup  Lifto 
Guaranteed  a  Life  Time. 

THF  RflMMflNFR  J^s^  ^«  ^^^  others  are  offering,  only  we  make  it 
inC  UUmniUllLna     Better  and  sell  it  lor  less.    Let  us  prove  it. 

THF  WnNRFR  ^^  •^^^  of  anything  in  Its  class.  Substantially 
I  nC  nUHUCn.  bwlt,  well  designed,  durable  A  whole  lot  of  Foun- 
tain  for  a  very  little  money.  Made  for  the  man  who  requires  a  good  but 
inexpensive  outfit. 

SEND  FOR  CATALOGS 

WALRUS    MANUFACTURING   COMPANY 

DECATUR,  ILLINOIS 
Largest  Builders  and  Distributors  of  Soda  Fountains  through  Jobbers 

AGENCIES  IN  ALL  PRINCIPAL  CITIES 


Piia«JC  Gro'ws  Ia  Popfslskritjr. 

Daring  last  year,  when  a  great  many  proprietary  medi- 
cines had  hard  sledding,  Pinez  sales  showed  their  nsoal 
normal,  healthy  increase.  The  explanation  lies  partly  in 
the  liberal  advertising  policv  of  the  company  and  partly 
in  the  fact  that  the  remedy  has  become  recognized  as  one 
of  the  standards  found  in  most  family  medicine  chests 
and  on  the  shelves  of  practically  every  drag  store  in  the 
country.  As  usual,  Pinez  is  sold  this  year  under  a  wide 
open  guarantee  of  satbfaction  or  money  back.  The  Pinez 
Company  has  never  quibbled  or  delayed  in  making  good 
its  f[aarantee,  and  it  is  now  in  a  stronger  position  to  back 
up  Its  promises. 

The  remedy  this  year  is  precisely  the  same  as  it  was 
last.  Daring  the  preceding  years  it  has  been  improved 
year  by  year,  until  its  producers  believe  that  it  has  reached 
as  near  perfection  for  its  parpose  as  possible.  There  has 
been  no  occasion  to  skimp  or  drop  out  any  of  the  ingredi- 
ents, since  the  Pinez  Company  had  on  hand  last  year  a 


two  years'  supply  of  all  foreign  chemicals  used,  and  has 
found  no  particular  difficulty  in  obtaining  additional  ship- 
ments daring  the  past  year. 


Walrus  Prosperity* 

Daring  the  past  few  weeks  the  factory  show  rooms  of 
the  Walrus  Manufacturing  Company  at  their  Decatur,  111., 
plants  have  been  lively  places  indeed.  Distributors  of 
the  Walrus  product  from  all  parts  of  the  country  have 
been  going  to  the  factory  to  select  show  pieces  for  their 
individual  sales  rooms  and  to  familiarize  themselves  wit  h 
the  new  1916  models  which  the  company  now  has  ready 
for  distribution. 

It  is  gratifying  to  note  that  the  Walrus  Company  has 
just  closed  its  most  successful  business  year,  having  en- 
joyed a  larger  volume  of  business  than  in  any  previous 
^ear.  The  distribution  of  its  product  is  constantly  grow- 
mg,  aiid  merchants  who  contemplate  purchasing  a  new 


Rowers 
Hot  Soda  Apparatus 


This,  gentlemen,  is  the  apparatus  that  eliminated  the  worry  fea- 
ture in  hot  soda  dispensing.  It  is  a  masterpiece  of  dependability. 
The  dispenser  strving  from  /Ais  apparatus  is  almost  an  automaton. 
Every  function  is  absolutely  self-regulating.  It's  built  for  business, 
and  any  user  will  tell  you  that  t'i  does  ike  business  too. 

Its  distinctive  features  are  exclusive  improvements  protected  by 
patent— positive  operating  advantages  that  none  others  embody. 
The  removable  and  adjustable  dripless  faucets;  infallible  automa- 
tic thermostat  which  keeps  up  the  heat  to  a  fixed  and  uniform 
temperature  and  keeps  down  the  f nel  expense ;  its  automatic  self- 
replenishing  water  supply;  and  ever-lapping  steam-suppressing 
cover  are  some  of  the  features  that  infiunce  the  preference  for  the 
Rowe  Apparatus  by  the  largest  dispensers  in  the  land  without 
consideration  for  price.    It  is  an  invention  conceived  in  determi- 
nation to  excel — built  on  honor,  sold  on  merit  and  absolutely  guaranteed.    There's  no  promise — no 
experiment— involved  in  its  purchase.    It's  the  one  *'8ure  shot*'  today  in  the  purchase  of  hot  soda 
apparatus.    Its  solidity  of  construction  and  beauty  of  design  are  but  external  symbols  of  inbuilt 
efficiency.    The  single  form  model  shown  here  is  made  in  three  and  five  gallon  sizes,  especially  adapt- 
ed to  the  requirements  of  the  average  fountain  man.    Write  to-day  for  prices  and  proof  and  decide 
on  your  own  convictions. 

74  Portland  St        L.    L    ROWE,    MFR.         Bo«ton,Ma«s. 
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soda  fouDtain  outfit  or  a  new  set  of  store  fixtures  should 
get  in  touch  with  this  firm  or  one  of  its  many  distributors. 


Messrs.  H.  Planten  &  Son,  manufacturers  of  gelatine 
capsules,  Brookljrn,  N.  Y.,  have  sent  a  circular  letter  to 
druggists,  in  which  they  say :  "  We  refer  to  our  communis 
cation  of  July  2d,  in  which  we  sent  vou  a  copy  of  the  re- 
versal of  the  decision  in  the  case  ot  Planten  vs.  Gedney. 
The  full  decree  has  now  been  issued  by  the  Court,  and  we 
are  pl/Msed  to  endose  herewith  a  copy  for  your  guidaiice. 
We  caution  you  to  live  up  to  the  reguirements  of  this 
permanent  injunction  against  James  W.  Gedney,  and  his 
agents,  servants,  clerks  and  workmen,  and  all  persons 
cUuming  or  holding  under  or  through  him,  prohibiting  all 
imitations  of  our  trade-marks.  We  feel  assured  that  you 
will  be  pleased  to  know  that  the  trade-marks  of  our  old 
reliable  specialty  have  been  not  only  maintained  as  being 
vdlid,  but  that  we  are  given  substantial  damages  for  the 
loss  of  trade  we  have  sustained  through  this  trade-mark 
infringement.  We  suggest  that  you  stock  up  liberally  to 
meet  the  demand  whi(£^  our  increased  appropriations  on 
advertising  will  no  doubt  create." 


Many  persons  are  ignorant  of  the  fact  that  the  United 
States  Government,  through  its  Bureau  of  Foreign  and 
Domestic  Commerce,  publShes  a  duly  paper  which  trans- 
mits valuable  trade  information  concerning  market  condi- 
tions in  all  parts  of  the  world  to  American  manufacturers 
and  merchants.  The  publication  secures  information  from 
three  hundred  consular  ofiidals,  located  in  every  part  of 
the  world,  contains  special  articles  prepared  by  commer- 
cial attaches  and  agents  of  the  Department  of  Commerce, 


stationed  at  the  most  important  centres  of  foreign  trade, 
and  gives  to  the  American  manufacturer  a  daily  list  of 
firms  in  foreign  countries  anxious  to  buy  American  goods 
and  represent  American  manufacturers.  It  also  contains 
a  complete  daily  record  of  what  the  United  States  Govern- 
ment wants  to  buy  or  construct. 

Daily  **  Commerce  Reports "  is  a  Government  publica- 
tion which  everv  American  business  man  should  read  with 
his  morning  mail.  It  furnishes  him  with  a  daily  summary 
of  the  market  conditions  and  prices  of  different  lines  of 
industry  in  the  world's  markets,  and  .  contains  notices 
of  current  changes  in  the  tariffs  and  trade-mark  laws  of 
foreign  countries.  It  shows  you  from  dav  to  day  what 
your  competitors  in  other  countries  are  aoing.  It  fur- 
nishes you  with  direct  cable  information  from  American 
consuls  and  attaches,  and,  through  its  supplements,  sup- 
plies you  with  complete  annual  reviews  concerning  the 
trade  and  industries  of  every  country  in  the  world.  It 
also  gives  vou  every  morning  a  list  of  foreign  **  Trade 
Opportunities"  with  which  vou  can  get  in  touch  and 
which  may  mean  specific  and  immediate  business  for  you. 
Daily  ** Commerce  Reports'*  will  be  delivered  to  ^rour 
office  by  mail  every  morning  for  one  vear  for  the  nominal 
sum  of  I2.50.  Subscriptions  should  be  sent  to  the  Super- 
intendent of  Documents,  Washington,  D.  C. 


Savt  20  of  thMt  Labels  and 
ractive  ona  bottia 

Finest  Yet  Perfiim« 
FREE 

HENRY  JARYIS 

WINN,       MAINE. 


ADVERTISE 

With  Stickers 

Stick  a  sticker  on  every 
package  leaving  your 
store.  Give  premiums 
in  exchange  for  stick- 
ers.   To  *<boost"  sales, 

some  dealers  are  giving  a  premium  for  the  return  of 
a  certain  number  of  stickers.  If  the  house-wife 
has  bought  something  at  your  store  and  gets  a  pre- 
mium free  if  she  purchases  more  she  will  walk  out 
of  her  way  to  buy  your  goods. 
Some  dealers  say :  **  This  label  is  good  for  one  cent 
in  trade."  There  are  many  ways  to  use  these  stick- 
ers to  good  advantage.  A  certain  druggist  has  a 
phrase  on  his  stickers,  wooded — **  In  Business  For 
Your  Health." 

2000  Ad-Sticken  only  $1.00 

— printed  any  wording  ( i8  words  or  less )  in  two 
colors  and  sent  prepaid  upon  receipt  of  price.  No 
less  than  2000  sold.  Each  change  of  copy  is  a  sep- 
arate order 

Ad-Sticken  and  Gummed  Labeb 

Printed,  engraved  and  embossed,  for  all  lines  of 
trade,  in  all  sizes  shapes  and  colors.  I  have  no 
catalog,  so  give  me  an  idea  of  what  you  want  and 
get  my  prices.  Ford,  as  you  know,  standardized 
the  automobile.  I  standardized  stickers.  The  size 
shown  at  2000  for  ^1.00 
printed  in  two  colors* 
cannot  be  duplicated 
elsewhere,  for  so  small 
a  sum — ask  your  print- 


I  Am  Stuck  on  Gooda 

FROM 

Jones  Drue  Co., 

The  Quality  Store 
*  We  Put  Gain  in  Barcmin' 


ARCHBOLD 

1562  Eaat  93rd  St.  aereland,  Ohio. 
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A  good  many  prescriptions  for  American  Oil  and  Cor- 
pora Latea  oaght  to  fina  their  way  into  the  drug  stores 
within  the  next  few  weeks.  These  products,  which  are  of 
a  high  Older  of  merit  in  their  respective  fields,  have  for 
some  time  had  a  considerable  vogue  among  physicians. 
Now,  through  the  medical  journals,  they  are  Ming  brought 
prominently  to  the  attention  of  practitioners  all  over  the 
United  States.  American  Oil,  as  doubtless  most  drug- 
gists now  know,  is  a  highly  refined,  chemically  pure  liquid 
petrolatum.  It  is  a  product  of  high  viscosity  and  great 
lubricating  power.  It  is  colorless,  tasteless  and  odorless. 
American  Oil  is  certain  to  come  into  extensive  use  in  the 
treatment  of  constipation.  Corporea  Lutea  is  an  ovarian 
extract,  supplied  at  present  in  powder  form  and  in  cap- 
sules. The  product  is  widely  useful  in  diseases  and  con- 
ditions pecuUar  to  women,  with  reference  particularly  to 
the  menstrual  life.  Both  preparations  above  referred  to 
are  supplied  by  Parke,  Davis  &  Co.  In  anticipation  of 
the  probable  demand,  it  will  be  good  business  to  put  them 
in  stock. 

1^^  ffV  want  photegr^P^  of  almost  anything.  If 
you  have  a  picture  of  your  show  window^  your  store, 
your  house, your  wife,  your  child,  or  of  anything  that 
ycu  think  u  interesting  send  it  to  us  and  receive  our 
thanks  as  well  as  those  of  your  fellow  subscribers. 


Seidlitz  and  Headache 
Powder  Manufacturers! 

Mafitoo^s  Patented  Powder  Measuffing 
Machine  Is  the  only  acctitate  meas- 
tifing  machine  on  the  market ! 

This  is  not  an  experimental  machine, 
as  its  merits  have  been  proven  by  sev- 
eral years  of  actual  use  by  some  of  the 
largest  manufacturers  of  Seidlitz  and 
Headache  Powders  in  this  country 
and  Canada. 

The  machine  measures  accurately 
powders  weighing  from  5  to  200  grains 
at  the  rate  of  60  per  minute^  and  can 
be  run  by  steam  or  a  half  horse  power 
motor.  

Iff*  nw  aiiitur#d  onlj  bjr 

The  0.  HL  Marston  Co^  Stoneham,  Hass. 
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dOOFINB  IMPORTED 

POiST    CARDiS 

BlrtbdAj,  Best  WUlieSy  Art,  CoaUes 

NeOfdSleck.    AH Frcth*  Up.«e-Dst«  Dalgna 

No  adyertiiinc  on  them.    With  ereiy  >16.00  order  for 

CHI-CHES-TERS  DIAMOND  BRAND  PILLS 

Quick  Sellen  at  8  to  10  cent!  each 
A  CHLBAB  CASH  BONUS  OF  ilO.OO 

Choice  of  four  other  Premioma. 

Ordar  today  flrom  your  Jobber.    We  lend  the 

Premimn  Direct. 

CHICHBSTBB   CHBMIOAX   COMPAJTT 

3816-17-19  Madiion  Square.  Pbiladilpbia,  Pa. 


Your  Show  Windows 

PAY 
Bigger  Dividends 

than  any  part  of  your 
store  when  you  regu- 
larly use  the   force- 
fully attractive  display*^ 
material  of 


PLUTO  WATER 

Investigate  our  quantity  lot  discount 
and  send  for  our  full  window  display  free 
on  request. 

Delay  means  lost  dollars.  Write  to- 
day for  details  of  the  plan  by  which  your 
profits  increase  in  percentage  as  your 
sales  grow  in'  volume. 

French  Lick  Springs  Hotel  Company 

Freneh  Lick,  Indiaiuu 


Broke 

That's  the  way  your  customers  feel, 
when  a  cork  breaks  off  in  the 
bottie.  You  bhuned  the  coDar  but- 
ton, but  the  customer  bkmes  you 
for  not  using  better  corks. 

CIRCLE  A  CORKS 

being  made  from  the  finest  corkwood  are 
strong,  sound  and  rarely  break  ofiF.  Besides 
they  are  bright  and  clean  and  add  a  distinc- 
tive and  finishing  touch  to  the  appearance 
of  any  prescription. 

i  Twentj  centi  in  tUunpt  or  ooin  brings  a 

sample  package  of  100  in  sins  from  2  to 
6.    If  TOO  like  the  best,  write   today. 

Armstrong  Cork  Company 

121  TwMtytUrd  SItmI.  Pltttfcwfh.  H. 


uiyiiizuu  uy  -x^j  v^  v_>^pt  i. %.^ 


6l2 


THE  SPATULA 


DIAMOND  OINTMENT  BLOCK 


^Pxodnctf  of  Elllcleiicj  mmM  OmmMmmmm   A  teT«r  of  TI111O9  Monoy  and  Aanojranco. . 

It  takes  the  place  of  tlie  messy,  old-fashioned  slab.  Instead  of  having  to  scrape, 
scrub  and  polish  every  time  you  compound  an  ointment,  you  simply  tear  off  Xht  used 
sheet  and  instantly  you  are  ready  to  prepare  the  next  batch  in  a  thoroughly  hygienic 
manner.     Isn't  that  an  improvement  ? 

Each  block  contains  one  hundred  sheets  of  heavy,  vegetable  paper.  This  paper 
is  guaranteed  to  be  impervious  and  free  from  all  acids  and  impurities.  The  sheets 
are  securely  bound  to-gether  by  the  reliable  Johnson  Process. 

The  Blocks  come  in  two  sizes  : 


Large  12  x  12  inches  $.50  F. 

Small  9x8     "  .35   " 


O.  B. 


Boston. 


SPECIAL  INTRODUCTORY  OFFER 

If  you  have  not  already  used  a  Diamond  Block,  here  is  a  chance  to  try  it  out 
thoroughly  in  your  own  laboratory,  without  incurring  any  obligations  whatsoever. 

We  will  send  you  either  size,  and  pay  all  transportation  charges.  Try  it  out 
for  thirty  days,  ana  then  remit  either  the  price.of  the  block  or  nothing.  No  remitt- 
ance will  be  expected  or  aecepted  unless  ^i7i/  are  satisfied  that  the  Block  is  a  real  con- 
venience and  a  genuine  help  in  your  business. 

Just  drop  a  postal  to-day,  saying  "  Send  a  Diamond  Ointment  Block  as  per  your 
special  offer.      Specify  the  size  you  want  and  we  will  do  the  rest. 

FOX,  FULTZ  (a  CO.,  Inc., 
18  Blackstone  St.,  Boston. 

The  Druggists'  Sundry  House  of  New  England. 


Zym-Bssen 

PAUTABLE  EFRCIENT 

SOLUTION  OF  DIBESnVE  ENZYMES 

Zym«£«sen  is  far  superior  to  all  other 
forms  of  liquid  digestives. 

Useful  in  the  treatment  of  GASTRITIS, 
SIMPLE  AND  AGGRAVATED  FORMS 
OF  DYSPEPSIA,  CHOLERA  INFANTUM, 
VOMITING  OF  PREGNANCY,  DEBILA- 
TED  CONDITION  OF  THE  SYSTEM, 
DYSENTERY,  AND  FOR  PREDIGEST- 
ING  FOOD. 

Zym«£ssen  will  be  found  invaluable  to 
Children  or  to  patients  with  delicate  stomachs. 

Especially  adapted  to  those  who  are  unable 
to  digest  milk. 

Physicians  will  find  this  product  palatable 
and  highly  efficient. 

per  dozen,  $3.00 
per  dozen,  $8.00 
per  gt  Ion,  $400 


4  oz.  bottles, 

Pint  bottles, 

Bsllofl  bottles, 

and  Powder  form. 


is  also  supplied  in  Tablet 


BREWER  &  CO.,  PtanMCMtinl  Cbiiitts 

WORCESTER,  MASS. 


FOR  OVER  HALFACENTURY 

BROWN'S  BRONCHIAL  TROCHES 

HaT«  been  recognized  throughout  tbe  world  mi  a  staple  remedy 
for  hoaneaeie  and  ooogfaa.  A  preparation  of  limple  modidnal 
tubftanoet  held  In  general  esteem  in  the  treatment  of  throa 
affections  caused  by  cold  or  esertion  of  the  Tocal  organs. 

The  Troches  are  effectlTe  in  disorders  of  the  throat  and  larynx, 
and  an  inTaluabl^  aid  to  speaken  and  singers  for  allaying  hoarse- 
ness and  irritation  of  the  tliroat.  To  suflferen  from  Lung  Trov- 
hies,  Bronchitis  and  Asthma  they  afford  great  relief.  Warranted 
free  from  opiates  or  anything  harmful. 
In  boxes  duly;  never  sold  in  bulk. 

AdvsrtiilRg  mattsr  ssRt  free  to  Druggists  spon  raqsist 

John  L  Bfowfi  &  Son^  Boston^  Maai. 


■  EVERY  ISSUE  OF  1 

The  Advertising  World 


brings  to  your  store  new  and  practical  advertis- 
ing ideas.  Its  dictionary  of  headlines  and  catch 
phrases  saves  time  for  the  busy  druggist.  * 

Subscription  price  ^1.00  a  year,  or  send  11.29 
and  receive  in  addition  a  copy  of  *'8671  Ad- 
vertising Catch  Phrases." 

THE  ADVERTISING  IVORI^D, 

Columbus,  Ohio. 


uiyiiizuu  by 
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WHAT  AND  WHERE  TO  BUY. 


mmd^mkHsk^  sm^k  wmUk  fmr  tk§  hsngJU  t/  Us  th^usmnds  of 
mtstrUtrs  strntisrsd  ali  twr  ths  wsrld, 

ted  in  thU^purtment  at  th« 

ear  Indndinf  with  the  int  ,Upe 

ruLA.   Spedal  headings  will  be 

many  headinn  or  as  many  linet 

Jaoadmiuible.    To  avoidTbook- 

each  order.    This  department 

re  advertising  at  the  command 

le  most  wide-awake  druggists 

d  Canada. 

ifysuis  nsijind  what  ysu  want  in  this  dspartmsnt  writs 

usalsttsr,  ——--— —-————-—-— —-r 

▲JiflOSBUfB  tS.OO.  ABflORBUfB  Jr.  tl.OO  Sl  fS.OO. 

W.  F.  Yonng,  P.D.F.,  331  Temple  St.,  Springfield.  Mass. 
▲JiflOSBSIfT  OOTTON. 
Ifaplewood  Mills,  Fall  River 
AI^BLAXOI.. 
Alkak>l  Company,  Taunton,  Ifmss. 

AXi€OHOI«. 

JamssA.  WebbftSon  16$  Pearl  St.,  New  York. 


&k^Mfiah» 


Wholesale  %%,  ^  16,  |io,  to 

leas  s%  in  |is.oo  kits 

Retail  j$,  .ss,  .y$.  #1  j$,  I1.50 
The  Denver  Chemical  If  f  g.  Co.,  New  York. 
ABTIFICIAX.  IiIMBS. 
^  The  Walkeasy,"  Geo.  R.  Fuller  Co.,  Rochester,  N.  Y . 


BedM,  Dickinson  ft  Co.,  Rutherford,  N.  J. 

Umbridge-Weeks-Thurfew  Co.,  31  Warren  St.,  New  York. 
BIODflWAX,  BleMked  or  lUABed,  1J.S.P. 

TlMwdor  Leonhard  Wax  Co.,  Patenon,  N.J. 
MOOK0  —  FMomsaeemtleal. 

If.  M.  Gray  ft  Co.,  Box  $«,  Chicago. 

Spatula  Publishing  Company,  Boston. 
BOTTI«B0«  Flimt  «mA  Oreem. 

Fox,  Fuhs  ft  Co.,  New  York  and  Boston. 


A.  H.  Wiri,  w  Cherry  St.,  Philadelphia,  Pa. 


FokUag:  David  Heston  ft  Sons,  Frankford,  Philadelphia. 
Impervious,  Mt.  Washington  Box  Co.,  Boston. 
BBBA0T  FI7MP0. 
BectM,  Dickinson  ft  Co.,  Rutherford,  N.J. 


HAND  AND  MACHINE  MADE 
HARD  AND  ELASTIC  SOFT 

RNEST  GOODS  ON  THE  MARKET 

LOWEST  PRICES-HIGHEST  QUALTTY 
CORRESPONDENCE  SOLICITED 


H.Planten&Son.Brooklyn.N.Y 


iaigTTT=yi{PrIMTF1 

GASBIIV. 

British  Casein  Co.,  Ltd.,  34  Gt.  Dover  St.,  London,  Eng. 

OHBMIOAIi*. 

Itallinckrodt  Chemical  Wks.,  St.  Louis;  New  York. 
Bastem  Drug  Co.,  Boston. 
lfeRkftCo.,NewY^k. 


Pepsin  Y  ft  S.    National  Licorice  Co.,  Brooklyn. 
Boctdn,  Dickinson  ft  Co.,  Rutherford,  N.  J. 


OOOA  COIiA. 

Coca  Cola  Company,  Athuita,  Ga. 
GOUiiAPSIBUS  TUBB0. 

A.  H.  Wirz,  913  Cherry  St,  Phihtdelphia,  Pa. 
COULEOB  OF  PB[A]UIIA€Y. 

Massachusetts  College  of  Pharmacy,  Boston. 
OOJVFJfiCTIOnSBT. 

New  Enghmd  Confectionery  Co.,  Boston,  Mass. 


Welssfeld  Brand  Washable  Coats  for  Dent* 
ists.  Doctors,  Druggists,  Osteopaths.  Jewelers, 
etc.,  made  to  order,  or  ready  mw.  Seventy-five 
different  materials  to  choose  from.  Write  for 
styles,  materials,  and  prices,  free  upon  reouest. 
Parcels  Post  prepaid  to  all  parts  of  ae  world. - 

Smoking  Jackets,  Dressing  Gowns,  Bath-Rob- 
es, and  Hospital  Uniforms  a  specialty. 
WBISSFBIiB  BBOS.»  Mfrs.  of  Ctothing  ft 
Uniforms  of  every  description. 

xyi  Broadway,  New  York,  N.  Y. 


€OBKS. 

Armstrong  Cork  Co.,  Pittsburg,  Pennsylvania. 
DLIf  IVBB  SBTS,  PRBMIVM  GHINA,  flOUTBMnM 

The  Limoges  China  Co ,  Dept.  S.,  Sebring,  Ohio. 
BISPI.AT  STANBS. 
-   The  Bartow  Co.,  Holyoke,  Mass. 
DBIIVK  m\lCEB,%» 

Wisconsin  Electric  Co.,  Racine,  Wis. 
DBVCMtUKM'  WQITDBIBS. 

Fox,  Fults  ft  Co.,  Boston,  Mass. 
Br<OATA(  CBBMB,  OBBAT,  SATOIV,  POVBIUB* 

James  C.  Crane,  Sole  Agt.  108  Fulton  St.,  New  York. 

■XiBOTBorrrai. 

stock,  Catatogue  1S5  pp.  50c.,  Spatuk  Pubttshing  Co., 
BmBlfTlAL  on^s. 

Fritssche  Brothers,  8S-S4  Beekman  St,  New  York. 
FI<T  FAPBB. 

O.  ft  W.  Thnm  Co.,  Grand  Rapids,  Mich. 
F017NTAINS. 

Puffer  Mfg.  Co.,  Boston. 

Henry  G.  Loeber  Co.,  New  York. 

Wahiis  Manufacturing  Co.,  Decatur,  111. 
FBITIT  TABI.BTS. 

Robertson-Bradshaw  Co.,  a86  Greenwich  St.,  New  York. 
HOB0B  AWB  COW  BB1IKDIB0. 

Dr.  A.  C.  Daniels,  17a  Milk  St,  Boston,  Mass. 
HOT  SODA  APPABATVS. 

Henry  G.  Loeber  Co.,  New  York. 

L.  L.  Rowe,  Boston. 
ICB  CBBAM  DISHBB0. 

Gem  Spoon  Co.,  Troy,  N.  Y. 
ICB  CREAM  FBBBXBB0  AlfB  SUPPIilBS. 

Thos.  Mills  ft  Bro.,  Inc.,  Philadelphia. 
UVSUBAMCB,  FIRB. 

Druggists'  Indemnity  Exchange,  St.  Louis. 
liABBUI,  BRIJCMtlSTS. 

David  Heston  ft  Sons,  Frankford,  Phihulelphia. 
lilCORIOB. 

National  Licorice  Co.,  Brooklyn,  N.  Y. 
IiIBIJB  JITICB.    BKoatoeirat  arnd  Imperial  Bnuad. 

Evans  Sons,  Lesd^r  ft  Webb,  9s  William  St,  N.  Y. 
liimJID  COURT  PUUITRR. 

Carpenter  Chemical  Co.,  Detroit,  Mich. 


Madam  Dean's  Antiseptic 
Vag^ixvzJ    Sixppositories 

A  Perfectly  Reliable  Vaginal  Antiseptic 

Pricei3.50  per  dozen     Rcrtails  atSOc  perBox 

Sold  by  aJi  Jobbers  or  order  direct  frci 

the:    united  medical    CO.,»nc. 

P.O.BOX  NO.74- Send  for  Fr«c  Samples  LANCASTER, PA. 
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JVhai  and  IVhere  to  Buy. 

KAXiTKD  MHJE. 

Horttck's  IfaltMl  Milk  Co.,  Radne,  WU. 
MIXK  FOOB  MAJfflJFACTIJRBHtf. 

British  Cudn  Co.,  Ltd.,  24  6t  Dover  St,  London,  Eng. 
VSABMACT  BT  KAH.. 

NatloBal  Inttitation  of  Pharmacy,  Chiofo,  111. 


A.  L.  Sontfav,  Stonaham,  ICaat. 
WBXmXCW%  FOB  I>B1J€M>MT0. 

Limogetf  China.Co.,  Sobring,  Ohio. 
PBOPBIBTABT  FBBPABATIOBS. 

Brown's  Troches.   J.  I.  Brown  ft  Son,  Boston. 
Castorla.    The  Ceotanr  Co.,  97  Murray  St,  New  York. 
Diamond  Dyes.    Wells  ft  Richardson,  BnrUngton,  Vt 
Eckman's  AlteratiTe.    Bckmaa  Mfg.  Co.,  Philadelphia,  Pa. 
Smmsnafogue.    Chlcfaast«r  Chemical  Co.,  Philadelithia. 
Ergoapiol.   (Smith),  Martin  L.  Smith  Co.,  N.  Y. 
Listerine.    Lambert  Pharmacsl  Co.,  St  Louis,  Mo. 
Phenohui  Wafers.    Upjohn  Co.,  Kalamasoo,  Mich. 
Pines,  Pines  Co.,  Fort  Wayne,  Indiana. 
PoUantln.   For  Hay  Fever.    Fritssche  Bros.,  New  York. 


MONEY  IN  PENCILS 


EAGLE  MmADO 


ACTUAL    SIZE     7\    INCHES 

Send  lur  Wnuiesate  I'rice  List 

BAOLB  PENCIL  CO.,  377^79  BrMdway,  New  York 


B17BBBB  eOOlMI. 

Davol  Enbber  Co.,  PforideMe,  R.  L 


ToffilMi  Balance  Co.,  New  York. 

Hewy  Troemnmr,  Phitedelphia,  Pa. 
m<¥BBWABB. 

Henry  O.  Loeber  Co.,  New  York. 
80BA  FOmiTAIB  BBPAIB8. 

Henry  W.  Whipple,  sfx  Causeway  Street,  Boston. 
■PBCTACUBS  AUB  btbouuisbb. 

Oskamp  NoMng  Co.,  Cincinnati,  Ohio. 

8TOBB  FIXTVBBS. 

Soger  ft  Gross,  43  W.  67  St,  New  York. 
The  Winter  Co.,  Sheboygan,  Wis. 

STBAWB  FOB  BOBA  WATBB. 

M.  C.  Stone,  WMhiagton,  D.  C. 


HOW  TO  MAKB  SHOW  CABBS.  A  practical  txeatiae 
on  the  fundamental  principles  of  artistic  letteringr  with  pen  and 
brush  for  the  use  of  retail  merchants  and  their  clnks,  by  Charles 
A.  Miller.  Fully  illustrated  with  diagrams,  alphabets,  sample 
siffos,  etc  Heavy  coated  paper.  The  handsomest  and  most  use- 
ful book  on  the  subject  published.  130  pages.  Price,  li^oo  (foreign 
4S.) ;  with  Thb  Spatula  i  year,  I1.50  (foreign  8s.). 

SFAT17I.A  nVK  FOBMAXABT.  Recipes  and  direction 
for  making  all  kinds  of  inks  for  all  purposes  by  Dr.  J.  H.  Oysters 
m  pafes,  Dound  In  doth.  Price,  postpaid,  Ss.00  (foreign  8s.);  with 
Tbb  Spatula  i  year,  la.so  (foreign  iss.). 

15,000  FOBMinLAB.  A  new  and  icvised  ediHon  of  the 
"  Cyclopasdia  of  Receipts."  By  A.  A.  Hopkins,  query  editor  of 
the  Scientific  American.  Probaibly  the  most  pracacal  and  Talu- 
able  collection  of  formulas  and  receipts  ever  published.  Besides 
the  receipts,  there  is  a  vast  amount  of  information  on  various 
subjects.  S  page  illustrated  circular  riving  contents  free.  Price, 
postpaid,  I500  (foreign,  21s.);  with  Thb  Spatula  i  year,ls-5o 
(foreign,  sjs.). 


LET  ME  PLAN  A  BUSINESS  FOR  YOU 

Not  a  stock  scheme  that  is  worn  out  and 
dead  —  not  a  scheme  to  buy  somebody  else's 
goods  — not  a  get-rich-quick  scheme  — BUT  a 
good  semsible,  workable  plan  for  building 

A  MaV  Order  and  Advertisiiig  Business 

THAT  WILL  BE  ALL  YOUR  OWN 

That  will  bring  a  good  income  from  the  start 
and  help  you  make  a  real  success.  I  plan  the 
business,  write  your  ad  matter  and  give  full  in- 
structions for  manufacturing,  publishing  or  pro- 
ducing the  goods.  My  terms  are  reasonable. 
Write  me  at  once  and  say  .whether  you  wish  to 
engage  in  a  manufacturing,  literary,  education- 
al, publishing  or  specialty  business. 
Expert  service  also  furnished  in 

Advortliemont  Writing.  Illustratlag,  Campaigo 
Pbmnlng  and  Printing 

Adinss  W.  CLEMENT  MOORE,  SptdaOst 

NEW  EGYPT,  NEW  JERSEI. 


Bactoa,  DtddDioa  k  Co.,  Ruthvford,  M.  J. 


lit  Door 

WoitOftlK 

67Stor 

Woohwii 

Udg. 


.??^?»'rss^i 


I  Btrelay  St.,  NtwYork* 


SptcitI: 

Hypo. 

Ttblttt 

Morph.  8. 

)(gr.8.50M. 


TAN  aiJBFOOT  FI«T  PAPBS. 

The  O.  ft  W.  Thum  Co.,  Gnuid  Rapidi,  Mich. 


Bacton,  Dlddnion  ft  Co.,  RuUiorford,  N.  J. 
TI7MBI<BR  JJffD  BOTTI«B  WASHiaM. 

L.  L.  Rowe,  Portland  St..  Boston. 
Puffer  Mfg.  Co.,  Boston. 

SCO  RBADT-TO-17SB  ADS  FOB  BBVOGISTS  by  Chas 
L.  Archbold  and  other  experts.  Something  for  every  department 
and  every  season.  Nearly  all  have  an  appropriate  illustration 
which  may  be  used  or  not  as  desired.  So  arranged  they  may  be  cut 
ont  as  needed  and  sent  to  your  local  paper,  or  to  your  printer  as 
copy  for  counter  slips.  Price  post  paid  %\.  (foreign  4/)  with  the 
Spatula  I  year  $1.50  (foreign  &r.) 
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Mr.  Manufacturing^  Drug^g^ist 

DontBe  "A  Penny  Wise  And  A  Pound  Foolish** 

When  selecting  Formulas  and  Processes  from  which  to  make  your  own  preparations.  It  will 
cost  you  no  more  in  the  long  run  to  buy  your  formulas  from  a  recognized  authority  than  it  does  to 
get  them  from  a  doubtful  unreliable  source.  When  you  consider  the  value  of  time  and  materials 
lost  in  experimenting,  sales  lost  on  account  of  inferior  commonplace  products,  and  reputations  as 
a  producer  of  high  grade  preparations  lo^t  on  account  of  your  goods  not  being  in  par  with  those 
of  competing  brands  or  not  being  up  to  your  customers  idea  of  a  "  perfect  preparation,"  it  is  the 
poorest  kind  of  economy  to  let  the  small  cost  that  you  would  pay  for  a  reliable,  practical  and 
workable  formula  stand  in  the  way  of  the  success  of  your  preparations. 

I  have  been  furnishing  Druggists,  Chemists  and  Manufacturers  all  over  the  world  for  a  num- 
ber of  years  with  up-to-date  reliable  original  formulas  and  manufacturing  processes  in  all  lines. 
Back  of  every  Formula  I  send  out  stands  my  positive  and  unconditional  guarantee  "  Satisfaction 
or  Money  Refunded  '*  and  I  could  not  do  this  if  I  did  not "  Deliver  the  Goods.'* 

I  offer  this  month  several  specialties  of  the  quick  selling  tjrpe.  Every  one  is  a  producer  of 
that  most  satisfactory  of  results — The  Kind  You  Can  Put  in  the  Bank. 

HAtTINS  "^FHENCH  PROCESS '*  DHT  CLEANING  SOAP.  A  soap  which  is  freely  soluble 
in  Gasolene  for  quickly  and  effectually  removing  all  dirt,  paint,  oil,  grease,  spots  and  stains  from 
all  kinds  of  cloth  and  wearing  apparel.  This  is  a  trade-secret  which,  up  to  a  short  time  ago  was 
only  known  to  a  few  of  the  '  exclusive  *  Dry  Qeaning  establishments.  It  works  wonders  cleaning 
Gloves,  and  will  not  injure  the  finest  of  delicate  fabrics.  Requires  no  machinery  to  put  up,  easy 
to  make,  and  a  big  trade  can  be  built  up  on  this  enabling  the  house  wife  to  do  her  own  dry  clean* 
ing  at  home.    Formula  and  all  information  ^1.00. 

ZEMOLi  An  absolute  Specific  and  scientific  treatment  and  cure  for  Eczema  and  all  kindred 
skin  deseases :  Every  user  of  this  effectual  remedy  will  become  a  walking,  living  advertisment 
for  your  remedy.  Eczema  being  both  a  local  and  constutional  disease ;  in  order  to  effect  a  per 
manent  cure,  the  treatment  should  be  both  internal  and  external.  Zemo  consists  of  two  prepara' 
tions,  one  for  internal  and  the  other  for  external  use,  the  prescription  of  a  skin  specialist  who  has 
won  reputation  of  curing  the  worst  cases  after  all  other  remedies  and  doctors  failed.  You  can  selj 
this  safely  on  the  NO  CURE  NO  PAY  basis.  Price  of  formula  and  full  particulars  for  putting 
up  for  sale  with  sources  of  supply  for  containers  ^1.00. 

LAXO«JEL  SOLIDIFIED  CASTOH  OIL.  A  strictiy  new  and  scientific  product  of  unusual 
merit  By  a  simple  and  inexpensive  process,  pure  castor  oil  is  converted  into  a  solid  form,  pos- 
sessing all  the  virtues  of  the  unprepared  oil  with  none  of  the  objectionable  features.  The  finished 
product  resembles  in  color,  appearance  and  taste  of  a  high  grade  fruit  jelly.  No  gum,  wax,  gela- 
tin or  other  objectionable  ingredient  used.  Easy  to  prepare  easy  to  sell  makes  castor  oil  taking  a 
pleasure  instead  a  dread.    Price  of  formula  ^1.00. 

THUS  NSW  HIGH  GtADE  CONCENTKATED  FLOWEH  ESSENCES  have  all  the  charm- 
ing  richness  and  flowery  sweetness  found  in  the  finest  French  goods.  These  exquisite  odors  can 
be  so  adjusted  as  to  produce  a  perfume,  toilet  water  or  vegetal  of  any  grade.  I  offer  La  Trefle, 
Flores  de  India,  and  Japanese  Wistara.  I  give  full  and  complete  formula  and  instructions  for 
producing  these  high  grade  intense  floral  essences  in  your  own  laboratory  synthetically  without 
aparatus.  Price  ^1.00  each.  If  you  would  like  to  test  these  goods  before  buying  formula  send  76 
cents  for  a  sample  ounce  of  either  odor. 

Other  Formulas  of  meritorous  specialties  which  lack  of  space  forbids  lengthy  discription  are . 
WAJI«OL  Piano  and  Furniture  Cream  Polish.  A  white  Creamy  Emulsion.  Rubs  a  hard  dry  surl 
face  quickly.  A  NEW  SYNTHETIC  VANILLA  EETtACT :  Equal  in  flavor  to  that  made  from 
the  finest  Mexican  Vanilla  Beans :  Much  stronger  and  will  not  cook  out  in  baking.  Gives  fine 
satisfaction  to  the  most  exacting  trade  and  pays  a  good  profit.  Price  of  any  Formula  here  listed 
with  all  information  ^1.00.  Any  three  76  cents  each,  any  five  |3.00  and  with  each  order  received 
this  month  I  will  send  without  extra  charge  16  New  Valuable  Trade  Secrets.  Write  me  regard- 
ing any  formula  or  preparation.  I  can  help  you  out.  Matching  of  samples  a  specialty.  Manu- 
facturing problems  solved.    Analytical  work  promptiy  done. 

Ho    LISCOMB  MILLER^ 

Chemist  and  Formula  Specialist, 

TAMPA,  FI^ORIDA,  U.  8.  A. 
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PROCUS  MTENTEO 


CALCREOSE 


NAiEIESmrERED 


PRESCRIBED  IN  SOLUTION  AND  IN  TABLETS 
Solution  prepared  by  adding  pound  of  powder  te  gallon  of  water 

200  Per  Cent  Proflt 


Prescribed  by  physicians  for  Tubereuiosis  and  Broncliitis 


PRICE  LIST 


{ 


Calcreose  Powder pound,  $3.00 

Calcreose  Tablets,  coated,   .     .       1000,     3.00 
Calcreose  Tablets,  No.  2,  coated,    1000,     3.25 


Order  from  your  Jobber  or  the  manufaeturers. 

Ask  for  bulk  prions  for  pharmap«utioals  and  apaolal  formula  work. 

THE  MALTBIE  CHEMICAL  COMPANY, 

NEWARK,  NEW  JERSEY. 


Fifty-Six  Advertisemonts 
for  Druggists 

By  W.  H.  Cousins 

This  set  of  drug  store  ads  gets  a  strangle  hold 
on  the  attention  of  the  big  mob.  They  call  a 
moratorium  on  the  colored  supplement  and  the 
baseball  column  long  enough  to  show  what 
"JONES,  THE  DRUGGIST."  has  to  say. 
They  make  your  ads  the  choicest  bits  of  scrap 
book  material  in  the  whole  paper.  Designed 
for  small  town  druggists  where  newspaper 
space  is  cheap  enough  to  use.  One  ad  for  each 
week  in  the  year  at  less  than  ten  cents  each. 
Always  ready  for  the  printer.  Sold  to  one  store 
in  a  town.    Price  16.00.    Send  your  five  today. 

Addraas 

Southern  Pharmaceutical  Journal 

Dallas,  Texas, 


National  Institute 
of  Piiarmacy. 


A  System  of      ,^»^ 
Home  study      ^ttmo. 


ENDORSED  BY  MEMBERS  OP 
EVERY  BOARD  OP  PHARMACY, 

J§nnounc0m0nt    giving   parflcisfa#«, 
tmrmm,    0tc„   uptfit   appticatiOH* 

DEARBORN  and  HARRISON  STS^ 

CHICAGO.    II^I#. 
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The  Spatula 
Isabel  Book. 


for  f&s«  iA  tK«  A  Hop 


Comprising  Labels  for  practically  all  the  Drugs,  Chemicals  and  preparatiom 
of  the  Umted  States  PharmacopKsia  and  the  National  Formulary,  together 
with  many  for  drugs  in  the  British  Pharmacopoeia,  and  for  a  large  number 
of  unofficial   articles,  utensils,  apparatus,   etc.,   in  all  over  2,(XK)  labels. 

CoimpU0d  fry  .  •  . 

PROFX:SSOR  Mni^BUR   I..  SCOVII.I.Et   PH.  C^ 

Of  the  Massachusetts  College  of  Pharmacy. 


Pvtll.--Lib«hfbrDn«t  In 
PvtlV.-LabebforUtaitllt,eto. 


Pirt  I.--L1MS  for  Drugs  In  Phannoopooli. 
Pirt  III.Hjb6ls  for  UnoffloU  Drugs. 

Spiitulii  Publisking  Co.  9  Boston* 

Psrtee,  fottfftld,  $Z4N>.  Price,  pottiald«  wltli  gpatiU  om  jtur  U  aajoe  aot  alrtady  «  i 
fsmtr.tiuw.   T»smtacrlb«nwltli8patiUaM7«ur,  11.50  ;wltlitmt8patiU,$zuXK 


Mount    Wasbington 
Imper^  * 
Boxes 

For  Your  Olntm 

ATtld  <fc— icsl  rMctlii 
«M«f  a«talc«Ttr  «r  me 

Thej  an  superior  In  bet 
of  finish,  ligntness   and 
strength,  U  os.  to  16  os. 

BUuM  WtOMMt  mtuiSU9§r 

''MU  IVmtJUnr  t 
•rdsring  ^fur  L 


Mt.  WaahlwQtow  Bok  Ce.,  Boatow,  Maw. 


EVERY  DRUGGIST 

that  realizes  the  strong  relation  window  displays 
and  attractive  show  cards  bear  to  greater  sales 
will  want  to  know  what  is  new  in  these  two 
fields. 

SIGNS  OF  THE  TIMES 

in  each  issue  covers  the  subjects  of  window 
decorating  and  card  writing. 

$2.00  •  year,    20  eonie  per  oopy. 


SIBNS  OF  THE  TIMES,  -  -  GhcimatL 


^PUasi  mtniion  Spatula  wh^n  writing. 


THE  NATIONAL  INSTITUTB 
OF  PHARMACY. 

Do  yon  desire  to  Prepare  for  a  Board  of 
Pharmacy  Examinanon,  or  for  otiier 
reasons  to  Improve  your  Imowledfe  of 
Pharmaqr? 

Have  yon  a  clerk  or  apprentice  to  whom 
Tou  d«sire  to  recommend  a  profitable  and 
mexpenslve  course  of  study? 

ThiNatiMillittitifiofPlMmMi 

suppUes  a  course  of  HOME  STUDY  at 
once  thorough,  practical  and  Inexpensive. 
It  consists  of 

Priitei  Lietiris  MiiM  Sisl-MMthiy. 


to  students,  there  being  two  terms  ol 
twelve  lectures  each,  the  full  course  oo» 
cupying  therefore  a  period  of  one  year. 

Anncuneemgni  giving  full  ^arficulart^  muihod, 
C9urs9^  Udures^  cost^  ttc^  maiUd  fr§»  u^im  a^U- 
eaHon^ 

National  Instltitte  of  Pbarmacj, 
358-362  Dearborn  St,  Chlcaifo. 


Digitized  by 


Google 


6i8 


THE  SPATULA 


SUBSCRIBERS  EXCHANGE 

Fonaolas  tor  OhemUto.    Six  good  ones.    Twenty  cents' 
gjmp*.    Austoilian  pottsge,  5  cents.    W.  Padley  Windsor,  New 

Drue  •tons  Bo«stat  amd  8«ld,  also  jobs  for  drug  clerks. 
The  Drug  Store  Clearing  House,  Hammond,  Ind. 


StoMs  (snaps)  for  sale,  and  positions  in  all  States. 
Physicians,  Veterinarians,  Dentists,  furnished  for  all  locations. 
F.  V.  Kneist,  R.  P.  Omaha,  Neb.    Estab.  1904. 


BA  WMitad*  !$%  commission  paid  salesman  call- 
ing on  drag  trade  to  sell  specialty  as  side  line.  Address  L.  W. 
Marshall,  Lexington,  Mo. 

For  0Ale.  — Fine  drag  store  in  Adams,  Mass.  Well  estab- 
Ushed,  fine  business,  full  prices,  no  competition,  beautiful  fixtures, 
best  reason  for  selling.  An  exotptioaal  opportunity.  Address 
** Adams,'*  care  of  Thb  Spatula  Boston. 

WANTED.— Nataral  Slstorjr  Bctoks.  The  Lloyd  Li- 
brarr,  309  West  Court  St.,  Cincinnati,  Ohio,  is  interested  in  the 
purchase  of  books  relating  to  all  branches  of  natural  history. 
Book  dealers  issuing  catalogues  relating  to  these  subjects  are 
reauested  to  send  them  to  our  address.  Oners  regarding  the  sale 
of  books  on  these  subjects  will  be  considered  at  any  time. 


GRAY'S  ''"A'^^'^^^i^'^ 


QUIZ  COMPEND. 


17*  LAST  EDITION  .A 

Based  upon  the  new  pharmacopoeia. 
Thoroughly  revised  with  many  valuable 
additions.  Designed  to  assist  those  de- 
siring to  pass  ;in  examivation  before  any 
State  board  or  college  of  pharmacy.  It 
contains  questions  asked  by  all  State 
boards  and  colleges  of  pharmacy  with  the 
answer  to  each  question.  The  subjects 
of  pharmacy,  botany  and  chemistry  are 
treated  in  a  condensed,  practical  way,  en- 
abling one  to  learn  them  in  the  shortest 
possible  time.  This  book  will  also  be 
found  very  useful  for  daily  reference  as 
to  doses,  poisons  and  antidotes,  incom- 
patibilities, new  remedies,  explosive  com- 
pounds, synonymous  names  of  drugs,  and 
a  variety  of  other  subjects.  Over  20c 
pages,  bound  in  cloth.  Indispensable  to 
beginners.  Price,  postpaid,  ^1.50;  with 
the  Spatula  one  year,  I2.00. 


Do  Business  hy  Mail 


Start  with  accorata  list*  of  namea  we 
farniah— build  aolidlj.  Chooae  from  the 
Ibllowiiig  or  any  others  dadred. 

Apron  Mfra.  Weahhr  Man 

Chease  Box  Mfra.    Ice  Mfra. 

Shoa  Retailera         Doctors 


Tin  Can  ] 

Drnggiata 

Owner 

Oar  c 

tistica  < 

pecdveca 


.81" 


Asia  Gieaaa  Mfra. 

Railroad  Employeaa 

Contractors 
>leta  book  of  tttaWng 
7000  classes  of  pros- 
Ders  for  the  asking. 

•  SiMiCStLNii 


Ross-Gould 

_   Mailing 

S«^.  Louis 


Hot  Soda 


AUTHOR  OP 
THE  SPATULA  SODA  WATER  GUIDE 

Is  the  latest  book  in  Soda  Fountain  literature, 
and  one  that  every  dispenser  should  own. 

It  is  the  most  complete  compilation  of  vahiable  f  onnulaa 
and  information  ever  collected  on  the  subject  of  Hot  Foun- 
tain Beverages.  It  tells  you  all  about  hot  drinks ;  tplls  how 
to  select  your  urn ;  how  to  run  it  right ;  gives  designs  for 
spedal  bouillon  warmers -r in  fact  it  contains  innumerable 
valuable  suggestions  atid  careful  directions  for  preparing 
hot  soda.  ^,^„       _. 

The  formulas  it  contains  are  worth  many  times  its  price. 
Some  of  the  Subjects  treated  aref  Hot  Chocolate^  sixteen 
formulas;  Hot  Coffee,  eighteen  formulas;  Hot  Beef  Drinks, 
twenty-five  formulas;  Hot  Clam  Drinks,  twenty-three 
formulas;  Hot  Oyster  Beverages,  thirteen  formulas;  Hot 
Tomato  Drinks,  nine  formulas ;  Hot  Tea,  seven  formulas ; 
Hot  Ginger  Drinks, nine  formulas;  Hot  Lemon  Drinks, 
nineformuhu;  Hot  Malted  Milk,  thirteen  formulas;  Hot 
Egg  Drinks,  thirty-seven  formulas;  Hot  Sundaes, eleven 
formulas;  Finished  Bouillons, thirty-nine formulas;  Mis- 
cellaneous Hot  Drinks,  forty-seven  formulas. 

There  is  also  a  chapter  devoted  to  the  subject :  Fountain 
Lunches,  etc. 

FRICEs  50  CENTS 

No  dispenser  can  afford  to  be  without  this 
book  in  his  possession.  It  will  be  sent  postpaid 
to  any  address  upon  receipt  of  price  or  with  The 
Spatula  one  year  for  I1.25. 


8PATUI.A    PUBI.ISHINC    CO. 

BostOAt  Mass. 


Toilet  Preparations 


A  treatise  on  the  manufacture  of  Casein  Massage  Creams 
Complexion  Creams,  Cold  Creams,  Face  Creams,  Pow- 
ders, Toilet  Lotions,  Camphor  Ices,  Bath  Tablets  and 
similar  preparations,  including  the  latest  formulas. 

Compiled  and  Edited  bjr  Jj.  W.  9IAB8HAI.I. 

Price  postpaid  fifty  cents,  (Foreign  2s)  with 
Thb  Spatula  1  year  $1.26  (Foreign  6s.) 


THB  SPATULA  PUBLISHING  CO.,  BOSTON,  KASS. 
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SpedfyNERCK'S 


'(0)M«[AL  PACM.® 

The  MERCK  Label 

on  your  shelves  means 
more  to  the  Physician 
than   the   familiar  sign 

"Prescriptions  a  Specialty" 
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COLLAPSIBLE 
TUBES 


lOniE  STOPPERS 


METAL 
SYRINGES 

PILL 
MACHINES 


TIN  SPOUTS 

FOR 

BUG  POISON 

SUPPOSITORY 

MOULDS 


A.  H.  WIRZ,  Inc., 

CHESTER,  PA. 


STTJLB  ITo.  a«» 


Why  a  Torsion  Balance? 

It  is  accarate  and  remains  so. 

It  has  no  knife  edges  to  wear  or  shift 

It  is  qaick. 

It  can  be  operated  with  an  arrest  with- 
out injary. 

It  justly  has  the  reputation  of  highest 
quality. 


The  Torsion  Balance  Company 

Office:  92  Reade  St.,  New  YorktCity. 
Pacific  Coast  Branch, 

50-52  California  St.,  San  Francisco,  Cal. 
Factory  and  Shipping  Address, 

147-9  EiRhth  St.,  Jersey  City.  N.  J. 
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